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j Plan For Lumber Trade Extension 
few 
but 
nn We believe that the progress and sta- in fact, has gained some headway among 
air- bility of the lumber industry and the lumber consumers and the public at large 
- security and profitableness of invest- that the supply of standing timber is 
ments therein will be greatly advanced practically exhausted, that good lum- 
by a well planned and continuing cam-_ ber can no longer be had, and that the 
paign of public education to the uses and replacement of lumber by other mate- 
illa, the merits of lumber and wood products. rials will soon become compulsory. The 
‘on Such an effort should be conducted fact is that the supply of good saw tim- 
esti- nationally by those interested in the own- _ ber will never be exhausted; that lumber 
rood ership of timber and the production, dis- is now readily available from the saw- 
tribution and consumption of lumber; mills, better manufactured, graded and 
resi- © morFeTT and regionally in behalf of individual — refined than ever heretofore; and that 
i species. if the economic discouragements to re- 
500 JOHN H. KIRBY These national and regional activities forestation, especially confiscatory taxa- CHAS. S. KEITH 
that should be codrdinated in sueh tion and excessive danger of 
a manner as to avoid duplication of effort or loss by forest fire, are removed, there will al- 
has expense and to give to the lumber and wood ways be a supply of good lumber ample for 
ton, using industries the maximum aggregate bene- reasonable requirements and at reasonable 
one fits. prices. | 
um- Consideration should constantly be given to Public agencies both State and national ' 
we improvements in the processes and methods of should assume an obligation commensurate j 
y is lumber merchandising, which may enable the with the public interest in the conservation y 
Tact industry to meet the requirements of lumber and perpetuation of the forests, to aid in rem- ' 
consumers most conveniently and economic- edying these conditions, in removing these 4 
Isie- ally ; and to practicable means not only of con- obstacles, and in contributing to sound public 
nber servation and efficient utilization of timber, understanding of forest facts. 
— but also of encouraging the reforestation of Timber owners—ineluding the Federal and : 
ome timber lands. State governments, which are the largest for- 
. The benefits to producers, distributers and est land owners—and those engaged commer- 
ract consumers, of organized and continuing lum- cially in the lumber trade, should unite in an 
will ber trade promotion activity will be greatly effort of public education in the supply, quali- 
increased by such improvements in the organ- ties, and uses of lumber. Such a campaign 
ws ization and methods of lumber manufacture == should be based upon the merits of American 
iiles eee and distribution as will main- — Standard lumber, and _ it 
= i, eee tain lumber supply and lum- _ should encourage such certifi- GEORGE S. LONG 
, of ber demand in reasonably stable balance. cation and guaranty as may be necessary = 
ype The constantly increasing burden of to insure the availability, to lumber con- 
ard- local property taxes upon standing tim- Sumers everywhere, of lumber of stand- 
va ber, already excessive in many States, ard size, grade and manufacture; and it 
has become an incentive to premature Should be continuous. . 
cutting of timber and a threat-of the first We, therefore, invite and urge timber 
magnitude to forest conservation. Econ- OWners, and manufacturers, distributers 
| omy in utilization, equality in competi- and consumers of lumber throughout the 
me tion and opportunity for self-perpetua- United States to join with us in the or- 
vrs. tion of the lumber industry by orderly ganization and the liberal financial sup- 
= forest management, will not be accom- Port of a diversified and nation-wide 
ock, plished until, by reform in methods of campaign to extend and improve the uses 
pom taxation, the ownership of growing or @d markets for lumber. 
and standing timber is relieved of this dis- [Above outline of a general trade extension 
— criminating burden. ag heir et oto or 
Kas The impression, although unfounded — tension Conference on pages 40-42.—EprTor.] 
ele- 
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Robbins Flooring Laid 
Management ! in Chicago Union Station 


$$ ny 











Our organization is equipped 
to handle management problems 
for the Timber and Lumber In- 
dustry in an advisory capacity or 
to take over the entire burden 
of active management in all its 
details. Wecan also handle the 3 ; 
liquidation of timber and lum- New Chicago Union Station. Photo Courtesy Chicago Milwaukee & St. Paul R.R. 


ber properties. UILT at a cost of more than $60,000,000, the new Chicago 
Union Station, terminal for four railroad lines, is one of 
the most impressive railroad passenger stations in the world. 
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It is therefore a matter of considerable pride to us to have 
furnished approximately 250,000 feet of Robbins 13/16 by 2% 
Clear Maple Flooring for use in the various offices of this 


magnificent structure. This flooring was furnished through | IE 
L > C Joseph Brothers Lumber Co., who were supplied by the Chas. pe 
J ames D. O. Horn Lumber Co., Chicago wholesale distributors of Robbins ° 
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ial Lumber special lumber sales service differ- 
ai Siatiaiie: cial migsamaiaaiiid ent from the other fellow’s. We 
Pine manufacturers who are on the = have created closer co-operation 
sane lookout for real values in dry = and more satisfactory dealings with 
KORRECT hardwoods will find the follow- — buyers of . 
MAKE ing items well worth their inves- ~ 
Mee | _ Northern Hardwood 
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Birch | 1s fost S/4.FAS Hard tte sume = td Hemlock Lumber 
: | Flooring 50,000 feet 6/4” No. 2 Soft Elm = 
pd ee te = Our method guarantees you the exact 
25,000 feet 4/4” No. 3 Rock Elm = grades which you order and affords a 
ee Fl positive check on every shipment. | 
25,000 feet 13/16 x 134” No. 1 Maple Flooring = = Order a trial car today. We know 
= you ll like our way of doing business. kep 
Write for delivered prices. = : four 
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Lumber’s Part in the Development of the Middle West 


VERYBODY AT TIMES regrets that he can not have his cake 
and eat it, too, but in actual life he soon learns that the thing 
can not be done. It is so with forests; they can not be cut and 

kept, too. While it is to be regretted that a way was not sooner 


| found to protect and promote the growth of the young seedlings 
| that sprung up after the virgin forests were cut away, there can 


ho occasion for apologizing for the use that was made of them. 
hey passed out of existence as forests only to be perpetuated as 


| dwelling houses, barns and other structures; and if the pine trees 


are no longer to be seen in their virgin beauty in Michigan, Wis- 
consin and Minnesota, the products wrought out of them are to be 


) found in the form of handsome and comfortable homes in Illinois, 
| lowa, Nebraska and other prairie States. 


ach generation necessarily is largely concerned with the prob- 


lems with which it is confronted from day to day, and it is not 
easy for persons living in 1925 to visualize the conditions that pre- 
vailed fifty years ago. But the news and views extracted from the 
AMERICAN LUMBERMAN’S predecessors of a half century ago that 
are published in this paper from week to week picture in a better 
way than any current comment can the relation between lumbering 
and the development of agriculture in the Middle West. In this 
week’s instalment of “Fifty Years Ago” is given a contemporary 
view of the conditions in the prairie States, the character of its set- 
tlers and its prospective demands for lumber. Exactly as the 
writer of that day foresaw, the sod houses of the homesteads have 
been replaced with wooden houses, and a thrifty, prosperous and 
numerous population has succeeded the hardy, venturesome settlers. 

Glancing at the figures showing the output of the mills of the 
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Lake States fifty or more years ago, there may be some cause to 
regret that many of them are no longer in existence; but when it 
is recalled that the high tide of lumber production in that region 
was also the high tide of settlement and agricultural development 
in the nearby prairie regions, the connection between the two must 
be obvious. Looked at in this way, the so called “destruction” of 
the forests is seen to be the most importantly constructive develop- 
ment in the nation’s history. If the task of settling and developing 
the Middle West were to be undertaken again, with vast treeless 
territory adjacent to a region of apparently inexhaustible forests 
as the materials for accomplishment it is hard to see that the means 
adopted could differ greatly from that in fact used by those on 
whom that task was imposed fifty years ago. 

Possibly, then as now individual lumbermen and individual farm 
settlers were so engrossed in their personal problems that they 
did not see the part each was playing in the whole program. Even 
now with the forests largely cut away and the need of their replace- 
ment evident, not only to lumbermen but to users of wood, it is 
still hard to apportion the task of replacing them. It must be plain, 
however, that the interests of future generations of farmers and 
business men other than those engaged in the lumber industry are 
as vitally affected by the supply of wood as are the interests of 
lumbermen. Population in all sections of the United States will 
continue indefinitely to increase and the cultivated forests of the 
future will continue to be as vital a factor in national development 
as were the virgin forests of the pioneering era. 





Getting All Conditions in Contract 


ONTROVERSIES ARE the bane of business. They not only 
hinder, obstruct and delay the conduct of business, but quite 
often they cut it off entirely, wiping out the accumulated re- 

sults of years of sales efforts. Most disputes are due to failure to 
be definite and specific in placing, acknowledging and filling orders. 
The buyer does not say precisely what he wants; the seller often 
notes the omission or guesses at the buyer’s real meaning, and if 
he acknowledges the order according to his own interpretation the 
seller may not scrutinize the acknowledgment to see that it conforms 
to his order. As a consequence the shipment does not meet the buy- 
er’s requirements, he is prevented from performing the desired or 
customary service to his customer, and hitherto friendly relations 
are broken off. 

The lumber industry is rich in “unwritten law” and “established 
customs” that are known and understood in varying degrees by 
lumbermen. A few lumbermen may; possibly, know them all, but 
it is probably true that the knowledge of these customs possessed 
by the majority of lumbermen hardly approaches familiarity. Un- 
less the seller and the buyer in a given transaction both know all 
the customs applicable to it and unless each knows that the other 
is aware of their significance, there is danger in failure to write 
them into the contract of purchase. The fact is that many so called 
rules or practices are alternative, the buyer or seller determining 
for himself which he shall impose or assent to. The only way to 
signify his intention is to “nominate it in the bond.” 

It is to be expected that pending the arrival of the millenium 
there will be controversies among business men; in the meantime 
steps can be and should be taken not only to reduce their number 
but to settle them when they inevitably occur. For a long time 
the National-American Wholesale Lumber Association has been ad- 
vocating and using arbitration to settle disputes. Now Roy A. 
Dailey, of Seattle, Wash., North Coast manager of that organiza- 
tion is compiling a “clause book” with a view to reducing the num- 
ber of disputes. It is to be remembered that the courts will not 
enforce a custom unless it meets several essential requirements, and 
that, in the case of many so called “customs of the trade” there 
are serious doubts whether they come within the legal defin:tion of 
“customs.” In the absence, therefore, of decisions of the court 
of last resort, the only safe way to make a custom a part of a 
contract is to write it into the contract itself. It is this that Mr. 
Dailey proposes that the members of his association shall do. 

The basis of most transactions in West Coast woods is the West 
Coast Terms, but it is evident from the “clauses” assembled by Mr. 
Dailey that the terms require modifications, or at any rate that 
they often are modified by traders in West Coast woods. The 
clauses undoubtedly afford a pretty definite record of misunder- 
standings and controversies that have occurred or of disputes fore- 
stalled. Probably many lumbermen who read them will be re- 
minded of business lost, friendships interrupted and court costs 
incurred that might readily have been avoided by making certain 
of these clauses an essential part of the contracts of sale. They 
are in fact the outcome of practical experience and they constitute 
a valuable contribution made by the lumbermen themselves to the 
amenities of business. 





Local Organizations to Promote Forestry 


ROM TWO STATES in the South reports this week record the 
FE taking of preliminary steps in the forming of local codperative 
reforestation groups. In Alabama county groups are being 
organized for fire protection. Funds will be raised and a full-time 
fire warden employed; the State contributing one-fourth, the coun- 
ties one-fourth and the remainder will be appropriated by the 
Federal government under the terms of the Clarke-McNary law. 
In North Carolina lumbermen, timber owners, railroads and the 
forestry department of the State have united on a program of fire 
protection for about one hundred thousand acres of timber lands 
in three counties. In this State also the forester is moving to bring 
about codperation between the department of conservation and de- 
velopment and the Boy Scouts, suggesting methods of interesting 
the scouts in forestry and enlisting their aid in carrying out a 
sane program. 

From the Pacific Northwest comes a report of a meeting of 
the advisory council of the Pacific Northwest Forest Experiment 
Station. The purpose of the council, as its name implies, is to co- 
ordinate and give practical direction to the forest protection and 
reforestation activities of all the forest agencies of that region, 
including British Columbia. At this meeting Chief Forester Greeley 
outlined the aims and purposes of the station and pointed to the 
need of a changed attitude toward forestry and reforestation on 
the part of all those engaged in lumbering as well as of other 
citizens. 

Special emphasis is here placed upon these activities in the South 
and in the Northwest because they exemplify the spirit of co- 
operation and the principle of local study and adaptation that must 
characterize every forest protection and reforestation program if 
it is to be successful. Reforestation, certainly in its formative 
stage, must be intensive rather than extensive. It is the folks near 
the forests first and those that use them that must help to protect 
and perpetuate them. Forestry legislation of necessity must be 
State-wide or national in scope; but its practical application must 
forever remain local and regional. Indeed, if the people of the 
United States are to become nationally “forestry-minded” that con- 
dition must be brought about through the intensive education of 
small groups; for primarily it is what the people near the forests 
do rather than what they think that is to determine the fate of the 
forests. Forestry and forest protection present intensely practical 
problems of the first magnitude, and it is much more important to 
drive home the folly of burning trees than to teach any elaborate 
reforestation theories. 





Lumber Store Keeper or Merchant? 


N RECENT YEARS much has been said from convention plat- 
forms and printed in trade journals to the effect that the time- 
honored term “lumber yard” has become obsolete, and that 

“lumber store” or “building materials store’? much better describes 
the place where home building materials are sold. And we are not 
going to quarrel with the distinction thus drawn; in fact, the 
AMERICAN LUMBERMAN probably has had more to say in advocacy 
of the basic idea involved therein than has emanated from any other 
single source; and we stand firmly committed to it. The place 
where people go—or should go—to buy homes, is—or should be—a 
merchandising establishment in the fullest sense. 

Nevertheless it is just a little disconcerting to dig down to the 
real meaning of the terms “store” and “store-keeper” and find that 
they imply exactly the sort of thing that the retail lumber trade is 
trying to educate itself away from. For the one thing that a retail 
lumberman, ought not to be is a store-keeper; i. e. a keeper of 
“stores.” Originally, of course, the term “store” or “stores”? meant 
simply quantities of goods put away, stored up or reserved for 
future use, and the person charged with their safe keeping was the 
“keeper of the stores,” or the “store-keeper.” By long usage the 
terms have become, at least in this country, practically synonymous 
with “shop” and “shop-keeper,” although our English cousins have 
never accepted the modification and to this day with them a “store” 
means stored-up goods; not the place where they are sold, which 1s 
a “shop.” 

But to refer to a “lumber shop” obviously would be to invite ridi- 
cule, even though we have about every other variety of shop, 
“shoppe,” and even “schoppe” that could be imagined. So it looks 
as though we shall have to continue to refer to lumber and build- 
ing material “stores” unless someone can suggest a more truly de- 
scriptive name. 

The important thing is that the lumberman shall not be merely 
a “store-keeper,” but a merchant, and the distinction between the 
two is deep and wide. The “store-keeper” conceives it to be his 
function simply to keep his store; and he hopes, though sometimes 
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vainly, that the store will keep him. But so far as the retailing of 
lumber is concerned it will not long do so if there happens to be 
in the same vicinity, not a keeper, but a real merchandiser of lum- 
ber. The “store-keeper” believes that if people want his goods it 
is up to them to come to the place where he has them “stored” and 
The merchant on the other hand be- 
lieves that it is his job to make people want what he has to sell. 
He does this in a variety of ways, chief among them by advertising, 
by clean and orderly stocks, by attractive window displays, by sales- 


make their wants known. 








manship, by personal contacts built up through unselfish service to 
the community, and in a host of other ways that the real mer- 
chant instinctively knows and practices. 

The lumber merchant emphatically is not a “store-keeper.” He 
does not “keep” lumber and other goods, but sells them. Turnover 
is his guiding star and “keep it moving” his slogan. Dead or dying 
stock is given no quarter. “Sell it or give it away” is the standing 
order. A horse kept in a stable soon “eats its head off,” and stock 
in the shed does the same. 





Slight Increase in New Business 
[Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Feb. 18.—The National 


Lumber Manufacturers’ Association received 
telegraphie reports today of the status of the 
lumber industry for the week ended Feb. 13, 
from 357 of the larger softwood, and 119 of 
the chief hardwood, mills of the country. The 
343 comparable reporting softwood mills showed 
negligible decreases in production and_ ship- 
ments, and an increase in new business, when 
compared with reports from 368 mills the pre- 
vious week. It is interesting to note in com- 
parison with reports for the same period a ‘year 
ago, that there were increases in all three items, 
despite the fact that thirty-four more mills re- 
ported at that time. The hardwood operations 
showed no noteworthy change in comparison 
with reports for the week earlier. 

The unfilled orders of 231 southern pine and 
West Coast mills at the end of last week 
amounted to 734,836,359 feet, as against 706,- 
725,453 feet for 230 mills the previous week. 
The 131 identical southern pine mills in the 
group showed unfilled orders of 299,462,940 feet 
last week, as against 291,442,920 feet for the 
week before. For the 100 West Coast mills, the 
unfilled orders were 435,373,419 feet, as against 
415,282,533 feet for 99 mills a week earlier. 

Altogether the 343 comparable reporting mills 
had shipments 100 percent and orders 108 per- 
eent of actual production. For the southern 
pine mills, these percentages were respectively 
103 and 113; and for the West Coast mills, 83 
and 92. Of the reporting mills, the 318 with an 
established normal production for the week of 
201,962,863 feet, gave actual production 102 
percent, shipments 98 percent and orders 104 
percent thereof. 

The figures for last week, the week before 
and the same week last year follow: Production 
—222,750,273 feet, against 226,315,505 feet the 
week before, and 219,789,873 feet last year. 
Shipments—222,841,768 feet, against 231,655,- 
120 feet the week before, and 217,207,065 feet 
last year. Orders—240,697,057 feet, against 
237,270,850 feet the week before, and 212,828,- 
470 feet last year. 

The following revised figures compare the 
lumber movement of seven associations for the 
first six weeks this year with the same period 
of 1925: Production — 1,260,090,944 feet, 
against 1,245,457,208 feet in 1925. Shipments 
—1,368,604,532 feet, against 1,330,934,151 feet. 
Orders—1,447,466,092 feet, against 1,277,663,- 
737 feet. 

The West Coast Lumbermen’s Association 
wires that new business for the 100 mills re- 
porting for the week ended Feb. 13 was 8 per- 
cent below production, and shipments were 17 
percent below production. Of all new business 
taken during the week, 40 percent was for fu- 
ture water delivery, amounting to 37,315,919 
feet, of which 23,719,627 feet was for domestic 
cargo delivery, and 13,596,292 feet export. New 
business by rail amounted to 1,690 cars (ap- 
proximately 50,700,000 feet). Thirty-five per- 
cent of the week’s shipments moved by water, 
amounting to 29,201,319 feet, of which 16,819,- 
151 feet moved coastwise and intercoastal, and 
12,382,168 feet export. Rail shipments totaled 
1,642 cars (approximately 49,260,000 feet), and 
local deliveries, 4,329,108 feet. Unshipped do- 
mestic cargo orders total 121,480,530 feet; for- 


eign, 139,892,889 feet, and rail trade, 5,800 
cars. 

Slight gains in employment in several West 
Coast districts are reported by the Four L em- 
ployment service. Logging camps are employ- 
ing about the same number of men. Lumber 
manufacturing, in general, is below normal for 
this time of year. Several large plants are down 
for repairs, while a few others are operating 
short weeks. Logging in the Grays Harbor dis- 
trict is 90 percent active. The North Western 
camp in the North River district, closed since 
last fall, resumed logging Feb. 15, it is reported. 
Nearly all sawmills are cutting. Mild weather 
in the pine districts has been the governing 
factor in employment conditions east of the 
Cascades. All kinds of outdoor work, especially 
short time jobs that are usually done in March 
and April, are now being done. Sawmills are 
beginning to resume cutting for the season and, 
according to reports, will be quite generally in 
operation by March 1 in every lumber district 
of eastern Washington and Oregon, northern 
and southern Idaho, and central and southern 
Oregon. Logging activities in these districts 
are normal for February, as compared with the 
last three years. 

The Western Pine Manufacturers’ Associa- 
tion, with one more mill reporting, showed a 
big inerease in production, a slight increase in 
shipments, with new business somewhat below 
that reported for the week earlier. 

The California White & Sugar Pine Manu- 
facturers’ Association (with eleven mills closed 
(lown) reported a slight increase in production, 
«a notable increase in shipments, and an ex- 
traordinary gain in new business. 

The California Redwood Association reports 
have not been received. 

The Northern Pine Manufacturers’ Associa- 
tion reported production about the same, some 
increase in shipments, and new business slightly 
below that reported for the previous week. 

The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood produc- 
tion), with seven fewer mills reporting, showed 
notable decreases in all three items. 

The hardwood mills of the Northern Hemlock 
& Hardwood Manufacturers’ Association re- 
ported from 10 mills production as 3,239,000 
feet; shipments, 2,475,000 feet, and orders, 
1,996,000 feet. 

The Hardwood- Manufacturers’ Institute re- 
ported from 109 units, production as 17,699,677 
feet; shipments, 17,939,693 feet,'and orders, 21,- 
122,826 feet. The normal production of these 
units is 19,508,000 feet. 

For the last six weeks, all hardwood mills re- 
porting to the National Lumber Manufacturers’ 
Association gave production as 143,914,104 
feet; shipments, 141,688,458 feet, and orders, 
157,423,286 feet. 

[Barometers of the Southern Cypress Manu- 
facturers’ Association and the Southern Pine 
Association appear on pages 50 and 51, re- 
spectively.— EDITOR. | 

[Special telegram to AMERICAN LUMBERMAN] 

NorFo.k, VA., Feb. 18.—For the week ended 
Feb. 13, forty-one mills reporting to the North 
Carolina Pine Association, and having a normal 
production figure of 11,376,000 feet, manufac- 
tured 8,165,726 feet, shipped 8,559,994 feet, and 
booked orders for 5,834,300 feet. 


Stave Firm Thrown Into Receivership 
[Special telegram to AMERICAN LUMBERMAN] 
MEMPHIS, TENN., Feb. 18.—The Lucas E. 

Moore Stave Co., with head offices at New Or- 

leans and branches in Memphis and several cities 

throughout the South, has been thrown into re- 
ceivership through a petition filed by the Bee- 

son-Moore Stave Co., of Little Rock, Ark. A 

copy of the complaint bill, filed in the Federal 

court at New Orleans, was filed in Memphis 
yesterday. 

The bill charges and it is admitted by the 
defendant company, that the Lucas E. Moore 
company, while solvent, will not be able to meet 
many of its obligations when they fall due and 
that a receiver is necessary. The plaintiff con- 
cern filed the bill on behalf of itself and all 
other creditors. It claims the defendant com- 
pany owes it $5,545, which it is unable to pay. 
Eli T. Watson and Walker L. Wellford were 
appointed receivers by the court at New Orleans. 


Southern Pine Mill Prices 


[Special telegram to AMERICAN LUMBERMAN] 

WASHINGTON, D. C., Feb. 18.—Following are 
f. o. b. mill prices, Feb. 7 to 13, of a varying 
number of southern pine mills, being weighted 
averages of reported actual sales at latest avail- 
able dates: 


Sap Flooring Dimension, 2x4”, 16’ 


Edge grain— No. 1 evdtedaouns $26.71 
1x3” B&better....$82.00 N 2 -----++-.-+- 28 3.48 
Flat grain— Sa S2S 
1x4” B&better.... 52.96 - 
> 2 i Se re 6.00 
1x4” No. 2 com.. 20.17 4x 9” No | NES 3 39 
1x6” No. 2 com.. 22.37 ix & Na 8...... 10 
1x6” No. 3 com.. 15.54 1x12” No. 2...... 25.38 


Inspects Central American Interests 
[Special telegram to AMERICAN LUMBERMAN] 


NEw ORLEANS, La., Feb. 17.—Cyrus McCor- 
mick jr., general manager of the International 
Harvester Co., arrived here Monday from Cen- 
tral America, where he has been inspecting tim- 
ber resources and operations. Accompanying 
him on the trip were Rudolph Hecht, president 
of the Hibernia Bank; Fred W. Salmen, of the 
Hortman-Salmen Co., and the Bragman’s 
Bluff Lumber Co.; Joseph Vacearo, Salvador 
Dantoni and B. S. Dantoni, of the Vacearo in- 
terests; Sidney W. Souers, a local financier, and 
Fred and E. T. Lemieux, timber estimators. 

The party inspected the mills of the Brag- 
man’s Bluff Lumber Co., in which the Salmens 
and Vacearos are interested, and visited timber 
properties in Cuba, Honduras and Nicaragua. 
Its members declined to discuss the trip in de- 
tail, but did not deny a report that a huge deal 
for development of the timber industry is in 
prospect. Mr. McCormick went to Picayune, 
Miss., for a brief visit, expecting to return to 
New Orleans later in the week. 


YELLOW POPLAR is enriching many abandoned 
fields in the southern Appalachians and in parts 
of the Cumberland and Alleghany regions by 
developing into excellent pulpwood and desir- 
able hardwood lumber at the rate of a cord an 
acre each year. It grows quickly and straight 
and it is claimed that a second crop has a 
higher timber value than the original forest. 
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Songs for Hoo-Hoo Clubs 


I am compiling a lot of songs to be used at the 
local Hoo-Hoo club meetings and which could be 
used at other Hoo-Hoo club meetings. It occurred 
to me that you might have some songs which would 
be appropriate for these meetings, such as ‘‘Alouette 
Je Te Plumerai” described in your issue of Jan. 16, 
page 53. If you can advise me where I can get a 
copy of this song I shall be obliged. I have the 
Hoo-Hoo song sheets and will use these songs, but 
want to make a larger collection.—INQuIRY No. 
1,692. 

[This inquiry comes from an Ohio lumber- 
man. The song ‘‘ Alouette Je Te Plumerai’’ to 
which this inquiry refers has long been a favor- 
ite with the Boy Scouts and possibly has been 
sung by Rotary clubs, Kiwanis clubs, Lions 
clubs ete. The singing is accompanied by acts 
corresponding to the words of the song. The 
AMERICAN LUMBERMAN has no copy of the music 
for this song, and of course it would be hardly 
practicable to deseribe the manner of singing 
and acting out the piece. It has been suggested 
to the inquirer that he could possibly find some- 
body among the Boy Scouts of his community 
or some similar organization who is familiar 
with the song and is able to sing and act it out, 
Readers of the AMERICAN LUMBERMAN are in- 
vited to send in copies of songs suitable for the 
purpose this inquirer has in mind. The inquir- 
er’s name will be furnished on request.—EpI- 
TOR. | 





Christmas Trees and Forestry 

We have recently had a little controversy in our 
town regarding the use of fir trees for Christmas 
trees during the holiday season. The complaint 
came from the Izaak Walton League. We would 
like to ask if you have any information regarding 
the part this plays in destroying the future forests, 
whether or not these trees will develop into mar- 
ketable trees, or whether they are simply collected 
from the thinning out of new growth.—INQUIRY 
No. 1,691. 

[This inquiry comes from the president of an 
Ohio chamber of commerce. As the balsam fir 
is the species most commonly used for Christmas 
trees it is assued that this inquiry has reference 
to that species. Whether or not the use of 
these small trees may be considered out of har- 
mony with the program in behalf of forestry 
and reforestation, would depend of course al- 
together upon where and under what conditions 
the trees were grown and cut. Some localities, 
and it is believed at several places in Ohio, the 
needle or evergreen trees are grown as a crop 
to be sold for Christmas trees. Under natural 
conditions these balsam fir seedlings spring up 
in great numbers, many more to the acre than 
ever could reach maturity. The fact is that 
under such conditions if the seedlings are al- 
lowed to grow to Christmas tree size, and then 
are judiciously thinned out and the thinnings 
used for Christmas trees, the growth of the re- 
maining seedlings will be promoted. It is said 
that when Gifford Pinchot was chief forester a 
protest against the cutting of Christmas trees 
was formally laid before him. It was generally 
believed at the time that he would declare that 
the waste should be stopped and would set his 
disapproval on the practice. But instead he de- 
clared that the forests are for the use of the 
people and that they can serve in no better 
way than by supplying every child in the land 
with a Christmas tree once a year. 

It will be understood from the foregoing, of 
course, that under natural conditions of re- 
forestation, there is a struggle for existence set 
up amongst the millions of seedlings and only a 
relatively small percentage of them ever reach 
maturity. It is pretty well recognized among 
foresters that the best hope of forestry and re- 
forestation lies in finding a means of securing 
a revenue from the use of the forests while the 
trees are growing to marketable size. One such 
source of revenue would be from the sale of 
thinnings, such as those that are used for Christ- 
mas trees. The first thinning might be followed 


at a somewhat later date with the cutting of 
superfluous trees that have reached a size suit- 
able for small fence posts, and it may be that 
later still, if the major part of the forest is to 
be allowed to grow to saw log size, a cutting 
could be made for telephone poles and possibly 
piling. 

In view of the wide use and extensive demand 
for small evergreens to be used as Christmas 
trees, it is quite likely that they will continue 
to be supplied from thinnings and from imma- 
ture forests grown for the purpose.—EDIToR. | 


Second Mortgage Loan Companies 

We are interested in forming a second mortgage 
corporation or some form of corporation to help 
the fellow who does not have sufficient funds to 
bridge the gap between the 50 percent or 60 per- 
cent loan which he can get from the bank, and the 
5 percent or 10 percent which he may have himself. 

We would be grateful for any information as to 
actual companies of this kind now in _ business 
where we can get some suggestions as to organiza- 
tion.—INQuiIRY No. 1,694. 

[This inquiry comes from a large city in 
Indiana. There have been numerous references 
in the AMERICAN LUMBERMAN to a variety of 
organizations formed to finance home building 
in whole or in part. This inquirer has been 
given the names and references that have ap- 
peared. Also the titles and prices of two books 
on home financing have been supplied. The 
name of the inquirer will be given on request.— 
ISp1'rorR. | 


Dog Eat Dog 


It is not our habit to be constantly rushing into 
print; however, we have just had a little experi- 
ence that we think worth while giving publicity to, 

On Jan. 29 we received an order from a com. 
mission lumber firm in Grand Rapids, Mich., for g 
carload of dimension to be shipped to Utica, Mich, 
The prices, while not high, were satisfactory and 
we accepted the order. On Feb. 2 we received a 
telegram from this commission concern saying 
that its customer had canceled the order and for 
us not to ship; and, while the order was entered 
in regular form, we did not care to quarrel with 
the buyer and accepted cancelation. This morning 
we received the identical order from a commission 
concern in Detroit at an average price of about 
$2.25 less than the original order carried. 

It is very plain that the Grand Rapids commis- 
sion man took the order in good faith at a reason- 
able price, and that just a few days later, the 
Detroit commission man came along and said to 
this customer, ‘‘Why, I can buy that for less.’’ So 
Mr. Buyer did not hesitate to cancel, not knowing, 
of course, that commission man No. 2 was going 
to send the same mill the order that already had it. 

Now, this is not meant as a reflection on the 
buyer, as in these days of modern merchandising, 
a great many of the lumber yards reserve the 
right to cancel orders with or without cause, but 
it certainly is discouraging to get an order at a 
reasonable price and then have some barn-stormer 
induce the customer to take it away from you and 
expect the mill to pay him a commission for his 
services. 

If anyone reading this letter is interested 
enough, we will be glad to furnish him the names 
of all parties concerned.—R. F. DARRAH LUMBER 
Co., By R. F. DARRAH. 
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Delos Blodgett is building a 
new lumber mill, 56 by 160 
feet on the banks of the Mus- 
kegon, where the Hersey puts 
in. It will have a manufactur- 
ing capacity of 10 million feet, 
will cost $60,000, and will be 
one of the most complete mills 
on the river. A branch road, 
now nearly completed, will 
lead out to the Flint and Pere 
Marquette roads, about two- 
thirds of a mile distance. 

* 8 & 

The following story, as re- 
lated by a correspondent, con- 
cerns a sawing contest that 
was held at the Glen Savage 
(Penn.) mill, Oct. 10, as the 
result of a bet. The bet was 
between I. M. Holmes, and 
some lumbermen from South 
Hamden. Mr. Holmes claimed 
that he could saw 45,000 feet 
of l-inch pine boards from 
16-foot logs in ten hours run. 
The mill was started at 7 
o'clock a. m. with Mr. Holmes 
at the lever. He had every- 
body at his right place and 
was. confident of success. 
There were quite a number of 
spectators on hand to witness 
the match. On a signal from 
the lumber counter, he made 
his first cut, running until 
11:30 o’clock and sawing in 
four hours and twenty-four 
minutes 19,200 feet. During 
the last two hours’ run he aver- 
aged 4,700 feet per hour and 
it is doubtful if any other cir- 





cular sawmill in the State has 
done as well. At half past 
eleven an accident occurred 
that would make the stoutest 
heart quake. In running in 
a log, the dog slipped, letting 
the log turn on the saw and 
knocking out thirty-five teeth, 
which were scattered in all di- 
rections. Mr. Holmes wanted 
to put on an extra saw and cut 
the balance but the parties 
agreed to let it drop. They 
were satisfied he could saw 
45,000 feet in ten hours’ run 
if nothing occurred, and left 
the mill in the best of spirits. 


* * * 


Some idea of the rate at 
which the forests of the North- 
west are falling beneath the 
axe of the lumberman may be 
gathered from the following: 
“The total amount of lumber 
run out of Cass River, Mich., 
this season is about 80 mil- 
lion feet, out of the Au Gres, 
60 million feet, out of the Rifle 
Booms, 60 million feet, and 
out of the Saginaw River, 75 
million feet. 


* S&S 


Last year the forests of Wis- 
consin, Michigan and Minne- 
sota produced over 800 mil- 
lion feet of lumber, which was 
sent to the Mississippi or the 
Lakes. This large product, if 
shipped by rail, would require 
50,000 trains, of at least 15 


cars each, so that rafting has 








to be continued to the exclu- 
sion of railway transportation. 
The portion sent to the Missis- 
sippi River floats down that 
stream, which is intersected 
by various railways, bringing 
grain and live stock from the 
interior and carrying back 
lumber. 
* * 

The class of people who 
have bought homes in that 
fertile portion of the Missis- 
sippi Valley embracing the 
States of Minnesota, lowa, 
Dakota, Nebraska and western 
Missouri and Kansas, are 
mostly young, energetic, in- 
dustrious citizens. Poor in 
pocket at present, but with 
certain prospects of eventual 
success. Their first object is 
land; then a comparative 
shelter as a home, which in 
the majority of cases consists 
of a log cabin or sod-shanty; 
then stock and agricultural 
implements. The next desid- 
eratum will be pine lumber; 
but as yet they have not called 
for that commodity to any 
great extent from sheer in- 
ability to pay for it. Can any- 
one doubt for a moment that 
a few more years of prosper- 
ous grain and cattle raising 
will place the homestead set- 
tlers of the West in a position 
to need, use and buy billions 
of feet annually of the prod- 
uct of the Lake States pine- 
ries? 
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Southern Pine Mills Book Heavy Volume of Business 


Demand for southern pine has slowly been gaining momen- 
tum since the first of the year and is now in very satisfactory 
volume. Average bookings per mill for the week ended Feb. 
12, reached 650,738 feet, which was but 1,611 feet behind Jan. 
22, the peak week of the year to date, and considerably in 
excess of any week during the last two months of 1925. These 
figures assume additional significance when it is realized that 
February is normally a quiet month and also that the majority 
of the orders came from the South. Bad weather throughout 
the North and East the last two months has practically halted 
building, and, with the market very firm, the retail yards have 
been hesitant about adding to their holdings. The mills have 
thus been forced to depend on southern yards and the indus- 
trial demand to take care of their volume. 

Although improved operating conditions permitted the mills 
to speed up production to the high level of the year, orders and 
shipments ran 13.40 and 2.73 percent above the cut. With 
orders 10.39 percent above shipments, the outstanding develop- 
ments of the week were a 2.75 percent increase in order files 
and a decline in stocks. Production, however, is still below 
normal. The railroads are very active at this time and con- 
siderable business is being secured from the oil fields, but the 
export market remains inactive. Prices are steady. 


Northern Hardwood Cut Practically Covered by Orders 


Demand for northern hardwoods is showing a healthy, 
seasonal increase, and production is on conservative lines, so 
that orders during the last five weeks have amounted to about 
ninety percent of the output. A feature of current trading is 
the brisk call for box and crating grades, which has resulted 
in further advances in these during the week. The mills nat- 
urally feel that with these taken care of, they will be in much 
better position, since industrial activity holds out promise that 
the better grades will be readily disposed of. 

The automobile and furniture industries continue the chief 
buyers. Factories in both groups are buying conservatively 
but steadily, and since they are in active operation aid hold 
only small stocks of raw material, there are encouraging pros- 
pects for a continued good volume of sales to them. 

Building trades demand in the North is rather quiet during 
the present cold and stormy weather. City building is inac- 
tive and there is practically no work in progress at country 
points. The movement of maple flooring and trim is there- 
fore slow. There is a large building program ahead, however, 
and it will probably mean early hardwood purchasing. 

Quotations, other than those of No. 3 items, which have ad- 
vanced, show no change, remaining very firm. 


Southern Hardwood Bookings Continue to Mount 


Though many buyers are reported to be hesitant about 
entering the southern hardwood market, total volume of busi- 
hess increases from week to week. Some hardwood users 
appear to have too much in mind the price levels that prevailed 
during the slump in demand that oceurred in the early sum- 
mer of last year, and tend to forget that this level was so low 
that it compelled an almost complete shutdown of the mills. 

Orders during the week ended Feb. 6 rose to 16 percent 
above normal production, but production remained at 19 per- 
cent below normal, and the mills found themselves with enough 
unfilled orders on hand to take up about six solid weeks of 
normal output. Some large buyers have become impressed 
With the fact that the market is in strong statistical position, 
and have shown their belief that it will continue so by plac- 
ing large orders within the last week. <A large part of the 
business, however, continues to be for day to day requirements 
of manufacturing consumers, so that trade is likely to continue 
at its present volume or even expand. 


While prices have shown a recession from their highest 
levels, in practically all cases this means merely a narrowing 
of the range of quotations, and the list as a whole is firm. 

The furniture, automobile and implement industries are 
very active, and it is said that a reduction of holdings over- 
seas is causing more interest among foreign buyers. There 
is a fine movement of oak flooring, but the activity of the 
factories is resulting in a little accumulation for spring trade. 
Items of finish in gum and oak also are moving well. 


Eastern and Northern Softwoods Demand Is Quiet 


Northern pine has been moving in good seasonal volume to 
retail yards in the Northwest, but orders are largely for sorting 
up, calling for mixed cars of a variety of items. Most of the 
yards in the Northwest find their stocks rather low, but are 
holding off restocking until nearer the opening of spring. 
Yard sales there suffered a check last week because of the in- 
clement weather, and similar conditions have slowed down 
buying from eastern distributing centers. It is believed that 
the year’s production will be found conservative. Logging is 
about at an end, and more mills will soon be starting up. Prices 
throughout the list are firm. 

Northern hemlock trade continues quiet, as country building 
in Wisconsin and Michigan is at a standstill. Shipments, how- 
ever, are taking a large part of the cut, which is much less 
than last year’s. Prices show weakness, some Michigan mills 
quoting $5 off list, though most producers are asking $4 off. 

Kastern spruce is slow, owing to bad weather in its market- 
ing territory, and there have been concessions under $42 for 
frames. Prices of Canadian random boards are also soft. 


Fir Orders Decline; Cut Shows Expansion 


Demand for Douglas fir has fallen off in the domestic market 
and export trading has shown little improvement since the 
first of the month. On the other hand production has been 
speeded up slightly and is now about normal for this time of 
the year. During the week ended Feb. 13, bookings lacked 8 
percent and shipments 17 percent of balancing production. 
The slowing down in business has come largely in the rail 
trade to the East and in cargo business with the Atlantic sea- 
board and Florida. The recent bad weather in the Kast has 
discouraged buying and has caused a slight softening on some 
items, while the congestion at ports is stifling demand in the 
peninsula State. With California inactive, about the only 
bright features of the market are the call for car material 
and the rail movement to the middle West. This business 
producers count on to tide them over the next two weeks, at 
the end of which they expect general buying for spring re- 
quirements to begin. In spite of the fact that many of the 
mills that have been closed down are now active and running 
two shifts, stocks are rather light and would hardly have been 
sufficient to meet a general buying movement as early as 
March 1. Some weakening has been noted in uppers but com- 
mon items, particularly of the select class, are firm. 


Cypress Trade Quiet but Bookings Lead Production 


Northern and eastern demand for cypress has been adversely 
affected by the present bad weather in these consuming sec- 
tions. City yards are not taking much, and consumption at 
country points is almost at a standstill. Industries, however, 
are taking a fair amount. Most of the business would appear 
to be coming from the South, and particularly Florida. With 
the approach of spring, retail inquiry is becoming more active. 

In the weeks ended Feb. 3 and 10, bookings ran about two 
and eight percent ahead of actual production, which was nine 
and seven percent below normal in the respective weeks. Ship- 
ping has been active, and files of unfilled orders have shown a 
steady decrease since the first of the year. The mills have 
orders for the equivalent of about five weeks’ normal output 
ahead of them, and spring demand will build up their files. 


Lumber Statistics Appear on Pages 50 and 51; Market Prices and Reports on Pages 99 to 107 
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Lumber Industry of United States Launches Drive to Raise 


Endorsing a diversified lumber trade extension 
campaign involving the expenditure of $1,000,- 
000 annually for the next three to five years, 
the lumber industry of the United States, at a 
conference held in the Congress Hotel, Chicago, 
Feb. 15 and 16, fired its first broadside in a 
battle to offset the inroads that substitute ma- 
terials are making on its markets and to create 
new uses for its product. 

The work of giving immediate expression to 
the forms which the trade extension work will 
take was placed in the hands of a committee 
composed of H. B. Hewes, Jeanerette, La., 
chairman; Charles 8. Keith, Kansas City; J. P. 
Hennessy, Minneapolis; George S. Long, Ta- 
coma; R. E. Danaher, Detroit, and John H. 
Kirby, Houston, Tex. A working unit of a 
larger committee on which all the associations 
are represented, this committee was empowered 
to formulate a definite plan for the expenditure 
of the funds that will subsequently be raised, to 
determine the minimum amount to be secured 
before work is started, and to enlist the serv- 
ices of any member of the conference in ‘‘sell- 
ing’’ the movement to operators in his terri- 
tory. While the committee was not so in- 
structed, it will likely use the facilities of the 
National and regional manufacturers’ associa- 
tion in raising the proposed funds. It is fore- 
seen that it may not be advisable to impose ad- 
ditional assessments on association members as 
such. 

Basis of Contributions 


The general basis of contributions is to be 
10 cents a thousand feet of production from 
manufacturers; 5 cents a thousand from log- 
gers; 5 cents a thousand from log buying mills 
and wholesalers. Timber owners without mills 
are to be solicited for substription but on no 
uniform basis. Local advertising codperation 
is expected from the retailers, and those inter- 
ests and industries which will derive benefit 
from the campaign are to be invited to co- 
operate. Enough money could be secured on 
this basis, it was felt, to enable the National 
Lumber Manufacturers’ Association, which will 
sponsor the entire campaign, to set up an or- 
ganization for the research and promotional 
features of the movement and allow an effec- 
tive start on a national advertising campaign. 
Cast on three to five year lines at the outset, 
the campaign will in all probability become a 
permanent endeavor. The proposed fund is to 
be entirely independent of all present regional 
or national association dues. 

Other recommendations adopted provided for 
the creation of a National Lumber Trade Ex- 
tension Committee, the primary function of 
which will be the codrdination of the existing 
advertising and trade extension activities of 
regional divisions of the lumber industry. If 
the industry is successful in raising the million 
dollar fund, this body will assume the additional 
duty of its administration. 


The conference, called in pursuance of a reso- 
lution adopted at the meeting of the directors’s 
of the National Lumber Manufacturers’ As- 
sociation at Jacksonville, Fla., Dee. 7, was at- 
tended by the leading figures of the industry as 
well as by representatives of the trade exten- 
sion departments of the various regional as- 
sociations. Lumber retailers and wholesalers, 
loggers, timber holders, and several of the large 
lumber consuming industries had been invited 
to sit in the conference, and representatives of 
practically all these interests were also present. 

The majority of producers in attendance had 
been convinced of the need of trade extension 
activity through discussion of the matter at 
regional meetings, and so the work of the con- 
ference centered around the amount that should 
be expended in a movement of this kind, meth- 
ods of raising the money, and the formul: ition 
of a plan to coérdinate the advertising and 
promotional work that it is now being done by 
regional associations. 

It was suggested in the opening session that 
too much effort has been expended in promoting 





the interests of rival woods, while in the mean- 
time, substitute materials have gradually been 
encroaching on the field of lumber until the 
per capita consumption is only about half of 
what it was in 1909. The need, therefore, was 
for a diversified trade extension campaign that 
would uncover new markets for wood, effectively 
offset the promotion efforts of the substitute 
interests, and, through national advertising, 
extol the merits of wood as wood. 


No Curtailment of Regional Activity 


The whole conference was predicated on the 
understanding that no effort was being made 
to curtail or impair the promotion efforts of re- 
gional associations or to urge the industry to 
neglect or reduce regional or individual advertis- 
ing for the national campaign. It was empha- 
sized that too little money has been expended in 
the lumber industry in years past for advertis- 
ing, and, therefore, subscriptions for the na- 
tional trade extension program should be over 
and above the funds already employed by re- 
gional associations and individual companies for 
this purpose. 

The keynote of the conference was sounded 
at the opening session by H. B. Hewes, chair- 
man of the trade extension committee of the 
National Lumber Manufacturers’ Association, 
who was the presiding officer. Mr. Hewes said 
that the Jumber industry is on the eve of a new 
era, in which cooperation is to be the outstand- 
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ing feature. The lumberman needs ‘‘to get and 
keep the facts and advantages of frame con- 
struction, and the use of wood as a building 
material, continually before the public through 
a comprehensive diversified program, which 
can be carried on through a well organized ef- 
fort, which will employ every known means of 
publicity,’’ he declared. The efforts of regional 
associations to extend the use of their product 
should be encouraged, ‘‘as they impress the 
public with the desirability of using wood as a 
building material and in this they are render- 
ing a service to the entire industry. It is 
thought, however, that only through a national 
aggressive publicity campaign can the efforts 
of the regionals be codrdinated, the rivalry 
between species controlled, and wood, substi- 
tutes most effectively combatted.’’ 


Objectives of the Conference 


Deliberations of the conference, in the main, 
revolved about suggestions made by Wilson 
Compton, secretary manager of the National 
Lumber Manufacturers’ Association, in an ad- 
dress ‘‘Is the Future of the Lumber Industry 
Ahead or Behind,’’ which was read at the first 
session. The four objectives of the meeting 
as outlined in this address were (1) a plan for 
coordinating as fast as practicable the trade ex- 


tension activities of lumber manufacturers’ as. 
sociations, with the view to promoting the use 
of lumber, as well as of the individual species; 
(2) a satisfactory national lumber trade pro- 
motion plan, including advertising and pub- 
licity features, local coéperation with retailers, 
engineering and technical assistance to con- 
sumers, supported by necessary research; (3) 
an equitable financial plan (4) a nue leus of 
financial support. 

With reference to the first two of these ob- 
jectives Mr. Compton emphasized that the na- 
tional trade promotion plan should in no way 
curtail, duplicate or impair the extension ac- 
tivities of the regional associations, but rather 
their activities should be codrdinated through 
quarterly, or at least regular and occasional 
joint conferences of the trade extension organ- 
izations, in which allied interests would par- 
ticipate. Fourteen activities, ranging from 
technical research to a national advertising cam- 
paign, were listed by the speaker as being 
necessary to a diversified trade extension cam- 
paign. These were: 

1. Research in uses of wood for purposes in 
which other materials are making greatest inroads, 

2. Field and demonstration work, technical ser- 
vice and exhibits of suitability of lumber products 
for new uses; and of the proper and economical 


uses of lumber for construction and industrial pur- 
poses. 


3. Publication and distribution among lumber 
salesmen and other representatives of lumber manu- 
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facturers or distributers, of handbook on lumber 
uses and purchase specifications, based on standard 
grades and sizes. 


4. Merchandising helps, use instructions, litera- 
ture, designs, plans, advertising copy, posters etc. 
for lumber dealers, architects, engineers, and in- 
dustrial and construction consumers. 


5. Publication and distribution of lumber trade 
extension bulletin or periodical to show new mer- 
chandising facts about lumber, new uses for lum- 
ber, comparisons with other materials for similar 
uses, lumber consumption data, lumber trade ex- 
tension services and from whom available, to be 
furnished regularly to lumber manufacturers, sales- 
men, wholesalers, retail dealers, purchasing agents, 
lumber buyers ete. 


6. Continuous field work among retail lumber 
dealers, trailing criticisms, absorbing ‘‘kicks,” 
searching constructive suggestions and preparing 
reports thereon for guidance of lumber manufac- 
turers. 

7. Similar field work among industrial consum- 
ers. 

8. Similar field work among railroads and car 
manufacturers. 


9. Similar work on Federal, State and municipal 
lumber specifications and purchases. 


10. Demonstration and educational work in use 
of short and odd length lumber. 


11, Financial codperation with retail dealers and 
with lumber consuming industries 8, @.g., box manu- 
facturers, on a basis of from 25 to 50 percent share 
of expense, in local lumber advertising and lumber 
— promotion, based on American Standard Jum- 
yer. 
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12. National advertising of lumber. 

13. Provision for efficient administration of di- 
versified activities (1 to 12) in conjunction with 
trade extension activities of regional manufactur- 
ers and other associations. 

To secure the nucleus of subscriptions yeces- 
sary to undertake the campaign, Mr. Compton 
proposed that an intensive campaign be con- 
ducted during the next two months in order 
that a report might be made to the National 
Lumber Manufacturers’ Association at its an- 
nual meeting in April. 


New Standards Good Extension Weapon 


‘‘The increasing acceptance by the lumber 
trade and the increasing recognition by. the 
consumers of American Standard lumber have 
given the lumber industry the most powerful 
trade extension weapon it has ever had with 
which to combat the unwarranted inroads of 
substitute materials and to meet the more ex- 
acting requirements of lumber consumers,’’ he 
said. ‘‘The use of American Standard Lumber 
is recommended by the United States govern- 
ment, a fact which, however, it may be viewed 
by individual manufacturers, is nevertheless the 
strongest appeal which the industry can make 
for public patronage of and confidence in its 
product.’’ He also asserted that a well directed 
trade extension campaign would be an incentive 
to the manufacturer to exercise greater care in 
manufacture, refinement and grading; to pursue 
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quality as well as quantity standards, and to 
seek further profitable outlets for the by-prod- 
ucts of the manufacturing process. ” 


Need of Trade Promotion Campaign 


It remained for Charles S. Keith, of the 
Central Coal & Coke Co., to arouse the con- 
ference to the true seriousness of the situation 
that is confronting the lumber industry and 
convert it to the general proposition of a trade 
extension program as outlined in Secretary 
Compton’s address. Mr. Keith followed Mr. 
Compton on the morning program, delivering 
a rapid-fire talk, which he illustrated with a 
series of charts that were very effective in 
driving his points home. The point of his re- 
marks was that notwithstanding the fact that 
the population of the United States and the 
volume of construction had shown a marked in- 
crease since 1909, the trend of lumber con- 
sumption had been downward, while that of 
substitute materials had mounted in some in- 
stances several hundred percent. 

Mr. Keith felt that a lumber trade extension 
program lay primarily in the province of the 
manufacturer and that the appeal for a wider 
use of lumber should be made to the publie 
rather than to the retailer. The retailer, he 
said, is a merchandiser of building material 


and cares little whether he sells lumber or some 
substitute product. as long as he makes the sale. 
The lumber manufacturer must build his de- 
mand behind the retail distributer by going di- 
rectly to the public. 

Mr. Keith upbraided the lumber industry for 
not more forcibly denouncing the assertions 
made by Gov. Pinchot and certain newspapers 
that the supply of timber is rapidly being ex- 
hausted. The lumbermen ought to meet and 
combat these statements as they arise, he as- 
serted. 

Pointing to the automobile industry as the 
outstanding example of what can be done to 
promote sales through advertising and pub- 
licity, Mr. Keith declared that if that industry 
had followed the advertising policy of the 
lumber industry last year, its sales would have 
run around $2,000,000 instead of the $20,000,- 
000, which they did. 

The speaker expressed himself as in favor of 
establishing a highly technical bureau, with 
an efficient, high salaried man at its head, for 
the purpose of investigating new uses for lumber 
and regaining old markets lost to competitive 
materials. So effective was Mr. Keith’s pre- 
sentation of this topic, that it was several times 
characterized from the floor as the most sig- 
nificant address ever delivered before a body 
of lumbermen. 

That the lumbermen present were ‘‘sold’’ on 
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the need of trade extension work was clearly in- 
dicated by the discussions which followed Mr. 
Keith’s talk. J. H. Dowling, of Odessa, Fla., 
representing the Georgia-Florida Saw Mill As- 
sociation said that his people would have to 
he sold on the idea when he got home, but he 
thought it could be done by calling a meeting, 
presenting the proposition as it had been pre- 
sented at this meeting, and calling for spon- 
taneous action. O. O. Axley, of Warren, Ark., 
representing the Southern Pine Association, 
endorsed the movement heartily. Advertising, 
he said, is an investment, and should be regarded 
as such by the lumber manufacturer. A. L. 
Osborn, of Oshkosh, Wis., representing the 
Northern Hemlock & Hardwood Manufacturers’ 
Association, said that he did not believe there 
was 2 man in his association who would not be 
impressed with the value of a trade promotion 
campaign if it could be presented to them as 
effectively as had been done by Mr. Keith. A 
few lumbermen in the North are sold on the 
idea, he declared, and he thought all would go 
in, although admitting it would be difficult to 
enlist the reluctant millmen. Several prominent 
figures in the industry, who could not be present, 
voiced their approval of the objects of the con- 
ference in letters that were read to the assembly 
at the opening of the Monday afternoon ses- 


Million Dollars for Diversified Trade Extension Program 


sion. These letters were from the following: 
John Blodgett, of Grand Rapids, Mich., John 
L. Kaul, of Birmingham, Ala.; Ernest Dolge, 
of Tacoma, Wash., M. B. Nelson, of Kansas 
City; A. 8. Murphy, of Chicago; C. A. Bigelow, 
of Bay City, Mich.; A. C. Goodyear, of Buffalo, 
N. Y.; A. B. Hammond, of San Francisco; and 
A. E. Cummer, of Jacksonville, Fla. 


Other Interests Endorse Movement 


Just before the close of the Monday after- 
noon session Mr. Hewes called upon representa- 
tives of the millwork, retail and wholesale in- 
terests to state their reactions on the proposed 
trade extension program and the part outlined 
for each of them to carry. W. P. Flint, secre- 
tary of the Millwork Cost Bureau, thought the 
bureau might be of assistance in presenting the 
proposition to the millwork interests, while E. 
C. Noelke, chairman of the bureau’s advertis- 
ing committee, said that he thought the mill- 
work men would codperate both financially and 
morally. 


C. B. Harman, of the Southern Sash, Door 
& Millwork Manufacturers’ Association said 
that his body would lend its support to the 
movement, he thought, if allowed to supply 
some data on millwork for use in the advertis- 
ing campaign. Dwight Hinckley, of Cincin- 
nati, president of the National-American Whole- 
sale Lumber Association, expressed himself as 
personally favoring the movement and confident 
that the wholesaler would assume his share of 
the burden. Adolph Pfund, of the National 
Retail Lumber Dealers’ Association, thought 
that the retailers would be willing to co- 
operate in the local advertising campaign, if 
the trade extension committee supplied them 
with suitable copy. Findley Torrence, of 
Xenia, Ohio, secretary of the Ohio Association 
of Retail Lumber Dealers, said that advertis- 
ing of individual species turns the public 
against wood, if displayed in national mediums. 
This type of publicity, he said, should be con- 
fined to technical and lumber journals, while 
the merits of wood against substitute mate- 
rials should be displayed in the magazines and 
periodicals of general circulation. 


A large share of the work of the conference 
was done by a committee, composed of repre- 
sentatives of regional associations and six mem- 
bers at large, which was appointed by Chairman 
Hewes on the instruction of the conference. 
This committee was composed of the following: 
R. E. Danaher, California White & Sugar Pine 
Manufacturers’ Association; W. R. McMillan, 
California Redwood Association; W. 8. Rosen- 
berry, Western Pine Manufacturers’ Associa- 
tion; R. G. Chisholm, Northern Pine Manufac- 
turers’ Association; R. B. Goodman, Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion; George Land, Hardwood Manufacturers’ 
Institute; J. H. Dowling, Georgia-Florida Saw 
Mill Association; John M. Gibbs, North Caro- 
lina Pine Association; W. L. Saunders, Michi- 
gan manufacturers; E. W. McKay, Southern 
Cypress Manufacturers’ Association; George 
S. Long, West Coast Lumbermen’s Association ; 
O. N. Cloud, Southern Pine Association—at 
large Charles S. Keith, H. B. Hewes, J. P. 
Hennessy, J. H. Lane, J. H. Kirby, D. N. 
Winton, J. W. Watzek, jr. 


Report of Special Committee 


After a long night session, a concrete plan 
was devised, and a report embodying five rec- 
ommendations was submitted to the conference. 
With the exception of the final recommendation, 
the report was adopted as read. The first rec- 
ommendation embodied a policy resolution of- 
fered Monday by John H. Kirby. [This res- 
olution is printed in full on front page of this 
issue.— EDITOR. | 

The committee recommended, secondly, the 
following plan for codrdinating existing adver- 
tising and trade extension activities of the lum- 
ber industry: 

It is proposed to form a composite committee to 
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be known as the National Lumber Advertising Com- 
mittee to be organized as follows: 


Composition of Committee 

1. One member trade extension committee of 
each regional association. 

_ 2. One member representing advertising or pub- 
licity activities of each regional association. 

5. One member representing public relations and 
advertising department of the National Lumber 
Manufacturers’ Association. 

4. One member representing publicity service of 
the National Lumber Manufacturers’ Association. 

5. Representatives of other cojperating groups 
upon same basis as regional associations, if and 
when approved by the National Lumber Trade Ex- 
tension Committee. 

6. A chairman of the National Lumber Trade Ex- 
tension Commitee to be designated by the chairman 
of the trade extension committee of the National 
Lumber Manufacturers’ Association. 

7. The chairman shall appoint such committee 
officers and subcommittees as may be found neces 
sary, including an executive secretary. 

8. The committee should ordinarily meet quar 
terly at such times and places as the chairman may 
designate; but in lieu of general committee meet- 
ings a subcommittee may meet twice a year, if the 
committee shall so elect. 


Voting 


1. One member of the committee present at any 
committee meeting may cast the full vote of his 
group or association. 

2. One member of each group attending any com- 
mittee or subcommittee meeting should have au- 
thority to speak for his group upon matters of 
policy involving codperation and be prepared to 
take action upon all matters scheduled for deter- 
mination at committee meetings. 

Duties of Executive Secretary 

1. The office of the executive secretary should be 
the clearing house for all information in relation 
to lumber publicity, and regional and other adver- 
tising managers should make it plain (as occasion 
may offer) to all advertising media, that the Na- 
tional Lumber Trade Extension Committee is acting 
in an advisory capacity in the interests of the in 
dustry. He should compile such lumber advertis- 
ing statistics, and other helpful information, as 
may be desired by the committee. 

2. The executive secretary should be furnished 
with the advertising schedules of all codperating 
advertising groups as far in advance of publication 
as possible and he should be permitted to notify 
each publication of the placing of business with 
it by such group. ‘This notification might take 
this or similar form: 

“We are authorized by the --——— association, 
a member of the National Lumber Trade Extension 
Committee, to state that it will place, through its 
advertising agency, the following business in your 
publication. Please note that this is part of the 
national advertising campaign in behalf of lumber.” 

3. The executive secretary should report to the 
committee at each regular meeting: detailed in- 
formation as to attacks upon lumber from news 
papers, magazines etec., with an account of such 
measures as May have been taken to secure corree- 
tion. In like manner he should report cases of 
special consideration given to the industry. 

Codrdination of Lumber Advertising 

1. In the preparation of copy, the selection of 
schedules and in its relations with advertising 
agencies, each group should act idependently, with 
a view to conforming as far as possible with 
policies adopted by the National Lumber Trade 
Extension Committee. 

2. The committee should adopt a generic trade- 
mark or symbol to be used when practicable in the 
display advertising copy of its members, which 
symbol should aim to impress the codperative ad- 
vertising idea. 

3. If deemed advisable, the committee should se- 
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lect a slogan for use in advertising copy and other 
publications. 

4. It should be the duty of the committee to pro- 
pose to lumber advertisers certain affirmative state- 
ments regarding lumber which may be used in sub- 
stance in general advertising copy. 

5. The committee should study the most prac- 
ticable and effective methods of codéperation with 
wholesale, retail and wood using organizations with 
a view to evolving better methods for advertising 
lumber among dealers as well as to the general 
public. 

Coéperation in Staff Activities 

To such an extent as may be practicable the 
trade extension staff and facilities of each partici- 
pating regional group might be made available to 
the National Lumber Trade Extension Committee 
for occasional service in behalf of lumber as a 
whole. In this way the combined trade extension 
staffs of all the lumber associations, including field 
men, might be available for assisting in the ac- 
tivities of the committee in behalf of lumber. The 
furnishing of itineraries of field men might be 
particularly useful for this purpose. This form of 
cobperation would be particularly valuable-in the 
building code activities of the industry, which are 
increasing in importance due to the intensive work 
of competing materials in the same field. 


Clearing House of Trade Extension Information 
The National Lumber Trade Extension Commit- 


es, 


tee should be a clearing house of trade extension 
information available from each member group or 
regarding any species of lumber and regarding lum. 
ber and wood products generally. It should pe 
within the scope of the committees’ activities to 
make such information available to all coéperating 
associations. In general the committee should he 
the source of all available and reliable informatiop 
on lumber and its uses that may be helpful to the 
trade extension work of all regional and nationg| 
associations in the lumber industry and to jp. 
dividual companies. 

Further Recommendations of Committee 

The committee recommended that a diversj- 
fied national lumber trade extension plan should 
be developed. It should not curtail, duplicate, 
or impair the extension activities of the re. 
gional associations. It should be so devised and 
so conducted as to provide a favorable basis 
for the merchandising work in behalf of indi. 
vidual species. It should comprehend indus. 
trial as well as construction uses of both soft- 
woods and hardwoods. It should be of reason. 
able duration, and its details should be deter. 
mined by the National Lumber Trade Exten- 
sion Committee. (It was implied that the Na. 
tional Lumber Trade Extension Committee 
should conduct the proposed new national cam. 
paign, as well as codrdinate existing trade ex- 
tension activities of the industry.) 

The financing of the national trade extension 
campaign was recommended on the following 
basis: (1) Subscriptions from manufacturers 
to be 10 cents a thousand feet of production; 
(2) for log buying mills, 5 cents a thousand 
feet of production; (3) for loggers, 5 cents; 
(4) subscriptions to be solicited from timber 
owners, but on no uniform basis; (5) for whole- 
salers, 5 cents a thousand; (6) financial ¢o- 
operation of retail dealers to be sought for 
trade extension expenditures in their respective 
localities; (7) financial codperation to be sought 
by separate negotiation from the widely di- 
versified accessory interests. 

The committee recommended, finally, that 
subscriptions be secured on the basis of a 5- 
year period contingent upon the raising of a 
total annual fund of not less than $500,000; 
but the general conference subsequently changed 
this to make the goal a million dollars a year, 
leaving to the executive committee in charge, 
the determination of the attained figure which 
would justify undertaking the campaign. 


Lumber Standards Committee Makes Progress 


Marked progress toward the general adoption 
of American Lumber Standards has been made 
in the last year, the Central Committee on 
Lumber Standards was told at its meeting in 
the Congress Hotel, Chicago, Feb. 17, presided 
over by John H. Kirby. Arthur T. Upson, of 
the bureau of simplified practice of the Depart- 
ment of Commerce, who reviewed the situation 
said that practically all of the large lumber 
manufacturing associations had revised their 
rules in accordance with the Standards and 
that a survey of these organizations revealed 
very few departures from the Standards in gen- 
eral grading provisions, names and sizes. 

The committee adopted the report of the sub- 
committee on the single standard recommending 
that dual standards be continued for another 
year during which time the problem should be 
given further study by the Forest Products 
Laboratory, the single standard committee and 
the regional associations. The report of the 
committee on short lengths, stating that the 
question of short lengths is not a matter of na- 
tional standardization because of the differences 
in species regional practices, manufacture and 
use was referred back to the committee for re- 
wording and further report at the May con- 
ference. The consensus of opinion was that 
the report did not make clear the committee’s 
attitude that ‘the question of shortlengths was 
a merchandising problem rather than one of 
standardization. 

Distribution of a compiled list of manufac- 
turers able to furnish both standard and extra 
standard lumber to the various retail .and 
wholesale associations and consumers was au- 
thorized. The work of publishing an American 
Lumber Standards Handbook, has been held up, 
according to Secretary Harry G. Uhl, by the 





failure of the California Redwood Association 
and the North Carolina Pine Manufacturers’ 
Association to revise their rules to conform with 
the Standards. He reported, however, that the 
redwopd association had revised its rules and 
as soon as they were appoved by the association 
grading rules committee would be placed in the 
hands of the Central Committee on Lumber 
Standards. The committee instructed _ its 
secretary to inform the associations that have 
not yet adopted the Standards that the book 
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would be published without their grading rules, 
if some definite action has not been taken by 
April 1, 1926. 

John B. Foley, chairman of the Hardwood 
Consulting Committee, in his report stated that 
the committee had held two meetings, the first 
at Madison, Wis., Sept. 17 and 18, 1924 and 
the second in Chicago, Feb. 27, 1925. The 
progress reports of these committees at the 
second meeting resulted in their work being con- 
tinued. With the rapprochement of the Na- 
tional Hardwood Lumber Association and the 
Hardwood Manufacturers’ Institute, Mr. Foley 
thought the foundation was laid for substantial 
progress in the future. 

Petitions from the West Coast Lumbermen’s 
Association and the North Carolina Pine Manu- 
facturers’ Association requesting that their 
members be allowed to manufacture certain non- 
Standard items was referred to the consulting 
committee for later report. A petition from the 
Shingle Manufacturers’ Association of Wash- 
ington & Oregon requesting that specifications 
of ‘‘B’’ grade be modified to fix the minimum 
amount of edge grain at 50 percent was ap- 
proved. 

On the question of sub-Standard lumber, the 
committee took the position that hybrid sizes 
and grades could not be admitted into the Amer- 
ican Lumber Standards, and that if their manu- 
facture was continued they must be sold as 
sub-Standard and on a price basis. 

As to what constitute commercially dry lum- 
ber and the related question of shipping 
weights, the committee felt that technical in- 
vestigation and advice was needed before any 
action was taken and the matter was referred 
to the consulting committee for action and 
study. 

F. S. Underhill was elected treasurer of the 


committee to succeed John Lord, resigned, and 
Harry G. Uhl, was elected secretary to fill the 
honorary position left vacant by the resigna- 
tion of Dwight Hinckley. Mr. Uhl continues 
also as executive secretary. 


Does Big Home Building Business 


Houston, TEXAS, Feb. 16.—The term ‘‘Car- 
terbuilt’’ as defined for people outside of the 
city of Houston signifies a house built. by the 
W. T. Carter Lumber & Building Co. There is 
no need to define the word for Houstonians, for 
practically everyone here knows its meaning. 

There are now 4,500 ‘‘Carterbuilt’’ homes in 
Houston, and the total is growing from week to 
week. Four additional men were added to the 
personnel of the company last week. They are 
Carl F. Modglin and John C. Penn, jr., advertis- 
ing department, and W. O. Eaves and John G. 
Giesecke, salesmen. 

The history of the W. T. Carter Lumber & 
‘Building Co. dates back to 1908, when it was 
organized by W. T. Carter, sr., as president, and 
W. T. Carter, jr., as vice president and general 
manager. In 1921 the capital stock was in- 
creased from $250,000 to $1,000,000 and in 1925 
it was raised from $1,000,000 to $2,000,000. 

At the present time the officers of the com- 
pany are W. T. Carter, jr., president; A. L. Car- 
ter, vice president; Haywood Nelms, vice presi- 
dent; J. J. Carroll, vice president; R. D. Ran- 
dolph, vice president; Y. M. Holston, secre- 
tary-treasurer; and B. F. Huweiler, assistant 
treasurer. 

General offices of the W. T. Carter Lumber & 
Building Co. are maintained at the Carter In- 
vestment Co. Building, directly across the street 


from the Houston postoffice, north. Offices are 
maintained in the building also by W. T. Carter 
& Bro., which concern operates a big sawmill 
at Camden, Tex., and does a big wholesale busi- 
ness throughout the South, and Carter Invest- 
ment Co., engaged in general finance business. 

At the time of its organization the company 
limited its activities to the retailing of lumber 
and furnishing money to finance the building of 
homes. No extensive real estate development 
was entered into until 1921, when the W. T. 
Carter Lumber & Building Co. began to buy 
certain sections of various additions and sub- 
divisions. These were improved with city con- 
veniences, after which homes were built on the 
‘*Carterbuilt’’ easy payment plan. 

This practice was employed in what were 
known as the Denver, the Camp Logan, the Nor- 
hill and the Washington Terrace additions, and 
new homes are now being built in an attrac- 
tively designed suburban addition called Garden 
Villas, comprising 2,193 acres, situated eight 
miles from the center of Houston. It presents 
a radical departure from the usual plan of sub- 
divisions and additions. 

While the land is laid out according to the 
latest ideas of suburban development, it is pat- 
terned after the style of garden cities of Eng- 
land and France. Its vista drives converge into 
a civie center, which has sites reserved for parks 
and playgrounds, churches, schools; its zoned 
system of building restrictions limits the con- 
struction of business houses and mercantile 
establishments to the community center with 
its minimum restrictions as to the cost of homes 
in certain parts of the addition; the homesites 
are six times the size of the standard city lot, 
and the entire plan contemplates the largest and 
most completely improved suburban home place 
in the South. 


Big Saving Made by World’s Largest Circular Saws 


EvERETT, WASH., Feb. 13.—One 
year ago, the biggest circular saw 
in the world, a 110-inch Disston 
cut-off saw, was installed in a new 
mill erected by the Weyerhaeuser 
Timber Co. at Everett. [This in- 
stallation was described on page 
62 of the April 4, 1925, issue of the 
AMERICAN LUMBERMAN—EDITOR. | 
The performance of this saw and 
its twin, which is used alternately 
with it, during the first twelve 
months of operation is of interest, 
not only because of the saw’s size, 
but also because the installation is 
an example of efficient methods of 
handling logs on the Pacific coast. 

The big western timber com- 
panies like the Weyerhaeuser con- 
cern have found by experience that 
there is a very decided advantage 
in bringing the logs to the mill in 
as long lengths as possible. When 
the logs reach the mill they can be 
cut into shorter lengths by the 
large cut-off saws to correspond to 
the requirements of the mill and. 
the orders on hand much more 
closely than when the mill depends 
on the woods crew sending the 
lengths to fit the order. 

The saving of labor in the woods 
also is an important item. A great 
deal of the cutting of the logs in 
the woods is done by piece work 
and a fair average would be 50 
cents a thousand for bucking. It 
Would be safe to estimate that 50 
percent of this bucking is saved by 
the use of these big cut-off saws at 
the mill, or around $40 a day on a 





that is found along with the fir, 
spruce and cedar in the Washing- 
ton forests. 
company, after numerous tests, de- 
cided that the close grain and even 
texture of the hemlock made it an 
excellent lumber for flooring, there- 
fore the Everett mill was con- or 


The Weyerhaeuser 


three lengths. 


The mill has a capacity of 160,- 
000 feet in eight hours. 
sists of a double cut head rig, two 
gangs and a band resaw. 
are brought into the mill on a reg- 
ular chain log haul which brings 
them into place to be cut into two 
After cutting 


working day. The logs average 
about 30 inches in diameter, but 
run up to 40 inches, hence the need 
for the big saws. 

The saw, instead of being mount- 
ed in the usual manner, is sus- 
pended above the log and is drawn 
back and forth across it. Each 
saw weighs 675 pounds and has 190 


It con- 


The logs 








World’s largest circular saw, 110 inches in diameter, manufactured by 
Henry Disston & Sons (Ine.), Philadelphia, Pa. 


inserted teeth of a spiral type de- 
veloped by the Disston company. 
The rim travels at a speed of 10,- 
000 feet a minute. The saw is 
driven by a 50-horsepower motor, 
this mill being the first sawmill 
ever operated exclusively by elec- 
tricity. The only operating ex- 
penses are the current for this mo- 
tor and the wages of one man at 
$5 a day. Maintenance expenses 
for the year consisted solely of two 
sets of new teeth. There has been 
no time lost on account of the saws 
during the entire year that the 
mill has been operating. A dupli- 
cate saw was purchased and the 
two saws are used alternately a 
week at a time. 


These two record-breaking saws 
were made by Henry Disston & 
Sons (Inc.), of Philadelphia, Pa., 
from saw steel of their own manu- 
facture. This steel had to be of 
special composition, free from any 
defects, uniform in hardness and 
with great tensile strength. Reg- 
ular equipment in the Disston plant 
was used to make these saws and 
they went through production in 
the routine way. 


In addition to these two 110-inch 





run of 160,000 feet. In the course 
of a year the saving will aggre- 
gate not less than $10,000 to $12,- 
00 on this item alone. 
The Everett mill, known as Mill 
» Was built to handle the hemlock 


structed primarily to cut this hem- 
lock into strips for flooring. The 
demand for the mill product dur- 
ing the last year has fully justified 
its erection and it has been in con- 
stant operation. 


they are rolled on to the log deck, 
which has storage space for about 
50 logs. An average of 355 logs 
a day is handled and the saw 
makes 500 cuts in eight hours, or 
a cut every 50 seconds during the 


saws, the Disston company has 
built four 108-inch saws, which are 
used for cutting giant cedar logs 
into shingle bolts at the mill of 
the Eureka Cedar Lumber & Shin- 
gle Co., Hoquiam, Wash. 
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Activities of Associations Are Remaking the Retail Lumber Business-— 
Strengthen Lumber in Competition for Sales 


Improved Methods 


Now that the present convention season 
is wearing along to completion, probably 
the average reader of the Realm asks him- 
self again, What is it all about? Undoubt- 
edly he has attended his own State or re- 
gional convention, and probably he is a 
regular visitor at district meetings. Nota 
few retailers make it a point to be present 
at two or more big conventions, traveling 
long distances to attend them. The chances 
are that each dealer has heard at least one 
speech urging him to scrutinize costs, to be 
sure that expenditures are justified in gen- 
eral, and to be equally sure that 
they are not made in a wasteful 
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are made on price. He will be pretty hard 
in enforcing his old-style terms of sale and 
in making collections. But the fact that 
his competition is not even largely with his 
fellow lumbermen, but rather with the 
thousand other lines that are struggling for 
the limited spending money of his custom- 
ers, has hardly entered his thinking. To be 
sure he complains that the public is ruining 
itself with motor cars, but it does not occur 
to him to point his selling and service to 
meet this competition, and to adapt its 
methods to his own selling efforts. If he 
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counting and delivering and financing and 
salesmarfship problems. It doesn’t take a 
very active mind to see that the industry 
would be very uneven, that the general aver- 
age of efficiency would be low, and that a 
great part of our market would have been 
swept away by substitute men and direct- 
by-mail merchants. Imagine what a mess 
we would be in if manufacturers had not 
got together to establish grades and inspec- 
tion services. The attempt to establish the 
American Lumber Standards is a very direct 
outcome of association activities. 

That rather general field of 
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“service” that is being more and 





way. It may occur to him that 
this scrutiny of costs may in- 
clude what he pays to belong to 
his associations, and what he 
pays to attend these meetings. 


The idea is a good one, but 
he’ll find it hard to work out a 
precise schedule showing what 
he got for these expenditures, 
and how much return in added 
business and profits is coming 
in as a result. They’re some- 
thing like investments in adver- 
tising. He knows in a general 
way that added sales and in- 
creased efficiency have followed a 
judicious investment in publicity. 
Some things can be checked up 
directly. A customer comes in 
with a clipped advertisement in 
his hand; so the dealer knows 
that it has brought him a pros- 
pect. Or people begin telephon- 
ing in or appearing in person to 
ask questions as a result of some 
piece of publicity, and the dealer 
finds that neither he nor his men 
can answer those questions off- 
hand. So he immediately col- 
lects the information and puts 
it into a usable form; and in this 
way he adds to his business 
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waste of time. 


for Convention Use 


What IS it? 
What OF it? 


What do IKNOW:? 
What do I CARE? 


FOUR TESTS 


Next time you plan to join a convention discussion, 
clarify your thoughts by applying these four tests to the sub- 


When you are through, you will be sharply impressed with 
the need for careful planning by association officers, speakers 
and listeners—especially if you have just come away from a 
hastily called little gathering that has resulted in a ghastly 
And you will realize that if each delegate 
similarly prepares himself to come quickly to the point, dis- 
cussion will take on life, and the group will be more easily 
brought into the mood for coéperative thinking and acting. 
Many conferences are convened in the fond hope that by 
getting together for a little ‘‘talk over’? mutual affairs, some- 
thing will develop. But it takes practically all the time of 
the meeting to find what it is all about. 
ventions, the fewer are needed to achieve the best results 
from associational effort. Perhaps the ideal to strive for is, 
‘‘Fewer and Better Conventions.” 


The better the con- 


Cc 


more clearly defined has been 
added to our business quite 
largely by association effort; in 
part through studies undertaken 
by association staffs, and in part 
through the exchange of experi- 
ence by all the dealers meeting 
in their conventions for that pur- 
pose. We were very much in- 
terested in listening to a speech 
delivered by a shrewd eastern 
dealer, one of the kind who only 
a few years ago would have been 
holding like a vise to the “good, 
old days,” on the subject of 
financing customers. It was not 
the sort of pioneering speech 
that might have been delivered 
even five years ago on the sub- 
ject. Five years ago a man 
4] would have stood up and said he 
f was coming to believe that if a 
4] dealer was to hold his market 
he must think of a way to get 
loans for his customers. That 
was the necessary beginning. 
But this man was a long distance 
past that point. He described 
his own method, built upon ex- 
perience and checked by the 
shrewdest available bankers and 
cost experts. He told exactly 
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efficiency as a direct result of 
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how he did it, both in principle 





publicity. In this case his pub- 

licity has not only brought him prospects, 
but has also helped in his own education. 
But after these direct and traceable results 
have been checked up, there remains a good 
margin of improvement that he believes to 
be due to careful publicity, but that can 
not be directly credited to any one adver- 
tisement. And this margin is the thing that 
keeps a lot of dealers spending money to 
spread the story of the services which their 
yards are prepared to offer. 

This outside activity, such as advertising 
and association membership, is a thing that 
some self-styled “hard boiled” dealers can 
not see. They really are engaged in prov- 
ing that a dealer can be too hard boiled for 
his own good. The hard boiled man is usu- 
ally a standpatter. The things which his 
father found good are the only things he 
believes worth doing. Usually these are 
such things as shrewd buying. He will go 
to any lengths to buy for 50 cents a thou- 
sand less, for he still believes that sales 


does attend a convention, and does listen to 
the wealth of suggestion about judicious ex- 
pansion of service, he asks with some bit- 
terness and amusement whether lumber 
dealers are lumber dealers or proprietors of 
notion stores. The answer to the spirit of 
his question, if not to the letter, is that lum- 
ber dealers are no longer lumber dealers, if 
by that term he means the dealer and yard 
of the type common in 1895. 

The reason for this change can be found 
pretty definitely in association achievement. 
It would be hard to imagine the lumber in- 
dustry, either retail or manufacturing, hold- 
ing its present extensive place in national 
industry had it not been directed and edu- 
cated by the associations’ coéperative effort. 
Try thinking what the shipping of lumber 
would be like if associations through their 
traffic departments had not made their fights 
for fair rates and prompt service. Imagine 


how efficient the retail business would be if. 
every man had worked out his own cost ac- 


and practice; and he described 
exactly the results obtained. He made one 
remark that sticks in our memory, to the 
effect that many dealers are slipping as 
lumber merchants, because they stick to 
traditional lines of lumber selling and fail 
to study banking methods. Imagine what 
the self-contained, self-satisfied lumber re- 
tailer of twenty years ago would have said 
to that! In fact, we don’t have to imagine. 
His statement. is on record in countless 
places: “I am no banker, and I don’t intend 
to go into the banking business. Selling 
lumber keeps me busy.” Why the change? 
Selling lumber on the old basis no longer 
keeps him busy. The retailer is going into 
the financing of customers in order that he 
may be kept busy selling lumber. He is 
going into it, not in a vague and helpless 
way, but upon sound and practical principles 
worked out by his fellow dealers or drawn 
from the experience of other mercantile 
lines. He is not taking over these methods 
body and breeches, but is modifying them 
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so that they will suit his local situation. 
The Ohio association has started a de- 
partment that not so many years ago would 
have been the target for no end of jeers. 
It is establishing the teaching of the retail 
lumber business in a famous college. Prob- 
ably all readers of the AMERICAN LUMBER- 
MAN know something about this department 
of research in lumber retailing at Antioch, 
for it has received a vast amount of pub- 
licity. As we understand it, the associa- 
tion had a good many objects in view when 
it made this move. In the first place, our 
business has been worked out to more or 
less of a scientific basis, and the rather 
large amount of knowledge needed can be 
reduced to courses and taught. The old- 
timer didn’t believe this. He held that the 
foundation of success was a combination of 
an instinct for merchandising and years of 
experience. There was and continues to be 
truth in his belief, for probably no man suc- 
ceeds without interest and enthusiasm and 
some aptitude. But a boy may have the 
instincts of a musician or a prize fighter, 
and yet he’ll not become a second Caruso or 
Sullivan without a lot of instruction. 


The actual teaching of prospective lumber 
retailers, however, is only one 
object of this Antioch experi- 
ment. Another object is the test- 
ing out of retailing methods; col- 
lecting those about the State 
that seem to be successful, find- 
ing what makes them successful, 
and passing them on to the other 
Ohio dealers. There was a time 
when a dealer. would not have 
surrendered his successful meth- 
ods. He would have guarded 
them as trade secrets. But many 
dealers now take the position 
that greater efficiency for the in- 
dustry as a whole makes for 
easier and better selling condi- 
tions. They tell me that in so 
highly competitive a field as the 
manufacture of motor cars, the 
manufacturers freely exchange 
methods of accounting, assem- 
bly, manufacturing methods, 
selling systems and the like. 
They don’t want their competi- 
tors to fail. Compete for busi- 
ness? Of course they do. No 
competition is keener. But they 
compete on design and perform- 
ance and general service. It 
takes a good deal of money to 
establish a first-rate lumber yard, and if it 
fails it becomes a charge upon the industry 
as well as giving the industry some unfavor- 
able publicity. Usually in the track of such 
a failure there spring up several small yards 
that are badly operated and that cause end- 
less disorganization. If the large yard does 
not fail but struggles along inefficiently, it 
becomes a menace to the local market. The 
movement for consolidation in certain places 
may be a healthy one, but spare us the 
diminishing of yards through bankruptcy! 

Perhaps the most immediate return the 
Ohio people expect to get from their college 
department is favorable publicity. It must 
be impressive to the public when an indus- 
try believes in itself so thoroughly that it 
is willing to submit its practices to the cold 
and impartial’ review of the scientific spirit. 
Secretary Torrence states that perhaps 
ninety percent of association activities are 
reflected in direct benefit to the public in 
better service, and that none of these ac- 
tivities is detrimental to the public. But 


unfortunately the industry inherited a repu- 
tation that was none too savory. Whether 
it ever deserved this reputation we shall not 
undertake to say. But the things com- 
plained of, if they ever existed as probably 
they did, are old stuff. To the able modern 
dealer this old trickery is pathetic. But the 
odor remains and hampers our business. 
Part of the function of the association, as 
Secretary Torrence sees it, is correcting this 
public opinion. His office sent out news 
stories about the association and what it is 
doing, but the old suspicion stood in the 
way, and little of it was published in the 
newspapers of the State. Since the Antioch 
department has been established it has re- 
leased much of the news sent out by the 
association, and the newspapers of the State 
publish it gladly. In this way a better un- 
derstanding of lumber retailing is being 
spread throughout Ohio. 


And so on and so on. The association ac- 
count is a long one. To be sure, it offers its 
members tools which the members must 
learn to use. Even the favorable publicity 
created by the Ohio association through its 
college department can be nullified locally 
very easily, if the dealer does not take the 


A retailer to whom we talked after the 
meeting said this was an idea he was going 
to take home and put into practice. 


“IT believe I’ve been too eager to close 
sales,” he said, “and that I haven’t taken 
pains to be sure my customers knew ex- 
actly what they are to get. There are many 
things I take for granted because they are 
just routine to me, that are unknown to my 
customers. Sometimes they don’t under- 
stand my terms of sale. Sometimes they 
have left something out of account in reck- 
oning costs. Sometimes they haven’t an ac- 
curate mental picture of what certain parts 
of the interior trim will look like. Well, I 
have them on the contract, and I can make 
them meet the terms of that contract. But 
1 have to decide whether to make them pay 
and to create a lot of ill will, or whether I’ll 
meet their wishes and lose money. When 
I get home I'll fix up a schedule of all the 
things to be absolutely sure about in mak- 
ing a sale, and see if in this way I can’t 
stop some of this loss. With me it’s not 
precisely the return of articles sold, for 
houses can’t be unscrambled and returned. 
But the feeling about the goods is the same. 
The customer doesn’t like what he has, be- 

cause it wasn’t properly sold to 





ciation of Retail Lumber Dealers. 





pains to live up to the advance notices. 
Sometimes the dealer must construct his 
own tools from very general suggestions. 
For instance, the convention at Philadelphia 
listened to one of the executives from the 
Wanamaker store tell them how his organi- 
zation handled the returned-goods problem. 
Now lumber dealers have to take account of 
this matter in certain forms, but one would 
guess that the return of a couple of yards 
of silk, and the return of a couple of bun- 
dles of oak flooring, had so little in common 
that the department store’s experience 
would be of almost no value to the lumber- 
man. But this speaker laid much emphasis 
on the fact that by teaching salesmen really 
to make the sale, the store had stopped most 
of this trouble. The salesman is taught to 
ask all the questions necessary to be sure 
the article is just what the customer thinks 
it is, that it will actually meet the uses to 
which it will be subjected, that it really 
fits or, if it is a piece of furniture, that it 
will go into the intended spot, and so on. 





Instruction in lumber retailing has been established at this famous 
institution, Antioch College, Yellow Springs, Ohio, by the Ohio Asso- 
The picture shows the main building 


him in the first place.” 

Somebody remarked truly that 
the way to judge an association 
is to look over the men who at- 
tend the convention. It is said 
that you can’t tell a crook by 
looking at him, because he con- 
trols the manifestations of his 
behavior habits. But most of 
us are not good actors. We dis- 
play, sooner or later, what we 
are. Attend the convention of a 
progressive association and 
you'll find keen looking and 
rather serene men; men who 
know. Without being arrogant 
about it, they know that they 
know. But they are ready to 
learn something new, to judge 
it on its merits. They are 
friendly and courteous, believe 
in their industry and in their 
times and in their competitors. 
They know their way about this 
present world without being 
either cynical or coarse grained. 
They know that nothing persists 
except change, and they are 
quietly ready to change their 
business practices when the logic 
of the times requires it. They are men of 
industry and of honor; gentlemen in the 
American meaning of the word. 


But the Realm would like to make one 
brief comment, not as a blue-nose reformer 
but as a champion of conventions. A small 
percentage of men who attend these meet- 
ings persist in doing association work in- 
calculable damage by refusing to obey the 
prohibition laws. This dissipation is of 
a dull enough sort. It involves no more 
imagination than collecting in a hotel room 
and drinking up a case of barroom simples; 
whereupon the yelling of indecencies passes 
for wit and terrorizing sober neighbors up 
and down the hall becomes the acme of 
cleverness. In the opinion of more than one 
good association man, the time is here when 
it will have to be determined whether the 
five percent—or the one percent or whatever 
trifling fraction it is—that get intoxicated, 
are going to set the show window by which 
the association is judged, or whether the 
majority of sober men are going to do it. 
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News and Business Ideas for Retailers 


“Plays Tag’? With the Whole City 


TOLEDO, OHIO, Feb. 15.—Notwithstanding the 
fact that the Swan Creek Lumber & Supply Co., 
of this city, is kept pretty busy supplying the 
demands made upon it for lumber, millwork and 
other items handled, it nevertheless is finding 
time to ‘‘play tag’’ with all of the residents 
of the city; at least, with as many of them as 
have telephones. 

To make a long story short, the Swan Creek 
company has arranged for attaching of a tag 
bearing its name and telephone number to every 
telephone directory distributed during 1926. 
K. P. Aschbacher, secretary of the com- 
pany, says that about 56,000 books are required 
to cover the telephone company’s list of sub- 
secribers, and as the directories are distributed 
twice a year, this represents a total of about 
125,000 copies, which will give an idea of the 
magnitude of the undertaking. 

The tag itself is cut out of yellow cardboard, 
in the form of the well known trade character 
‘*Bill Ding,’’ and has printed on the front 
this injunction: ‘‘ After you have given her the 
ring, give us a ring.’’? On the reverse appears 
the company’s telephone numbers in large plain 
letters against a black background. The tag 
is printed in two colors, red and black, which 
with the yellow steck makes a three-color com- 
bination. At the top is a brass eyelet in which 
is threaded a loop of stout cord, large enough 
to slip easily over the mouthpiece of the tele: 
phone or some convenient hook. 

This is only one of the many ways in which 
this well known retail concern keeps its name 
and business prominently before the public. If 
there is any one thing about which Mr. Asch- 
bacher and the other officials of the company 
have no doubt, it is that it pays to advertise. 

Extends Home Building Service 

CLEVELAND, OHI0, Feb. 15.—Membership in 
the wood construction bureau of the Cleveland 
Board of Lumber Dealers has been opened to 
lumber retailers in adjoining towns and cities 
outside of the Cleveland metropolitan district. 
With the extension of membership privileges to 
these retailers an opportunity for the adequate 
development of home building in their various 
localities will be made available upon an or- 
ganized service basis. ‘‘We believe that the 
possibilities of the bureau in the development 
of home building should be utilized just as ex- 
tensively as possible,’’ said S. C. Fulton, man- 
ager. ‘‘Obviously the dealers in suburban cen- 
ters cannot maintain any extended facilities for 
promoting interest in home construction so that 
with the addition of our service their oppor- 
tunities for selling more lumber are greatly in- 
creased.’’ Mr. Fulton is a strong advocate of 
this kind of extension building service in metro- 
politan districts throughout the country, large- 
ly because of the unusual interest being dis- 
played in the construction of suburban homes 
which is of decided benefit to all building in- 
terests represented in various sections. 


Carpenter Aprons Are Good Ads 


The experience of retail lumber dealers gen- 
erally seems to be that carpenter aprons are 
about the best form of souvenir or novelty ad- 
vertising that they can make use of. Carpenters 
are always glad to get these useful articles, and 
they are also appreciated by householders who 
like to putter around at odd jobs. Housewives 
also appreciate them as a real convenience in 
carrying clothespins when hanging out clothes. 
The advertisement of the dealer thereon is plain 
and conspicuous, and affords much valuable 
publicity. Like buying anything else, when 
ordering aprons it pays to get quality, and there 
is no better line made than the famous ‘‘ Green 
Duck’’ carpenter aprons and nail bags manu- 
factured by the Allied Belting Co., of Green- 
ville, Ohio. This concern, which makes canvas 
belting, tarpaulins and other products of that 
nature, has been actively pushing its line of 
aprons only about two years, in which time it has 
built up a very large business in that depart- 


ment, supplying aprons to many of the largest 
users of the country, such as the Curtis Com- 
panies, the Celotex Co., the Morgan Co., the 
Philip Carey Co., and a number of others, whose 
total volume of apron distribution this year 
will reach to about three-quarters of a million 
aprons. In addition to these very large users 
the Allied Belting Co. supplies aprons to a very 
large number of lumber retailers throughout the 
country, including many of the big lineyard or- 
ganizations and hosts of individual concerns. 
This big business in aprons has been built up in 
a phenomenally short time by two main factors 
—quality of product, and service to customers. 


Window Displays of Millwork 

DENVER, CoLo., Feb. 15.—‘‘ Millwork should 
not only be advertised, but demonstrated.’’ 
Acting on this principle, the W. B. Barr Lumber 
Co., of this city, has display windows fitted up 
at its place of business at 1295 South Broadway 
which have real value both as advertising media 
and as show rooms. In each of the eight win- 
dows fronting Broadway there is built in a 
different type of millwork product—doors, win- 


Effectively Fosters Home Building 

Avueusta, ME., Feb. 15.—Maine lumber deal- 
ers have been called upon during the past year 
to supply materials for some 420 homes, largely 
through the codperation and assistance of the 
thirty-nine building and loan associations which 
the Pine Tree State now boasts. These asso- 
ciations in Maine now have a total membership 
of approximately 26,000 and total assets of 
close to $15,000,000. The increase in member- 
ship during the last year alone was 3,050 and 
the gain in assets was $1,677,382. The average 
loan upon each home is $4,000, so approximate- 
ly 420 families were placed in their own homes 
and saved to the State through these associa- 
tions during twelve months. 

There never has been a loss to an investor in 
these Maine associations. Their affairs are 
carefully managed; all officers and employees 
are bonded; regular and systematic audits are 
made of their accounts, both by their local audi- 
tors and by the State banking department. The 
money accumulated by each association is loaned 
to worthy people who are ambitious to acquire 
a home of their own. Before a loan is passed 
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In these windows of a Denver (Colo.) retailer are eight separate displays of millwork 


dows, buffets and the like. Each is finished in 
every detail and appears as though it might 
have been removed from some residence and 
transported to one of the windows. 

The stretch of window space of the W. B. 
Barr Lumber Co. is about 75 feet long, divided 
into five sections, with eight windows for dis- 
plays. The rooms behind them were not con- 
structed for the purpose of showing lumber 
products, but rather to be used as small stores. 
For a long time they were empty and like eye- 
sores on busy Broadway, but Mr. Barr, by this 
clever method of showing millwork, has turned 
them to attractive and profitable use. The 
rooms themselves are still being used to store 
roofing, hardware and millwork. 

In the first two windows, not shown in the 
picture, there are always shown builders’ hard- 
ware and tools. In the next window is shown 
an outside door, for a residence, with a window 
on either side. The next window is fitted with 
either a different style of door or a set of 
French doors. The window adjoining is 
equipped with a set of large casement windows 
together with two long, narrow alcove patterns. 

A built-in buffet occupies a space all by itself. 
It is complete in every detail, with glass upper 
doors, drawers, shelves and hardware equipment. 
Not only does it look well, but it breaks the 
monotony of doors and windows. It likewise 
features the necessary hardware parts used in 
its construction. The last windows of the group 
are of the log cabin designs, constructed of slabs 
to represent summer homes or cabins, such as are 
built in the mountains. Each section has a win- 
dow of different design, draped with ‘‘homey’’ 
white curtains. Before each one is a flower box 
filled with flowers. 

Each display is painted or stained in the shade 
best suited to set it off. Even the log cabins 
are stained red mahogany, thus bringing out 
better the white windows. This helps sell paints. 
Sometimes one of the windows is used to adver- 
tise the brand of paint carried. 


the application is referred to a board of direc- 
tors. If it meets with the board’s approval 
and the applicant is of good standing in the 
community, it is further referred to a security 
committee which examines the property to de- 
termine its market value and, if found satis- 
factory, a loan for a proportional part of the 
market value is approved. 

Careful examination of title is then made 
and a mortgage given to the asosciation for the 
amount of the loan. The owner then pays his 
loan over a period of years, by making sys- 
tematic payments each month, in reduction of 
the principal and for interest. Thus the equity 
back of the loan is constantly increasing and 
the safety of the investors’ money ever pro- 
tected. This system of deferred amortization 
has two distinet points of variance from the 
usual method of ‘‘instalments.’’ First, com- 
paratively permanent wealth is created. Each 
home represents wealth which will not materi- 
ally depreciate until long after the mortgage 
has been repaid, and is not subject to such rapid 
depreciation as are many of the commodities 
purchased upon the instalment plan. Second, 
it places the average citizen in a home of his 
own where he can develop and exercise to the 
highest degree all the perogatives of American 
citizenship. 

From the investment point of view these as- 
sociations provide one of the best known me- 
diums for saving money. The rate of interest 
paid is high. It varies from 5 to 7 percent in 
different parts of Maine. An average of 6% 
percent is paid by Portland building and loan 
associations. They encourage thrift in that 
payments must be made systematically each 
month, thus enabling the family of stated 
monthly income to set aside from that income 
a definite amount, which over a period of years 
may be made to produce a definite fund for 
some desired purpose. 

Most of the building and loan associations in 
Maine report that they have a greater demand 
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for loans from prospective home-owners than 
they are able to supply. Many lumber dealers 
are realizing as never before the vital impor- 
tance of these associations in promoting their 
business prosperity. They are active in several 
localities throughout the State in plans for in- 
creasing the number and the financial resources 
of the Maine building and loan associations. 


(SEEM 


Average Retail Stock Turnover 


At the close of an address delivered at the 
annual convention of the Pennsylvania Lum- 
bermen’s Association held recently at Phila- 
delphia, Pa., by William Lucas, secretary East- 
ern Millwork Bureau, the question was asked 
from the floor: ‘*‘What is the average stock 
turnover of the average retail yard?’’ 

To this question Mr. Lucas made the follow- 
ing reply: 

This is a hypothetical question and my answer 
will naturally be somewhat ambiguous. However, 
experience reflects an average stock turnover by 
the average retail yard of approximately three and 
one-half times per year. A further analysis of 
stock turnover reflects the following: 

Lumber, approximately 2 times. 

Mason materials, 10 to 12 times. 

Stock millwork, 4 to 7 times. 

Miscellaneous building material, 2 to 6 times. 
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Trim Trees to Give Better View 


Four owners of recently constructed homes in 
Desplaines, Ill., a suburb of Chicago, took so 
much pride in their new residences that they de- 
termined to let passers-by see them, rather than 
to allow them to be to a large extent concealed 
by fourteen large cottonwood trees growing 
along the fronts of the lots just inside the side- 
walk. So they cut the tops off the trees, leav- 
ing the trunk twenty feet high. The branches 
that remained were trimmed. The owners fig- 
ured that from the trunks would grow in bunches 
all the foliage that would be required. The 
houses now have sufficient sunshine to keep them 








Cottonwood trees ‘‘dehorned’’ to allow unob- 
structed view and more sunshine for suburban 
homes 


well aired and free from dampness, and besides 
will be free from the mess that this kind of 
tree, at a certain stage, scatters about a home. 
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“Don’t Kid Yourself,’”? Says Dealer 


GUTTENBERG, Iowa, Feb. 16.— Around the 
first of the year the impression seemed to gain 
ground in this section, particularly among the 
farmers, that it would be a good idea to do 
just as little building as possible, with the 
thought that lumber and other building material 
thereby would be brought down in price. To 
offset this notion, F. J. Friedlein, manager of 
the Meuser Lumber Co., prepared an - adver- 
tisement, headed in large type, ‘‘Don’t Kid 
Yourself—If You Have Any Building to Do 
Take Our Advice and Build This Year.’’ This 
ad, in space of eight inches deep and two col- 
umns wide was inserted in the local newspaper 
soon after the first of the year, and repeated 
the last week of January. Following the above 
caption the ad read as follows: 

Building is as cheap now as it ever will be. The 


year 1925 was the largest building year in history. 
The large cities and the Florida boom are taking 
the lumber and other building material, and there 
is no let-up for 1926. Don’t think for a minute 
that if you don’t build lumber and other material 
will get cheaper. You are only fooling yourself 
and making it cheaper for the other fellow. If 
you have any building to do, do it this year. 


Now is the time. Bring in your bills for figures 
ask to see our plan book. Let us help you se- 
lect a home, barn, chicken house, hog house, gran- 
ary, garage, corn-crib or anything you need this 
year. Don’t put it off any longer—get in on these 
low prices. 

Don’t you know that we are selling the best 
clear 5/2 grade American red cedar shingles at the 
same price we did eighteen years ago? 

We repeat, if you have anything to repair or 
build—do it quick. Don’t kid yourself by waiting. 
You are only making it better for the other fellow 
and worse for you when you want to build. Build 
it in 1926 and save money. 





This straight-from-the-shoulder talk got 
quick results. A number of very good orders 
were placed within a short time, among them 
that of a loeal grocer for remodeling his home 
and enlarging his store. Very soon after the 
second appearance of the advertisement a citi- 
zen of the town came in and gave an order 
for a nice bill of lumber to finish the upper 
part of his house, which job he had been de- 
laying, waiting for cheaper lumber. Several 
others have come in for plans and asked Mr. 
Friedlein to quote prices. 

‘*We may be a little optimistic,’’ said Mr. 
Friedlein, ‘‘but there is no getting away from 
the fact that it is unusual to sell lumber in the 
middle of the winter for such purposes. It looks 
to me as though the advertisement made them 
want to buy now while prices are comparatively 
low. I would like to see other dealers run this 
advertisement and see what it would do for 
them. If it is a good thing, as it seems to us to 
be, judging from the results, we would be glad 
to see everyone use it for selling lumber.’’ 


How Proper Records Help to Get and Hold Business 


ALTON, Iuu., Feb. 15.—The Springman Lumber Co., of this city, operat- 
ing one of the most uptodate retail lumber yards in southern Illinois, 


and cash collections. This record also segregates the volume as to retail, 
wholesale and industrial. 


With this information it is possible to com- 


believes that more business can be secured, and better service rendered 
after business has been secured, by keeping records of all transactions 
that take place in the office and yard and by using printed forms for 


pare each week’s business with any previous week for three years back, 
thus furnishing a comparative uptodate report of sales volume which 
affords inspiration for still harder work in order to excel past records. 


keeping this information. Joseph J. Springman, secretary-manager of 


the company, is completely sold on 
the necessity of knowing just what 
is going on in the business, and he 
has found that a complete set of 
records is the easiest, most efficient 
way to keep this information. 

*‘Records,’’ says Mr. Spring- 
man, ‘fare very important because 
without them one would not know 
whether his business was increas- 
ing or decreasing. It is only by 
comparison that we find these 
things out, and the sooner we know 
them the quicker we can look for 
the reason and the remedy. Of 
course, we usually find the reason 
in ourselves and by weighing our- 
selves we often find the reason and 
the remedy immediately.’’ 

The policy of the Springman 
Lumber Co. is governed very large- 
by by what the records reflect, and 
a great variety of records are kept. 
Mr. Springman, however, realizes 
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(Over) 
Sample of prospect card used by the Springman Lumber Co., Alton, Ill. 
The reverse side of the card is ruled for ‘‘Remarks’’ concerning calls 
made upon the prospect, what he said, and date on which next call 
should be made. The size of the card is 3 by 5 inches 


Another valuable record is the ageing of all customer accounts. 


The accounts are listed, showing 
the names, amount owed, what por- 
tion of it is less than 30 days old, 
and what portion has been running 
90 or 120 days, or longer. With 
this information it is possible to 
concentrate on the accounts that 
need immediate attention, and it is 
the belief of Mr. Springman that 
this information tends to reduce 
very materially the amount of ac- 
counts outstanding. 

A stock record is also kept show- 
ing the amount of each class of 
merehandise handled. One can 
easily note the quantity, when pur- 
chased, price paid, how much on 
hand at any time, and how many 
turnovers were made on each item. 
This record shows up the slow sell- 
ing items, making it easier for the 
buyer to know what to purchase. 
Mr. Springman says that it made 
it possible for them to turn their 





the inadvisability of keeping rec- 
ords that will not be used to advantage in the business, and that too 
much red tape is injurious to the efficient functioning of business. But 
if all records kept are used for the betterment of the business, there is no 
regret for the expense incurred in keeping them. 

One very interesting record kept by the Springman company is the 
‘*Prospect and Follow Up’’ card on which is written the name and ad- 
dress of each prospect, the work contemplated and such other information 
as is deemed necessary. The back of the card is ruled and notations are 
made thereon as to dates on which the prospect was approached, and any 
developments that ensued. This is a great help in the efficient handling 
of prospects and in following up possible business. 

The Springman office keeps a weekly record of orders handled, in- 
Voices made, showing the credit and cash sales, net sales, credit memos, 


stock five times in 1925. He is con- 
fident that this is not a maximum turnover and he hopes to increase 
the turnover this year. ‘‘Not many years ago our stock turnover aver- 
aged two and one-half times a year and we did not keep as complete 
a stock as we do now,’’ said he. ‘‘We do not think that ten turnovers a 
year would be good business if a dealer had no steck in his yard to 
serve his trade whenever he received orders.’’ 

The job of record keeping may seem large, but the Springman Lum- 
ber Co. has not found it expensive. One girl keeps all these records and 
it requires only half her time. Besides this work she audits all incoming 
invoices, handles the switchboard, consisting of three trunk lines and 
half a dozen inter-office phones, and practically all correspondence. And 
in the opinion of Mr. Springman the information revealed by these rec- 
ords more than pays for the expense incurred. 
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Some Workable 


What is the matter with lumber advertising? 
To get a good answer to this question, ask the 
successful grocery advertiser, or even the drug- 
gist. They will say immediately that the great 
bulk of retail lumber advertising is not specific 
enough. 

The real estate section of a popular Sunday 
newspaper is before me. In it are six or eight 
advertisements that are supposed to pull busi- 
ness for as many retail lumber dealers, the sort 
of dealer who makes claims to ‘‘service’’ and 
who offers to assist prospective home-builders. 
One of the advertisements says.something vague 
about ‘‘prompt deliveries.’’ This means noth- 
ing to the average reader. It awakens no de- 
sires, loosens no purses. Two others admonish 
readers to ‘‘Build This Spring.’’ Not one of 
these has anything specific to offer, nor do any 
of them awaken desires, or, in fact, do anything 
but ‘‘get the name of the dealer before the 
publie.’’ 


Small Sales Develop Good Prospects 


3ut the fourth advertisement is better. It 
offers flower boxes, made of dressed lumber, at 
ninety-eight cents each. I know this dealer. 
I know that when the flower boxes are delivered, 
an attractive folder will go with them, telling 
the reader in detail how the company will ar- 
range to finance building operations. It will 
also give a table showing about how much one 
can afford to invest in a home, using the salary 
or the income as a basis for computation. Then, 
because the flower boxes will be ordered by 
many who already own their homes, part of the 
folder will be devoted to suggestions for build- 
ing sleeping porches, sun rooms, play houses 
for the children, finishing attics, laying cement 
walks, and doing other things about the house 
that call for purchases from the lumber and 
building materials dealer. This dealer says that 
people who order flower boxes are just the ones 
whose names he likes to have on his mailing list. 
They are the ones who are interested in beauti- 
fying the home. 

Now let’s take a look at the fifth advertise- 
ment. This dealer believes in continuity in his 
advertising, and he nearly always runs his 
newspaper advertisements serially. Just now 
he is running a series on what to avoid in build- 
ing and buying a home. Each separate adver- 
tisement takes up just one point, such as a 
poorly-drained lot, or a house built along ‘ex- 
aggerated lines that will not find a ready re- 
sale, or a house that is too large and fine for 
its neighborhood. Each advertisement invites 
the interested reader to come to the lumber 
dealer’s store and receive free of charge the 
complete series of advertisements, which have 
been reproduced on good paper for this purpose. 
The people who call for them are real prospects 
for the dealer. 

Specific Statements Get Attention 


The sixth advertisement shows a house. with 
floor plans, which is one of the free plans that 
the dealer offers to customers. He says that 
each week he gets inquiries about the plans that 
are run in the Sunday paper, and that he has 
adopted the policy never to show a house in an 
advertisement for which he cannot furnish 
plans. This dealer is also specific in the state- 
ments which he makes in his advertising. And 
his advertising, like that of the two foregoing 
dealers, pays direct returns. It is something 
more than just ‘‘keeping the name before the 
people.’’ 

This survey of the advertisements in one 
paper seems to indicate that only about fifty 
pereent of the lumber advertisers offer some- 
thing really tangible in their advertisements. 
Yet every grocery, every department store deal- 
er, shoe retailer, or florist offers something spe- 
cific. The grocer does not try to advertise his 
entire store in six or eight inches of space. He 
selects a few items and uses these to attract 
attention. The shoe retailer and the depart- 
ment store dealer draw business the same way. 
And what is good for them is also good for the 
lumber dealer. 


Ideas for Getting Spring Business 


[By 8S. W. Ellis] 


The lumber dealer, then, fails somewhat in 
his advertising when he deals too much in gen- 
eralities. He fails again when he neglects to 
give to his advertising the thrill of human in- 
terest, the same thrill that sends people scurry- 
ing to the ticket window of a motion picture 
theater or to the first showing of spring millin- 
ery. 

Spring Repairs Offer Big Opportunity 

Most lumber dealers are planning to put forth 
extra efforts this spring to get their share of 
the business which comes from repairing and 
painting. But I know of one dealer who is go- 
ing to repeat his last year’s stunt which brought 
him a larger volume through influencing the 
imagination of prospects. This dealer has ex- 
cellent mailing lists, so well clasified that he 
knows just what group would be interested in 
painting and repairs for spring. The stunt re- 
ferred to is this: Atttached to a rousing sales 
letter on spring repairs is a thin sliver of wood 
dipped in white paint. A sturdy arrow leads 


Few. Most of them wait until just before spring 
before they begin making plans for spring mer- 
chandising—when they should have had these 
plans completed before the first snows fell. When 
the dealer knows in advance what he wants to 
do, he keeps alert for suggestions. He finds 
out what the other fellow has done, and weighs 
every bit of information gleaned to discover 
whether or not it can help to increase his busi- 
ness. If some competitor seems to be getting 
the major portion of the business, do not waste 
time in envy. Study his methods and discover 
if he is doing something that you are leaving 
undone. The dealer who has the reputation of 
being ‘‘a live one,’’ full of clever ideas, is not 
necessarily original. He is nearly always merely 
a close observer of what is going on around him. 
Danger in ‘‘Knocking’’ the Rented House 


Lumber advertisers seem to think that about 
the best way to get business is to ‘‘knock’’ 
the rented house. Too much knocking might 
arouse the ire of property owners who are po- 





panying picture? 


This Week’s “Timely Tip” 
Careful Coal Delivery Makes Friends 


Do you see the broom and the piece of tarpaulin in accom- 
They are a part of the regular equip- 
ment of every truck used by the Mueller Lumber Co., 
Davenport, Iowa, for delivering coal. 

As shown in the photograph, the tarpaulin is laid on the 
ground under the chute and catches any coal that falls. 








enone 























ciated by customers. 





When all the coal has been put into the basement the pieces 
on the tarpaulin are put in and any remaining particles are 
carefully swept up. It is a matter of pride with the Mueller 
drivers to leave the customer’s yard as clean and neat as 
they found it. Needless to say, this careful service is appre- 


Watch for next week’s “Tip” 








from the sliver to the words printed across the 
bottom of the letter, ‘‘ Bring Sunshine To Your 
Home with White Paint.’’ The letter suggests 
trellises, flower boxes, vine and grape arbors, 
latticed porches, and other repairs that can be 
made from lumber. Now, the small piece of 
paint-dipped wood pasted to the letter did make 
the job cost a little more, and it necessitated 
a trifle more work in preparing the letter for 
mailing, but it had a direct appeal to the imagi- 
nation and made people think strongly about 
spring repairs and painting. 

Plan Definite Program and Stick to It 

How many lumber dealers plan month by 
month throughout the year just what they will 


do to make business better? How many make 
a program and stick to it as closely as possible? 


tential customers of the lumber dealer, and it 
might also make those who are forced to rent 
feel more negligent than ever about the house 
in which they live, whereas a little of the right 
sort of influence on the part of the lumber 
dealer might lead them to purchase small orders 
of lumber, paint, and other materials which no 
dealer would scorn. I know of at least one 
landlord who owns a number of houses who re- 
fuses to patronize a certain lumber dealer be- 
cause he is unusually aggressive in talking in a 
negative manner about the rented house. Yet 
every year this man spends hundreds of dollars 
on his property, which goes to dealers who do 
not have quite so much to say about rented 
houses. 

And there is the other side of the matter— 
that of the renter. While there is a certain 
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shifting class of renters who would never spend 
a dollar on the houses which they occupy, there 
are others who are not averse to doing a little 
repair work ‘‘on their own.’’ Now, why do 
not lumber advertisers occasionally run a few 
advertisements in which they tell about the real 
estate law which in most States holds that re- 
airs made on a rented house or plants placed 
in the yard automatically become the property 
of the owner, yet most landlords will gladly re- 
jinquish in writing any movable improvements 
made on their properties? Some people are ig- 


norant of the law, and, made acquainted with it, 
would be willing to make such movable improve- 
ments as portable garages, trellises, and even 
some types of built-in furniture. Such publicity 
on the part of the lumber dealer helps to build 
pride in the renter. 

Along this same line would be a series of ad- 
vertisements urging renters to take good care 
of property and to repair all damages as soon as 
they occur. This would not only result in the 
sale of small quantities of paint, plaster, glass, 
lumber ete., but also would win the friendship 


of property owners who have rented houses. 
They would certainly feel inclined to patronize 
the dealer who advertised thus. 

Lumber dealers can give people ideas just as 
the manufacturer who puts a certain product 
over because he has made people think of ‘‘the 
insidious thing’’ about an ailment to which a 
few years ago no one gave a thought. There 
are other ideas equally as effective for the lum- 
ber dealer to discover. But he will never give 
people food for thought as long as his adver- 
tisements deal with vague generalities. 


Record Volume of Construction Continues 


Record construction volume continued through 
January, according to a statement of the F. W. 
Dodge Corporation, just made public. Contracts 
awarded in January in the 37 States east of 
the Rocky Mountains (which include about 90 
percent of the total construction volume of the 
United States) amounted to $457,158,600, the 
highest amount ever awarded in the opening 
month of any year. The increase over the pre- 
ceding January was 48 percent. However, there 
was a decrease of 14 percent from December, 
the normal seasonal decrease from December 
being only 5 percent. Last month’s large total 
included a $50,000,000 power plant in New York 
City, which brought New York’s January con- 
tracts up to a third of the entire contract vol- 
ume of the 37 States. 

Analysis of the January record shows the fol- 
lowing important items: $190,847,000, or 42 
percent of all construction, for residential 
buildings; $94,676,500, or 21 percent, for in- 
dustrial and power plants; $71,321,700, or 16 
percent, for commercial buildings; $52,922,200, 
or 12 percent, for public works and utilities; 
and $13,346,200, or 3 percent, for educational 
buildings. 

Contemplated new work reported for the 37 
States last month amounted to $851,590,300, 
only 6 percent under the record amount reported 
in December and 26 percent more than the 
amount reported in January of last year. 

New York State and Northern New Jersey 

January construction contracts in New York 
State and northern New Jersey amounted to $195,- 
463,000, the third largest monthly total on record, 
having been exceeded only in August and Decem- 
ber of last year. The January total was swelled 
by a $50,000,000 contract for an electric power 
plant in New York City. There was an 8 percent 
drop from December and a 76 percent increase over 
the preceding January. 

Last month’s record included: $75,482,600, or 
39 percent of all construction, for residential build- 
ings; $62,602,000, or 32 percent, for industrial 
and power plants; $35,878,500, or 18 percent, for 
commercial buildings ; and $9,165,600, or 5 percent, 
for publie works and utilities. 

Contemplated new work reported in January 
amounted to $204,305,000, which was 32 percent 
less than the amount reported in December, but 42 
percent nore than the amount reported in January 
of last year. 

New England 

Building and engineering contracts awarded in New 
England during the month of January amounted to 
$25,589,600. This was a decrease of 25 percent 
from December, but an increase of 6 percent over 
January of last year. The month’s record in- 
tluded: $12,274,000, or 48 percent of all construc- 
tion, for residential buildings; $5,144,000, or 20 
Percent, for commercial buildings; $4,962,800, or 
19 percent, for industrial buildings; and $1,179,- 
500, or 5 percent, for social and recreational 
Projects. 

Contemplated new work reported for New Eng- 
land in January amounted to $64,710,500, being 
81 percent over the amount reported in December 
and 56 percent over the amount reported in 
January of last year. 

Middle Atlantic States 

Last month’s construction contracts in the mid- 
‘lle Atlantie States (eastern Pennsylvania, southern 
New Jersey, Maryland, Delaware, District of Co- 
lumbia and Virginia) amounted to $34,649,900. 
This was a decrease of 9 percent from December, 
but an increase of ‘60 percent over the preceding 
January, The month’s record included: $20,158,- 
800, or 58 percent of all construction, for resi- 
dential buildings; $4,460,300, or 13 percent, for 
Commercial buildings; $3,497,500, or 10 percent, 
for industrial buildings ; and $1,738,100, or 5 per- 
tent, for public works and utilities. 

Contemplated new work reported for the middle 


Atlantie States in January amounted to $101,059,- 
400, an increase of 33 percent over the amount 
reported in December and of 14 percent over the 
amount reported in January of last year. 


Pittsburgh District 


January construction contracts in the Pittsburgh 
district (western Pennsylvania, West Virginia, 
Ohio and Kentucky) amounted to $38,770,300. 
This was a decrease of 11 percent from December 
and an increase of 2 percent over January of last 
year. The month’s record included: $13,715,100, 
or 35 percent of all construction, for residential 
buildings ; $8,254,000, or 21 percent, for industrial 
buildings; $7,034,600, or 18 percent,-for public 
works and utilities; and $3,845,700, or 10 percent, 
for commercial buildings. 

Contemplated new work reported for the district 
in January amounted to $61,966,200, a decrease 
of 1 percent from the amount reported in Decem- 
ber and of 24 percent from the amount reported in 
January of last year.” 

Southeastern States 


Building and engineering contracts awarded last 
month in the southeastern States (the Carolinas, 
Georgia, Florida, Tennessee, Alabama, Mississippi, 
Arkansas and Louisiana) amounted to $65,822,300. 
This was a decrease of 3 percent from December, 
but an increase of 60 percent over January, 1925. 
Included in last month’s record were: $23,067,300, 
or 35 percent of all construction, for public works 
and utilities ; $22,086,500, or 34 percent, for resi- 
dential buildings; $7,941,900, or 12 percent for 
commercial buildings; and $7,463,500, or 11 per- 
cent, for industrial plants. 

Contemplated new work reported for the south- 
eastern States in January amounted to $162,926,- 
200, an increase of 1 percent over the amount re- 
ported in December and of 77 percent over the 
amount reported in the preceding January. 


The Central West 


Construction started last month in the central 
West (Illinois, Indiana, Iowa, Wisconsin, Michigan, 
Missouri, Kansas, Oklahoma and Nebraska) 
amouted to $79,065,000. There was a decrease of 
28 percent from December and an increase of 43 
percent over January of last year. Included in 
last month’s record were: $37,997,100, or 48 per- 
cent of all construction, for residential buildings : 
$11,097,400, or 14 pereent, for publie works and 
utilities ; $9,402,600, or 12 percent, for commercial 
buildings ; $7,178.300, or 9 percent, for industrial 
buildings; and $4,651,800, or 6 percent, for edu- 
cational buildings. 

Contemplated new work reported for the central 
West in January amounted to $219,525,200, being 
S percent over the amount reported in December 
and 25 percent over the amount reported in Janu- 
ary of last year. 

The Northwest 

Contracts awarded during the month of January 
in the Northwest (Minnesota, the Dakotas and 
northern Michigan) amounted to $4,012,400. This 
was a decrease of 23 percent from December and 
of 20 percent from January of last year. sast 
month's record included: $1,565,000, or 39 percent 
of all construction, for residential buildings ; $840,- 
600, or 21 percent, for commercial buildings ; and 
$456,500, or 11 percent, for industrial plants. 

Contemplated new work reported for the dis- 
trict in January amounted to $16,258,000, which 
was 60 percent greater than the amount reported 
in December and 13 percent greater than the 
amount reported in January of last year. 


Texas 

Construction work started in Texas last month 
amounted to $18,786,100. While this was 25 per- 
cent less than the amount of contracts let in 
December, it was an increase of 5 percent over the 
January, 1925, contract total. Last month’s ree- 
ord ineluded: $7,567,900, or 55 percent of all 
construction, for residential buildings ; $3,808,100, 
or 28 percent, for commercial buildings ; $705,500, 
or 5 percent, for religious and memorial buildings ; 
and $610,500, or 4 percent, for educational build- 
ings. 


Contemplated new work reported for Texas last 
month amounted to $20,839,800, an increase of 37 
percent over the amount reported in December, but 
a decrease of 43 percent from the amount reported 
in January of last year. 


Plan for Big Home Building Show 


MILWAUKEE, WIs., Feb. 16.—About 80 per- 
cent of the available space for the Fourth An- 
nual Home Show to be held in the Milwaukee 
Auditorium, March 13 to 20, has been sold ae- 
cording to Herbert A. Kagol, director of sales 
and exhibits. Building materials, furnishings, 
and other equipment for the home will be on 
display in the booths. The show will bring to- 
gether under one roof, exhibits of products and 
service in the home, so that citizens may obtain 
information that will enable them to plan and 
finance the construction of homes from the pur- 
chasing of the land to the furnishing of the 
completed residence. Exhibitions of landscape 
gardening will also be held. The show is under 
the direction of the Milwaukee real estate board. 
Among the chairmen of the various committees 
are Don S. Montgomery, secretary of the Wis- 
consin Retail Lumbermen’s Association, and 
Robert Blackburn, wholesale lumber operator 
here. 


Building Trades Seek Wage Boost 

MILWAUKEE, WIs., Feb. 15.—Wage increases 
are being sought by practically all of the build- 
ing crafts affiliated with the Milwaukee Build- 
ing Trades council, according to J. J. Fleming, 
secretary of the organization. The present con- 
tracts with the contractors expire in April, May 
and June of this year. The contract of the union 
carpenters expires on April 1, and they have 
notified the contractors that they will ask for an 
increase over the present wage, which is one 
dollar per hour. Other trades will also ask for 
additional wages when their contracts run out. 


Seek to Bar Wooden Shingles 

CHARLOTTE, N. C., Feb. 17.—Approval of a 
building code to include a clause barring wooden 
shingles has been given by the Charlotte Engi- 
neers Club and Perey Bugbee, field representa- 
tive of the National Fire Protective’ Associa- 
tion. A committee has been appointed to draw 
up a code for presentation to the city commis- 
sioners. A year ago a code containing such 
prohibition was refused by the city commission- 
ers. 

CRAZE 
Will Maintain Building Exhibit 

INDIANAPOLIS, IND., Feb. 16.—A permanent 
exhibit of building materials, including lumber, 
brick, tile and other materials, is to be opened 
soon in Indianapolis by the Architects’ Small 
House Service Bureau. The exhibit, which is 
to include virtually every material used in resi- 
dence construction, is to occupy the first and 
second floors of a downtown building on Market 
Street. 

According to officials of the bureau, the dis- 
play is being installed to inerease the service 
of the organization. A blanket invitation has 
been issued to all who contemplate building 
homes, to use the rooms for consultation with 
architects and the inspection of materials. 
There is to be no charge for the service. The 
bureau will have on display. hundreds of plans 
covering small houses. Contract forms, model 
specifications ete:, are furnished clients of the 
bureau. 
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National Production, Shipments and Orders 
WASHINGTON, D. C., Feb. 15.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 

Softwoods: Production Shipments Orders 

Week ended: 1926, Feb. 6; 1925, Feb. 7— 1926 1925 1926 1925 1926 1925 

EC TEST, ERO OU IREGOR 5 0:5 ssn on hob 0h SS oS a0 sss seers ben ebexee 72,297,951 73,574,308 73,813,500 69,843,900 68,515,680 65,739,150 

West Coast TaAMbDOrNen’sS ABGOCIBLION.. 0:60 occcnccesescvcesceetvesne 98,473,419 97,012,062 89,588,371 87,964,120 97,066,270 88,300,404 

Western Pine Manufacturers’ ASssoCiation......c.cceccceccccccvecs 18,427,000 18,371,000 24,547,000 26,149,000 27,771,000 22,509,000 

California White & Sugar Pine Mfrs.’ Association................. 11,169,000 5,160,000 16,233,000 8,646,000 16,222,000 11,913,000 

CTRRIOTEER,. FEO WOOG RWI CIREION 5 6.0 i0 d0065.50 5080-0 seinen beceeedne 718, 6,452,000 5,299,000 4,596,000 8,301,000 3,481,000 

DIOFtR GOOD PG BBR CIRTIOR 6 o v.c0ss.0.6:0.0:0:9:5 6.00 0.00 tv's esistew see nes 8,998,235 10,586,403 8,891,049 11,218,745 5,338,900 9,520,916 

Northern Hemlock & Hardwood Mfrs.’ Association................ 2,863,000 3,252,000 2,304,000 2,310,000 - -2,122,000 1,851,000 

Northern Pine Manufacturers’ ASSOCiAtiON.......6. ce. eecceeeeeees 6,249,900 6,682,100 7,748,200 7,394,300 8,192,000 10,333,000 

Ee, I WV 56:00 obs obs 4S ssee edto sie estan ss esieesesee™ 226,196,505 221,089,873 228,424,120 218,122,065 233,528,850 213,647,470 

Southern Cypress Mfrs.’ Association (week ended Feb. 10)....... GAGG1SP avs cb see es GSECC0 8 =k evsvaces 4,480,000 Es. ...........,, 

Hardwoods: ; 

Northern Hemlock & Hardwood Manufacturers’ Association...... 7,555,000 6,863,000 5,116,000 5,819,000 5,874,000 4,328,000 

Hardwood Manvfacturers’ Institute... .ccvocsccececorsssteceeeve.e pt! ee: arr a aL | re ais 

e e 
Record of Direct Sales of Douglas Fir 
SEATTLE, WASH., Feb. 13.—Direct sales of Douglas fir from Feb. 1 to 6, inclusive: 
Sales—— Prices ——————_- Sales—— Prices — 
V. g. flooring— No. Feet No. High Low Spread Drop siding, 6”— No. - Feet No. High Low Spread 

ee rr re 10 74,000 6 $46.00 $41.00 $ 5.00 NO. 2 and DOtter. 6sscscsss 46 280,000 6 $37.00 $33.00 §$ 4.00 

i De sehinkrs wee ow ase eee 65 344,000 7 44.00 38.00 6.00 HOD ts lieisalonus a aiweapuinw anes 29 176,000 9 30.50 26.50 4.00 

PB -. Sa dann toesewer anes 32 223,000 6 32.00 26.50 5.50 Common No. 1 S1S— 

S. g. flooring— Dem” sb ciestaluiste eon 6 Walenia a wie 43 308,000 7 17.50 13.50 4.00 

4” No. 2 and better....... 21 136,000 4 31.00 25.50 5.50 Me hg cin eters aide 6.515.355 acl osote 30 123,000 9 20.00 15.00 5.00 
DGD  cceGsaS eases eewses 11 81,000 4 24.00 21.00 3.00 Dimension— 

6” No. 2 and better....... 24 59,000 3 37.00 35.00 2.00 rp dane (yi Sg vg ee en ee 84 266,000 i 17.50 14.50 3.00 
Ps Oe <6Sns sess sep esevne 9 30,000 4 33.50 28.00 5.50 ME Ghote scuraciaweiis 62 157,000 ‘f 19.50 16.00 3.50 
Stepping— t i piesa aneerstep a suies 57 202,000 7 19.50 16.50 3.00 

No. 2 and better...» 12 39,000 7 66.00 54.00 12.00 DOr eh tae ate aeie.ic 32 80,000 7 19.50 16.50 3.00 
Finish— CE Go Og eRe ws 080 5.550% 13 27,000 6 23.00 18.00 5.00 

| lr ere ee ek 21 34,000 9 58.00 46.00 12.00 BUOUE” 65 whew be a 22,000 4 24.00 20.00 4.00 

Casing and base.......... 17 27,000 12 64.00 40.00 24.00 Lath— 

Ceiling, %x4”— enone scvace pasa nersiatn onan sues ocera lace 12 127,000 7 4.50 3.00 1,50 

Wo. 2 and betters: .1.c2s<+ 48 264,000 5 29.00 26.00 3.00 OE ses SS.05s aise be ca nine 1 15,000 1 ol Se er 

WO. DS seenacsneaswase ens 21 114,000 8 23.50 17.00 6.50 PEOUTIOOK. ose sicis. kein sabe 3 90,000 2 4.00 3.95 05 





Stock Report of Coast Mills 


SEATTLE, WaAsH., Feb. 9.—The Jan. 1 report of the West Coast Lumbermen’s Association is 
as follows: 














Stock report Identical mills—94 Item comparisons 


100 mills 101 mills Percent No. Average stock 

Feb. 1 Jan. 1 Feb. 1 Jan.1 decrease mills Feb.1 Jan. 1 
Flooring, v.g., No. 2, 1x4”..... 6,567,000 7,076,000 6,200,000 6,872,000 9.78 62 105,919 116,000 
Flooring, s.g., No. 2&btr., 1x4” 3,969,000 4,731,000 3,907,000 4,588,000 14.84 61 65,066 70,612 
Dr. siding (106), No.2&btr.,1x6” 3,467,000 3,641,000 3,374,000 3,586,000 5.91 48 72,229 71,3892 
Ceiling, No. 2&btr., %x4”..... 4,732,000 5,014,000 4,773,000 4,971,000 3.98 53 89,283 84,982 
No. 1 S1S or shiplap, 1x8”....18,368,000 19,401,000 18,037,000 19,310,000 6.59 71 258,704 273,254 
No. 1 SIS1E & rough, 2x4”....38,647,000 39,663,000 37,449,000 38,753,000 3.36 77 501,909 483,695 
Cleat Steins. 87 65 o5keessreveucs 18,572,000 20,023,000 17,962,000 19,818,000 9.3 65 285,723 260,039 





North Carolina Pine Hemlock and Hardwood 


Norrouk, VA., Feb. 15.—The North Carolina 
Pine Association makes the following analysis 
of figures from thirty-five mills for the week 
ended Feb. 6: 


——Percentage of —— 


Production Ship- 

Production— Feet Normal* Actual ments 

Normal ..... 10,818,000 ‘iS — ye 
Sc 8,097,653 75 soit 

Shipments .... 8,034,998 74 99.4 we 

OPGCKST saskae 4,483,900 42 55 56 

*“Normal’ is based on the amount of lumber 


the mills would produce in a normal working day. 


y+As compared with last week, there was a de- 
crease in orders of 6 percent; but last week forty- 
two mills reported. 

Unfilled orders at the end of the week amounted 
to an average per mill of 1,881,646 feet. 





Western Pine Summary 


PoRTLAND, ORE., Feb. 13.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Feb. 6, from 


thirty-seven member mills: 
——Percent of — 


Ship- 
Production— Cars; Feet Cut aeuate 
Normal . saree SEOOO DODO ncce vowec 
Lo) ee are SE MLEOO Skewes 4606 
Shipments ... 926 SEUTOO00 swans Kwave 
Local deliveries. . RUAN ‘vswewk., auibwis 
Total shipments. . 24,547,000 188.21  ..... 
Orders— 
Canceled .. 15 SOUMOO Avwew ~4deas 
Booked (car- 
load) - 1,050 SEBUO0O. aawin beSa% 
| ae éuiee MOAVO0O . 4iseew .de5iae 
Total orders..... 27,771,000 150.71 113.13 
On hand end 
week . 38,3834 86,684,000 ..... ne 


+Car basis is 26,000 feet. 

Bookings for the week by thirty-six identical 
mills were 90.14 percent of those of previous week, 
showing a decrease of 2,938,000 feet. 





OsHKOSH, WIs., Feb. 14.—The following is 
a summary, for comparative purposes, of fig- 
ures as to the hardwood and hemlock movement 
supplied to the Northern Hemlock & Hardwood 
Manufacturers’ Association by twenty to twen- 
ty-five firms that ordinarily ship about one-third 
of the total monthly shipments reported to’ the 
association by all members, and shows averages 


for December, 1925 to date, January, and 
weekly figures for February: 
Hemlock 
Period Firms Cut Shipments Orders 
Weekly average— 
December ... .. 3,720,000 1,886,000 2,260,000 
CB Neips oiciv's'o es ops 3,385,000 2,475,000 2,065,000 
SARUATY osc as 2,487,000 2,340,000 1,732,000 
Lo, ace eee 22 2,982,000 2,555,000 2,187,000 
Hardwood 
Weekly average— 
December ... .. 1,920,000 3,835,000 4,043,000 
RUE insets s.e ore 0s 4,005,000 3,560,000 3,400,000 
SORUATY 60005. «+ 4,674,000 3,526,000 3,985,000 
BOD: G.sesucdse 22 7,555,000 5,116,000 5,874,000 





Cypress Barometer 


New Or.EANS, LA., Feb. 15.—The Southern 
Cypress Manufacturers’ Association barometer 
for the week ended Feb. 10, fourteen mills re- 
porting, is as follows: 


—Percent of— 

Normal Actual 

Pro- Pro- 

Production— Cars; Feet duction duction 

MOORING 6.k6ss wes ik) ope | a renner 

Ce re 4,157,139 BOE skss-0s 

Shipments* 319 6,380,000 1382.30 153.47 

Orders— 

en Cee 224 4,480,000 92.91 - 107.76 
On hand end 

WEEKS .2.:8,206 BZEDBO000 2.565 sever 


*New orders were 70.22 percent of shipments. 

7Basis for carload average is 20,000 feet. 

tOrders on hand decreased 7.04 percent, or 
1,900,000 feet. 





The West Coast Review 


SEATTLE, WASH., Feb. 13.—For the week 
ended Feb. 6, 99 mills report as follows to the 
West Coast Lumbermen’s Association: 


Feet 


Production ....98,473,419 9% below production 
Shipments ....89,588,371 114% below production 
PACES is cineves 97,066,270 
Shipments— 
Water delivery: Feet Feet 
PIOMGRUIC 6.6 6-4-0: 0080.0 6400-805 27,218,389 
CP Oy ee ae 5,912,691 
EOtAL WOtOr (8 Bi ecickcia cad teceneses 33,131,080 
SRG, Lee CRLET 6 ktec ewe wces ane me be cubed 51,840,000 
Local auto and team deliveries........ 4,617,291 
SEAVER RITE OTE «6.566: v0's:c 0:6 0 vs sie ele saielete 89,588,371 
Water business— 
Water delivery: 
PME. 5 serials aisle Rela elar des 31,129,459 
NIE | eco Gs dele sips brand are-8 68: bve 9,029,520 
"EOUCGI. WOLOT C40) 6.0 vavcvsve ves ccnras 40,158,979 
OE, 1jAe CUTE T os c-csiss oharewineceasces 52,290,000 
Local auto and team deliveries........ 4,617,291 
"POtCG] NOW DUBITICRB co i0:6:0iciccic bicwcwe tee 97,066,270 
Unfilled orders— 
MDOT RTAC (CORO oi x. o:a:iis 01 sin a 8.50-0's'a's wie oes 116,769,704 
OG CV Rai. is HOWEEE Mee M CRISS OES ORGS 141,132,829 
DENN DO GREAT cs 60 one eile wees 00 0seseer 157,380,000 
Total MUNGNSd OF4ETR. 2 65.cc cee cecases 415,282,533 


7Car is figured at 30,000 feet. 





National Analysis 


WASHINGTON, D. C., Feb. 15.—The National 
Lumber Manufacturers’ Association has issued 
the following analysis for the period ended 
Feb. 6, orders and shipments being shown as 
percentages of production: 


During During 5 
Week Ended Wks. Ended 
Feb. 6 Feb. 6 
No. of Ship- Or- Ship- Or- 
ASSOCIATIONS— mills ments ders ments ders 
Southern Pine ...... 126 102 95 98 105 
WENt COBBE 66 6560 99 91 99 104 115 
Western Pine ....... 387 1383 151 139 146 
Calif. Pines* ..... ; 20 145 145 205 172 
Calif. Redwood ..... 15 69 108 87 109 
N. Carolina Pine..... 36 99 59 110 87 
N. Hem. & Hdwd..... 17 80 4 96 76 
Northern Pine ...... 9 124 131 115 128 
Southern Cypress .... 15 131 102 144 121 
All softwoods...... 374 102 103 111 116 
No. Hemlock & Hdwd. 17 71 = 91 71 90 
Hdwd. Mfrs. Institute 105+ 119 149 108 116 
All hardwoods..... .-- 106 133 100 110 
All hardwoods and 
softwoods ....... ..- 102 106 110 116 


*Represents 66 percent of cut in region. 

+Units of production. 

The report for the week ended Jan. 30 on 
page showed 370 mills and 105 units. 
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Hardwood Barometer 


MEMPHIS, TENN., Feb. 15.—The Hardwood 
Manufacturers’ Institute barometer for the 
week ended Feb. 6, one hundred forty-two units 
reporting, is as follows: 








Percent of. 
Normal Actual Ship- 


Production *— Feet output output ments 
WOFMIRE ....<- 24,969,000 enue Santa acer 
ROCUEL ciccces 20,343,009 81 eee 

Shipments; .... 22,772,235 91 111.9 

Orders— 


ROMY o ciwelicae 28,846,606 
On hand end wk.149,587,360  .... mee ane 
*Based on mill log scale; normal is for identical 
mills. 


j;Lumber fabricated at the mills and used in con- 
struction work included in total orders and ship- 
ments. 


Oak Flooring Stocks 


The Oak Flooring Manufacturers’ Associa- 
tion has prepared the following statistics as 
to stocks on hand Feb. 1: 


116 141.8 126.7 




















Per- 

Stocks Unfilled cent 

on hand orders sold 

oe reer 5,291,000 2,171,000 41 
Me.) caweweeneees 955,000 321,000 34 
PO sian acs s ee 17,636,000 35,349,000 200 
Total 3g” ........23,882,000 37,841,000 158 
MEE Gaogteueseses 6,942,000 4,996,000 72 
PER cccadegeocs cus 7,674,000 2,501,000 33 
OU SR” és ecce es 14,616,000 7,497,000 51 
TOMS sect eveeeaes 2,045,000 1,889,000 92 
eee” cerdseneeces & GROneeee 2,220,000 74 
ORHE FE" Se eiisicske 5,064,000 4,109,000 81 
RE eatavicagsas.¢ 410 1,211,000 271,000 22 
WEE |) kérseeeinecne ce 3,471,000 4,443,000 128 
WOU Te cccusceue 4,682,000 4,714,000 101 
Grand total ..«... 48,244,000 54,161,000 112 


Comparative Percentages of Stock Sold 





Feb. 1 Jan, 1 Feb. 1 
1926 1926 1925 
ME? ele ccrarararn diva eee 158 202 161 
ee ek etice Farce 51 63 54 
ROE ete iaak corer 81 98 70 
Mr mesic tateane wo eternal 101 107 104 
112 137 112 





California Redwood Data 


SAN Francisco, CAuir., Feb. 13.—The fol- 
lowing information is summarized from the re- 
port of the California Redwood Association for 
the week ended Feb. 6: 


7-—————Redwood—--——,  White- 
No. of Percent of wood 
mills Feet production Feet 
Production ... 15 7,718,000 100 1,914,000 
Shipments .... 15 5,299,000 70 1,174,000 
Orders— 
Received ... 15 8,301,000 109 805,000 
On hand..... 14 41,091,000 7,089,000 


Detailed Redwood Distribution for the Week 





Northern California* ...... 2,878,000 3,509,000 
Southern California* ...... 776,000 1,469,000 
WEMMUREEET © Sacesiies ce iicics cha: euaeeeke.. —laacatnen 
LOC ES eC rears 1,317,000 2,701,000 
RON i clesis kbc sckw die cevees 328,000 622,000 

RRR tara Pre mcw ta eiews 5,299,000 8,301,000 


*North and south of the line running through 
San Luis Obispo and Bakersfield. 

y+Washington, Oregon, Arizona and Nevada. 

¢All other States and Canada. 


1 


Southern Pine Barometer 


NEw Or.Eans, La., Feb. 15.—For the week 
ended Feb. 12, Friday, one hundred and thirty- 
one mills report as follows to the Southern Pine 
Association : 





Percent Percent 
of pro- of ship- 


Cars{ Feet duction ments 

Production .. .... TUR REOEEO cctaw  wsene 

Shipments .. 3,688 17,226,120 . 102.78 | wcces 
Orders*— 

Received .. 4,071 85,246,740 113.40 110.39 

On hand end 

week ...14,301 299,462,940 ..... «cecce 

jBasis for carload is the December average, 
20,940 feet. 


*Orders on hand showed an increase of 2.75 per- 
cent, or 8,020,020 feet; one hundred twenty-six 
mills contributed to previous week’s report. 
,,sNormal production for these mills was 81,446,- 
714 feet, actual being 7.70 percent below normal. 

Of 117 mills reporting running time, 19 were 
working overtime; 63, full time; 1 operated two 
days; 1, three days; 5, four days; 11, five days, 
and 17, five and one-half days. 





Oak Flooring Statistics 


The following statistics for January have 
been compiled by the Oak Flooring Manufac- 
turers’ Association: 


Statistics for January Feet 
PORTO a5. weeks 4 ct cduietacedageweees 45,171,000 
DIGI ac ccceeccaetédenneccedenedees 41,498,000 
Orders— 
URMMNOOGR.. eced tdeCetudevanecatieakenios 34,446,000 
Ch WMO Re ccccdsccedateacatuses 54,161,000 
eo Se Bo a 48,244,000 


The following are statistics for the weeks 
ended as shown and comparative periods: 


1926— Production Shipments Orders 
SG Ox cainaccus 10,840,000 8,113,000 8,989,000 
Oe, || Aree 10,406,000 11,197,000 9,259,000 


Sept. 28 to Feb. 6.193,995,000 182,001,000 176,871,000 

1925— 

Sept. 29 to Feb. 7.163,465,000 154,881,000 160,401,000 

The figures of Sept. 28, 1925, to Feb. 6, 1926, 
show increases over those for the period Sept. 
29, 1924, to Feb. 7, 1925, as follows: Production, 
19 percent; shipments, 18 percent, and orders, 
10 percent. 

*Orders booked for the week ended Feb. 6 were 
17 percent below production, and shipments. were 
25 percent below production. 

Percentage of Thickness, Week Ended Feb. 6 


13 ” 34” % ” fx ” 
PROGUCTION «cs eccscce 67 22 6 5 
SHIPMIOMES ...06cccsece y 17 8 3 
CGE ences canwceesc te 75 15 5 5 





British Columbia Log Cut and Exports 


Vancouver, B. C., Feb. 13.—Official log scale 
figures given out by the forest branch show 
2,611,266,527 feet of timber cut and scaled in 
1925, a gain of 61,500,000 feet over 1924, when 
2,549,700,000 feet was scaled. 

Vancouver district, which includes the lower 
mainland and Vancouver Island, shows the chief 
inerease, the scale being 1,983,558,854 feet, a 
gain of 140,000,000 feet over the previous year. 
Most of the large logging operations of the 
coast are included in this district. Prince 
Rupert district, covering the rest of the coast 
area, shows a decrease, only 177,000,000 feet 
having been sealed in the year, against 223,000,- 
000 feet a year ago. 

Kamloops is the only interior district of the 
Province to show an increase, the 1925 scale 
being 64,772,000 feet, an increase of 12,000,000 
feet. The southern interior district, including 
Nelson, Cranbrook and Vernon areas, is 40,- 
000,000 feet behind the 1924 production. Fort 
George, the northern interior district, is 10,- 
000,000 feet down. Lack of demand from the 
prairie provinces, the natural market for much 
of the output of interior mills, is the direct 
cause of the lessened output. 

Export of logs is recorded through official 
channels because permits must be issued for all 
such shipments. The total is given at 210,417,- 
000 feet, which is 30,000,000 feet less than 1924. 
It is noteworthy that the government scale of 
logs exported is three times the total of logs 
inspected by the Pacific Lumber Inspection Bu- 
reau for export in 1925. The bureau’s annual 
summary shows 74,456,000 feet inspected. 


Development Plans on Canadian Border 


MINNEAPOLIS, MINN., Feb. 16.—The Backus- 
Brooks Co., of Minneapolis, extensive lumber 
manufacturer, Friday completed arrangements 
for a further step in its $10,000,000 develop- 
ment program on the Canadian border, when it 
awarded a contract for construction of a power 
transmission line, 110 miles long, from the La 
Seine River in Ontario to Fort Frances on the 
Rainy River. 

The line will carry a voltage of 110,000 and 
will supply power for the large paper mill of 
the Fort Frances Pulp & Paper Co., controlled 
by the Backus-Brooks interests. The transmis- 
sion line will cost a total of more than $750,000 
and the contract for erection of poles and wires 
involves around $250,000. The line will con- 
nect the paper mill at Fort Frances with the 
dam and power plant which the Backus-Brooks 
interests will build this year on the La Seine 
River, about 100 miles east of the point where 
it empties into the Rainy River. 

The entire supply of hydroelectric power, ap- 
proximating 32,000 kilowatts from the La Seine 








project, will be transmitted over the new line 
to the paper plant. It is expected that the 
mill will utilize most of the current. 

Other developments of the Backus-Brooks 
program include a power plant on the Winnipeg 
River, approximating 17,000 horsepower, ex- 
pansion of another manufacturing plant at 
Kenora and improvements at the other oper- 
ating points, Fort Frances and International 
Falls. The projects are being financed from 
proceeds of a $16,000,000 bond issue last year. 


Analyzes Cargo Shipment Record 


SEATTLE, WaAsH., Feb. 13.—Like many an- 
other lumberman and timber expert, Paul J. 
Gerhardt, manager of the Pioneer Timber Land 
Co., is given to statistics. Having analyzed 
the 1925 report of the Pacific Lumber Inspec- 
tion Bureau, in its relation to the annual totals 
for the waterborne commerce as far back as 
1922, he finds the results highly instructive in 
their bearing on the trend of the West Coast 
lumber industry. 

Citing the fact that water shipments to the 
Atlantic seaboard in 1925 recorded a new total, 
1,701,342,798 feet, he computes a gain over the 
previous year of 436,488,618 feet, or 34.5 per- 
cent. The gain of 1924 over 1923 was 36.7 per- 
cent, and of 1923 over 1922, 38.9 percent; while 
the inerease since 1922 to the present year is 





1,035,498,708 feet, or 155.5 percent. The com- 
parative figures are: Gale: eves Gain 
Year Feet revious year 
1922... 665,844,090 ¥ we ode’ 7 aay arroongs 
a 925,134,535 259,290,445 38.9 
ak 2 Ce 1,264,854,180 339,719,645 36.7 
Uf ee 1,701,342,798 436,488,618 34.5 


1,035,498,708 

Mr. Gerhardt makes this comment: ‘‘The 
present outlook warrants the prediction that 
the 1926 water shipments to the Atlantic coast 
will exceed the-two billion foot mark, firmly 
establishing it as the principal consuming mar- 
ket for West Coast lumber.’’ 

The present totals show that California and 
the Atlantie coast are running neck-and-neck 
in the domestic waterborne business in West 
Coast lumber. In round numbers, California 
took 1,707,000,000 feet, and the Atlantic coast 
1,701,000,000 feet, a margin in favor of Cali- 
fornia of about 6,000,000 feet. It is the equiva- 
lent of a single cargo, but it is large enough to 
keep California at the head of the list as the 


largest consuming market for fir lumber. The 
comparative California figures are: 

Year Feet Gain or loss Percent 
po See DENG hn ken unwed anes 
C7 ee 1,812,234,973 231,977,363 14.6 
2 Ree 1,671,114,448 141,120,525* 8.4* 
ce 1,707,065,836 35,951,388 2.2 

*Loss 


Turning to the offshore lumber trade, Mr. 
Gerhardt has assembled the following compara- 
tive totals: 


JAPAN: 
Year Feet Gain or loss 
i ere ll FR Sees. 
SRM onc,  avaltue aos Ges 861,774,447 270,852,810 
NS dea « ad aia a ce we 691,919,844 169,854,563* 
ad 6rd icsweens 583,385,273 108,534,571* 
AUSTRALIA: 
i Serer eee pi eer eee 
RM aaa wee. carne 236,994,068 77,730,220 
1 Se eee 237,979,206 985,138 
Eh ala oi Bo ote ae Bas 241,665,431 3,686,225 
CHINA: 
1 See IGG SUE TES a waeawan das 
ET hy ik el ae accel ewe seaman 117,617,841 36,699,942* 
1 | See 192,687,625 75,069,294 
Ae arated oe iealeSa 163,437,331 29,250,294* 
UNITED KINGDOM AND CONTINENT: 
EE biwke dco dwawes SEGRE SOG 86. eo. dave Kees 
= eer 50,595,471 16,075* 
i. Ores ee 94,444,764 43,849,293 
aa Ueda cease we 140,748,504 46,303,740 
*Loss 


‘¢The Japanese market shows a steady decline 
since 1923,’’ remarks Mr. Gerhardt, ‘‘ but many 
believe that this year will see the permanent re- 
building program fairly under way, resulting in 
a better demand. 

‘¢Australia took 241,665,431 feet, which 
shows a slight gain, but here the demand has 
fluctuated very little during the last three 
years. 

‘<The United Kingdom and Continent reached 
a total of 140,748.504 feet, with a gain of 46,- 
303,740 feet over 1924, which in turn was an 
increase of 43,849,293 feet over 1923.’’ 








52 AMERICAN LUMBERMAN 





FEBRUARY 20, 1926 





Announcements of Plans for New Saw 


Will Build Million Dollar Sawmill 

Vancouver, B. C., Feb. 13.—G. G. Johnson, 
general manager of the Capilano Timber Co., 
announces that construction will begin at once 
on a $1,000,000 sawmill by his company. Prepa- 
rations for the foundation and for wharf and 
other waterfront accommodation have already 
been made, Mr. Johnson states. The mill will 
be located on the north shore of Vancouver har- 
bor, where the Capilano Timber Co. has had 
its logging railway terminal and log delivery 
from its limits in the Capilano River valley, in 
which its logging operations are carried on. 

The new mill will have a capacity of 250,000 
feet for the 8-hour day, and will employ a crew 
of 200 men. It will be a combination mill, with 
machinery installed for turning out a quarter 
of a million shingles a day. A large percentage 
of the timber the company owns on its vast lim- 
its north of the harbor is cedar. All lumber 
and shingles will be manufactured from timber 
produced by the big logging operation the com- 
pany conducts. The company has many miles 
of logging railway extending north from the 
waterfront, which will bring the. woods products 
direct to the mill. 

Deep sea vessels will be loaded direct at the 
wharf the company will build, and rail connec- 
tions across the new Second Narrows bridge will 
be made. 

The company’s plans are to be pushed rapid- 
ly so that sawing for both export and domestic 
trade will begin some time in the latter part of 
next summer. At present the monthly output 
of logs is 3,000,000 feet, and if necessary this 
total will be increased when the mill is in com- 
mission. 


New Mill’s First Cargo for Florida 

VANCOUVER, B. C., Feb. 13.—Englewood is 
the name of a new lumber export port on the 
coast of Vancouver Island, where the Wood & 
English interests have built their new lumber 
mill, which this week loads its first cargo, the 
Elizabeth Maersk having arrived to take 1,500,- 
000 feet for the Florida market. 

The new mill, which was completed late in 
1925, has a daily output of 150,000 feet for 
8-hour shift. The plant installed is all elee- 
trically driven, with separate motors actuating 
each unit. Planing mill machinery has also 
been installed. The mill is operated by the same 
interests represented in the Nimpkish Timber 
Co., logging huge limits on Nimpkish River and 
Nimpkish Lake. Logging railways extend twen- 
ty miles from the new mill port to the woods 
operations. Before the new mill was completed, 
the company built a new railway line of eight 
miles, to connect up with the lines in its limits. 


Box Kite Used to Disseminate Fir Seed 


PORTLAND, ORE., Feb. 13.—The theory that 
wind is the chief carrier of Douglas fir seed is 
quite generally accepted, but just how far and 
how thickly it is sown is the point that has 
puzzled foresters for many years. The story is 
partly told by a simple experiment recently 
made at Pearson Field, the Government avia- 
tion grounds at Vancouver, Wash., by the Pa- 
cific Northwest Forest Experiment Station. 
With the aid of a box kite, the seed was raised 
to about the height of a mature Douglas fir 
tree and then released to drift with the wind. 
Canvas sheets 11x15 feet were spread at differ- 
ent distances out from the point of release to 
catch the seed for more than a quarter of a mile 
to leeward. The equipment used consisted of a 
portable anemometer, a 5-foot winged box kite, 
a paper carton that would hold about a pound 
of seed, and a number of new tent flies. 


The seed used was extracted from the cones 
by hand and carefully handled so as not to 
break the frail wings by which the seed is ecar- 
ried. Lots of about 25,000 seeds each were 
placed in a paper carton which was tied bottom 
side up to the kite string, the hinged cover be- 


ing tied shut by a fine thread. When the de- 
sired height was reached, a jerk of the tripping 
string snapped the thread on the cover and re- 
leased the seed in the air. A few of the seeds, 
the wings of which had been broken in the han- 
dling, fell to the earth like rain, directly under 
the kite or only a short distance beyond it. 
The winged seed, their downward flight re- 
tarded by the spinning motion given them by 
their wings, formed a tiny cloud which floated 
down the wind taking a direct and narrow 
course, relatively few falling for several hun- 
dred feet. 

The catch on the canvas on the 600-foot line 
showed a seed fall at the rate of 250 winged 
seed to the acre. At 850 feet it had increased 
to 40,000, and at 1,100 feet out from the kite, 
302 seed fell on a 11x15-foot canvas, or at the 
maximum rate of 80,000 seed to the acre. The 
most distant line of canvases, 1,600 feet out, 
showed that the fall had again decreased to 250 
to the acre. Some seed traveled a considerable 
distance beyond that point as men stationed at 
the last canvas saw seed still several feet in the 
air passing them. 

The results of this test were surprising in 
view of the fact that there was a surface wind 
of but eight miles an hour as measured by 
the portable anemometer six feet above the 
level of the field. 

Cutting tests made of the seed showed that 
the percentage of sound seed at the 1,000-foot 
point was normal for the lot. Up to that point 
the percentage of sound seed was average for 
the seed used, but beyond that point decreased 
with the distance out. 

It was not intended that this test should re- 
produce natural dissemination, but it does dem- 
onstrate seeding possibilities of Douglas fir and 
gives an idea of what may be expected in the 
way of seed dispersal from seed trees or ad- 
joining green timber in the forests and ecut- 
over lands of the Pacifie Northwest. 


Resumes Sawing on Cedar and Fir 

SAN FRANCISCO, CaLiIF., Feb. 13.—The Stand- 
ard Lumber Co., at Standard City, is the first 
mill shut down for the winter, to resume ac- 
tivities, according to word received yesterday 
by the Sugar Pine Sales Co. 

D. H. Steinmetz, president of the Standard 
company, who has been spending the week at 
the mills, reports that sawing is under way on 
cedar and white fir logs which were cut last fall 
and stored during the winter. Pine sawing has 
not yet been started. 


Redwood Business Steadily Increasing 

SAN FRANCISCO, CALIF., Feb.-13.—There is a 
decided increase in redwood business over the 
previous year at this time, declared Theodore 
Lerch, general manager in charge of sales of 
the Albion Lumber Co. 

The Albion company and associates are com- 
pleting the loading of the barge Griffson, which 
will carry 1,400,000 feet of redwood timbers 
to Guyamas, Mexico, for use on the new South- 
ern Pacific of Mexico construction out of Tepic. 
This is the third shipment of timbers to that 
work during the year. Many more are to fol- 
low, according to Mr. Lerch. 

The steam schooner S. A. Perkins, which will 
tow the Griffson to Guaymas, will continue on 
to La Union, Salvador, with a cargo of red- 
wood ties for the International Railway of Cen- 
tral America. 

Redwood business represents volume and rather 
unsatisfactory prices, declared Mr. Lerch. Prices 
are no better than last year, when they showed 
very little profit on large sales and in some cases 
no profit at all. Curtailment of production saved 
the redwood manufacturer from disastrous results 
through the foresight of manufacturing officials. 

Conditions for the coming year look much better. 
There is an optimistic feeling among redwood man- 
ufacturers. The wood is being used more and more 
in the eastern markets and the demand is not only 
being sustained but steadily increasing. With 
these facts the outlook for 1926 is bright. 





Spark Arrester Tests 

San Francisco, CALir., Feb. 13.—In con- 
nection with spark arrester tests, begun fol- 
lowing the conference between Pacific coast 
pine manufacturers and Forest Service officials, 
headed by Col. W. B. Greeley, United States 
forester, the first experimental test of arresters 
designed from recommendations of the com- 
mittee was subjected to several tests on a 
donkey engine at the plant of the W. R. Picker- 
ing Lumber Co., Tuolumne, Calif., last week. 

The arrester was an improved Bruce with 
automatic slide adjustment, recently patented 
by the Bruce Co. to conform with suggestions 
of S. Rex Black, secretary-manager of the For- 
est Protective Association, chairman of the in- 
vestigation and experimental committee. 

The invention consists of an automatic de- 
vice which entirely eliminates human careless- 
ness from the operation of the donkey spark 
arrester. It consists of a cylinder, the piston 
to which is connected to a wire, which in turn 
controls the screen slide. On the other end of 
the slide is a weight which, when steam is turned 
off, opens the slide, allowing open draft. Im- 
mediately when steam is turned on to the en- 
gine, the pressure causes the piston to go for- 
ward, drawing the screen slide over the draft 
hole and making it impossible for the engine 
to run with open slide. 

The tests were highly successful, according to 
Mr. Black, and several logging superintendents 
from different pine operations, who attended. 
Mr. Bruce supervised the installation of the new 
device. 


Record of Famous Lumber Carrier 


SEATTLE, WASH., Feb. 13.—The loss of the 
schooner Yosemite, in San Francisco harbor 
early this week, removes a famous lumber ear- 
rier from the Coast fleet. The vessel was twenty 
years old, and for the last eight years had been 
owned and operated by Pope & Talbot for the 
Puget Mill Co. During that interval she had 
run exclusively between Port Ludlow, on Puget 
Sound, and California ports, making a total of 
209 voyages. Her capacity was about 800,000 
feet, so that she had transported more than 
167,000,000 feet of Puget Mill Co. lumber from 
Washington to the California market. 


Lane County’s Share in Timber Sales 


EUGENE, OrE., Feb. 13.—Lane County’s share 
in sales of timber in national forests has ag- 
gregated $71,549.52 in twenty years. There 
were no receipts during the interval from 1916 
to 1921. The timber was located principally in 
the Caseade and Siuslaw national forests, al- 
though there was a small portion in the Santiam 
and Umpqua forests. 


Assembling Material for Clause Book 


SEATTLE, WASH., Feb. 13.—At the North 
Coast headquarters of the National-American 
Wholesale Lumber Association, Roy A. Dailey, 
manager, is gradually assembling material for a 
‘“elause book.’’ The idea is not exactly orig- 
inal with Mr. Dailey, since here and there a 
shipper of lumber is conforming to it, in an in- 
dividual way; but it is probably true that the 
National-American is the first association to 
make note of the merits of this plan. 


The object is to make contracts for lumber 
absolutely ‘‘fool-proof.’’ It is a fact that most 
of the controversies arise from misunderstand- 
ing. Usually the minds of shipper and pur- 
chaser do not ‘‘meet’’ on the point involved. 
A close study of a multitude of instances of 
disagreement indicates that a little headwork 
would eliminate a great deal of trouble. 

To date, Mr. Dailey has*‘assembled and classi- 
fied some forty-five clauses. Most of them are 
stock phrases, but several are original and are 
designed to cover certain unusual conditions 
based on experience. In time these clauses will 
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fills Feature News From West Coast 


pe printed in pamphlet form, so that the lum- 
perman may have a copy, with another copy for 
his stenographer. <A glance over the clause book 
will serve to refresh their memory and antici- 
pate certain things that can happen unless they 
are fully covered in writing. When an order is 
written up the stenographer is instructed to add 
eertain clauses, if by so doing trouble and an- 
noyance may be eliminated. 

Following are some of the paragraphs, the 
proper use of which would tend to eliminate 
misunderstanding : 

(2) Pacific Lumber Inspection Bureau certificate 
to be furnished, and to be final for both grade and 
tally at mill per * * *_ rules. 

(7) This order is for a special bill—must be 
loaded exact. | 

West Coast terms, paragraph 3 (b) reads: 
“Unless otherwise specifically agreed, seller 
shall have the right to increase or decrease the 
quantity called for on any order to fit the ca- 
pacity of equipment furnished for loading.” 

(27) Must be full width and thickness. 


(41) Must be American patterns and bundling. 
American patterns and bundling, not Cana- 
dian, covered in this clause. 


(42) Must be loaded in box cars. 

This clause guards against loading in open 
cars, which sometimes are not desirable. 

The proposed clause book is simply a trouble- 
shooter, in book form. It is based on the point 
that a great many controversies are due to the 
fact that orders are not clear enough. 


California Yards Change Ownership 

San FRAnNcIsco, Cauir., Feb. 13.—The Dia- 
mond Match Co. has purchased the business of 
the Shasta Lumber Co. at Marysville, according 
to word received here from KE. E. Bryan, chief 
stockholder of the selling company. The amount 


Steel Rails for Logging Road 

OSTRANDER, WASH., Feb. 13.—Approximately 
five hundred tons of steel rails for the Weyer- 
haeuser Timber Co. have reached here for ship- 
ment to various points along the new logging 
railroad under construction northeast of Kelso. 
The railroad iron reached the Columbia River 
by the steamers David H. Meyer and Wahkeena, 
and was barged to this point. 


To Offer State Timber for Sale 


OLYMPIA, WASH., Feb. 13.—State timber 
lands appraised at $82,223 will be offered for 
sale in various counties March 2, according to 
an announcement by Clark V. Savidge, State 
land commissioner. The timber lands are in 
King, Kitsap, Lewis, Okanogan, Pacific, Pierce, 
Skagit, Thurston and Whatcom counties. 

SaGLLG@ZaG@“#@G#+ 
Mill Specializes on Long Timbers 

OSTRANDER, WASH., Feb. 13.—The big plant 
of the Ostrander Mill & Timber Co. will resume 
operations on or about March 1, after a shut- 
down since Dec. 1. The mill specializes on long 
timbers. 


Should Line Up on Standards 


SEATTLE, WASH., Feb. 13.—In a letter to the 
membership of the West Coast Lumbermen’s 
Association, E. D. Kingsley, president, reminds 
the manufacturers that 65 percent.of the organ- 
ization is pledged to American Lumber Stand- 
ards, with West Coast modifications. 

Notwithstanding that fact, Mr. Kingsley re- 
marks that an investigation of the California 
lumber market indicates that some mills have 
not instructed their sales representatives accord- 
ingly. The letter continues: ‘‘On the other 








THE SHORTEST ROAD— 


To humiliation begins with extravagant boasting. 

To remorse lies through the betrayal of a friend. 

To popularity is the way called “straight.” 

To profits is a path marked “service.” 

To happiness is to forget one’s own in finding it for others. 
To truth is through the open mind. 

To efficiency is through discontent with the “good enough.” 








involved was not made public, but the Shasta 
company’s holdings make the deal one of the 
largest of the month in lumber eireles. In- 
cluded in the properties sold to the Diamond 
interests are the stocks and yards at Marys- 
ville, Wheatland, Honeut, Sutter and a planing 
mill at Wheatland. The deal was negotiated 
for the Diamond interests by W. P. Dean, Pa- 
cific coast manager. 


Octagonal Potato Crates Popular 

BELLINGHAM, WASH., Feb. 13.—The wooden 
crates used by the Whatcom County Potato 
Growers’ Association are attracting wide atten- 
tion, says Secretary S. E. McCaw. He reports 
that he has received inquiries from as far east 
as Washington, D. C. The crates are octagonal 
and have a capacity of 100 pounds. C. H. 
Caines, deputy State seed inspector, says they 
are the best crates he has seen in this State. 
The crates are made in Bellingham. 


New Planing Mill Being Built 
_ Montesano, Wasu., Feb. 13.—A new plan- 
ing mill, to cost about $100,000, is under con- 
struction for Scliafer Bros. at their plant in this 
city. The building will be located next to the 
company’s large sawmill. The machinery will 
’¢ modern in every respect, and motorized 


throughout. The new unit will employ ahout 
eighty men. 


hand, many of the mills are working their lum- 
ber and soliciting business on the new stand- 
ards; and it is no more than right that the bal- 
ance of the membership should line up their 
manufacturing and sales policy on the new 
rules.’? 


Two New Hemlock Mills Planned 

PORTLAND, ORE., Feb. 13.—Two new mills are 
to rise at Longview, Wash., soon, according to 
information received here today. They are to 
be devoted entirely to sawing hemlock. One is 
to be built by the Long-Bell Lumber Co., the 
other by the Weyerhaeuser interests for which 
a fir mill is now being established at Longview. 

These mills are not to be small by any means 
but are to be of lighter equipment so as to re- 
duce the overhead expense in cutting hemlock 
logs which are considerably smaller than the 
fir logs brought from the forests in the Cowlitz 
and Coweeman river districts. 

The Long-Bell Lumber Co. has now a large 
quantity of hemlock logs in its ponds that have 
accumulated in bringing out fir logs. To put 
these hemlock logs through the big saws in- 
stalled for fir of huge size was found imprac- 
tical, hence the engineers were assigned to draw 
up plans for a mill for cutting hemlock exclu- 
sively. As the Weyerhaeuser project will meet 
the same problem, it, too, has decided, it is 
stated here on what appears good authority, to 
add to its present plans a hemlock cutting plant. 

Hemlock lumber is meeting with good de- 


mand, being especially suited for flooring and 
finishing lumber. At a recent convention here 
of building contractors from all parts of the 
United States, the Long-Bell Lumber Co. had 
an exhibit of hemlock lumber, finished for va- 
rious purposes, that attracted much favorable 
attention. 

Only two mills in this district are at present 
devoted exclusively to hemlock cutting, one op- 
erated at Columbia City, on the lower Colum- 
bia River by the Western Spar Co., and the other 
operated by the East Side Box & Lumber Co. in 
Portland, in addition to its fir mill. The West- 
ern Spar Co. is operating its mill on three shifts, 
one shift being devoted to hemlock. 

One of the largest log deals ever made in this 
district was closed a few days ago when the 
Long-Bell Lumber Co. bought 11,000,000 feet 
of logs from the Hammond Logging Co. and 
Robert Barr Logging Co., both operating in the 
Coweeman and Cowlitz river districts. These 
logs are in the Coweeman River, and it is said 
the transaction turned over to the Long-Bell 
company practically all of the logs in the Cowee- 
man. The purchase was made on a basis of $15 
a thousand. A year ago a transaction of simi- 
lar character was closed on a basis of $14. 


To Erect Paper and Pulp Mill 


PORTLAND, ORE., Feb. 13.—A large paper and 
pulp mill at Newberg, on the Willamette River, 
about twenty-five miles south of Portland, is 
expected to be the ultimate outcome of a meet- 
ing to be held in Portland shortly by representa- 
tives of the Newberg Chamber of Commerce and 
financiers, headed by Charles K. Spaulding, of 
the Charles K. Spaulding Logging Co., which 
has sawmills at Salem and Newberg. Surveys 
show that Newberg is exceptionally favored as a 
site for a large paper mill having within easy 
reach an abundance of raw material and a limit- 
less supply of suitable water, in addition to 
cheap power. 

That the paper and pulp industry is destined 
to become of prime importance in western Ore- 
gon in connection with the lumber industry is 
already apparent. The Newberg project will 
involve an investment of more than $1,000,000, 
it is estimated. 


Additional Gift to Carleton College 


MINNEAPOLIS, MINN., Feb. 16.—Frederick 8. 
sell, of Winona, Minn., prominent Northwest 
lumberman, just before his departure on an 
extensive ocean cruise, Monday announced a 
$30,000 additional gift to Carleton College, 
Northfield, Minn., successfully completing for 
that college a five-year endowment fund drive 
for $2,300,000. 

The gift of the final amount necessary to 
complete the endowment fund was made in the 
name of Mr. and Mrs. Bell. The chief donors 
of the endowment fund, the General Education 
Board of New York and the Carnegie Institute, 
had fixed Monday as the final date for com- 
pleting the fund. At the zero hour the fund 
was $30,000 short. Then it was that Mr. and 
Mrs. Bell announced the contribution to put 
the fund over the top. The latest gift brought 
the total gift from Mr. and Mrs, Bell to $160,- 
000 to the college. 

A total of $1,600,000 of the fund was econ- 
tributed to the college for its expansion by resi- 
dents of Minneapolis and the Northwest, sup- 
porters of the college. Of the total, $1,100,000 
is to be spent for buildings, equipment and eur- 
rent expense and $1,200,000 is to be set aside as 
a permanent endowment fund. 

The fund to which Mr. and Mrs. Bell contrib- 
uted so liberally insures immediate development 
of Carleton College into a college of liberal arts 
rank. 

Tomorrow Mr. and Mrs. Bell, accompanied by 
Mr. and Mrs. 8S. L. Prentiss, all of Winona, 
Minn., are to leave for New York, where on 
Feb. 25 they will board the liner Finland for a 
trip to Los Angeles, Calif., via the Panama 
Canal, returning to Winona late in April. 
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Hardwood Producing and Distributing Centers 


Some Big Orders Being Placed 


MEMPHIS, TENN., Feb. 15.—A comparatively 
heavy demand for hardwoods has been noted in 
the last two weeks, and while in the last few 
days there has been a slight reduction in book- 
ings, it is felt that the decrease will hardly be 
noticed. Though there is a heavy volume of 
unfilled orders now on the books of hardwood 
producers, orders are coming in thick and fast. 
The prices have not advanced recently but are 
holding at the levels reached early this year. 
Advances, however, can be expected unless there 
is a material change in demand. 

Rains have been falling throughout a good 
part of the hardwood belt. At the moment, 
weather is most favorable for logging, but it 
had not been so for several weeks. The woods 
throughout this territory are still wet, and few 
mills are getting all the logs wanted. With the 
rains of late February and March still ahead, 
it is safe to predict that production will not 
reach a high point for the next thirty to sixty 
days. 

Good demand is coming from all groups of 
consumers. Some manufacturers in Memphis 
territory have been reporting exceptionally 
large orders. One reports a sale of about 
900,000 feet to one buyer for delivery April 1 
to Sept. 1. This order was accepted at a nice 
price, higher in fact than former prices. 
Another reports an order for 500,000 feet, and 
several have entered large orders in the last 
week or ten days. The furniture people con- 
tinue to be the best buyers and are paying good 
prices; they are enjoying a nice business and 
are forced to purchase hardwoods. The auto- 
motive plants are still exceptionally good buy- 
ers, taking more hardwoods than at any previous 
time. Several exceptionally big hardwood or- 
ders have been received recently from automo- 
bile plants. The building trades are also taking 
a good share, flooring, interior trim and other 
woodworking plants continuing to send in a 
nice business. Export demand continues slow, 
though some improvement is noted. Foreign 
buyers are not willing to pay the prices ob- 
tained on domestic shipments. 


Arkansas Mills Find Demand Quiet 

WARREN, ARK., Feb. 15.—Demand for hard- 
woods continues quiet. Some stock is moving, 
but at prices below recent high levels. The 
tendency of the market is downward, although 
a good many mills are holding their stocks for 
better prices, as stocks of material dry enough 
for shipment are low. None of the mills is dis- 
posed to oversell on today’s market. Uppers in 
gum, both sap and red, also uppers in oak, are 
in light demand. Takings by flooring manu- 
facturers are light, most having heavy stocks to 
work up. Lumber production in this vicinity is 
still curtailed, some plants being down on ac- 
count of log supply being insufficient. The log 
market continues active. Hickory logs are very 
much in demand. 


Many Orders Remaie to Be Placed 


LOUISVILLE, Ky., Feb. 15.—There appears to 
be a tendency on the part of a number of buy- 
ers to hold back orders, some taking a little 
stock for immediate delivery, but others hold- 
ing up until March and April or even as late 
as May, in hopes that there may be a break in 
the market. However, there is a very fair vol- 
ume of small orders coming in, with the floor- 
ing people buying well, fair movement to plan- 
ers for interior trim, excellent demand for thick 
ash and elm, and fair movement of veneers and 
cabinet woods to the furniture trade. Thick 
ash is very scarce and commands good prices. 
Poplar is very draggy and hard to move, but 
firm in price. Common quartered oak and plain 
oak are in fair demand, but quartered white in 
FAS is moving slowly. Gum is in fair move- 
ment but a trifle off in price. 





Quotations on inch stocks f. o. b. Louisville: 
Quartered red gum, FAS, $110, common, $65; 
plain red, $116 and $70; quartered sap, $66 and 
$51; plain sap, $61 and $43. White quartered 
oak, FAS, $130@140; common, $70@80; plain 
white, FAS, $95@100; common, $65@68. Red 
oak, plain, $93@95 for FAS; common, $62@ 
$65. Poplar, FAS, $100; saps and selects, $70; 
No. 1 common, $50. 

Elm, 6/4, is $70 and $55; 8/4, $72.50 and 
$57.50; 10/4, $77.50 and $62.50; 12/4, $82.50 
and $67.50. Ash, 4/4, is $90 and $55; 10/4, 
$135 and $105; 12/4, $140 and $110. 

J. S. Thompson, Southern Hardwood Traffic 
Association, was elected a director of the Louis- 
ville Transportation Club at the annual meeting 
last week. W. A. Gates, of W. P. Brown & Sons 
Lumber Co., became a director. 

J. G. Brown, of W. P. Brown & Sons Lumber 
Co., Louisville, was in Fayette, Ala., last week, 
inspecting company property, and is going to 
Arkansas this week to look over mills there. 

John C. Graham, Cook Lumber Co. head. 
holds to the belief that, while building opera- 
tions have been slow on account of bad weath- 
er, volume this year will be the greatest of any 
year in the history of the city, considering the 
amount of work that is now being figured. 


Trade Is Slowly Improving 

EVANSVILLE, IND., Feb. 15.—Southern Indi- 
ana demand for certain grades of hardwoods has 
improved during the last week or two, although 
trade still lacks ‘‘pep.’’? Lumber prices are 
holding firm. It is hard to get good dry stocks, 
and in many instances manufacturers and whole- 
salers say the best seasoned hardwood they have 
to offer is not over four or five weeks old. The 
furniture trade has been buying fairly well, al- 
though many large factories in Evansville re- 
port ample stocks. Retail buying in southern 
Indiana is getting better, but bad weather con- 
tinues to handicap building operations. Box 
and implement manufacturers are buying a little 
more liberally than they were during December. 
Railroad tie trade is improving right along. A 
few hardwood mills in this part of the State 
are on full time, while others are not doing so 
well for the reason that they are not able to 
get all the logs they need. Bad weather during 
the last three or four months has made logs 
scarce. Output of many mills is not over 70 
percent normal. 


Week’s Items from Baltimore 


BauLtTimMorE, Mp., Feb. 15.—Among receipts 
here lately were twenty-six mahogany and three 
laurel logs, a total weight of 22 tons, on the 
Verbania, from London. The logs were in- 
tended for transshipment by the Baltimore & 
Ohio to the West. 

The recent incorporation of the Canton Lum- 
ber Co. is merely a conversion from Delaware 
to Maryland incorporation. 

The EK. E. Jackson Co. will hold its annual 
meeting about Feb. 18 at its offices here. It is 
expected that the yearly reports will make a 
very favorable showing. It was stated today 
that the last month has been very satisfactory 
from the standpoint of volume of business done, 
and that prices are holding firmly where they 
have not been advanced. The outlook is re- 
garded as very encouraging. 

Among visiting lumbermen here last week 
were T. J. Wright, jr., general manager Rich- 
mond Cedar Works, who came to Baltimore in 
connection with the embarrassments of Wehr 
& Edwards (Ine.), against which the Richmond 
house holds a considerable claim; Frank Swain, 
of the Stevens Lumber Co., Boston; H. M. Bick- 
ford, jr., of the H. M. Bickford Co., also of 
Boston; R. W. Taylor, who carries on sawmill 
operations at New Kent, Va., and B. W. Jayroe, 
— of B. M. Jayroe & Co., of Georgetown, 


For Current Market Prices on Hardwoods See Pages 102 and 103 


- $80 for select. 
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Production and Demand Increase 


ATLANTA, GA., Feb. 15.—With considerable 
improvement in the weather, log supplies are 
more plentiful and hardwood output has in. 
creased. Orders, however, have also increased, 
particularly from the furniture and automobile 
trades, hence bookings are still in excess of pro. 
duction. Mill stocks are still exceptionally low, 
All gum items are scarce, particularly red, and 
prices are holding to a high level. Mills report 
an active demand from flooring plants, which 
find a steadily increasing demand from retail- 
ers and wholesalers. Millwork plants are buying 
actively of hardwoods for interior trim. The 
furniture industries, particularly in the Caro- 
linas, have inereased their future bookings, 
while orders for immediate delivery are also 
slightly better. Average quotations in this 
territory last week are as follows: 


Gum— 4/4 5/&6/4 8/4 
Plain red, FAS. ..$118@121 $118@121 $121@124 
i. ea mee 66 76 81@ 8&2 
i a 39@ 40 41@ 42 46@ 47 
Plain sap, FAS.. 60 60 72@ 73 
i ra 44@ 45 47@ 48 60@ 61 
a rene 23@ 24 26@ 27 27@ 28 


Sere 65@ 66 70@ 71 81@ 82 
No. 1 & sel.... 58@ 56 53@ 56 71@ 72 


INOS ede tccs en 31@ 32 33@ 34 39@ 40 
Quartered red, 

Lp a Pier 121@124 121@124 123@125 

Bus hl Naletenaieneeas T4@ TH T9@ 80 83@ 84 

PEC prcheleetecsa 39@ 41 39@ 41 46@ 48 


A few smaller mills are selling $1 to $3 under 
the above quotations. Furniture demand is 
largely for FAS and No. 1 in plain and quar- 
tered red, while the box industries are buying 
actively of No. 1 and 2 in plain sap and plain 
red. Inquiries from the latter promise an ac- 
tive demand. 

Larger mills have booked some good orders 
for thicker white ash from automobile body 
makers, future bookings increasing steadily, and 
inquiries promising a record spring demand. 
Hickory and maple sales are only fair. Ash 
prices remain $128@130 for FAS, 10 and 12/4, 
and $158@160 for 16/4. No. 1 and select will 
average $103@104 for 10 and 12/4, and about 
$100 for 16/4. No. 2 is $47@50 for 10 and 
12/4, and $53@55 for 16/4. Same dimensions 
of FAS maple will average $25@35 less than 
white ash. 

Carlot quotations on oak flooring f. o. b. mills 
declined about $5 last week. For 43x21/-inch 
prices: will average $105 for clear, $90 for sel- 
lect, $75 for No. 1, and about $30@382 for 
No. 2. For quartered white oak flooring, +$x 
2%4-inch, $150 is the average for clear, and 
$100 for select. For 43%x14-inch, No. 1, the 
average is $54@56. For 1%4x2-inch plain white 
oak flooring the average is $90 for clear, and 
For %x2-inch plain the average 
is $74@76 for clear, and $59@61 for select, 
with No. 1 about $32.50. For ‘maple flooring, 
average prices are $110 for 1%x2%4-inch clear; a 
decline of $4@5; No. 1, $85, a decline of $1@2. 


Box Grades Make Advance 


Bay City, Micu., Feb. 16.—The volume of 
hardwood business continues very satisfactory, 
and the market is holding firm. No. 3 common 
is in an especially strong position, and prices 
on some items in this grade have increased. The 
box and crating trade is enjoying a good busi- 
ness and is, therefore, picking up low grades. 
The automobile and furniture industries are 
buying steadily, and soft elm and hard maple 
have benefited chiefly. The hardwood flooring 
industry is experiencing a little slump in de- 
mand for its product. Inquiry is very good, 
however, and good business during the next 
few months is expected. 

The sawmill production in Lower Michigan 
has been fully up to normal during this winter, 
and weather conditions are favorable for log- 
ging, so that a large production is expected 
during the rest of the year. 
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eport on Course of the Market During Week 


Heavy Snows Lower Consumption 


BuFFALO, N. Y., Feb. 17.—Hardwood dealers 
say that the market is slow yet, with small-lot 
buying the rule. Consumers appear to be wait- 
ing for a while before placing many orders. 
Oak and maple are about in the lead among the 
woods, but trade is spotted. Some dealers be- 
lieve that the weather, which has been quite 
stormy and much of the time cold, is responsible 
for slow trade. The price of red gum has weak- 
ened considerably in the last thirty days. More 
is being offered than there was a month ago, 
although stocks are not heavy. The fall in 
prices is said to be due to a smaller demand and 
the substitution of other woods, including birch 
and mahogany. 

Buffalo lumbermen are getting quite impa- 


cluded: C. L. Gray, president, and J. G. Daly, 
secretary-treasurer, C. L. Gray Lumber Co., 
Meridian, Miss.; E. F. Wales, Wales Lumber 
Co., Spokane, Wash.; Fred Weber, Weber-Leh- 
man Lumber Co., Albany, N. Y.; Nelson W. 
Marshall, Detroit representative of the Pelican 
Bay Lumber Co., Klamath Falls. 


Antigo Vanquishes Rhinelander 


EAGLE River, WIs., Feb. 15.—Sunday, Feb. 
7, was a real gala day for this town, the oc- 
casion being a winter sports carnival, the first 
of such magnitude ever held here. Originally 
intended as a stimulant to revived outdoor 
sports in this locality, the idea grew like wild 
fire and numerous other localities arranged to 
participate. Naturally lumbermen of Antigo, 
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Lumbermen participating in snowball fight between Antigo and Rhinelander lumbermen at Eagle 


River, Wis., during sports canival held Feb. 7. 
MeQuillan, L. 


tient for some indications of the opening of the 
season, but all weather conditions point in ex- 
actly the opposite direction. It is shut down 
and more shut down, all the way down the State 
and eastward. For instance, a report comes 
from Binghamton that 21 inches of new snow 
fell there last week on top of considerable that 
was there before, almost completely shutting up 
the yards from all handling or car movements. 

The employment situation in Buffalo during 
January was more satisfactory than in the same 
month last year, according to the commissioner 
of industrial aid. More persons were employed 
here last month than a year ago. 

The Standard Hardwood Lumber Co. is bring- 
ing in quite an amount of stock this winter, in- 
cluding 300,000 feet of thick cypress. 

The Big Tree Supply Co., Geneseo, N. Y., is 
the name of a new retail concern which will 
handle lumber and other material. It was or- 
ganized to take over the old-established business 
of Colson & Stapley. Jesse R. Matson, the presi- 
dent, was formerly in the lumber business at 
Wellsboro, Pa. Other officers are E. A. Horton, 
secretary, and Edith V. H. Matson, secretary. 
The company has capital stock of $50,000. 

Dwight Hinckley, president National-Ameri- 
can Wholesale Lumber Association, stopped in 
this city on his way to Cincinnati, after attend- 
ing the Canada lumbermen’s convention at Mon- 
treal, and gave a talk to the members of the 
Buffalo Lumber Exchange. 

_Hugh McLean spent a few days in New 
York last week after attending the Canadian 
lumbermen’s convention at Montreal. 

Henry E. Mallue, of H. E. Mallue & Bro., who 
has been on a trip to Denver, has written to 
members of the lumber trade that he lately 
made an automobile trip up Pike’s Peak. 

Orson E. Yeager has returned from a few 
days’ visit to the family home at Moscow, Pa., 
and reports plenty of snow in that section. 

John B. Caskey, secretary Hendricks-Caskey 
Co., has been confined to his home by illness dur- 
ing a part of the winter, but is now able to be 
‘round again, 

Visitors to local lumber offices last week in- 


Left to right: 
A. Maier, Charles W. Fish, Harold Collins, Doc. Kabel, Jack Mylrea, Spencer 
Brown, M. Jeffery, Harold Crosby, H. L. Fitze and J. O’Melia 


Roger Marston, L. Koles, J. R. 


Rhinelander and other nearby towns endorsed 
the idea and entered into the contests. 

One of the features of the carnival was a 
snowball fight between selected teams composed 
of lumbermen from Antigo and Rhinelander. 
L. A. Maier, of the Langlade Country Club and 
secretary of the Antigo Country Club, chal- 
lenged the Rhinelander Country Club through 
its president, J. D. Mylrea, of the Thunder Lake 
Lumber Co., to ‘‘mortal combat.’’? The stipu- 


Many Buyers Are Holding Off 


CINCINNATI, OHIO, Feb. 16.—Buyers are still 
holding aloof in the expectancy that prices may 
weaken. There has been some softening of the 
valley woods, especially in red gum, which is 
down several dollars a thousand in the last few 
weeks. There has been a tendency to weakness 
in Appalachian woods, but quotations on these 
have remained fairly firm. Furniture manufac- 
turers have been buying on a more liberal basis, 
but volume business is lacking. The automobile 
industry is placing orders for current require- 
ments, but not to the extent that was expected. 
Optimistic opinions prevail as to the near future 
of the market. 

The entertainment committee of the Cincin- 
nati Lumbermen’s Club expects all attendance 
records to be broken on the occasion of the an- 
nual ladies’ night dinner-dance to be given at 
the Business Men’s Club on the evening of Mon- 
day, March 1. 

Harry Hartzke, of the Acme Lumber & 
Veneer Co., this city, was elected president of 
the Kentucky Farm Bureau Federation at its 
meeting at Lexington, Ky. 


Many Closed Cars Will Use Hardwood 


Detroit, Micu., Feb. 15.—A survey of the 
new models shown at the 1926 automobile shows 
reveals no less than 560 different body types, 
with closed types predominating about five to 
one over open cars, a situation according to 
trade factors that promises increased hardwood 
purchases. With the exception of the Ford Mo- 
tor Co., which has a normally heavy volume of 
open car output, it is estimated that the propor- 
tion of roadsters and touring cars for the re- 
mainder of the plants will approximate about 
15 percent. While there is little doubt that all 
steel construction is developing upon an exten- 
sive basis, there are indications that. wood con- 
struction will be applied generally to cars in 
the higher price ranges. Good purchases and 
inquiries are reported from automobile and body 
plants. Purchases of hardwoods by the furni- 
ture industry also are characterized as quite 
satisfactory. 

The wholesale market in softwoods is showing 
continued firmness. Southern mills are experi- 
encing difficulty in keeping up production on 
account of bad weather. The supply of transit 
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Snappy action during the course of the snowball fight between Antigo and Rhinelander lumbermen 


lations were that the fight was to last three min- 
utes, the winning team to be decided by three 
judges mutually agreed upon. 

As the accompanying illustrations well depict, 
the fight was fast and furious while it lasted, 
the Antigo team being declared the winner, and 
as its reward was feted and banqueted upon 
Paul Bunyan grub at the Arbutus Inn at Eagle 
River. 

Wishing to regain some of their lost laurels 
the Rhinelander lumbermen followed Feb. 9 
with a challenge to the Antigo lumbermen to 
run a ten-mile snowshoe relay race on Sunday, 
Feb. 14, which challenge was accepted, though 
the result of this race is not known at the 
present time. 


ears in this territory shows a slight increase, 
but for the most part prices are firm. Inch 
stocks are reported as slightly weaker than 
other items. 

H. V. Kennedy, formerly general manager for 
the Ferndale Lumber & Supply Co., has engaged 
in business on his own account in Ferndale. The 
new organization is known as the H. V. Ken- 
nedy Lumber Co. 

Keith E. Powlison, newly elected secretary of 
the Forest Products Association of Maryland 
(Ine.), a new organization of lumber factors in 
Baltimore, spent a few days in this city this 
week. Mr. Powlinson is conducting an investi- 
gation of the methods employed by various re- 

(Concluded on page 84) 
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View of flooring factory, dry kilns, and flooring shed 





Interior of flooring factory of Williams § Voris Lumber Co. 


Hardwood Operation in Same Location 25 Years 


CHATTANOOGA, TENN., Feb. 15.—The Williams 
& Voris Lumber Co., operating an oak flooring 
plant, a hardwood band mill and a wholesale 
hardwood department, has occupied its present 
site in the southeastern part of this historic city 
for twenty-five years. Chattanooga is located 
on the famous Moccasin Bend of the Tennessee 
River, with Lookout Mountain a short distance 
to the southwest and Missionary Ridge to the 
east. Chickamauga, the scene of one of the 
hard-fought battles of the Civil War in the 
great campaign that issued in Sherman’s march 
to the sea, lies a few miles eastward. The city 
has a beautiful location and is visited by thou- 
sands of tourists during the year. This has been 
especially true since the great migration to 
Florida has been in progress. Splendid high- 
ways link it with the North and the South. The 
city has a vast array of industries, is growing 
rapidly and promises soon to be one of the great 
industrial centers of the Old South. 

When the sawmill of the Williams & Voris 
Lumber Co. was erected a quarter of a century 
ago, some of the veteran sawmill men consid- 
ered it an unwise venture. It is several miles 
from the river and has had to depend upon rail 
shipments both of logs and of finished product. 
This seemed to the old-timers a fatal slip of 
judgment. Then, too, they added, the hard- 
wood was practically gone; and within a year 
or two the mill would be useless because of a 
lack of logs. But the judgment that led to the 
locating and building of the mill has been amply 
justified during the intervening years. Rail 
shipments have long since become the rule, and 
there are no signs of a searcity of fine hard- 
wood logs. Most of these logs are purchased 
from farmers; and along in the fall; especially, 
the company will receive hundreds of letters 
asking it to quote prices. The company has 
to exercise considerable care to keep from being 


snowed under with shipments. Lyle Motlow, 
secretary of the company, told of one car of 
logs shipped more than a week after his firm 

















Detail of oak, gum and cypress logs handled by 
the Williams & Voris Lumber Co. in its mill at 
Chattanooga, Tenn. 








End piled, wide poplar lumber, air dried, in yard 


had written the farmer telling him to hold the 
shipment until he had heard from the company 
again. With the car came a letter saying the 
farmer had been so busy getting the car loaded 
he had not stopped to look into his R. F. D. 
mail box for a week and so had not seen the 
letter until after the shipment was made! Con- 
sidering the almost religious regularity with 
which a Tennessee farmer, like all other coun- 
try people, makes the daily trip to the mail 
box, he must have been very busy indeed. 

The company operates three other hardwood 
mills besides the one in Chattanooga. They 
are located at Dothan, Ala., Birmingham, Ala., 
and Jackson, Miss., respectively. Much of the 
output of these mills is sold to local flooring 
plants to save freight: and much oak lumber 
is purchased from local Chattanooga sawmills 
to supply the Chattanooga flooring plant. The 
output of the Williams & Voris sawmills runs 
about 40 percent oak, 40 percent yellow poplar 
and 20 percent a mixture of gum and other 
hardwoods, 

The sawmill in Chattanooga operates with a 
band saw and, according to the usual calcula- 
tions, would run about 20,000 feet a day. But 
by careful organization to eliminate waste time 
and by careful training of the force the output 
is maintained at about 30,000 feet daily. The 
flooring mill uses about 1,000,000 feet of oak 
a month. 

Both these mills are splendidly equipped and 
run with the precision of a watch. Tennessee 
oak is especially well adapted to the making of 
flooring, and the output of this plant has estab- 
lished an enviable reputation the country over. 
While sales are made anywhere, perhaps the 
chief market lies in New England and the Kast. 

S. A. Williams, president and general man- 
ager, and M. J. Voris, vice president and treas- 
urer, are both Indiana men. Indeed, Mr. Voris, 

















View in flooring warehouse 





of the Williams § Voris Lumber 
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jin addition to a home in Chattanooga, maintains 
a home near Indianapolis where he spends a 
considerable part of his time. Mr. Williams was 
away the day the representative of the AMERI- 
cAN LUMBERMAN called. Lyle Motlow, secre- 
tary of the company, stated that the outlook 
for the hardwood flooring industry this year 
seemed very bright. The company easily main- 
tained its volume last year, for its output is 
known and always commands a ready sale. The 
general level of prices, however, is largely estab- 
lished further to the southwest where large 
quantities of flooring are manufactured. Those 


What the Forest 


Outlines Future Forestry Work 


PORTLAND, ORE., Feb. 13.—Much progress was 
made at the first meeting at the University Club 
here today of the recently organized advisory 
council of the Pacific Northwest Forest Ex- 
periment Station when a program was outlined 
for future work. The purpose of the council 
is to bring about the fullest codperation between 
the various forestry agencies in the Pacific 
Northwest, including British Columbia, so that 
the greatest possible results may be obtained 
at minimum expense. It is believed that much 
duplication of activities can be eliminated. 

While the meeting was devoted largely to dis- 
cussions and advancement of ideas and sugges- 
tions, permanent organization was effected 
through the selection of an executive committee 
which will consider questions and problems that 
come up before the next meeting of the council 
which will probably not be held until a year 
from now. This committee consists of C. S. 
Chapman, chairman; T. T. Munger, secretary, 
and George Peavy. ; 

A statement from W. B. Greeley, United 
States forester, dealing with forest fact-finding 
in the Pacific Northwest, was presented at the 
meeting by Thornton T. Munger, director of 
the Pacific Northwest Forest Experiment Sta- 
tion, with headquarters in Portland. Through 
this station experiment work is being carried on 
in all timber growing sections of Oregon and 
Washington. 

Mr. Greeley’s statement follows:: 


The Pacific Northwest Forest Experiment Sta- 
tion is a fact-finding institution, devoted to gath- 
ering useful knowledge on the science and art of 
growing timber in the Pacific Northwest. The ad- 
visory council to this station, composed of men 
who exercise leadership in one phase or another of 
forestry and the forest industries, has been ap- 
pointed by the secretary of agriculture to advise 
the station in its task, so that the knowledge it 
gathers may be most useful to timber growers, 
whether government, State or private owner. 


Cites Main Forestry Question 


The main forestry question is no longer Why 
must we grow forests? but How can we do the job? 
Forestry is moving from the newspaper, the class- 
room, and the lecture platform to the woods. There 
it is tackling the job of re-orienting and readjust- 
ing the lumber industry so that practical logging 
can be combined with practical timber growing. 

I have no illusions that this is an easy task. It 
will require the painful giving up of many old tra- 
ditions and woods customs. It will require the 
modification of logging methods so as to give the 
young forest a chance. It will require good pro- 
tection against fire for cut-over lands as well as 
for old timber. It will require owners to keep a 
permanent “stake” in the forest land, with all that 
implies in building up its productivity and in safe- 
guarding it as a productive resource. It will re- 
quire the substitution. of the new concept of timber 
gTowing in place of timber mining, not only among 
foresters, educators, bankers, stockholders, man- 
agers, timber owners and other leaders, but all 
down the line of logging engineers, woods foremen, 
logging crews, and everyone else who, in using the 
forest, may set fire to it or overcut it or abuse it in 
other ways. The entire people must become woods- 
minded. 

This process of conversion is already started in 
the Pacific Northwest, a region that is ready for 
industrial reforestation on a large scale. In its 
marvelously productive forest soil your region has 
4 Magnificent asset which ought not to be allowed 
to suffer further deterioration. It must find the 
will and the skill to keep this soil perpetually at 
the task of growing timber. 

In this movement to supplant timber mining 
With timber growing the forest experiment station 
Should play a significant part. One of its chief 
immediate jobs is to help find practicable ways and 
Means of combining silviculture with logging. And 
as timber growing progresses beyond its first stages 
It will need more and more facts about trees and 
forests in order to get bigger and better tree-crops 
Tom a given acre. 

We want the experiment station not merely to 


mills rather over-supplied their markets last 
year, with a resulting damage to the price levels. 
While he said he did not have exact informa- 
tion, Mr. Motlow gave it as his impression that 
weather conditions have made logging difficult 
in Mississippi; so it seems propable that supply 
will not outrun demand this year and may, in 
fact, fail to keep up with it. This will not 
mean more sales for the Williams & Voris Lum- 
ber Co., for it is always easy for the company to 
dispose of its output; but it probably will keep 
prices from slumping to unreasonably low levels. 

In the office is a piece of quartered white oak 


that is the widest of which Mr. Motlow has any 
knowledge. The board is 4 or 5 feet long and 
was 3214 inches wide when cut. It now meas- 
ures 3144 inches. Another piece of the same 
board is in the manufacturers’ exhibit down 
town. 

THE SAW, lath and shingle industries of Que- 
bee anticipate an active year in 1926. At the- 
opening of the cutting season, 3,500 lumber 
camps were in operation throughout the Prov- 
ince. Advance estimates of the cut are placed 
at 1,500,000,000 feet. 


Experts of the Country Are Doing 


gather facts but to use facts to direct men’s minds 
into new and better ways of thinking of the forest. 
And we want the station to keep in close touch 
with the day-to-day problems that forest owners are 
struggling with in getting their forests on to a 
productive basis. The advisory council can greatly 
help the station by helping to direct its program 
toward the most urgent problems; by enlisting the 
substantial aid of the other agencies in its fact- 
finding program; by coérdinating the work of all 
agencies in the region equipped to do forest re- 
search; and finally, by helping to put the knowl- 
edge so acquired directly at work growing timber. 

In behalf of the Forest Service and the Depart- 
ment of Agriculture, I want to express my deep 
appreciation that the members of this council are 
so generous as to sacrifice their time and energy 
from important affairs to help us in this task. In 
the opportunity to forward this task, I hope they 
will find a genuine reward for this sacrifice. 


Private and Public Forest Protection 


CHARLOTTE, N. C., Feb. 15.—T. W. Alexander, 
district forester, has returned to Asheville from 
Andrews and Murphy, where he has been in 
the interest of an organization for the preven- 
tion of forest fires, the first attempt at co- 
operation by the department, landowners, lum- 
bermen and railroads. © 

The area covered by the organization com- 
prises about 100,000 acres in Cherokee, Clay 
and Macon counties. Plans call for the estab- 
lishment of the first lookout tower within six 
months, and the laying out of patrol routes and 
the appointment of wardens. The area may be 
extended into Graham county, with an estimated 
area of 600,000 acres. A meeting has been 
called for March 6 at Andrews to complete the 
organization. The area under the supervision 
of the organization will link up with the Georgia 
association and the protective system of the 
Natahala forest. 


Local Forest Protection Groups 

ATLANTA, GA., Feb. 15.—A unique system of 
forest protection is being developed in Georgia 
under the direction of B. M. Lufburrow, newly 
elected State forester, which is expected to 
bring about results in fire protection and re- 
forestation work in record time. 

In several sections of the State, a number of 
counties wishing fire protection are being 
grouped together and a fire protective associa- 
tion formed to raise funds and employ a full- 
time fire warden. One-fourth of the expense of 
the warden will be borne by the counties, either 
through an appropriation from the county com- 
missioners or through funds raised by the local 
association; one-fourth by the State, and one- 
half by the Government under its arrangement 
with the State forestry department. 


(SARA S 


Shows How Boys Can Help Forestry 

CHARLOTTE, N. C., Feb. 15.—J. S. Holmes, 
State forester, of the department of conserva- 
tion and development, has sent a memorandum 
to the various Boy Scout executives in the State, 
looking to a closer codperation between this 
organization and the State forestry service. 

Mr. Holmes has suggested that forest officers 
might gain personal touch with various Scout 
groups, give motion picture or lantern slide 
talks, demonstrations in the woods, study hikes 
ete. They might also inaugurate or support 
contests either within the organization or more 
generally, such as essays on nature and forestry 
subjects, identification of tree species, talks on 
forestry and collections of specimens. 

Books about woodcraft or trees, or subscrip- 


tions to forestry magazines, rather than cash, 
are recommended as prizes. It is suggested that 
forestry officers might assist Scout masters and 
officials in the instruction and examination of 
candidates for ‘‘forestry’’ and ‘‘ conservation ’’ 
and that the department might offer special 
badges or other recognition for proficiency in 
conservation, forestry, bird life, and other sub- 
jects recognized in Scout practice and requiring 
practical knowledge of the woods. 

The memorandum suggests that Seouts can 
materially aid in forest fire prevention by per- 
sonal practice and example, both in the care of 
their own fires and by emphasizing in their own 
and school meetings the relation of forestry to 
wooderaft, hunting, fishing trapping, camping 
and other forms of recreation. Scouts can also 
assist forest officials, it is suggested, in the dis- 
tribution of literature, in the campaign for the 
preservation of native trees and shrubs, in de- 
teeting and reporting on fires, and, on occasion, 
in patrol work. 

The State forester points out that actual 
work in suppression of forest fires is too arduous 
for scouts to undertake and should not be ex- 
pected of them, but declares that there are un- 
doubtedly great opportunities for mutual help- 
fulness, and that it is hoped to establish much 
closer relations between these organizations and 
the State forest service. 


Has Best Golf Course in Country 


LAUREL, Miss., Feb. 15.—The enterprising 
city of Laurel is the proud possessor of many 
attractions which give it national prominence, 
It is the home of Eastman, Gardiner & Co., one 
of the most prominent lumber manufacturing 
organizations in the South, Gilchrist-Fordney 
Co., Wausau Southern Lumber Co., Marathon 
Lumber Co. and other enterprises, and Frank 
G. Wisner, president of the National Lumber 
Manufacturers’ Association, hails from there. 
Everyone who goes South hears of the Pine- 
hurst, that famous hostelry located at Laurel, 
which, by the way, has just recently built a 
50-room annex. And now the golf course at 
the Laurel Country Club has won national ree- 
ognition by being ranked as the greatest course 
in the United States by a prominent golf expert. 


Leo Diegel, the famous Great Neck, Long 
Island, professional, who has traveled the coun- 
try over and played on all the best courses, in 
a recent article in the ‘‘ Southern Golfer’’ names 
the fifteen best golf courses in the United States 
and the Laurel Country Club course tops the 
list ranking even higher than such famous 
courses as Pine Valley, Philadelphia; Olympia 
Fields No. 4 and Calumet, Chicago; and In- 
verness Country Club, Toledo, Ohio. 

Laurel as a golf center received much promi- 
nence last fall when the first annual ladies’ in- 
vitation tournament was held there. Nationally 
known players such as Dave Gant, Memphis, 
Tenn.; Miss Marion Turpie, New Orleans, La.; 
Mr. Leibold, Birmingham, Ala.; and Mrs. Dal- 
ton Raymond, Baton Rouge, La., all partici- 
pated. The tournament was won by Mrs. Gant, 
of Memphis, Tenn., former southern golf title 
holder for women. A golf special is being con- 
dueted by the Illinois Central Railroad which 
leaves Chicago, March 19, for the South and 
which will stop at Laurel to give the party a 
chance to play on the best golf course in the 
United States. Laurel is truly the golf Mecca 
of the South. 
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Activities in Southern Lumber Industry 


Plans to Enlarge Operations 


BEAUMONT, TEX., Feb. 15.—The purchase of 
about fifty acres of land adjoining its present 
plant on Fourth Street, announced last week by 
the Harris-‘Seale Hardwood Co. here, is taken 
to mean that the firm will soon enter upon an 
expansion program, which it is known has been 
contemplated for some time. The mill owned 
by this company on Fourth Street is now near- 
ing completion and will shortly begin operations. 
W. P. Wallace, who for several years was man- 
ager of the Thompson-Ford interests at Gray- 
burg, is now president of the Harris-Seale Hard- 
wood Co. and, now that the Grayburg mill has 
eut out, will devote all his time to the Beaumont 
plant. 


Southern Pine Firm Elects 


LAKE CHARLES, LA., Feb. 15.—At the annual 
stockholders’ meeting of the Industrial Lumber 
Co. (Ine.), of Elizabeth, La., held last week, 
the following directors were elected for the 
year: R. M. Hallowell, Edward A. Wilson, 
William 8. Bedal, S. M. Lee, F. W. Liskow, S. 
L. G. Wilson, B. F. Smith and C. H. Fenster- 
maker. 

Following the stockholders’ meeting, the di- 
rectors met and selected the following officers: 
R. M. Hallowell, president; Edward A. Wilson, 
vice president; S. M. Lee, general manager; 
F. W. Liskow, secretary; S. L. G. Wilson, treas- 
erer; B. F. Smith, auditor; C. L. Adams, 
cashier. 


Southern Pine Technical Bulletins 


New ORLEANS, La., Feb. 15.—The first of a 
series of about fifteen technical bulletins, deal- 
ing with the qualities and uses of southern 
pine and designed for the assistance of speci- 
fiers and users of lumber, has just been issued 
and now is being distributed by the Southern 
Pine Association. Technical Bulletin No. 1 is 
devoted to southern pine flooring. Fifty thou- 
sand copies of this bulletin have been published. 

The entire series ef technical bulletins is 
being prepared by the association with the co- 
operation of the producers’ research council of 
the American Institute of Architects. These 
bulletins will be distributed without any charge 
to retail lumber dealers, architects, engineers, 
contractors, builders, realtors, building and loan 
officials, purchasing agents and others inter- 
ested throughout the country. 

The series of technical bulletins, which will 
be issued and distributed separately from time 
to time during this year, will contain detailed 
and comprehensive information about the phys- 
ical characteristics of southern pine, its manu- 
factured sizes, shapes and grades. The bulle- 
tins also will describe the specific and proper 
uses of the different items of southern pine 
lumber and timber for various structural and 
other purposes—for heavy mill and factory con- 
struction, wood-frame construction, floors, in- 
terior and exterior finish and trim, the purposes 
for which the different items and grades are 
best suited, the best method of handling and 
utilizing southern pine and the most satisfac- 
tory method of painting, finishing and varnish- 
ing this wood. 

The bulletin dealing with southern pine floor- 
ing describes its quality, the different kinds of 
flooring; standard sizes, widths, lengths and 
grades in which it is made; features of its man- 
ufacture; recommendations of the grades and 
sizes to be used for factory, commercial, resi- 
dential and other construction; methods of lay- 
ing, nailing, painting or treating the flooring; 
how to compute the amount of material required 
for a given area, and valuable information con- 
cerning the various problems that arise in con- 
nection with flooring. 

Each of the technical bulletins will be de- 
voted to some specific item or character of 
southern pine manufacture or feature of con- 
struction for which southern pine can be em- 
ployed, and the complete series of bulletins is 


designed to comprise all the information that 
specifiers and users of lumber could require 
with respect to the purposes and proper uses 
for which southern pine of all kinds is desirable 
and to answer any questions that may arise in 
connection with the selection and utilization of 
this wood in building or for other purposes. 
The technical bulletins will form a complete, 
condensed library of usable working informa- 
tion of both a practical and technical nature 
to all users of southern pine lumber and timber. 


Erecting Hardwood Mill in Oklahoma 


BroKEN Bow, OKua., Feb. 15.—The accom- 
panying illustration shows the hardwood mill 
of the Dierks Lumber & Coal Co. in course of 
construction at this place. The new mill sets 
close to the big pine mill of the company which 
is located here. Of concrete and steel construc- 
tion throughout the mill is intended to be per- 
manent. It represents the most modern ideas 
of construction and equipment. It is designed 
for two band saws and will house equipment 
for the most complete refinement of hardwood 
products. 

This mill replaces a smaller one which was 
operated a number of years. With the extension 
of Dierks timber holdings in southwest Ar- 
kansas and southeastern Oklahoma a large and 
modern mill became a necessity to properly take 
care of the hardwoods on the property. The 
mill will receive hardwood logs from three log- 
ging operations maintained by the company. 
Hardwoods from some 700,000 acres will thus be 


New Tariff Book on Southern Pine 


New ORLEANS, La., Feb. 15.—A new tariff 
book, showing the freight rates on southern pine 
lumber from shipping points in Alabama, Ar- 
kansas, Louisiana, Mississippi and Texas to all 
important points in Florida, has just been com- 
piled by the traffic department of the Southern 
Pine Association and soon will be ready for dis- 
tribution to subscribers. 

This tariff comprises two sections. Section 1 
shows the local rates from producing points to 
important basing points such as Birmingham, 
Montgomery, Mobile, Memphis, Jacksonville, 
Pensacola and New Orleans, and Section 2 
shows the rates from the basing points to sev- 
eral hundred Florida consuming points. The 
sectional plan of tariff construction affords the 
user, in checking rates, the opportunity of 
readily obtaining the lowest combination of 
rates from his shipping point to any Florida 
destination. 

Issuance of this rate book to Florida points 
has been in response to the need for such a 
tariff by association subscribers owing to the 
heavy demand for lumber that has been noted 
throughout Florida for some months past. 


(S@Gaaeaeaaaaina 


Foremen’s Club Holds Banquet 
GIDEON, Mo., Feb. 15.—Nineteen heads of de- 
partments and officials ef the Gideon-Anderson 
(‘o. were present at the initial banquet of the 
Gideon-Anderson Co.’s Foremen’s Club held 
here recently at the Hotel Sherman. The meet- 
ing was in charge of W. R. Anderson, general 

















Hardwood mill of the Dierks Lumber & Coal 


available to it. The mill is so located as to also 
absorb hardwood logs originating in this gen- 
eral territory on lands not owned by the com- 
pany. 

So far as the Dierks lands are concerned this 
mill will play an important part in the com- 
pany’s reforestation program. It will afford 
standards of utilization for hardwoods on a 
par with those already in effect for pine. In the 
past since the hardwoods could not be cut as 
closely as pine the natural balance between pine 
and hardwoods became somewhat upset. The 
hardwoods came in too strong. Now the natural 
balance can be restored. 

Another feature of the hardwood end of the 
Dierks industries is a large business in railroad 
ties. Thousands of acres of company lands are 
of upland type, producing shortleaf pine with 
a minority of hardwoods in mixture. These 
hardwoods furnish some sawlogs but many of 


them are more suitable for ties and are being 


worked in that way. In general, it is the plan 
of the company to cut the hardwoods heavily 


in the future so as to give greater opportunity 
In this way, according 
to the findings of the company’s foresters, the 


for the growth of pine. 


growth capacity of the lands can be much in- 
creased, — 


Co., under construction at Broken Bow, Okla. 


manager of the company, and as a result of the 
discussions on the program, many helpful sug- 
gestions were offered. It was the desire of those 
present at the meeting to organize a Hoo-Hoo 
club at Gideon and initial steps are being taken 
to bring it about. 


Stockholders Declare Dividend 


Houston, TEx., Feb. 16.—A 7 percent divi- 
dend on the common stock of the Kirby Lumber 
Co. was declared at the recent annual meeting 
of the stockholders of the company. The divi- 
dend was made payable out of the net profits for 
1925, the dividend to be paid quarterly. ; 

The stockholders elected as the board of di- 
rectors John H. Kirby, J. W. Link, J. F. B. 
Rawcliffe, John G. Logue, W. N. Sangster, 
Fred M. Kirby, Wilkes-Barre, Pa.; John H 
Keefe, Chicago; Claude G. Rives, jr., New Or- 
leans, and J. M. McCormick, of Dallas, Tex. _ 

The stockholders expressed the utmost satis- 
faction with the president’s report on the Op- 
erations of the company for 1925. 

Officers for the ensuing year were chosen 45 
follows: John H. Kirby, president; J. W. Link, 
vice president and general manager; J. F. B. 
Rawcliffe, vice president and treasurer; R. F. 
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Ford, secretary and general auditor; Minos E. 
Miller, assistant treasurer; W. N. Sangster, as- 
sistant general manager. John H. Kirby, J. W. 
Link and W. N. Sangster were chosen mem- 
bers of the executive committee. 

The president announced the following per- 
sonnel appointments: Ray Wiess, with the title 


of general sales manager, with complete charge 
of the supervision of both pine and hardwood 
sales departments; C. C. Smith, assistant to Mr. 
Wiess, with the title of manager of yellow pine 
sales; E. F. Horan, assistant to Mr. Wiess, with 
the title of manager of hardwood sales; R. R. 
Williams, assistant to Mr. Wiess in the export 


a with the title of manager of export 
sales. 

President Kirby and Vice President Link ex- 
pressed themselves as well pleased with the pres- 
ent Kirby Lumber Co. organization both as to 
efficiency and human worth. The stockholders 
concurred in their expressions. 





The Lumber Industry From 





[Note—This is the tenth and concluding in- 
stalment of “The Lumber Industry from Tree 
to Trade,” by King W. Bridges. Previous instal- 
ments have appeared on pages 40 and 41 of the 
Dec. 12 issue, pages 58 and 59 of the Dec. 19 is- 
sue, pages 48 and 49 of the Dec. 26, 1925, issue, 
pages 58 and 59 of the Jan. 2, 1926, issue, pages 
56 and 57 of the Jan. 9 issue, pages 50 and 51 of 
the Jan. 16 issue, pages 52 and 53 of the Jan. 23 
issue, pages 98 and 99 of the Feb. 6 issue and 


page 48 of the Feb. 13 issue of the AMERICAN 


LUMBERMAN.—EDITOR. } 


The proper loading and checking of the con- 
tents of cars is very important and inducive to 
satisfied customers. For the benefit of other 
shippers who possibly have not analyzed this 
situation as closely as our companies have, I 
would like to outline instructions that were put 
out in cardboard form and given to all in our 
employ who have anything to do with the ship- 
ping of lumber. This is done with any apologies 
that might appear necessary and only with the 
thought in mind of being of some possible as- 
sistance to someone else. 

1, These rules are drawn for the purpose of im- 
proving the appearance and merit of our merchan- 
dise; and unless we consistently strive to place 
our lumber before the purchasers and the public 
in more attractive manner, we slip back and in- 
vite substitutes, and encourage competition, which 
is growing each day. Our shipping department is 
the front door of our business, or the display win- 
dow which confirms or repudiates the best efforts 
of any sales department. 

2. We must make our goods look attractive to 


_the other fellow, just as you who handle our lum- 


ber buy from the merchant who gives you good 
value, clean goods and the kind of service you 
expect to receive for your money. ‘Therefore, let 
us observe with care and closer attention many 
of the old rules that have been neglected or can 
be improved. 

Analyzing Orders 


. 8. Each order upon receipt, should be closely 
examined for errors or apparent errors that leave 
you in doubt, and which should immediately be 
referred to the sales department for clarification. 

4. Make no changes or substitutions on any or- 
der without definite approval from the sales office. 

5. If orders carry items requiring special cut- 
ting, place the cutting order immediately with the 
sawmill department, and keep after such items un- 
til they are furnished, because in no other way 
can you give good service, and that is most im- 
portant. 

Boneyard 


6. As quickly as you have analyzed and checked 
an order, and find that you understand it clearly, 
compare with your boneyard list and try to pick 
up items that have been run and should be moved 
to relieve your boneyard. Close loading saves the 
need of cutting prices to sell remnants. 


Wet and Green Lumber 


7. Remember, the day has long passed when 
green or partly seasoned lumber is satisfactory. 
This statement, of course, applies to everything 
except timbers; and keep in mind, when you load 
timbers in box cars with dry lumber, these timbers 
must be thoroughly stripped to keep from spoiling 
other lumber that is dry, and to allow a little 
circulation of air to preserve the appearance of 
the green lumber. 

8. In some instances, permission is given to ship 
stock which is not fully seasoned; but every care 
must be used in doing so, and the shipping records 
should record fully this information for the sales 
department, and for the traffic department, in 
checking freights. 

Bad Trimming 

9. One piece of bad lumber sticking out mars 
the appearance of the balance. Cut it off and use 
more care in this particular, specially in the load- 
ing of timbers. We have an easy and accurate 
way of trimming them; therefore, do not let them 
£0 out in excess of two inches over the standard 
length ; otherwise, we pay freight on waste, which 
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impresses the man at the other end with our care- 
lessness, in addition to the fact that we lose the 
money. 

Carload Orders 

10. The sales department ordinarily places an 
anticipated limit on what should be loaded as a 
carload, but where there is no limitation, use some 
judgment to avoid a displeased customer and 
maybe a claim. <A 50,000-foot car of ceiling to a 
small retail yard is a shock, whereas of little con- 
sequence to a large yard in Chicago. Try to dis- 
criminate in cases of this kind. 

Dirty Lumber 

11. Remember, when a car door is opened, the 
first impression is a most valuable one. Dirty 
footprints, tobacco juice, rough handling, damaged 
ends etc. stamp us immediately, as indifferent, in- 
considerate, and probably wasteful, because the 
dealer who receives such a shipment must cut off 
the dirty ends or drop the pieces to a lower grade, 
which means a sacrifice for him and a claim or 
a Jost customer for us. 

12. Clean and sweep thoroughly empty cars that 
need such attention. Positively and unfailingly 
drive in nails that are protruding from side walls 
and will damage and scar the edges of good lum- 
ber. Strip the floor and side walls with cheap 
lumber to add further protection. 

13. In loading ears of finish, casing, base and 
molding, where cinders and dirt will seriously dam- 
age contents, see that roof is sound and doors are 
tight and if doors are not secure, batten them to 
protect fully. Put sawdust or shavings in the 
doorway as a door mat for bad weather and dirty 
shoes, and still further, when it is necessary to 
stand on ends of lumber, use a piece of No. 4 
for a foot board. Do not stand on finish, casing, 
base and other high grade lumber. Such practice 
is slovenly and expensive. Never fail to load 
small moldings and thin ceiling on the top where 
they will ride with the least damage, whereas 
if you put them on the floor or in the middle of 
the load, the frailness will subject such stock 
to unnecessary damage and abuse. In loading 
mixed cars, place all stock of a kind together; 
do not scatter one item through several courses 
in the ear. This trouble arises from loading part 
from shed and part from machines, but by hold- 
ing a buggy or by properly timing the loading, 
a bad mixture can be avoided. 

14. Do not load No. 3 boards in a nice, new, 
clean, sound car, and then put your high grade 
finish orders in the next old rattle trap. Discre- 
tion of this character places us in the class of 
considerate and high class shippers, a position to 
which we all aspire; therefore, never forget this 
rule. 

Tallying Cars 

15. The checking of each shipment by two con- 
scientious men should leave little ground for in- 
accuracy. This is a most vital feature of ship- 
ping lumber, because it involves in many in- 
stances the question of honor at one end or both; 
and when our sales department finds occasion to 
lose confidence in our checking, the battle is half 
lost; and when it is just as easy to do this work 
carefully and with good conscience, why dodge 
the inevitable and get caught? 

16. Every loading ticket, as you know, should 
be made complete in every particular and the 
chief inspector must certify to the quality, con- 
dition and general character of stock shipped. 
In all instances we want a record of the exact 
facts, so as to back up our contentions if we 
have trouble and admit our faults, if we know 
them: but this is not an invitation to ship lum- 
ber which is not strictly as it should be. 

Kicks 

17. It is very rare that by mistake we sub- 
stitute one grade for another, and therefore our 
claims are almost entirely due to carelessness in 
a limited way—a grader temporarily forgets his 
business, a machine man does not watch his work, 
a checker fails in his duty. These are the things 
that cost us money each year, but the greatest 
loss is in dissatisfied customers; and it costs to 
get customers, just like it costs to make lumber. 


Dressing Up 
18. Watch your timber cars and try to make 
the loads uniform. Make the loads look attrac- 


tive. Level down loads in box cars and protect 
them by bulkheading, as far as possible. We 
know transportation results in shifting, but the 
fellow at the other end thinks we should have 
done something to prevent such damage; and we 
should do it, as far as it is within our power. 
Put yourself in the other fellow’s place, and try 
to treat him as you would like to be treated; 
bearing in mind when you do not follow this 
rule that it brands you as incompetent, injures 
our reputation and helps the man who is trying 
to substitute other things for lumber, and, too, 
the competitor who seeks to take the business 
from us. 
Stock Sheets—Inventories 

19. The purpose of an inventory is to get ac- 
curate information for our own calculations, and 
without which we can not determine the results 
of our work. The stock sheet is to furnish in- 
formation to our sales department, that it may 
sell our lumber intelligently ; and, therefore, these 
two requirements should be prepared with accur- 
acy and full description in all details that can be 
supplied. It is particularly necessary to give 
detailed information about your boneyard, and 
about items that are considered ‘slow stock.” 
Sales departments are mighty poor guessers and 
properly so. Dead stock is always in your way, 
and means money tied up for us; therefore, ex- 
plain it thoroughly, carefully and accurately ; 
and do not discontinue the weekly exhibits of 
slow and dead items until the stock has been 
moved. 

20. Be careful not to overstate your special 
items. It costs to sell lumber, and when we use 
effort to sell stock which does not exist, we have 
wasted money and disappointed a customer. 

The ears are loaded, the doors closed and 
sealed, records made of the seals, bills of lad- 
ing made out for signature of the railroad 
agent, manifest fixed up for invoicing and the 
ear is on its way to your yard. On its arrival 
it is to be hoped that you ean look at that 
piece of timber, board or molding and hesitate 
long enough to look back and visualize in a 
clearer way what has really taken place to 
make it possible for you to send out to your 
customer whatever size or design of lumber 
his particular need might be. 

Lumbermen Are Sellers of Homes 

This article can hardly be completed with- 
out admonishing you that you are a seller of 
homes, which, when properly defined, means 
contentment, peace and happiness, and I be- 
lieve our greatest competitor is the seller of 
pleasure automobiles. There are necessary 
automobiles and with these we have no fight, 
but there are thousands of homes that should 
have been sold where pleasure automobiles 
have been bought instead. I believe nearly 
every potential pleasure automobile purchaser, 
specially a married couple, could by proper 
salesmanship be persuaded to buy a home. 
Economically, we have every advantage on 
our side and the average home enhances in 
value in five years time, whereas most auto- 
mobiles at the end of five years are virtually 
unsalable or ready for the junk heap. It sim- 
ply means that the producers and distributers 
of lumber must work closer together and 
harder, using more vision and salesmanship 
than we have been displaying to this end in 
the past. 

We hear a lot of good things coming out 
of Florida these days. This was tried down 
there with good results. A retail lumberman 
placed a ‘‘dummy’’ ad in one of the news- 
papers offering for sale a practically new auto- 
mobile at a sacrifice in price, using a key num- 
ber for reference. Every answer he got to 
that ad he considered a live prospect for the 
sale of a home, and the story goes that he 
was successful. Do you suppose it would 
work in your town? Why not find out? 
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ciation got under way 
promptly on time this 
afternoon in the Fern 
room of the Pfister Ho- 
tel. This big organi- 
zation which leads all 
the associations of the 
country in percentage of membership in rela- 
tion to yards eligible to membership, is very 
loyal to its annual meeting. Indeed, the Wis- 
consin convention is much more than an an- 
nual business conference. It is that; but in 
addition it is a home coming, a buyers’ fair, 
a focus for innumerable reunions of old 
friends, a social event. In fact, social events, 
both those arranged by the association office 
and those that are arranged on the spur of the 
moment when friends happen to meet, are in 
progress most of the times when business ses- 
sions are not being held. The manufacturers’ 
exhibits this year are bigger and better than 
ever and overflow all over the hotel. The con- 
vention is moving along smoothly, as the Wis- 
consin conventions always do. Ketridge, dean 
of the newspaper men, becomes quite lyrical in 
his praise of Secretary Montgomery’s thought- 
fulness for the press, and the rest of the re- 
porters join heartily and thankfully in the 
chorus. The careful planning and smooth op- 
eration of the big meeting is evidence of Mont- 
gomery’s deft hand and that of his highly effi- 
cient staff. 
President’s Address 


Following music by a quartet of singing 
and playing young women, President John M. 
Rodger, of Fox Lake, delivered his address. He 
predicted that this would excell any of the for- 
mer conventions in the long and honorable his- 
tory of the association. The program has been 
planned of, by and for lumbermen, and the 
president invited active sharing in it by all 
present, to the end that it be truly a members’ 
meeting. The association has had a successful 
year. It has taken a large place in individual 
businesses, and the president stated that this 
was true in his own business. The year was one 
of much building. But unfortunately the 
thought is still prevalent that volume neces- 
sarily means profits; but most of the members 
who secured a satisfactory return on investment 
did it on rather smaller volume of sales. Many 
predictions have been made about 1926. There 
are those prophets who say the year will see as 
great a volume of building as did 1925. Others 
predict a checking of business at the middle of 
the year; but should this occur it might well 
be a wholesome insurance against inflation. One 
probable influence upon business for lumbermen 
is the proposed revival of Mississippi River 
traffic. Contracts have been let for deepening 
the channel and for establishing a great barge 
line. This should mean the delivery of West 
Coast products at a saving of $5 to $8 a thou- 
sand over all-rail shipments. Banking condi- 
tions, especially among country banks, have 
improved. Farmers are working out of their 
troubles, their purchasing power has shown im- 
provement, and the eredit situation is better. 
But lumbermen must remember that farmers 
buy other commodities than lumber; and it will 
require every ounce of the luberman’s power 
to compete with other lines of business to get 
his reasonable share of the farmers’ purchases. 
The president concluded with an expression of 
personal satisfaction in having held his office 
as successor to a long line of good executives, 
and he paid a tribute to Secretary Montgomery. 


Secretary’s Suggestions 

Seeretary Don S. Montgomery, Milwaukee, 
presented his report in a booklet which was 
distributed to those present. He did this, he 
said, both to save convention time and to pre- 
sent an outline of the work in greater detail 
than would be possible in a speech. The re- 
port dealt first with merchandising problems 
and the mistaken struggle for volume. The 
real measure of business success is not volume 
but profits. The report mentioned the forcing 
methods of some manufacturers who collect a 
few orders and then attempt to turn these over 
to a local retailer on prices and terms of sale 
made by the salesman, not the dealer. The 
model lien law, later described by James T. 
Drought, general counsel, was analyzed. Other 
matters treated at length were grade-marked 
lumber, district clubs, cement and roofing prob- 
lems, the good work of the traffic department, 
the legal department, the plan service and in- 
surance. 

Treasurer H. W. Wilbur, West Allis, gave a 
summarized report showing income during the 
year of $22,069.61, and expenditures of $20,- 
971.15. 

Committee Appointments 
Committees were announced as follows: 
Resolutions—Emil Nagel, Hudson; Karl Klein- 

pell, Hudson ; Lou Taggart, Lake Geneva. 

Necrology—Walter Bagley, Eau Claire; A. W. 
Holt, Milwaukee; J. E. Johnson, Brandon. 
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Nominations (consisting of past presidents)— 
H. E. Beckwith, Chetek; Otto E. Lay, Kewaskum ; 
William Fountain, Appleton; C. E. Babcock, Nece- 
dah; C. F. Kellogg, Wisconsin Rapids; Frank Bod- 
den, Horicon ; George W. LaPointe, jr., Menomonie ; 
W. F. Kellogg, Wisconsin Rapids. 

A. J. Hager, of Lansing, Mich., Supreme 
Snark, brought greetings from Hoo-Hoo. In 
congratulating the Wisconsin dealers upon the 
large gathering at the first session, Mr. Hager 
recalled that some years ago conventions were 
not the business conferences they are now. In 
the old days a few dealers got together and 
cussed out the mail-order houses, little suspect- 
ing that these same concerns were to prove one 
of the great educational forces in bringing lum- 
ber retailing to higher stages of efficiency. 
There are still troubles in the retail lumber in- 
dustry, and one of the potent causes for that 
trouble is the retailer himself. A dealer owes 
a reasonable profit to his family and depend- 
ents, and he owes a fair price to the public. To 
walk this narrow road he needs more exact in- 
formation than he usually has. 

Mr. Hager then described some of the high 
ideals of business which are fostered by Hoo- 
Hoo. Among these ideals is an adequate re- 
forestation policy for the United States. He 
then presented his address on reforestation that 
has been presented at a large number of retail 
conventions. Mr. Hager went over the forest 
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history of the country, the development of 
the lumber industry, the disappearance of the 
forests and the things that must be done if 
America is to have a continuing supply of the 
best of all building materials. 


Tells of Lien Laws 


James T. Drought, of Milwaukee, general] 
counsel of the association, then made an ex. 
haustive address on the matter of lien laws in 
general and the Wisconsin lien law and the 
proposals for a uniform lien law in particular, 
The first lien law was passed in New York in 
1791, and the second was passed in Pennsyl- 
vania in 1803. All subsequent lien laws go 
back to one or the other of these two, in genera] 
principle. The New York principle holds that 
the contract price limits the extent of recovery 
to sub-contractors. The Pennsylvania principle 
holds that regardless of the original contract 
price, those furnishing labor or material to im- 
prove property may recover the value of this 
labor or material. The Wisconsin law, in Mr, 
Drought’s opinion, is one of the simplest and 
best in the country. He spent considerable 
time explaining provisions of the law and in 
answering questions about it. He then de- 
scribed efforts made under Secretary Hoover’s 
sanction to formulate a model law to be 
submitted to the various States. It seems that 
those pushing this movement are hostile to lien 
laws of any kind. He described a Chicago 
meeting of association executives and attorneys 
at which a series of principles were agreed upon 
as embodying the ideas of lumbermen, and he 
read these principles and provisions in the form 
of a resolution which was adopted by the con- 
vention. 

Since the meeting of the Retail Lumbermen’s 
Mutual Insurance Co. is scheduled for tomorrow 
morning, the following nominations committee 
was appointed at this time: Chris Hennington, 
Oakfield; Marshall Scott, Ripon; H. W. Brown, 
North Lake. 

Harry L. Atwood, of Chicago, then delivered 
his famous address on the Constitution, recall- 
ing the history of this great document and view- 
ing certain modern movements in the light of it. 

Members of the Wisconsin Retail Lumber- 
men’s Association and their guests made up a 
theater party Tuesday night, going to the Pal- 
ace-Orpheum. 


WEDNESDAY MORNING 


This morning’s session opened with the an- 
nual meeting of the Retail Lumbermen’s Mu- 
tual Insurance Co., with President W. O. Hoff- 
man, of Fort Atkinson, in the chair. Although 
last year showed the largest fire losses in the 
history of the organization, Mr. Hoffman re- 
ported with pardonable pride that the company 
had declared its usual 40 percent dividend and 
had been first on the grounds in the event of 
losses to make settlement. The continued 
growth of the company, which on the last day 
of last year had $9,235,022 gross insurance in 
force, is due largely to the hearty codperation 
of the policy holders. The company still offers 
its policy holders the greatest protection at the 
least possible cost. 

Secretary D. S. Montgomery read the minutes 
of the previous meeting and then added that 
the company expects to go over the ten million 
mark, with the aid of its policy holders, within 
a short time. It maintains a cash surplus of 
$16.50 for each $1,000 of insurance in force, 
and the secretary compared this with the $3 
surplus maintained by most of the old line com- 
panies. He also called attention to the fact that 
premiums of other companies have been sharply 
reduced since the Mutual has entered the field. 


Insurance Officers Elected 


The nominations committee, appointed yester- 
day, reported the following nominees, who were 
elected: 

President—W. O. Hoffman, Fort Atkinson. 

Directors—F. D. Abell, Waukesha; J. H. Koltes, 
Waunakee. 

All these officers were elected to succeed them- 
selves. : 
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Grade and Trade Marking Discussion 

The morning session of the lumber convention 
was given over entirely to a general discussion 
py retailers and manufacturers of the subject, 
‘‘Grade Marking, Trade Marking, American 
Lumber Standards.’’ 

H. E. Beckwith, of Chetek, opened the dis- 
cussion by stating that no important changes 
ean be effected without extensive discussion; 
and that if this change is to be accomplished 
successfully it must become universal practice. 
It is necesary not only to educate the public to 
understand these things and to ask for grade- 
marked and trade-marked lumber but also to 
educate retailers to believe in and practice the 
change. Probably many retailers present have 
not decided whether they are for or against it. 
Some doubtless are opposed to it. There must 
be general agreement. All Wisconsin dealers 
should agree either to abide by it or to oppose 
it. Mr. Beckwith approved grade marking, be- 
cause he has always desired to give the public 
exactly what it buys, and this will be a way of 
assuring it that it does get what it buys. Some 
retailers do unethical things, such as supplying 
No. 2 when they have sold No.1. Mr. Beckwith 
mentioned a case where of four retail bids, one 
was very much lower than the others. This ex- 
cited the contractor’s suspicions, and he had 
the lumber inspected; with the result that the 
dealer had to take much of it back. But these 
unethical practices are not confined to retailers. 
Some mill owners crowd their graders to make 
the grades hard, with the result that some stock 
is incorrectly marked. Grade marking and sub- 
sequent exposure will do much to correct this 
practice. But Mr. Beckwith opposed trade 
marking. One reason is that it is sometimes 
necessary to fill out a job with stock from a 
different mill. The different mark attracts the 
contractor’s attention, and if the grade hap- 
pens not to be quite so smooth he is inclined 
to think a substitution has been practiced, and 
endless arguments and explanations are neces- 
sary. But in Mr. Beckwith’s opinion, grade 
marking will come; if not by voluntary action, 
then by law. 

Ralph E. Nuzum, of Viroqua, approved the 
American Lumber Standards because in the 
complexity of life and business some universal 
standards are necessary. He has long handled 
trade-marked lumber. The trade mark, as an 
indentification of a particular mill may not 
make a deep impression on the customer, but 
it does have a good effect upon the retailer. 
And, too, back of the trade mark is usually an 
intensive advertising campaign, and this cam- 
paign has its effect upon the buying public. 
Grade marking is coming and may as well come 
now. But Mr. Nuzum had some objections to 
the way it is now practiced. He suggested that 
grades be exactly what they are marked to be. 
The rules are such that experienced yard men 
ean not always tell the difference between No. 
land No. 2. Hemlock should be commercially 
dry before the mark is applied, for green hem- 
lock degrades in drying. There should be more 
exact grades and more exact grading; and rules 
should take account of intended uses of lumber. 
The practice of grade marking should be uni- 
versal and not applied just to hemlock. Finally, 
the manufacturers should not antagonize whole- 
salers, jobbers and retailers in the advertising 
by giving the inference that the mark is solely 
intended to protect the public against unscrupu- 
lous middle men. Mr. Nuzum insisted, that he 
was favorable to the idea and asked that it be 
managed in a way to benefit the whole indus- 
try. 

Manufacturers’ Marketing Proposition 


Otto E. Lay, of Kewaskum, said that his 
having served on the joint committee of retail- 
ers and manufacturers would indicate that he 
favored the plan. The committee had it in mind 
that grade and trade marking would do two 
things; eliminate the so-called merchantable 
grade and assure retailers of dry stock. But 
not all manufacturers seem to have played fair, 
for there has been bootlegging of green stock. 


rae Marking—Adopt Slogan and Code of Ethics 


Hemlock that is trade marked when green is 
nothing but fraud. Mr. Lay then cited an in- 
stance of a car of No. 1 shipped to him that on 
reinspection proved to be 60 percent or more 
No. 2 and worse. Grade marking is essentially 
a manufacturers’ marketing proposition, and in 
using it the manufacturer should play fair. Mr. 
Lay suggested, that in guarding against these 
bad practices individual mills should be asked 
to register with the retail association, making 
an individual pledge to abide by the rules and 
to ship only dry stock. 

B. L. Jones, of Delavan, said the matter 
largely turned upon ethical considerations. 
Many dealers in smaller places find themselves 
in competition with city dealers; and if they 
handle grade-marked stock they find themselves 
in a position to base their sales upon grades, 
which is a real advantage. A retailer who is 
not fairly treated has recourse against the manu- 
facturer; but why buy from mills that do not 
abide by the rules? He himself, so Mr. Jones 
said, had not had cause to ask for a re-inspection 
in ten years, because he trades with reliable con- 
cerns. Grade marking calls for further eduea- 
tion all along the line; and if retailers will stand 
together they can eliminate evils. This change 
is coming, and if necessary it will be established 
by law. Retailers sell other things than lumber ; 
and such articles as feed and seed are sold under 
specific marks required by State law. Grade 


marking of lumber can and must be established 
as the hall-mark of quality. ‘‘If we have any 
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intestinal composition,’’ Mr. Jones said, ‘‘let’s 
go.’’ 

Fred Schroeder, of Milwaukee, stated the 
whole matter is still in its infancy, and it is up 
to the retailer to make the millman be good. 
The industry has not had standard grades; and 
in fact grades have slid down until people no 
longer hkelieve that good lumber is procurable. 
Milwaukee architects are in favor of the idea, 
but they ask if they can get the stuff if they 
specify it. The answer is that they can if they 
trade with reputable concerns. Grade marking 
will be an assurance of quality to architects and 
to the public. 

Tells of Manufacturers’ Side 

L. R. Putman, of Chicago, opened the dis- 
cussion for the manufacturers by saying he was 
glad to have heard the discussion, for it gave 
him some new ideas and information on the 
whole subject. While 1925 was a big year, we 
have been warned by business specialists that the 
crest may recede. The auto business appears to 
have excellent prospects, and it has usually been 
a rough index of the building business; but 
motor car men are developing a wonderful 
system of merchandising, and they are not han- 
dicapped by precedent as lumbermen seem to 
be. The southern pine grading rules have fifty 


years of history behind 
them, and in that length 
of time no rule has been 
changed without con- 
sultation with retailers. 

In the last tem years 
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the Southern Pine As- 
sociation has spent $5,- 
000,000 in general sales 
promotion; and every 
advertisement has pulled 
for the retail dealer. 
Better southern pine lumber is being made now 
than ever before. If any one wants the clear, 
full-thickness lumber such as was used years 
ago, he can get it; but we know now what 
wood to use for given purposes, and we utilize 
all the log to good purpose. In addition to this 
knowledge, the Southern Pine Association has 
a great inspection service, an efficient police 
force. When a retailer sells bad stuff he hurts 
himself and the whole industry. The manufac- 
turers are coming to realize, as was indicated 
in the Chicago trade extension conference, that 
it is their job to go out and create demand and 
to direct that demand to the retail yards. Mr. 
Putman then described meetings held in many 
cities to explain the matter of grade marking 
to architects, contractors, bankers and others in- 
terested in building. These meetings have been 
interesting and fruitful. They have gotten all 
these people to thinking about and discussing 
the lumber business in an understanding way. 
Mr. Putman said he hoped and believed that by 
next year the Southern Pine Association would 
be ready to explain a practical plan for assur- 
ing owners of a real pedigreed house. 








A Give-and-Take Proposition 


Charles A. Goodman, of Marinette, agreed 
that it would be an excellent thing if millmen 
registered with the retail association their will- 
ingness to grade mark their lumber and to ship 
dry stock. Then to make it unanimous the 
retailers ought to register their willingness to 
buy only grade-marked stock. A mill can not sell 
bad stuff unless somebody buys it. An effort 
to get low prices is all right in reason, but if 
it is carried past a reasonable point it makes an 
unfortunate situation. 

There is a movement on foot in Oklahoma 
to provide means of registering with the appro- 
priate county officer the kinds of materials used 
and the construction of a house built for sale. 
In this way the buyer gets an officially certified 
house. The problem of dry lumber is serious in 
the North, where for half the year the weather 
is such that lumber does not dry. If dry lum- 
ber is specified it should be shipped, or a suit- 
able agreement be reached before shipment. 
But this is a matter that requires coéperation. 
Mr. Goodman urged the retailers not to be dis- 
couraged if this new movement seems to get 
under way slowly. Manufacturers must sell 
their stuff, and they are not going to make the 
mistake of trying to force something unsatisfac- 
tory upon their customers. There must be a 
mutually satisfactory agreement. Mr. Goodman 
closed with the statement that manufacturers 
appreciate very deeply the codperation of the re- 
tailers. 


Must Operate on Paying Basis 


©. C. Collins, of Rhinelander, recalled the 
agreement of a year ago whereby millmen 
pledged themselves to ship grade-marked hem- 
lock that was dry. He reminded the retailers 
that drying lumber requires about ten months 
and that interest, taxes and insurance mount up 
during that time. Lumbermen have agreed to 
Secretary Hoover’s plan of standard sizes; but 
much competition in this territory is with sub- 
standard sizes. The lumber manufacturers of 
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the North employ about 30,000 men. They are 
good customers of Wisconsin farmers. Wages 
paid are almost at the war-time level, and it 
would be a calamity if they were cut. But the 
mills must be run on a paying basis, and if 
prices are not high enough to do that the only 
alternative is to cut wages; and a general wage 
eut in the industry would certainly bring hard 
times in the State. The real solution is for mill- 
men and retailers to get upon a mutually 
satisfactory basis. If retailers have complaints 
they should present them. Millmen are anxious 
to be fair. 

W. A. Holt, of Oconto, commended the retail 
speakers for pointing out matters that can be 
corrected. These things must be corrected. 
Retailers ought to be actively represented on the 
grading rules committee. The matters under 
discussion are not so simple as they may seem; 
and while retailers ought to insist upon mate- 
rials that they can use they ought to be reason- 
able in their demands. Mr. Holt stated that 
his company has been grade marking for a year 
and has had no complaints or faults to find. He 
then recalled the long list of different inspec- 
tion rules when he entered the business thirty- 
eight years ago, reading them from an old book. 
The specifications were vague, and the grades 
very poor. Vast improvement has been made, 
and millmen need the assistance of retailers in 
making still further improvements. 


Tells of Promotion Campaign 


Edward Hines, of Chicago, closed the discus- 
sion for the manufacturers. He mentioned the 
Chicago trade extension conference of this week 
and said the charts showing the decline in the 
per capita consumption of lumber and the in- 
crease of competing substitutes were suggestive 
of a terribly serious condition. This conference 
has planned a promotion campaign, and will 
spend a million dollars a year for the next five 
years. This is an era of collective effort. Mr. 
Hines stated it as his opinion that it is the 
duty of Wisconsin retailers to buy their stocks 
from the members of the Northern Hemlock & 
Hardwood Manufacturers’ Association. That 
association is pledged to fair dealing, and the 
members are willing to leave settlement of diffi- 
culties to the secretary of the retail association. 
These manufacturers are spending money and 
effort to regain the lost lumber markets. The 
natural market for northern hemlock is the 
Wisconsin retailers. Why should the millmen 
not sell their products to the Wisconsin public? 
They want to sell this public through retail chan- 
nels. If there are differences they can be 
worked out; but this hemlock must be sold in 
Wisconsin. Mr. Hines described briefly the 
part he has had in convincing Secretary Hoover 
of the wisdom of lumber standards and of grade 
marking. He induced the Southern Pine Asso- 
ciation to adopt the idea. Many towns in the 
South handle nothing but grade-marked south- 
ern pine. Why should not Wisconsin retailers 
adopt a similar policy toward hemlock? A re- 
tailer’s profit does not lie in buying for 25 or 
50 cents under the market and thus letting him- 
self in for the evils of unidentified lumber, but 
rather in the pleasant, satisfactory relationship 
he has with his buying public. Manufacturers 
are willing and anxious to iron out small diffi- 
culties. Mr. Hines concluded with a plea that 
manufacturers and retailers have patience with 
each other. 


WEDNESDAY AFTERNOON 


At the afternoon session Secretary Montgom- 
ery introduced Frank K. Bissell, of Marshfield, 
president of the Northern Hemlock & Hardwood 
Manufacturers’ Association, who referred 
briefly to the morning’s discussion and sug- 
gested that the association appoint a committee 
of ten or twelve, equally divided between those 
who favor and those who oppose grade marking, 
to meet with a like committee of the manufac- 
turers to discuss these matters in detail. 

A motion picture of Longview, Wash., show- 
ing the big mills and the operation from tree 
to car, was then presented. This wonderful 
picture was explained by C. W. Lawrance, of 
the Long-Bell Lumber Co., of Chicago. 

Secretary Montgomery then introduced Paul 
S. Collier, secretary of the Northeastern asso- 


ciation; Findley M. Torrence, secretary of the 
Ohio association; R. S. Whiting, of the Red 
Cedar Shingle Bureau, and Miss Helen Leon- 
ard, of the Illinois association. 

Talks on Advertising 

W. W. Wood, of the Progressive Merchants’ 
Bureau, then delivered an address on adver- 
tising, which was printed in full in one of the 
January issues of the AMERICAN LUMBERMAN, 
He mentioned the fact that through adver- 
tising old-time luxuries have become necessi- 
ties. Advertising is increasing the consump- 
tion of most of the commodities, but it has not 
yet been applied to the lumber industry in any 
complete way; henee while per capita con- 
sumption of steel, silk and many other things 
has increased enormously, that of lumber has 
decreased sharply. An exception is oak floor- 
ing, which has increased in sales over 1,000 
percent since 1909, at which time an intensive 
advertising campaign was begun. Mr. Wood 
then made a rapid survey of the elements of 
good advertising and closed with the sugges- 
tion that advertising be planned six months 
or a year in advance; not only as to the money 
to be spent for it, but also as to the nature 
and amount of advertising to be used. 

A. V. Smith, representing a brick concern 
of Streator, Ill., then described in some detail 
the process of evolution of his company’s 
sales policy and announced that during this 
year his company is pledged to 100 percent 

















W. A. HOLT, CHARLES A. GOODMAN, 
Oconto, Wis. : Marinette, Wis. ; 


Discussed Grade Marking from Manufacturers’ 
Viewpoint 


dealer protection. He asked the cooperation 
of Wisconsin dealers in making this possible. 
Cost Accounting Discussion 

Harry J. Colman, of Wolf & Co., Chicago, 
then delivered his famous address upon the 
disclosures of cost accounting surveys in five 
different places. This address has been re- 
ported many times in the AMERICAN LUMBER- 
MAN. In his tremendously dynamic way Mr. 
Colman took the dry field of figures and made 
it the basis of a blazing indictment of ig- 
norant dealing. He added enough sound 
gospel of retailing to furnish forth an entire 
retail convention; and as usual he held the 
closest of attention and made a profound im- 
pression. 

Tn the discussion that followed, A. J. Hager, 
of Lansing, Mich., Snark of the Universe, said 
he considered this matter of costs the most 
important that could come up at any conven- 
tion. Other matters are comparatively inci- 
dental. He continued the curves of Mr. Col- 
man’s charts and said if net profits decreased 
during 1925 in the ratio of the preceding three 
years they must have reached the vanishing 
point. But the last five years have been kind 
to retailers in what that period had offered 
them. The next five years may not be so kind. 
Then extraordinary efforts must be made if 
this ebbing tide of profits is to be turned. An- 
swering a question asked by C. H. Ketridge, 
Mr. Hager said the information gathered by 


their cost system had enabled the dealers jn 
his area actually to reduce costs of operation 
by 4 or 5 percent. 

B. H. Roderick, of Brodhead, said he had 
used the system for two years with excellent 
results. It requires no more bookkeeping 
time, and it is a fine thing to be able to talk 
the same language with competitors on the 
matter of costs. 


Says System Works Well 


A. J. Roberge, of La Crosse, said he had 
had the system two years. In his city the 
contractors shopped around and worked prices 
until a check-up showed Mr. Roberge that if 
he had all the contractor trade at the prevail. 
ing prices he would not make a cent on it, 
The system disclosed this fact and made of 
the members of the firm much better salesmen, 
Sales are now made on service and quality 
and not on price. The company knows what 
departments and items make a profit; and 
those that do not come in for careful atten. 
tion. 

F, M. Pantzer, of Sheboygan, stated that 
his company, too, knows which yards in the 
Jine and which departments show a profit. He 
hopes all his eompetitors will install the 
system. 

Elmer Root, of Appleton, referred to a sur- 
vey made in his district. The facts brought 
to light inspired him to study the relation of 
inventory to sales and the matter of credits 
and collections. As a result he has cut his in- 
ventory in half, and he has increased tur- 
over until it is just a shade under five. 


F. S. Durham, ot Neenah, described a sys- 
tem of machine bookkeeping which he thought 
was very excellent. But after investigating 
the system recommended by Mr. Colman he 
had it installed instead. He gave figures 
showing how the facts brought to light by 
this system had enabled him to save the price 
of installation in less than half a year on the 
reduced interest charges. Last year he re- 
fused $20,000 worth of business because the 
price was too low, the credit too poor or the 
probable cost of collection too high. He con- 
cluded with the statement that a good Jumber- 
man builds his business for his sons. He gave 
the credit for any success he has achieved to 
his own father; and he stated that if his son 
does not make a greater success than he him- 
self is doing it will be the fault not of the son 
but of the father. He compared the cost sys- 
tem to the driving line down the middle of the 
highway. It indicates the zones of safety 
and of danger. 

A. E. Severson, of Milwaukee, concluded the 
discussion by saying that although the sys- 
tem was installed in his business only eight 
months ago it has already proved its worth. 


Annual Association Dinner 


The association dinner that has become so 
famous in the annals of the organization was 
held this evening in the Arcadia Ballroom of 
the Antlers Hotel. An elaborate program of 
entertainment was presented under direction 
of Miss Isabelle Rene, and the entertainment 
concluded with a dancing party extending 
into the small hours. The reception commit- 
tee consisted of George F. Meyer, Platteville; 
Hawley W. Wilbur, West Allis; W. G. Miller, 
Cumberland; Otto E. Lay, Kewaskum; D. E. 
Kiser, Eau Claire, and Marshall Meyer, Platte- 
ville. 

A lumbermen’s dinner and Hoo-Hoo meet- 
ing were held last night in the Red room ot 
Hotel Pfister, with Snark of the Universe A. 
J. Hager, of Lansing, Mich., as the guest of 
honor and headline speaker. 


THURSDAY SESSION 


Final tabulations on registration show 688 
members and 812 guests present; a total ot 
exactly 1,500. In addition to these men, there 
are about 200 ladies in attendance; making 
this the largest meeting in point of numbers, 
as it is probably the best in point of interest 
and instructive accomplishment, in the long 
history of the organization. 

This morning’s session began with an ad- 
dress on the effect of national advertising 02 
the lumber business, by Austin L. Black, of 
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San Francisco, representing the California 
White & Sugar Pine Manufacturers’ Associa- 
tion. In mentioning some of the products of 
national advertising not commonly appre- 
cated, Mr. Black outlined the effect it has had 
upon the appearance as well as the methods 
of retail yards. A quarter of a century ago 
4 yard was likely to be on a back street, near 
the railroad yards, and to be unpainted and 
ynattractive. It is the endeavor of every good 
advertisement to present an attractive picture 
of the goods offered; and national lumber ad- 
yertising has presented uses for lumber; mat- 
ters of beauty and good taste. Retailers have 
found it advisable and necessary to make 


their places of business fit into this picture. 


of an earlier day that they did not advertise, 
for at that time the tools of advertising had 
not been developed. Credit is due to printers 
and engravers and advertising experts and 
publishers for developing the vehicle of pub- 
licity. Mr. Black then developed the fact 
that these great campaigns of national adver- 
tising when prorated over output per thou- 
sand feet cost but a trifling amount; and yet 
this investment which does not influence sale 
prices asked by manufacturers does increase 
demand that comes to retail yards. 

Craig Laine, of Chicago, referred to state- 
ments made by earlier speakers about un- 
profitable lines of competitive sales and gave 
a2 number of instances of dealers, such as 




















Left to right, top row: Frank Arend, Chicago; 


rill; John F. Munger, Chicago. 


A. D. Frederickson, Madison; W. G. Collar, Mer- 
Second row: Harry Burt, Rhinelander; A. B. Carson, Madison; C. F. 


Croty, Madison; W. F. Kellogg, Centralia. Third row: E. Blaisdell, Hazelhurst; George F. Miller, 


Madison; C. F. Mohr, Portage; H. H. Hemenway, Tomahawk. 


Bottom row: C. F. Smith, Rhine- 


lander; E. E. Brooks, Chicago; E. J. Pfiffner, Stevens Point; W. R. McKenzie, Arbor Vitae. 


80ME OF THE OLD TIMERS WHO ATTENDED THE ANNUAL CONVENTION OF THE 

WISCONSIN RETAIL LUMBER DEALERS’ ASSOCIATION AT MILWAUKEE THIRTY 

YEARS AGO, REPRODUCED FROM THE MARCH 21, 1896, ISSUE OF ‘‘THE TIMBER- 
MAN’’ 


Twenty-five years ago wood was wood. But 
‘dvertising has made the publie familiar with 
the fact that there are different species and 
lifferent grades, suited to different uses. 
hese uses have been presented to the public 
mnd, and dealers find an important part of 
their selling already done by this publicity. 
‘was not especially the fault of Jumbermen 


Willis B. Dye, of Kokomo, Ind., who have 
eliminated much of this competitive bidding 
by going direct to the customer and offering 
standardized service. 


Tell of Success With Plan Service 


P. T. Branton, of Chicago, representing the 
plan service department, called upon a mem- 


ber of those present for testimonials of the 
success they have had in using the association 
plans. 


Adolph Pfund, a former secretary of the 
association, was weleomed with a cheer. He 
said that coming back to the Wisconsin meet- 
ing was like coming home. The convention 
season seems to him to have been bigger and 
more enthusiastic and more constructive than 
ever. He gave some accounts of new move- 
ments that he has heard described at various 
conventions, such as a comprehensive finan- 
cing department in a certain New England 
yard. This matter of financing receives con- 
tinued thought. In country communities the 
best solution seems still to be the building 
and loan, but a volume of experience is being 
collected about the organization and opera- 
tion of financing corporations. This expe- 
rience indicates more clearly than ever the 
folly of shifting prices in a competitive effort 
for volume. There is greater codperation 
within the industry; as indicated, for in- 
stance, by a meeting in Chicago of a joint 
committee of the National retailers and the 
manufacturers. The great advance in associa- 
tion effectiveness is largely due to the faithful 
and intelligent work of regional officers, 
especially the secretaries. Mr. Pfund then 
told the story of the ‘‘Be Square’’ slogan and 
code of ethics adopted by the Tennessee deal- 
ers last week. He exhibited a handsomely 
bound volume of about 100 pages which he 
said was the Tennessee code of ethics. When 
he opened it he disclosed the fact that on each 
page was nothing but a large capital B sur- 
rounded by a red square. 


Adopt Ethics Code and ‘‘Be Square’’ Slogan 


Harry Colman then continued the story of 
the Tennessee meeting and slogan, and at the 
conclusion of his address the Wisconsin deal- 
ers with great enthusiasm adopted this code 
and slogan as their own. : 

The necrology committee asked the conven- 
tion to stand while a memorial to twelve de- 
ceased members was read. 

A special resolution of sympathy for Wm. 
Fountain in the loss of his wife and daughter 
was read and adopted. 


Report of Resolutions Committee 


Following are the resolutions presented by 
the committee and adopted by the conven- 
tion: 


We, the members of the Wisconsin Retail Lum- 
bermen’s Association in convention assembled, re- 
solve : 

1. That we will actively support such legislation 
as will tend to develop the Mississippi River and 
the Great Lakes and St. Lawrence waterway for 
navigation ; 


2. That as the manufacturers of red cedar shin- 
gles have adopted the specifications of the Amer- 
ican Lumber Standards in the manufacture of their 
product, we shall do our best to introduce to our 
trade as rapidly as possible these new grades and 
eliminate from our stocks the 6/2 shingle which 
has done so much to discredit wooden shingles in 
the past; 


8. That because of the thousands of unnecessary 
employees, inexcusable waste of many millions of 
dollars a year and endless duplication of effort in 
the departments and bureau of the Government at 
Washington, we favor Bill H. R. 4,798, which en- 
larges temporarily the power of the President of 
the United States for the purpose of reorganization 
of Government services and provides for the re- 
moval of unnecessary and useless Government 
employees, officials, divisions, bureaus and commis- 
sions, and provides for the temporary appointment 
of an advisory reorganization board ; 


4. That the conservation of timber and the most 
economical retail distribution and use of lumber 
require that lengths shorter than 8-foot shall be 
marketed separately and not included in random 
length shipments, except by special contract, and 
that our representatives at the next lumber stand- 
ardization conference be instructed to stand for 
inclusion in the American Lumber Standards of a 
paragraph stating that lengths shorter than 8-foot 
shall be marketed separately and not included in 
random length shipments, except by special agree- 
ment ; 

5. We believe that the Interstate Commerce Com- 
mission, an impartial tribunal, should be unin- 
structed and unfettered in its administration of the 
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Interstate Commerce Act and that freight rates 
present an economic question and should not be 
made a political issue. 

We are unalterably opposed to the Interstate 
Commeree Commission granting to the western car- 
riers increase in freight rates unless where shown 
to be absolutely required to maintain the necessary 
character of service. Freight rates are now high 
enough—as high as industry can bear, the finan- 
cial position of the railroads as a whole being bet 
ter than the financial position of industry as a 
whole. 

We commend the action of the association 
through our traffic manager in combating the pro- 
posed 5 percent inerease, which in the case of our 
industry would not be limited to 5 percent but 
from 8 to 9 percent. 

We commend the railrdads for the greatly im- 
proved transportation services given and express 
our appreciation. 

6. According to current reports, the State of 
Wisconsin for 1924 collected in taxes, license fees 


and other forms of revenue approximately $5,000,- 
000 in excess of the necessary expenses required to 
defray all expenses of government, and the repeal 
of the personal property offset exacted by the 
1925 legislature has placed an unjust burden of 
taxation on every retail lumber yard in Wisconsin. 
We do, therefore, recommend to the 1927 Wiscon- 
sin legislature that suitable legislation be enacted 
reéstablishing the personal property § offset as 
against the income tax to be paid to the end that 
taxation be made equitable and fair. 

7. We extend to our president, John M. Rodger, 
our thanks for the unselfish devotion of time and 
effort he has given this association during the last 
year, which was among the best in its history in 
the acomplishment of effective work. 

We appreciate the publicity given our meeting by 
the daily press and especially do we recognze the 
lumber papers as our greatest ally and helper. The 
lumber press, hand in hand with the lumber asso- 
ciations, is assisting materially in raising the 
standards of our industry and we express again 


our thanks for the generous support given at al] 
times. 

We thank the management of the Pfister Hote] 
and Ernest Wright, manager, for the courtesies ex. 
tended during the convention. 

We thank each and everyone who took part in 
the program, for to them the success of the eon- 
vention in a large measure is due. 


New Officers Elected 


The nominating committee presented the fol- 
lowing ticket, and the nominees were elected: 

President—Hawley W. Wilbur, Milwaukee. 

Treasurer—J. H. Brannum, Ricine. 

Directors—E. E. Pantzer, Sheboygan; W. G, 
Miller, Cumberland. 

President Wilbur was installed and in a brief 
speech thanked the association for the honor 
and outlined some of the policies that he hopes 
to see put into effect. 

The big convention then adjourned. 


Wisconsin Lumbermen Look for Good Business in 1926 


HW. B. Mitier, of the Wilbur Lumber Co. yard 
at Honey Creek—Business with our yard at Honey 
Creek is averaging about the same as in former 
years, but we have noticed a slight improvement 
over the same period last year. The farmers in 
our territory are not buying very much now, and 
it is too early for inquiries from our trade. We 
expect a much better business for 1926 than we 
had a year ago. 


W. J. Kessiter, New Dells Lumber Co., Eau 
Claire—Business in our territory in the western 
part of Wisconsin is looking about 20 percent 
better than it was in 1925 at this time. Our men 
find it much easier to sell lumber this year than 
they have for a long time, as the trade is in a very 
favorable buying mood at the present. This is an 
indication for us that the retail lumber business 
will be good in 1926 and the volume of sales should 
be higher than in 1925 and previous years. 

If. C. Koeuier, Koehler Lumber Co., Brandon— 
It is early in the season for our territory to judge 
how the retail lumber business will be this spring, 
as we have no fair.volume of sales to base our 
opinions on. The general situation and condition 
of the people in our community, however, is very 
favorable. One of the most encouraging things 
about the trade is the fact that the farmers who 
are served by the merchants of Brandon are start- 
ing to talk about remodeling and rebuilding, which 
has been put off by them for the last few years. 
We take this to mean that the farm trade will buy 
later in the season. We have secured some valu- 
able ideas from “Old Homes Made New,” and we 
use it to show our customers what can be done. 

I’. S. DurHAM, Durham Lumber Co., Neenah— 
Our firm looks for a good average year in 1926. 
We do not look for a boom in the building line, but 
do believe that the business will be steady and 
constant throughout the year. Industrial condi- 
tions in the Fox River Valley are such as to be 
real encouraging to all business. The people are 
well situated financially and are willing to buy. 
There is a good amount of building in the cities in 
the valley, and also much remodeling is being done. 
The outlook for the year is better than in previous 
ones. Our country business is negligible, as we are 
almost surrounded by water at Neenah, but what 
we have is better than it has been for years. We 
find “Old Homes Made New” to be a valuable asset 
in our business. We have not used it as inten- 
sively yet as we intend to use it this year when 
we get our campaign among the trade under way. 

= = _ > 


L. F. SCHOENWETTER, Schoenwetter Lumber Co., 
Milwaukee—We anticipate a fair business during 
1926, which may develop into something better 
than in previous years. Being in the city, we have 
our regular customers and contractors, and ‘there is 
a constant demand from these sources for lumber. 
There will not be, in my opinion, any serious rise 
or any serious drop in the lumber business here, 
but it will continue on almost a level plane. Build- 
ing is very good in the city at present and bids 
fair to be that way during the spring, and we 
will get our share of the business. 





W. O. HorrMan, Hoffman Lumber Co., Fort At- 
kinson—Conditions in Fort Atkinson this season 
are far better than they have been for several 
years, and it should follow that there will be a 
good amount of building done with a resultant 
demand for lumber. The country business, al- 
though it has improved over what it was a year 
ago, is not up to normal yet. There is some re- 
building being done in the rural sections near the 
city, and the people in the city are doing a good 
amount of it. I have just received a copy of 


“Old Homes Made New,’ and have not had an 
opportunity to use it yet, but I intend to this 
spring. ‘There are a number of good ideas in it 
which can be worked out. 

Cc. UW. Upent, American Lumber Manufacturing 
Co., Green Bay—The lumber business looks very 
good for the spring season and also for the rest of 
the year. We have more prospects so far this year 
than we had for the same period in 1925, and the 
people in the city and country seem to be willing 
to make repairs to their buildings and homes, and 
to build new structures. It is really a little early 
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for the work to get under way and the demand for 
lumber to be heavy, but the indications at present 
are that there will be a good business later. We 
use “Old Homes Made New,’ published by the 
AMERICAN LUMBERMAN, and we like it very much 
and have made satisfactory use of it. 

K. L. KLEINPELL, Kleinpell Lumber Co., Cassville 

Our volume of business so far this year has not 
been as much as it was last year at this time, but 
the profits are better than a year ago. There is 
not much business in sight in our particular com- 
munity, but we hope that something will develop 
soon. The farmers are in better financial condi- 
tion this year. There has not been much remodel- 
ing so far by the people in our town and the sur- 
rounding rural sections. 

If. B. Merzr, Morgan Co., Oshkosh—The retail 
yard we maintain in Oshkosh has done a good 
business so far this year. There is a good amount 
of new construction work both under way and 
being planned for the city, and our firm expects to 
get its share of that business. We enjoyed a good 
business there last -year, and it compares favor- 
ably with the volume in January and February of 
this year. I have talked to a number of retailers 
in the State, and they are very optimistic about 
their respective communities, and feel that their 
business will amount to something this season. 

W. Marquart, Woodland Lumber & Grain Co., 
Woodland—-Estimates on new building and also 
remodeling work have been slack with us so far 


this year, mainly because it is too early for con- 
struction work in our district. There have been 
few inquiries so far, but the business has improved 
decidedly. Our trade is in good financial circum- 
stances and should be able to build this spring, 
Collections have been good, the trade responding 
in a satisfactory way. 

Kk. A. KIEHL, Collins Bros., Hartford—Our pros- 
pects are very favorable for the new year, and are 
much better than they were last year at this time, 
We depend entirely upon the Kissel Bros. Co., the 
automobile manufacturing plant in Hartford. If 
this factory does a good business and the employes 
have steady work, we profit by it, but if things are 
dull for them, our business dwindles off. The 
Kissel plant has been operating on a good schedule 
this season and we are optimistic, therefore, about 
the future. Collections have not been as good as 
they could be. 


G. F. LuEnWRING, Luehring Lumber Co., Rich- 
field, Knowles, and Lannon—I have only been in 
the retail lumber business since December, when I 
took over the yards at Richfieltl and Knowles, and 
the yard at Lannon was recently acquired. I am 
not able to compare, therefore, this season with a 
year ago. I do look, however, for a good move- 
ment of lumber this season, as inquiries have been 
received in good volume, and there is a decided 
inclination on the part of the trade to buy lumber 
for new work and for remodeling. The financial 
condition of the farmers has improved and they 
should prove a good source for the disposal of 
lumber this season. 


F. D. ABELL, Palmetier & Abell, Waukesha— 
Prospects for the retail lumber business in Wau- 
kesha look favorable for the first six months of 
1926 at least, both for new construction work and 
for rebuilding. There have been two new sec- 
tions opened on the outskirts of the city, which 
will build up rapidly. One of them is very good 
and there will be a good volume of business from 
it, as it will attract a good class of building. We 
do not depend so much on the rural trade for our 
business, but we do have some of it, and so far we 
have found that the feeling among the farmers is 
better this year than last. 

M. FARRELL, I. Stephenson Co. Trustees, Wells, 
Mich.—It is too early for construction work to 
start in our territory, but we are anticipating a 
zood steady business. We have been doing this 
constant business for the last three years. There 
will be a good lot of remodeling and new building 
done in our territory this spring. Much of our 
Jumber is sold in Escanaba, and the volume of 
sales there has continued good, 

B. E. BAKER, Baker-Upham Lumber Co., Hancock 
—The outlook for 1926, from our standpoint, is 
very good and much better than it has been for 
years. We find it too early in the season for much 
business, but it will get better as spring advances. 
Our January sales were better than in January, 
1925, which is a fair indication that the retail 
lumber business is picking up, and the trade is in 
a buying mood. The farmers in our community 
have money, having received good prices for their 
products this season. We anticipate at least as 
good a year as we had in 1925. 


A. J. WALKER, Dahlke, Giese & Walker, Wautoma 
—Our business so far this year has been the same 
as in 1925, but we look for it to be better than 4 
year ago. The period is too early for us to judge 
yet. Our trade does not start building until March, 
and plans are not really made until that time. 
There is more talk of building in our district. One 
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of the encouraging points about the farm trade in 
our community is the fact that the farmers are 
selling good alfalfa hay this year, whereas, for- 
merly, they were disposing of poor marsh hay. This 
means that they have more money and should be in 
position to buy. We are in the dairying country, 
and prices have consequently been good this season, 
pringing money to the farmers. 


BE. M. DuReEcKER, J. B. Laun Co., Kiel—Condi- 





» tions have been fair so far this season, and the out- 


look is promising. We have done about the same 
yolume as a year ago, although our sales did show 
a slight decrease for January, compared with Jan- 
gary a year ago. We anticipate a heavier trade 
this month, with our sales showing an increase. 
The farm trade where we are located apparently is 
better than it was a year ago, and the farmers 
should do a good amount of building this spring. 
There has been no remodeling in our territory yet, 
but it will get under way in a few weeks. 

JouN GRENZOW, Clarno Lumber & Supply Co., 
Clarno—We enjoyed as good a business in 1925 as 
we did in previous years, and 1926 is off to a 
good start. .There are a number of good prospects 
this season. The bulk of the work to date has 
been smaller jobs, as there is much repair work 
heing done by our customers. We are located in a 
dairy country which means that the farm trade, 
upon whom we depend for our business, has money. 
Farmers are paying their debts now and should 
furnish a good source of business for us later. Es- 
timates have not come in yet for new work. 

WILLIAM F. PIEHL, Miller-Pieh] Co., Seymour— 
Conditions, in general, are better this season than 
they have been, although we had a good year in 
1925. That is, we did after the first four months 
of the year. Things were dull during that time, 
but they picked up considerably and the rest of 
the year was very good. It looks now as though 
the lumber business will be good all through 1926, 
and that we will not have a repetition of the early 
part of last year. The farmers in our district are 
satisfied, and we have sold a number of jobs to 
date, and the prospects for more coming along are 


bright. In fact, I believe that 1926 will be a 
wonderful year. Nothing has developed in the 


town yet, nor has there been anything there for 
the last two years, but we are hoping for some 
sales this year. 

R. ARNTZEN, Arntzen Bros. Lumber ‘Co.,. Es- 
canaba, Mich.—The lumber business in Escanaba 
has been about the same this year as in the same 
period last year, but we look for a change in the 
spring. Some garages have been built already, 
but the general trade has not developed yet, as it 
is too early. Developments are anticipated which 
will bring about a number of lumber sales, but 
nothing definite has been announced yet. The farm 
trade has been fair and there was some. building 
among the farmers last year, and we think there 
will be more activity among them this season. 
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Farming is just getting started in our country, and 
the majority of the farmers are dairymen. There 
8a big future there, but it will have to be deyel- 
ped, and people attracted to it. 


0. J. Kimsiinc, Kiesling Lumber Co., Mapleton 
—We have sold a few small odds and ends since 
the first of the year, but the real business has not 
started yet in our territory, because it is too early. 


We are surrounded entirely by a farming district, 
and get all of our business from the farmers. We 
enjoyed a wonderful business last year, and believe 
that such will be the case this year. Some of the 
summer resorts on the lakes in our district are 
being built up and we received orders for some of 
the work last year. This source has been very good 
during the last five years. To date, there have 
been few inquiries from the trade. We have used 
“Old Homes Made New,” but we have not put the 
time in on it that one should. There is a wealth 
of information and ideas, which, if studied, would 
be valuable to us. 

Roy SALZMAN, Arena—I would not cail the busi- 
ness or inquiries received so far this year “flush,” 
but they have been as good as a year ago, and 
things look good for spring. My business last 
year was poor, but I expect it to be better this 
year. Remodeling jobs are the main sources of 
business in my territory, and most of the demand 
in 1925 was for material to be used in this kind 
of work. Farmers in the locality are in good 
financial condition and should do something this 
year, as they have not been good buyers within 
the last few years. 

J. W. ROSENBAUM, W. J. Nuss Lumber & Supply 
Co., Fond du Lac—Business conditions look good 
this year, and we are anticipating a normal year. 
There is much new construction work to be done 
in Fond du Lac, and there will be a lot of remodel- 
ing as there was last year. It is usually better in 
our city during a slump than anywhere else, and 
we can not complain. We are selling more lumber 
to the trade than in 1925, and it is easier to make 
sales of lumber this year. <A considerable farm 
trade is done by our firm, and there will be a good 
amount of new building on the farms here in the 
spring, and a great deal of repairing, which has 
been put off because farmers were not situated well 
enough financially to do the repairing. Our firm 
has used “Old Homes Made New,’’ but usually our 
customers do not need this service, for the con- 
tractors furnish them with it, and they have their 
minds made up as to the remodeling before they 
place orders for lunfber with u§&. 








BEN MILLER, Eastman Lumber Co., Mineral 
Point—-A fair business has been done by our yard 


so far this season, and it has amounted to about 
the same as in 1925 for the same period. The 
year has not advanced far enough for us to give 
an accurate account of business conditions, but we 
expeet it to open in March, as it usually does. 
There is too much snow in our territory for the 
trade. to think.of building for spring... We_have 
not received any plans or estimates to figure on yet. 

Mr. EASTMAN, Eastman Lumber Co., Cobb—I 
would say that conditions in the territory covered 
by our yard are about 90 percent normal since 
the first of the year. The volume has been fair to 
good, but we believe it has been better than the 
average yards in the same locality. It has net 
developed to a greater point than last year. We 
did a good business in 1925, and among the things 
which aided us was the erection of a new canning 
factory. It is our opinion that there will be more 
wagon trade in 1926, which indicates a good 
remodeling business in the territory. There is no 
question that the trade is coming and things look 
much better for this year. So far there has been 
some remodeling but only to a certain extent. The 
farmers in the community have money and we have 
noticed- that collections are good, and we think 
they will continue good. 


If. W. Brown, H. W. Brown Lumber Co., North 
ILake—Prospects for ‘this year look very good, and 
much better than a year ago. Inquiries have been 
received in good quantities, and although there has 
not been much figuring done for new work or for 
remodeling, I believe the volume will be good in 
the spring, and, in fact, for the entire year. Farm- 
ers in the community are talking about building, 
and we expect them to do some of the. repair work 
which has been neglected. They have money, and 
should be able to buy lumber. We use “Old Homes 
Made New,” printed by the AMERICAN LUMBERMAN, 
and we like the models shown in the service. Of 
course, we are not in position to use it as much as 
if we were in a town. 

If. L. Woprz, Inter-State Lumber Co., Stillwater, 
Minn.—The business outlook for 1926, from our 
standpoint, is very good, and we expect it to be 
above that done in 1925. There is a lot of figur- 
ing on future work being sent in to our firm at 
present, which is a good indication that the farm 
trade in our territory and also our town business 
will develop this spring. The estimates comprise 
new work and also rebuilding. ‘The rural sections 
near us are mixed farming and dairying com- 
munities and the farmers have a good amount of 
money this year, having received good prices for 


their products at the end of last season. We expect 
them to be in the market for lumber in 1926. 


ELMER PIKE, E. J. Tousignant, Ontonagon, Mich. 
—The retail business in the territory covered by us 
in upper Michigan was very good last year, and the 
outlook for this year would indicate that it will be 
as favorable as in 1925. There have been a num- 


ber of buildings constructed and much repair work 
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has been done in the district. The trade is in a 
favorable buying mood and we believe that it will 
continue that way. 


To Market High Grade Hardwood 


BEAUMONT, TEx., Feb. 16—Rex H. Browne, 
one of the most popular and best informed hard- 
wood men in the South, recently has closed his 
wholesale office in Beaumont and formed a con- 
nection with W. E. Graydon at Grayburg, Tex. 
The Graydon plant has cut out its timber and 
ceased operation, but the company has a large 
amount of high grade hardwood lumber to be 
marketed, and it is to this work that Mr. Browne 
will devote his efforts for some time. 





Acquires Site for Pulp Mills 


New Or.EANS, La., Feb. 15.—Dispatches 
from Morgan City, La., last Friday announced 
that the Dixie Pulp-& Paper Co. had completed 
the deal for a site three miles east of Morgan 
City, for the erection of its paper and pulp 
mills. The tract aequired comprises fifty-odd 
acres, is served by the Southern Pacifie railroad 
and is on the main route of the Intracoastal 
canal. Its purchase was closed after final in- 
spection last week by President MelIlhenny, of 
the company, and V. D. Simon and.Mr. Gay, of 
Chicago, its chief engineer and assistant chief 
engineer respectively. President MeIlhenny 
said that work on the site probably would be 
started within two weeks. 

Chief Engineer Simon came to New Orleans 
last week for a conferenee with the company’s 
officers, and in a published statement predicted 
that the paper making industry, which is turn- 
ing to the South, ‘‘ will center: in New Orleans, 
as the chief port of entry and export in the 
South.’? This section, he. declared, ‘‘ excels 
the North and Canada as*the potential center 
of the paper making industry because. of its 
exceptional facilities and resources, particularly 
related to the making of high-grade book and 
magazine paper. First of all, there is an abun- 
dance of tupelo gum timber, which equals the 
Canadian spruce for the making of pulp. Then 
there is the advantage of cheap power for plant 
operation. The third big factor is that of cheap 
transportation. Add to these fundamentals the 
low cost of labor ‘and the .year-round working 
climate, and it is readily realized that condi- 
tions in the South are most ideal for the effi- 
cient and economical production of high-grade 
book and magazine paper.’’ 
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Illinoisans Pledge Support to Standardization 


Long before President-elect J. W. Mackemer, 
of Peoria, tapped the gavel that brought to a 
close the thirty-sixth annual meeting of the 
Illinois Lumber & Material Dealers’ Association 
which had held forth at the Edgewater Beach 
Hotel from Feb. 10 to 12, the opinion was being 
freely expressed by retailers, exhibitors, and 
visitors that it was the greatest convention the 
association had ever held. The attendance, run- 
ning over 1400, was the largest in the history 
of the association, and the entire program was 
of a highly interesting character. In many re- 
spects the closing session was one of the most 
impressive parts of the convention. 

{Nore—A report of the first two days’ ses- 
sions of the annual convention of the Illinois 
Lumber & Material Dealers’ Association ap- 
peared on pages 58-62 of the Feb. 13 issue of 
the AMERICAN LUMBERMAN.—EDITOR | 

President Gauen opened the Friday morning 
session by introducing H. S. Hargrave, of Hills- 
boro, who, he said, had been drafted to preside 
over the dealers’ forum. In taking charge of 
the meeting Mr. Hargrave asserted that if the 
retail business in Illinois wasn’t good in 1926, 
it would be because the members had not 
‘‘sprung their ideas’’ at this time. 

The first subject that came up for discussion 
was delivery of materials. J. W. Paddock, of 
Aurora, who had been assigned to lead the dis- 
cussion, said that, considered entirely from the 
commercial point of view, the retail lumberman 
as a general rule has no business making de- 
liveries; he should sell his lumber f. o. b. the 
yard. If the lumber is to be delivered as a 
service feature, an equitable charge should be 
made for the service. He quoted from a report 
of a large firm of accountants covering the 
business of a $2,000,000 line-yard concern to 
show that the addition of trucks and the tend- 
ency to make long hauls so increases the over- 
head that net profits are greatly reduced. 


Should Include Delivery Charge 


Charles A. Glore, of Centralia, thought that 
selling at the yard was not up to date mer- 
chandising, as the builder wants to know the 
cost of the material delivered. However, the 
delivery charge should be included in the price 
made the builder, he believes. F. W. McTag- 
gart, of Pana, said that the lumberman would 
be better off financially if he made no de- 
liveries. In his own yard it is costing two cents 
«a minute so to accommodate his customers. The 
free delivery system also requires more help 
around the yard for loading. J. J. Springman, 
of Alton, also thought that the delivery charge 
should be included in the quotation to the cus- 
tomer. A. H. Holcomb, of Sycamore, said that 
he delivers free in the city limits but makes a 
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charge of 50 cents a mile for all rural deliv- 
eries, and never cuts the price on the latter type 
of business. 

Dealer Distribution Discussion 


Fred M. Faber, who presided over the forum 
on dealer distribution, first called on E. E. 
Embree, of DeKalb. Mr. Embree was unequivo- 
cally in favor of 100 percent distribution of 
building materials through legitimate dealers 
but warned his colleagues that they could not 
expect ethical treatment from the wholesaler 
and manufacturer unless they themselves were 
ethical. He did not think that the manufac- 
turer should solicit business direct in towns 
where his product was not carried. Patronize 
only those firms that are fair to the retailer, was 
his closing dictum. Mr. Faber closed the dis- 
cussion by saying that the manufacturer was en- 
titled to distribution of his product and that he 
was going to get it regardless of what the re- 
tailer thought. Much friction that has developed 
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Practices 
on this account would not occur if the retailer 
would not try to ‘‘high hat’’ the manufac- 
turer’s representative when he calls on him. 
What the retailer wants is a differential that 
will permit him to meet the manufacturer’s 
price. He thought that the new man that the 
association is putting on in the northern part of 
the State would be able to iron out some of 
the dealer’s grievances if the organization se- 
cured the right man and could agree on what 
it wanted. 

Proper Business Relations Necessary 

The topie of ethical business relations was 
led by Louis Buenger, of Granite City, who 
read a paper pointing out the implications of 
business ethics. Proper relations between deal- 
ers are necessary to maintain the confidence 
of the public, he asserted. A harmonious ad- 
justment of the differences between manufac- 
turer and dealer could be secured, he believes, 
by approaching the manufacturer in the proper 
manner and cooperating with him. In consider- 
ing the dealer’s relation with the public he 
condemned the following practices as being un- 
ethical: (1) Varying prices on the same prod- 
uct; (2) misrepresentation in adyertising; (3) 
untruthful advice as to the utility of the prod- 
uct; (4) gifts, commissions and special dis- 
counts to buyers. 

A. M. Thompson, of Manlius, thought that 
there could be no fixed code of ethics; that it 
was essentially a relative matter. He advised 
the dealers not to knock on their competitor or 
take the customer’s word as to the price his 
competitor has made. 

The status of the proposed uniform lien law 
was reviewed by James B. Wescott. A com- 
mittee made up largely of representatives of or- 
ganizations whose interest in the lien law is 





in many respects opposed to that of the lumber- 
man has been appointed by Secretary of Com- 
merce Hoover to draft a model lien law, he ex- 
plained. Up to the present the committee has 
been hearing the views of the various interested 
groups and has taken no definite action. Mr, 
Wescott warned that the State legislatures 
would probably favor the final report of the 
committee and that the lumbermen should be 
prepared to fight its adoption if presented to 
the legislature. 

A. C. Gauen closed the morning session with 
«a talk on book accounts. He urged the lumber- 
men to keep their accounts in what the banker 
terms the current assets class. Do your worry- 
ing when you sell the bill, he advised, rather 
than waiting until time to make collections, 
The lumberman should learn how to say no in 
a firm but pleasing manner. All personal 
charges in the business should not be allowed to 
accumulate but should be cleaned up as you go. 
The ideal bookkeeping system is the one in 
which you have before you a date on which 
accounts fall due. 


FRIDAY AFTERNOON 


The opening number of the Friday afternoon 
program was the exhibition of the film ‘‘ Modern 
Lumbering in the Northwest,’’ showing all de- 
tails of the Long-Bell Co.’s great operation at 
Longview, Wash. C. W. Lawrance, manager 
of the company’s Chicago office, pointed out in- 
teresting features of the operation. The film 
was highly educational and greatly enjoyed 
by the dealers. 

The first formal business of the session was 
the installation of new officers. Secretary 
Bryan had the officers come to the platform as 
he read their names and then turned them over 
to retiring President Gauen for installation. 
In a short speech, Mr. Gauen assured the new 
officers that they had been signally honored in 
being placed at the helm of the association. He 
said that they were well experienced in associa- 
tion work through club activities and that they 
had been elected because of their tireless work 
in behalf of the organization and their unselfish 
motives. 

In responding to this speech, President-elect 
Mackemer said that the association had never 
had a president who had served it so efficiently 
and faithfully as Mr. Gauen. During his ad- 
ministration, everything had been conducted on 
a business basis—the directors’ meetings began 
on time; definite programs had always been laid 
out, and these were closely adhered to. The 
result of all this work, he said, was the splendid 
meeting now drawing to a close. He then pre- 
sented President Gauen with a beautiful loving 
cup, the gift of the officers and directors of the 
association, in recognition of the service that 
he had rendered the organization during the 
time he was in the executive’s chair. Respond- 
ing to the presentation speech, Mr. Gauen said 
that he was highly honored but whimsically sug- 
gested that ne was afraid the association was 
establishing a precedent. He said that he be- 
longed to many organizations, but that his in- 
terest in the Illinois association would never 
lag as long as he was in tne lumber business. 


Open Forum on Instalment Selling 


The open forum on instalment selling, which 
had been carried over from the forenoon, was 
the next number on the program. This impor- 
tant topic was introduced in a paper by W. M. 
Sanford, of Freeport, who chose to take a neu- 
tral stand, presenting both sides of the subject. 
Among the advantages of instalment selling, 
he listed the ability to stimulate sales, and the 
encouragement to settle small accounts promptly 
by providing a definite day of payment. Taking 
up the other side of the question, he said disad- 
vantages were more numerous. It is educating 
the public from prompt payment to extended 
payment; and inviting disaster by encouraging 
people to mortgage their future. Mr. Sanford 
thought that some of the large profits now being 
taken by the large acceptance companies through 
instalment selling could be retained for the lum- 
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bermen by securing the codperation of the local 
banker. 

Joe Mallonee, of Harrisburg, said that he 
had sold houses on the instalment plan, and 
found the plan quite successful in that field. 
He charged 10 percent extra for the service and 
7 percent carrying charge. Since the organiza- 
tion of a building and loan association in his 
community, he had allowed that organization to 
take care of the home financing. George W. 
Parker, of Bloomington, pointed out that 
usually those individuals who go wrong and quit 
paying their debts are the ones that are heavily 
obligated by purchases to be settled for by the 
instalment method. TT. W. Johnston, of Ke- 
wanee, felt that the difficulty did not lie so 
much in instalment buying as in instalment col- 
lecting. The building and loan association takes 
eare of the home financing in his district. He 
thought that the instalment plan possessed con- 
siderable merit when applied to homes but im- 
plied that it was not desirable in buying radios 
and automobiles, which make it harder to get 
a home. 

E. C. Hole, seeretary and manager of the 
AMERICAN LUMBERMAN, who was the final 
speaker on the program, introduced some 
thoughts that had not been touched on before 
in a short talk on ‘‘The Value of Intangible 
Assets.’’ Using a large number of examples 
to illustrate his point, he emphasized the value 
of building good will in the lumber business. 
Courtesy is the cornerstone of good will, he 
said, in urging the dealers to be pleasant, keep 
track of the activities of their customers, and 
build good will in their own organizations. He 
also stressed the need of keeping the business 
young and making it attractive. This, he said, 
could be accomplished by working through the 
children, who are to be the home builders of the 
future. 

Report of Resolutions Committee 


The resolutions committee, composed of Carlos 
Lyon, C. B. Hooton, A. B. Bradish, John A. Lew 
and E. J. Langan, then brought in its report, 
which was unanimously adopted, as follows: 


The Illinois Lumber & Material Dealers’ Asso- 
ciation, in thirty-sixth annual convention assem- 
bled, again directs the attention of the people of 
Illinois to the subject of a continuation of our 
hard road construction program. ‘There yet re- 
mains a few gaps here and there to be constructed 
under the $60,000,000 bond issue. These connect- 
ing links are being delayed because of local con- 
tentions regarding routes and: right of way. We 
believe that citizens who are contending for certain 
routes and plans in the various localities ought 
to get together and compromise their differences 
so that the State highway department may be 
enabled to take up the work, completing construc- 
tion provided under the $60,000,000 bond issue 
and be prepared to go forward with the renewed 
and enlarged program voted by the people under 
the $100,000,000 bond issue. As citizens of the 
state of Illinois, we ask those contending com- 
munities to give these disputed questions early at- 
tention to settle upon feasible routes, even though 
some may be disappointed, so that the work may 
go forward. They are holding up road building 
progress to the detriment and inconvenience of not 
only the people of Illinois, but the traveling public 
who come to and pass through our State. 

We also respectfully urge the press of the State, 
our newspaper editors, to give the facts concern- 
ing this matter to their readers and to use their 
best endeavor to arouse the public to the need of 
action in the various communities where road 
building is held up. We thus declare ourselves in 
the interest of progress, development, and the hap- 
piness of our people. 


Support Standardization Movement 

We again declare ourselves as supporters of the 
Policy of the United States Department of Com- 
merce and the standardization committee in their 
work of standardizing building materials. We be- 
lieve this is a great stride forward looking toward 
even further standardizing to the end that we 
May be helpful to the public in the building of 
homes and other-construction work. We hope to 
continue our support of and allegiance to this 
Movement and instruct our representatives on the 
standardization committee to continue their ac- 
tivity in looking after the interests of retail deal- 
ets and the building public. 

This association congratulates the Southern Pine 


Association on its aggressive campaign, looking 
toward a better grade of building material and 
methods whereby the public may be able to pur- 
chase the standard and grade of lumber and other 
building material they may want. The Southern 
Pine Association in this campaign is arousing a 
great deal of interest in home building and this 
must result in large benefits to the retail dealers 
who are more and more becoming recognized as the 
legitimate distributers of all lines of building ma- 
terials. We also want to offer our congratulations 
to the other associations of lumber manufacturers 
and the producers of other lines of building mate- 
rials for their efforts in arousing interest in home 
building and for their helpful activities in behalf 
of the retail distributer. We appreciate the good 
work all of them are doing. 
Not in Favor of Uniform Lien Law 

We hold that no lien law should be recom- 
mended by the Department of Commerce or by the 
National Conference of Commissioners on Uniform 
State Laws, that would, if adopted by our State 
legislature, destroy or tend to destroy any one of 





The New President 


J. W. Mackemer, newly elected presi- 
dent of the Illinois Lumber & Material 
Dealers’ Association, was born on a farm 
near Leavenworth, Kan., on Jan. 3, 1872. 
With his parents he moved to Creston, 
Iowa, the following year and his boyhood 
was spent in that place. At 16 he went 
to Knox College, Galesburg, Ill., and at 
19 went into business at Creston, where 
for a short time he operated a retail gro- 
cery store. Mr. Mackemer’s first experi- 
ence in the lumber business was gained 
as a bookkeeper for the Flanner-Miller 
Lumber Co., at Chicago Heights. Not 
contented with the education he had re- 
ceived he determined to better it and en- 
tered Harvard University for special 
work, later attending Northwestern Uni- 
versity law school. His health broke 
down about that time, but it was only a 
short time afterward that he again en- 
tered business; buying out a retail lumber 
yard at Peoria, Ill., where he is still in 
business as head of the J. W. Mackemer 
Lumber Co. (Inc.), wholesale and retail 
lumber concern with branch yards at Tre- 
mont and Averyville, Ill. In 1917 Mr. 
Mackemer was organizer of the Farmers’ 
& Mechanics’ State Bank, of Peoria, of 
which he is president, and he is a mem- 
ber of the State bankers’ association. He 
is interested in southern lumber opera- 
tions and is a director and stockholder in 
the Choctaw Lumber Co., of Bolinger, 
Ala., and of S. H. Bolinger & Co., Shreve- 
port, La. Mr. Mackemer married Miss 
Anne Deshler, of Allentown, Pa., and is 
the father of two boys and three daugh- 
ters. His elder son is now at Knox Col- 
lege while the younger is attending Culver 
Military Academy. 




















and Disfavor Changes in State Lien Law 


the beneficial provisions for material men now 
incorporated into our statutes or made into law by 
the decisions of our State supreme court. 

The reports of our officers regarding the last 
year’s work are very gratifying, and show much of 
progress and increased activity. We believe that 
1925 was a year of real progress with our asso- 
ciation; a gain in membership and more aggres- 
Sive work in the field that can not help but be 
beneficial to our members and the trade in gen- 
eral. 

Congratulations are hereby extended by this con- 
vention to our officers and directors, also the mem- 
bership at large, for their good work ; and we want 
to assure them all of our high appreciation of 
their services. 

Thanks to Officials 


The thanks of this association are extended to 
A. C. Gauen, the retiring president. He has served 
faithfully, actively, and intelligently for three 
years. He has sacrificed time and effort for the 
good of our industry and we want to assure him 
of our appreciation and of our continued confidence 
in him as a member of the organization, as a 
dealer, and as a citizen. 

To the other outgoing officers, we want to give 
this expression of our appreciation and to thank 
them. All have been faithful, diligent, and help- 
ful. 

This convention pledges its support to the newly 
elected officers and to those who hold over for 
another year’s service under our by-laws. We 
want to assure them that we shall do our best 
to be helpful and to perform duties when called 
upon. 

We approve of the goal set by the officers in 
their reports for one thousand members in this 
association and are hopeful that their expectations 
may be fully realized at an early date. We want 
to help them in every way possible to attain this 
goal. 

It would seem to be entirely proper to call at- 
tention of the Illinois dealers who are not mem- 
bers of the State association to the need of their 
help and support. The association is working for 
them. It is getting results for them. This or- 
ganization is building up the-industry and increas- 
ing public confidence in retail dealers. We firmly 
believe that these men who are outside of the 
organization should become members and thus con- 
tribute something of time, effort, and money to do 
a great work that is helpful to them, but which 
they are not now actively supporting. They are 
all invited to come in and help. 

The membership of this organization is really 
indebted to those active committees that have joined 
with our officers in making this convention suc- 
cessful. The members of those committees have 
been very diligent. They have rendered a high 
type of service and the best evidence of effort well 
directed is the success that has followed their 
good work. We thank them one and all. 


Convention Exhibitors Thanked 


Officers, members, and convention committees, 
appreciate very highly the substantial contribution 
to our annual meeting of our convention exhibitors. 
The elaborate and attractive display of building 
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materials bas been an outstanding feature. We 
hope our exhibitors have enjoyed the meeting and 
that they will receive substantial benefits from 
their participation. We appreciate their help and 
extend to them our sincere thanks. 

During the year five of our members have been 
taken by death. They are: William J. Huff, De- 
eatur:; Daniel D. Zimmerman, Manito; W. T. Bos- 
ton, Yorkville; Edward Mathis, Morton; and Her- 
man Christman, Westervelt. To to the families 
of our deceased brothers, our sincere sympathy is 
extended. We know that the loss is greatest in 
the homes and yet we feel that as citizens and as 
members of our association we have sustained a 
loss. They were all good citizens, high minded 
gentlemen, and active workers in our association. 

Other resolutions were adopted expressing 
pride in the Ladies’ Auxiliary, and thanking 
the hotel management and others who had a 
part in making the convention a success. 

The closing act of the association was to au- 
thorize the secretary to send flowers and a word 
of greeting to George Hotchkiss, secretary 
emeritus of the association, who is bed-fast at 
his home in Evanston. The motion thus to re- 
member Mr. Hotchkiss was made by P. T. 
Langan, of Cairo, who said that the former 
secretary was one of the three ‘‘forty-niners’’ 
left. 

ANNUAL BANQUET 


The annual banquet of the Illinois Lumber & 
Material Dealers’ Association, held in the 
palatial ballroom of the hotel Thursday eve- 
ning, was one of the high lights of the conven 
tion. The hall was crowded to capacity and 
tables were even placed on the balcony to ac- 
commodate the Jate arrivals. There were over 
650 present. President A. C. Gauen, who pre- 
sided as toastmaster, opened the program by in- 
troducing the honor guests. Miss Marie 
O’Leary, of Chieago, then sang two vocal solos, 
which were graciously received. The president 
next presented Mrs, W, W. Tilden, who gave 


J. B. Bruso, in toasting to the State associa- 
tion, urged the association to continue striving 
toward its goal of 100 percent membership. 

Introduced to the association as the ‘‘Lum- 
berman Poet,’’ Douglas Malloch entertained 
the banquet guests with a series of jests on mar- 
ried life that brought alternate peals of laugh- 
ter from the men and women and kept everyone 
in high spirits. 


Feature Stunt Put On 


The concluding number was a stunt entitled, 
‘‘Harry Lauder Kiltie Lads,’’ presented by 
eight members of the Galesburg Rotary Club. 
This feature was secured for the convention 
through the influence of E. E. Hinchliff, of 
Galesburg, who is a loyal Rotarian and a mem- 
ber of the cast. The stunt was built around an 
imaginary practice meeting of the Kilchrennan 
Rotary Club, which recognizes Harry Lauder 
as its patron saint. The scene was Mac’s Hoose, 
in Kilchrennan, County Argyle, Scotland, and 
the time 11 o’clock p.m. Dressed in the con- 
ventional garb of the Scotch highlander, the 
stunt committee filed on the platform singing 
““It’s Great to Belong to Rotary.’’ Subsequent 
numbers on the committee’s program included 
several Scotch songs, an exhibition of the High- 
Jland Fling, and some typical Scotch jokes, 
which in a couple of instances were made to 
apply to the retiring president and president- 
elect of the association. The cast was as fol- 
lows: 

Thomas Roderick MacKittrick (Tam)—Tom Mc- 
Spadden, theater manager. 

Andrew Duncan Stewart (Andy)—Andy Hamil- 
ton, banker. 

Douglas MacKenzie 
nold, farmer. ; 

James Stewart MacGowan 
Hinchliff, lumberman. 

Maleolm Alexander MacKenzie (Mac)—-Sam Har- 
rington, manufacturer, 


Cameron (Dug)—Ray Ar- 


(Jamie)—Everett 




















The ‘‘Harry Lauder Kiltie Lads’’ who put on feature stunt at convention 


a three minute toast on ‘‘The Ladies’ Aux- 
iliary.’’ The theme of Mrs. Tilden’s remarks 
included a word of appreciation for the retir- 
ing officers of that organization and an ex- 
pression of hope that the ladies would continue 
to lend inspiration to its activities. 

Mrs. A. H. Holcomb, speaking on the subject 
‘*Our Convention Hosts’’ thanked the associa- 
tion in well chosen words for inviting the ladies 
to the convention. Mrs. O. B. Archibald, who 
spoke briefly on ‘‘Woman’s Interest in Busi- 
ness,’’ said that woman’s function in life is to 
maintain the home. While she thought that a 
knowledge of business methods would be valu- 
able in the efficient management of the house- 
hold, commercial interests should always be 
placed second to those of the fireside. Mrs. 


Alexander Stewart MacPherson 
Tilden, college president. 

Robert John MacDuff 
lawyer. 

Donald Stewart Murdoch 
doch, musician. 

At the close of the banquet, the hall was 
cleared and dancing enjoyed until a late hour. 


LADIES’ AUXILIARY 


The delightful program that had been pre- 
pared for the Ladies’ Auxiliary was taken up 
again Friday morning, when the ladies visited 
the American Furniture Mart and listened to a 
talk on rugs by Nahagen, the celebrated im- 
porter. Luncheon was held at noon in the main 
dining room of the furniture mart, and, with 
this event, what is probably the most successful 


(Sandy )—Joe 


(Jock) —Bob Woolsey, 





(Donald)—Lee Mur- 


meeting in the history of the auxiliary wag 
brought to a close. 


TRAVELING SALESMEN ANNUAL 


The Central Association of the Traveling 
Lumber & Sash & Door Salesmen, in thirty- 
fourth annual meeting and luncheon Thursday 
at the Edgewater Beach Hotel, outlined ang 
endorsed one of the most ambitious programs in 
the history of the association. There was a 
good attendance at the luncheon and severa] 





JOHN A. SPENCER, T. H. NELSON, 
Chicago ; Indianapolis, Ind.; 

Elected President and Secretary-treasurer, Respee- 
tively, of Salesmen’s Association 


new members were added to the association 
roster. 

A new membership campaign is being in- 
augurated under the direct supervision of John 
A. Spencer, of the John A. Spencer Lumber Co., 
Chicago, the newly elected president of the as- 
sociation. According to the plan outlined at 
the meeting, the territory of the association is 
to be divided into eight districts and the mem- 
bership committee of the association is to be 
made up of one man from each district. This 
committee will be Mr. Spencer, of the Chicago 
district; C. B. MeVey, of the Peoria district; 
Chauncey Brewster, Centralia; L. W. Du Plain, 
Rockford; W. H. Bultman, Indianapolis; V. P. 
Landon, South Bend; Charles Eskridge, Fort 
Wayne; and G. H. Tessman, Terre Haute. It 
will be the duty of each man on this committee 
to organize a local club of traveling salesmen 
to promote better feeling among the men, to 
make association work more interesting and to 
obtain new members. <A prize will be awarded 
the district obtaining the most new members 
during the year. The goal for association mem- 
bership has been set at 500 by the end of the 
year. 

Another important step taken by the associa- 
tion was to recommend to its members, specially 
commission salesmen, that they individually join 
the National Association of Commission Lum- 
ber Salesmen, and it was decided that the asso- 
ciation take steps to become affiliated with 
the National if such a thing is possible. The 
Central association is in sympathy with the 
work of the National and feels that it would be 
advantageous to both associations and to the 
salesmen if they could be working together. 

Two speeches were made at the meeting, one 
by A. M. Lewin, A. M. Lewin Lumber Co., Cin- 
cinnati, Ohio, on salesmanship in which contact 
between salesmen and retailers was emphasized 
from the side of the retailer. The other speech 
was made by R. D. Morris on transportation 
problems of the commission man. 

The following officers were elected for the 
ensuing year: 

President—John A. Spencer, John <A. Spencer 
Lumber Co., Chicago. 

Vice president—H. C. Leaming, Pacific Mutual 
Door Co., Indianapolis. 

Secretary-treasurer—T. H. Nelson, Indianapolis. 

Directors—(two years) W. M. Barry, Galesburé, 
Ill.; Charles B. McVey, Exchange Sawmills Sales 
Co., Peoria, Ill.; V. P. Landon, Central Coal 


Coke Co., South Bend, Ind.; (one year) 
Shoop, Mattoon, II. 
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Southwestern Iowa Retailers in Annual Discuss 
Cost Accounting, Advertising and Merchandising 


CRESTON, Iowa, Feb. 17.—One of the most 
instructive and entertaining conventions in the 
twenty years of the existence of the Southwest- 
ern lJowa Retail Lumbermen’s Association 
opened yesterday at the lowana Hotel with 200 
members and visitors in attendance. Tuesday 
afternoon was given over to registration and 
the renewal of old acquaintances, and the Sun- 
set Club entertained at an after-dinner dance. 
The convention did not formally open until this 
morning, and is featured by several prominent 
speakers who are discussing subjects of vital 
importance to the lumber business. 

The convention was opened by Charles E. 
Fiers, president of the local Chamber of Com- 
merce, who welcomed the conventioners to the 
city of Creston and stressed the fact that lum- 
ber dealers are more than house builders; they 
are home builders. The reports of R. O. Treich- 
ler, of Afton, secretary-treasurer of the asso- 
ciation, were read and referred to the auditing 
committee. 

In the absence of L. R. Putman, merchandis- 
ing counsel of the Southern Pine Association, 
L. E. Sigur, of New Orleans, La., representing 
the association, spoke forcefully on the problems 
of the southern pine manufacturers and retail 
dealers. Speaking of the work of the Southern 
Pine Association, Mr. Sigur said: 

The Southern Pine Association collects about 
$600,000 annually from the mills at a rate of 10 
cents a thousand, and uses it to secure publicity 
popularizing the use of southern pine lumber. 
Plans for houses, barns, garages ete., are supplied 
to dealers to stimulate the use of pine. Exhibits 
at State fairs and moving pictures are used to make 
the value of the pine industry known. In all 
nearly one hundred publications are used to help 
the trade. 

He considers the standardization of lumber 
sizes and grades, as requested by Secretary of 
Commerce Herbert Hoover, of vital importance. 
Approximately $150,000 was spent on standard- 
ized grading last year. At the present time a 
great deal of work is being done to counteract 
the effect of the use of substitutes for lumber 
and according to Mr. Sigur the lumber industry 
is planning to spend $1,000,000 a year for the 
next five years to combat the publicity of tile, 
brick, stucco and other lumber substitutes. It 
is necessary to regain the favor of the public 
in the matter of using lumber. 


WEDNESDAY AFTERNOON 


At the beginning of the afternoon session, the 
following committees were announced: 

Nominations—H. C. Cox, 
derson and L. R. Trichler. 


Auditing—T. H. Potter, Harlan, W. L. McLean, 
and Bob Luckman. 


Resolutions—J. D. Adams, W. T. Shepard, Des 
Moines, and George W. Richardson, Clarinda. 

The first speaker on the afternoon program 
was Henry M. Lampe, who spoke on the ideals 
of a merchant in the country and the spirit of 
true progress. He explained the construction 
of homes; how timber is obtained; and how in 
this modern age two rooms and a kitchen are 
considered a home. W. G. Hollis, secretary- 
emeritus of the Northwestern Lumbermen’s 
Association, gave the convention a good talk on 
the value of codperation. 

Ivan Coolidge, of the Coolidge Advertising 
Co., spoke on the subject, ‘‘ Are Clay Products 
4 Profitable Item?’’ He stressed the difficulty 
that arises when a local lumber dealer carries 
these items without making them carry their full 
share of the cost of doing business. He sug- 
gested that each item should carry its share of 
the expense. He also discussed the difficulty 
that arises from the competition that is prev- 
alent when the salesmen of the manufacturers 
of these products compete with the local dealer 
m the sale of products to individuals as well 
a in letting of public buildings. 

After his address this last phase of the prob- 
lem was thoroughly discussed by the convention 
delegates. The general trend of the discussion 
Was to the point that there should be more coép- 


Oskaloosa, John An- 





eration between the retail dealers and the 
manufacturers of clay products. The _ loeal 
dealers should push the sale of clay products 
with the manufacturers protecting them in the 
matter of price. 

To close the afternoon session the Gypsum 
corporation presented the film ‘‘The Making 
of the Master Plasterer.’’ 

THURSDAY MORNING 

[Special telegram to AMERICAN LUMBERMAN] 

CrESTON, Lowa, Feb. 18.—The morning ses- 
sion was opened by W. H. Badeaux, of Minne- 
apolis, secretary of the Northwestern Lumber- 
men’s Association, who talked on cost acecount- 





R. O. TREICHLER, 
Afton, Iowa; 
Reélected Secretary- 
treasurer 


WARREN S. RICH 
ARDSON, 


Clarinda, Iowa; 
Chosen Vice president 


ing. He told of the advantages to be gained 
from a comprehensive cost accounting system 
and based his arguments on the fact that the 
reward of a good system is a fair rate of profit. 

In the ensuing discussions led by prominent 
members of the association W. T. Shepard, of 
the Green Bay Lumber Co., Des Moines, em- 
phasized the importance of each yard getting 
a fair price. H. C. Cox, of the Hawkeye 








G. M. LIVENGOOD, 
Omaha, Neb. ; 
Chosen a Director 


me. CG: 
Oskaloosa, Iowa; 
Nominating Committee 


Lumber Co., Oskaloosa, showed as a result of in- 
vestigations covering 150 Iowa yards that the 
cost of doing business is 15 percent not count- 
ing overhead. His remarks were forceful, to 
the point and practical. He suggested the use 
of a display room for the showing of pictures 
and the real goods to be sold. He favored the 








selling of the house complete with the service 
that that entails. He affirmed that by doing 
this, the yard price is maintained. 

Mr. Hollis emphasized the point of selling 
people what they want and of diplomatic sales- 
manship in introducing new goods. J. D. Me- 
Carthy, of Milligan & McCarthy, Missouri Val- 
ley, stressed the idea of selling merchandise 
versus filling orders, and drove home the point 
that it was the former that every successful 
retail merchant must do. He spoke in favor 
of advertising that tells the truth, written in 
simple language and published in small amounts. 
He then suggested that advertising should be 
followed up with personal solicitation and direct 
advertising. And above all things give service 
was Mr. McCarthy’s parting word. 


THURSDAY AFTERNOON 


J. F. Bryan, Chicago, seeretary of the Illi- 
nois Lumber & Material Dealers’ Association, 
spoke on ‘‘ What We Need’’ at the opening of 
the Thursday afternoon session, and gave the 
convention some good thoughts to take home 
with them. He first approved the Iowa good 
roads program favoring a hard surfaced road 
similar to that in Illinois. 

The last century, said Mr. Bryan, was one 
in which the individual worked by himself. 
Cutthroat competition was on every hand. 
The last twenty-five years, however, have de- 
veloped the ideas of codperation, codrdination 
and unselfish service as the basis.of American 
business. Last year building and loan asso- 
ciations built 450,000 homes in the United 
States and 5,000,000 people now own bonds 
and stocks in public utilities. It is up to the 
retail lumberman to assist in this program of 
home building. At present 11,000,000 homes 
are owned by families living in them while 
13,000,000 families live in rented homes. 
There is. nothing more important that the re- 
tailer can do, Mr. Bryan said, than to help 
young people acquire homes of their own. 

Turning to the subject of relations with 
competitors, Mr. Bryan declared that the high- 
est ideal that can actuate any community or 
business man in the community is the golden 
rule. ‘*Your competitor is your neighbor,’’ 
he said. ‘‘He sets your price.’’ 

Compared with pre-war prices, building ma- 
terials are now sold at a lower cost than any 
other thing the public buys, the speaker as- 
serted. He urged the dealers to take the pub- 
lie into their confidence on matters of price 
and show them how the increased costs of 
stumpage, labor and freight have added to 
the price of lumber. 

Officers elected for the coming year were as 
follows: 

President—I. J. Dalbey, Mt. Ayr. 

Vice president—Warren S. Richardson, 
inda. 

Secretary-treasurer—R. O. Treichler, Afton. 

Directors—(for term expiring 1929) C. A. Craig; 
Clinton; H. O. Seiffert, Avoca; Cole Berry, Shen- 
nandoah; (succeeding I. J. Dalbey) George M. 
Livengood, Omaha. 

Two resolutions were adopted, the first op- 
posing unanimously the model lien law, and 
the second opposing recent and prospective 
freight rate advances. 


Hardwood Concern Changes Name 


MEMPHIS, TENN., Feb. 17.—The name of the 
Goodlander-Robertson Lumber Co., which for 
many years has been well known to the hard- 
wood trade, has been changed to the Ford Hard- 
wood Lumber Co., according to announcement 
made by L. W. Ford, president. The officers 
of the company remain the same and no change 
in policy will be made. The company will con- 
tinue the operation of its mill in South Memphis 
which is producing about 100,000 feet a day, 
and is one of the largest mills doing custom 
sawing in the South. A. G. Fritchey will con- 
tinue as secretary-treasurer. 


Clar- 
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Nebraska Retailers Conclude Successful Annua | 


OmaHA, Nes., Feb. 15.—The thirty-seventh 
annual convention of the Nebraska Lumber 
Dealers’ Association, in conjunction with which 
was held the second annual meeting of the Ne- 
braska Knot Hole Club, came to a conclusion 
with the session of Friday, Feb. 12, at which 
R. T. Schlueter, of Kenesaw, Neb., was re- 
elected to the presidency, other officers and di- 
rectors chosen, resolutions adopted and other 
routine business attended to. The convention 
was largely attended, about 700 dealers, sales- 
men and others registering. The program for 
the three days, Wednesday, Thursday and Fri- 
day, was well filled with interesting addresses 
and discussions. The convention was held in 
the Castle Hotel. 

[NoreE—A report of Wednesday’s and most 
of Thursday’s proceedings appeared on pages 
63 and 64 of the Feb. 13 issue of the AMERICAN 
LUMBERMAN.—EDITOR. | 

Thursday afternoon, following the address of 
W. L. Harding, former governor of Iowa, on 
the subject of developing an ocean route via 
the Great Lakes and St. Lawrence, reported in 
last week’s issue, Bailey Koerner, of Omaha, 
gave a very practical talk on how the lumber 
dealer may increase his business, particularly 
advocating the holding of building shows by re- 
tailers, in codperation with the manufacturers 
from whom they purchase materials. He said 
it was possible for the average retailer to double 
his volume of business by energetically pushing 
remodeling, repairs, and the sale of side lines. 
He especially urged timely displays, changed 
frequently, to be installed in the dealer’s dis- 
play windows where such facilities are avail- 
able, otherwise in a space to be set off in a 
corner of the office or some other suitable place. 
These displays should demonstrate the possi- 
bilities of remodeling, and show approximate 
cost of various jobs, such as installing hard- 
wood floors, roofs, fencing, woodwork accesso- 
ries for homes ete. Offices, sheds and yards 
should be kept clean and inviting so that women 
will be attracted to the building material store 
to shop, the same as they do at any other store. 
He emphasized the importance of this, inasmuch 
as women are the determining factor in selling 
remodeling jobs. The displays should feature 
articles of home equipment such as kitchen 
cabinets, breakfast sets, ironing boards and 
other millwork, as well as hardwood floors. He 
suggested showing panels of hardwood flooring, 
attractively finished, with cards thereon saying 
that a room of such and such dimensions could 
be floored for so much money. 

The speaker explained the method of staging 
a building show, saying that practically all 
manufacturers would be found willing to co- 
operate by making displays and, wherever pos- 
sible, having salesmen in attendance to explain 
the uses and advantages of the goods. Refresh- 
ments such as coffee, ‘Shot dogs’’ and other 
food easily prepared and served, should be sup- 
plied. Souvenirs, many of which the manufac- 
turers would be glad to furnish, should be dis- 
tributed, especially to the ladies. The date 
should be announced by ‘‘ads’’ in local papers, 
and by cireulars, posters ete. 


Tells of Good Results From Building Shows 


Following Mr. Koerner’s address, the conven- 
tion was much interested in hearing of actual 
experiences in holding building shows by a re- 
tailer whose company has staged two such 
events, the speaker being N. A. Allen, Lincoln. 
His concern has held building shows at two of 
the points where it operates yards: Ulysses and 
Hardy. Mr. Allen said that these shows had 
entailed expense of about $150 each, for ad- 
vertising, refreshments ete. He said that in 
advertising and issuing invitations stress should 
be laid on the fact that everything is free. Di- 
rect solicitation by salesmen during the show 
should be avoided. The gates to the yard should 
be kept closed so as to make it necessary for 
people to enter through the office and thus af- 
ford opportunity to secure registration of vis- 
itors. Mr. Allen said that one of the shows was 
attended by 1100 people and the other by about 


900. Considerable business resulted therefrom, 
several sales of millwork and flooring jobs, as 
well as of creosoted posts and other items, being 
traceable directly to the show. The manager at 
one of the points reported a big increase in 
sales to women, and in interest shown by them 
in products handled by the lumber dealer. 

This session closed with the exhibition of a 
very interesting film showing the Pacific coast 
lumbering operations of the Long-Bell Lumber 
Co. Thursday evening a theater party for all 
visiting lumbermen and their wives was given 
by the Salesmen’s Knot Hole Club, followed by 
a dance at the hotel. 


Convention Adopts Resolutions 


The first business taken up at the final session 
of the convention, on Friday forenoon, was the 
consideration and adoption of resolutions. 

The resolutions heartily endorsed the St. 
Lawrence and Great Lakes seaway project, and 
asked the Nebraska senators and representatives 
in Congress to use their best efforts to further 
the movement. 

The Burlington railroad special poultry train 
was endorsed and the codperation of members 
pledged. F. A. Good was commended for his 
part in promoting this project. 

The resolutions endorsed the program of the 
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Lincoln, Neb. ; 
Boosts Poultry Train 


E. E. HALL, 
Lincoln, Neb. ; 
Reélected Secretary 


Nebraska Good Roads Association, and com- 
mended the efficient work now being done by 
the State and federal authorities. 

Other resolutions commended the efficient 
work on behalf of the association of President 
Schlueter, Secretary E. E. Hall and other offi- 
cers of the Nebraska Lumber Dealers’ Associa- 
tion; and the hearty codperation and diligent 
work of the Knot Hole Club and its efficient 
secretary, Harry E. Dole. 

Hearty recognition was extended to the job- 
bers and wholesalers, and especially to the trav- 
eling salesmen, for their untiring efforts and 
outlay which added so much to the entertain- 
ment of the delegates and their families. 

A resolution expressing the sorrow and sym- 
pathy of the members of the association be- 
cause of the death during the last year of a 
number of valued members was adopted, those 
who have passed away during the last year 
being George W. Eggleston, jr., Palmyra; R. S. 
Proudfit, Lincoln; R. M. Trumbull, Hildreth; 
W. H. DeBolt, Deshler; Paul Cosandier, Lin- 
coln; Howard Miller, Battle Creek; H. Peter- 
son, Dannebrog. 


Election of Officers and Directors 


Next came the report of the nominating com- 
mittee, presenting the names of the following, 
all of whom were unanimously elected: 

President—R. T. Schlueter, Kenesaw (reélected). 

Vice president—N. A. Allen, Lincoln. 

Treasurer—C. R. Judkins, Upland. 


Directors—C. E. Byers, Hastings; C. G. Melick, 
Neligh. 

Nominations for officers and directors of the 
Nebraska Retail Lumber Dealers’ Insuranee 
Association were as follows: 


President—Guy Harrison, Grand Island. 

Vice president—N. A. Allen, Lincoln. 

Secretary—E. E. Hall, Lincoln. 

Treasurer—C. R. Judkins, Upland. 

Directors—C. E. Byers, Hastings; C. G. Melick, 
Neligh. 


DEALERS REPORT CONDITIONS GOOD 


R. T. SCHLUETER, Schlueter Lumber Co., Kene- 
saw, Neb.—Taking the State over, conditions are 
very good. As a matter of fact, reports concern. 
ing the farmers have been greatly exaggerated, 
There is now a much better feeling manifested on 
all sides. I have talked with a good many lumber 
dealers from all parts of the State, and all of 
them seem to feel quite optimistic. Crops last 
year were excellent, and live stock is getting on a 
better basis, so that on the whole conditions and 
prospects are better than in some time. 


Guy Harrison, W. H. Harrison Co., Grand Is- 
land, Neb.—The condition of the farmers is much 
improved over a year ago, because of the good 
crops; in fact, the farmers are getting in very 
good shape. Of course it remains to be geen 
whether they will be inclined to spend their money 
for new buildings, which in many cases are badly 
needed, or whether they will continue the policy of 
conservative buying that has characterized them 
of late. The farmers now seem inclined to go as 
far in the direction of economy and conservatism 
in spending as they went in the other direction a 
few years ago. Of course, there has been very 
little building on the farms since it was shut off 
by the war, and farm building in considerable vol- 
ume has got to come before long because, like every- 
thing else, buildings wear out and need not only 
repairs but eventual replacement; besides, there is 
the normal need for additional new buildings. So 
far as building in our city is concerned it goes 
right along at a good rate and we expect it to 
continue. On the whole our part of the country is 
in pretty good shape and there is no reason why 
it should not continue so. 

E. D. ANDERSON, Farmers Coéperative Union, 
Oakland, Neb.—Ours is a prosperous community 
surrounded by good farming country, inhabited by 
a thrifty, progressive class of farmers, who for the 
most part are in very good shape, and outlook for 
business during the current year is excellent. 


F. E. DELASHMUTT, Burwell Lumber & Coal Co., 
Burwell, Neb—Conditions are good in our section 
of Nebraska. About four years ago our farmers 
began to grow popcorn and this has developed into 
quite an industry, and as the product brings good 
money, it is a source of nice cash income for many 
of our farmers. We are doing a satisfactory busi- 
ness, and the outlook is favorable for the balance 
of the year. 


H. C. W. JarMs, Emerald, Neb.—Our trade is 
almost wholly with the farmers, as we are situ- 
ated in a small community only seven miles from 
the city of Lincoln. Demand is of small propor- 
tions at present, and has been so for some time 
past. We do not see anything in the situation 80 
far as regards our immediate community to war- 
rant expecting very big business this year. 


RopertT PILuerR, Farmers’ Union Codéperative Sup- 
ply Co., Stanton, Neb.—Business is good with us 
and we look for it to continue so. Good crops 
have helped our farmers to get on their feet, and 
while not all of them are as yet in as good condi: 
tion as might be wished, good progress has beet 
made and they are much better off than even 4 
year ago. 


Henry T. Reimer, Holmesville, Neb.—We are 
located in a small town only seven miles from the 
city of Beatrice, so that our trade is mostly with 
farmers, whose condition has materially improved 
during the last year. We had a good volume of 
business last year and look for it to be just a8 
good if not better during this year. 


C. E. Byers, Byers Lumber Co., Hastings, Neb.— 
We are confidently expecting good business the 
first half of this year anyway. After that it will 
depend on the new crops. If crops are good theré 
is no reason why we should not have a very satis: 
factory trade all through the year. There is a falt 
amount of building going on in our city. I have 
been a reader of the AMERICAN LUMBERMAN fot 
twenty-two years, and always find something of 
interest in it. 
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NASHVILLE, TENN., 
Feb. 15.—The first an- 
nual convention of the 
Tennessee Retail Lum- 
ber Dealers’ Associa- 
tion, or the Tennessee 





RICHARD NORVELL, 
Nashville, Tenn. ; 
Elected President 





Retail Lumber & Mill- 
work Association as it 
will be known in the fu- 
ture, came to a close 
last Friday afternoon. 
It was a remarkable initial meeting, developing 
much enthusiasm and doing a _ prodigious 
amount of work for the future of the industry. 
President C. L. Marshall, of Johnson City, was 
an ideal presiding officer, keeping things mov- 
ing and always holding proceedings to the main 
object of promoting the welfare of the in- 
dustry. Secretary J. A. Minnich, of Johnson 
City, proved a skilled engineer in directing the 
work, in the convention hall and out. 

This convention bids fair to be remembered 
as the ‘‘Be Square’’ 








meeting. An emblem con- 
sisting of the letter B 
inclosed in a square, of- 
fered the association by 
the Nashville Lumber- 
men’s Club through its 
secretary, J. Tyree Fain, 
was adopted at the first 
session. And under this 
@uspicious emblem the 
new association begins 
its labors. [NoTE—A 
brief telegraphic report 
of the first, or Thursday 
morning, session ap- 
peared on page 57 of the 
Feb. 13 issue of the 
AMERICAN LUMBERMAN | 

The afternoon was 
spent in visiting the Her- 
mitage, the nationally fa- 
mous home of General 
Andrew Jackson that is 
a few miles outside the 
city, and in seeing some 
of the other historic and 
industrial points in and 
about the city. The ban- 
quet, held in the evening in the Hermitage 
Hotel, was attended by several hundred lum- 
bermen and ladies. President Marshall acted 
as toastmaster, and the program consisted of 
many stunts and informal speeches. 

This morning’s session began with a general 
discussion of the proper means of inducing 
architects to be more 
specific in their ma- 
terial bills; specially in 
the matter of following 
the grading rules of the 
different manufactur- 
ers’ associations. Fred 
Scheidegger, of Chatta- 
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nooga, in opening the 
discussion gave much 
credit to Treasurer W. 
H. Picklesimer, of 
Knoxville, for having 
conceived and promoted 
the association idea and 
to Edward Hines, of 
Chicago, for having 











Tennessee Retailers More Firmly United—First tr 
Annual Convention Marks Out Big Program | 


brought the organization to a head. He read 
a clipping from the Nation’s Business elabo- 
rating the point that while there may be too 
many poor business organizations, there can not 
be too\many efficieat ones. This organization 
is needed, for instance, in solving the problem 
of getting the architects to codperate in this 
matter of specifications. 

Richard Norvell, of Nashville, continuing the 
discussion, suggested that a pamphlet be gotten 
out ineluding the specifications that are prop- 
erly used in different types of construction, and 
he read over some tentative lists that properly 
belong in such a pamphlet. The object should 
be to ‘distribute these lists among architects and 
contractors and to induce their organizations 
to adopt the suggestions as standard. 

Joseph Scheffer, of Nashville, approved the 
suggestion but added that the way to secure 
complete cooperation of the architects was to 
get all retailers into the State association so 
that all of them would work toward the same 
end. He suggested that a series of technical 
bulletins being issued by the Southern Pine As- 
sociation seems to fill the requirements of edu- 
cational material for architects, and suggested 
that if dealers would send the n names of local 
architects to that association it would doubtless 
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FRED R. STAIR, 
Knoxville, Tenn. ; 


Talked on Cost 
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be glad to put them on its mailing lists. 
Another aid is the gradual promotion of grade- 
marked lumber. 

Mr. Fain offered a resolution that dealers 
pledge themselves to conform to plans and speci- 
fications when they have access to them, and to 
conform to Southern Pine Association rules and 
to carry grade-marked lumber so far as that is 
possible. 

Fred R. Stair, of Knoxville, then discussed 
the benefits of cost accounting. It is no longer 
safe to guess at margins of profit; and in Mr. 
Stair’s opinion a cost system is one of the 
greatest benefits introduced into the retail lum- 
ber business. He described his system as it 
operates in his own business. A dealer who 
knows costs, he added, will be cured automatic- 
ally of cutting prices. 

C. T. Nichols, of Bristol, then presented some 
of the things that will raise the ethical level 
of the business. This can be accomplished by 
sticking to the old adage of honesty as the best 
policy. The lumber business is becoming a 
business of service instead of building ma- 
terials. If lumbermen become in reality home 
builders they will make their service not only 
attractive but necessary to their customers. 

Mr. Fain, in continuing this line of thought, 
said that whether they realize it or not all retail 
lumbermen are offering much service in connec- 











tion with their goods. 
They collect lumber 
from distant markets, 
and this is a primary 
service. From this it is 
but a step to make 
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their special knowledge 
of these materials avail- 
able to their customers. 
By giving the public 
useful advice about 
using these materials properly, retailers can get 
their customers into the habit of trusting deal- 
ers’ judgment in building matters. 


W. M. Richardson, of Florence, Ala., stated 
that business is swinging away from the old 
habits of ‘‘sharping’’ eustomers and that now 
the most successful business is the most useful. 
There are but two ways of weeding out unethi- 

val practices; by education and by compulsion. 

The latter is an unsatisfactory way and can be 
used very seldom unless there is actual viola- 
tion of law. He sug- 








gested that 100 percent 
membership in the asso- 
ciation and the services 
of a field man would be 
a great help. 

W. O. Whitaker, of 
Chattanooga, then de- 
scribed some of his ad- 
vertising methods. He is 
a firm believer in the use 
of advertising but added 
that much money could 
be wasted in so ealled ad- 
vertising that is nothing 
but disguised charity. He 
has found the newspapers 
to be the best medium 
and spends about 85 per- 
cent of his appropriation 
in this way. He believes 
both in individual firm 
advertising and in ¢co- 
operative publicity. The 
first is used to promote 
conerete sales, and the 
latter is or can be useful 
in general education in 
building the foundation 
for sales that will be made in the future. 

The committee on revising the by-laws re- 
ported a number of changes that seemed wise 
in meeting the conditions of association work. 
One recommendation was the change of associa- 
tion name, mentioned above. 

The committee on membership reported on its 
investigations looking 
toward bringing into 
the association those 
dealers in western Ten- 
nessee who belong to 
the old southern retail- 
ers’ association. The 
founding of various 
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State associations has 
left these west Ten- 
nessee men _ standing 
alone. They have sug- 
gested their willingness 
to recommend that this 
old organization come 
into the Tennessee as- 
sociation as a body, but 
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they feel it necessary to consult that association 
first. A formal resolution was passed inviting 
these dealers to join the new organization. 

The resolutions committee presented a brief 
code of ethics which was enthusiastically 
adopted and ordered printed in form suitable 
for display. The committee then thanked the 
Nashville lumbermen and ladies for their enter- 
tainment, the chamber of commerce, the press, 
the mayor, the Hermitage Hotel, numerous 
business interests that had aided in making the 
convention a success and finaliy all the officers 
who have served during this period of organi- 
zation. 

Before adjourning for lunch the president 
thanked the various manufacturers and their 
representatives who had attended the conven- 
tion and asked them to rise and introduce them- 
selves. Among these, W. M. Nichols, resident 
manager of the Pioneer Lumber Co., Elrod, 


Ala., described briefly the advantages from 
both «a merchandising and manufacturing 


standpoint of end matched lumber. 


At the beginning of the afternoon session 
John Rhea, of Johnson City, read a paper pre 


pared by J. E. Brading on the benefits of asso- 
ciation membership. He mentioned the factors 
of fellowship and the spread of good methods 
and laid special emphasis upon the benefits in- 
herent in affiliation with the national organi- 
zation. 

Mr. Fain then made a lengthy and technical 
analysis of the State lien law. At the conclu- 
sion of this exposition, which received the 
closest attention, he mentioned the projected 
uniform lien law that is being prepared under 
Mr. Hoover’s direction. In this connection he 
presented the findings of the national associa- 
tion in regard to the elements of a sound lien 
law and presented a resolution to the effect 
that the Tennessee organization is willing to 
follow the national association in this matter, 
provided the proposed law safeguards the es- 
sential interests of Tennessee dealers. 

Harry Colman, Chicago, then presented an ad- 
dress based upon detailed findings in five com- 
munities, showing that the present tendencies 
are toward reduced volume of sales, inereased 
inventories and lower net profits and return on 
investment. He,presented a powerful plea for 





exact knowledge of costs and the importance 
of sound association work. 

Secretary Minnich then announced the follow- 
ing officers, elected by the board of directors: 

President—Richard Norvell, Nashville. 

Vice president—R. E. Montgomery, jr., Memphis, 

Vice president—A. L. Goldberg, Nashville. 

Vice president—Joe Fleming, Bristol. 

Treasurer—W. H. Picklesimer, Knoxville. 

Following the instalation of the new presi- 
dent, J. L. Kraemer, representing the Southern 
Pine Association, made a brief address upon the 
progress of grade marking of lumber. He men- 
tioned the experience of contractors and engi- 
neers in trying to specify lumber which they 
did not well understand, under grade names that 
seemed to mean several different things. The 
American Lumber Standards and the marking 
of the grades on the lumber are proving of great 
interest and value to these men. 

Adjournment followed. 

TROY AND RocHeEster, N. Y., New York City, 
Chicago, Seattle, Wash., Newark, N. J., and 
Asheville, N. C., own forest areas exceeding in 
rach case 10,000 acres. 





Fir Flooring Used as Background for Art Exhibits 


OMAHA, NEB., Feb. 15.—New artistic uses for 
wood are continually being found, and none 
speaks better for its rich, warm beauty than 
its recent use by the Omaha Society of Fine 
Arts. This organization, located in a wing of 
the Aquiia Court, a new shop and office build- 
ing in Omaha, has built a wooden wall around 
the inside of its gallery and is using this as a 
background for its art displays. The wall is 
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stained a soft grey-brown color and then waxed, 
which finish, witi cove lights playing on it, 
brings out the grain of the wood and produces 
a very pleasing effect. 

The Omaha Society of Fine Arts was former- 
ly located in the Omaha Publie Library, but the 
library needed more room and the arts society 
had to move. The space in the Aquila Court 
was donated to the organization for a period of 
three years because the owners of the building 
insisted that it was a good business proposition. 
The reason for this opinion was the faet that 
45,000 people visited the gallery last year. 

When the fine arts society accepted this space, 
it looked utterly impossible from the standpoint 
of an art gallery. The space was built for 
office use, but had not yet been partitioned off. 
Seventeen windows and a fire escape door oc- 
cupied three sides of the room. There were 
four large unfinished pillars and many heating 
pipes besides. At first it was suggested that 
screens or partitions might be placed between 
each pair of windows, but doing so did not seem 
feasible; so it was decided to build a wooden 
wall inside the original wall. The gallery was 
fixed in this ertistie manner without changing 
the origins] ccnstruction of the room. 


The wood used, was 4-inch tongued and 
grooved vertical grain fir flooring. There are 
about 230 feet of wall space in the room and 
3,423 board feet of flooring was used besides 
finish and picture moldings, base board and 
supporting frame work. The four unfinished 
pillars were also covered with fir flooring, giv- 
ing additional hanging space. The wood was 
then treated with an oil stain and waxed, giving 


for an office and another for a kitchenette. The 
fine arts society also occupies another office on 
the same floor about twenty feet square which 
is used as a class and board room. 

The society of fine arts, under the able diree- 
tion of Maurice Block, is promoting interest 
in art in Omaha and is keeping on view, free 
to the public, significant exhibitions of art ex- 
pression. Eventually, Omaha will have a mu- 
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it the soft, warm, grey tone which is a very 
satisfactory background for paintings. No 
shellac was used. A cove lighting system was 
devised to throw even and adequate light on 
the walls. 

The problem of heating and ventilation which 
came up was a difficult one. The radiators were 
placed in front of the windows to conform with 
the originally intended office use of the build- 
ing. From consulting engineers and architects 
it was found that the wood wall could be placed 
in front of the radiators, leaving a 3-inch space 
at the bottom for the cold air to be taken in 
and a wider space near the ceiling for letting 
out the heat from the radiators. Doors were 
cut into the wall at each window and the sec- 
tion of the wall below the doors was also built 
so that it could be removed. A ‘‘set-out’’ see- 
tion of the wall or panel was constructed to 
hide the fire escape exit without barring it from 
use. That is also another means of ventilation. 

The cost of making over this room was com- 
paratively small. The lumber, furnished by the 
Joyce Lumber Co., cost $484, and the fitting up 
of the gallery and office cost altogether about 
$1,500. The gallery occupies about 3,000 square 
feet of floor space of which a section is utilized 


The art gallery of the Omaha Society of Fine Arts. The wooden wall made of fir flooring and stained grey makes a pleasing background for exhibits 


seum of art, according to Mr. Block. Many lec- 
tures and concerts are given in the new gallery 
which is a place of great activity. In its old 
quarters, the society did not have room for 
lectures, but had to adjourn to a theater or 
hotel ballroom. 

This work done by the Omaha society is simi- 
lar in principle to that done by the Chicago 
Arts Club, located in spacious quarters in the 
Wrigley Building. Georgia pine has been used 
by the Chicago society and the walls have been 
shellacked before being stained. This was done 
to prevent the stain from soaking into the soft 
grain and making it too dark. One room has 
been stained a grey-green tint and another 4 
rose shade. The walls of the hall, also of pine 
panels, have been painted light brown as con- 
trast to the stained walls. In the case of the 
Chicago club, this form of construction was 
used, not only for the warm, artistic effects of 
the wood, but because it makes it much easie! 
to drive nails to hang paintings, pictures, rugs 
or whatever the exhibition might be. 

This type of wood construction has proved 
very satisfactory wherever used and in all prob- 
ability will become more generally used by art 
galleries throughout the country. 
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Northern Hardwood Wholesalers Find Wood Needs Promotion— 


Lumbermen Must First Sell Themselves, Then Educate Public 


MILWAUKEE, WIs., Feb. 15.—The Northern 
Wholesale Hardwood Lumber Association met 
this afternoon in the Milwaukee Athletic Club 
for its annual convention. After the roll eall 
and reports of the various meetings held during 
the year, President A. H. Ruth addressed the 
convention and presented a review of lumber 
conditions. It seems probable, he stated, that 
this year, like last, will see much hand-to-mouth 
buying. Factories are depending on wholesal- 
ers for quick service; and wholesalers are pre- 
pared to render it. Indeed, they have long ad- 


vertised their capacity for service, and appear- 
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ances indicate that this capacity will help them 
in getting a fair return for their stock. But 
despite this buying for quick shipments to meet 
only immediate needs, the wholesale market has 
its dull periods. Experience during 1925 should 
convince dealers, if they still need convincing, 
that lumber offered for sale at a loss does not 
stimulate a sluggish market. Wholesale stocks 
are not so large as formerly, but there seems 
to be promise of a big-volume year. 


Lumber Needs More Advertising 


Manufacturers ought to read the signs of the 
times and get into the band wagon and begin 
advertising lumber and its uses as the supposed 
merits of substitutes are advertised. Buyers 
wish to have a steady market; and they doubt- 
less are willing that price levels should be com- 
mensurate with the real value of the stock and 
include reasonable handling costs. President 
Ruth closed with a tribute to the trade press 
and an expression of his appreciation of the 
aid given him by the association members dur- 
ing his term of office. 


Big Consumers Expect Good Season 


Following the report of Treasurer H. A. 
Walker, Secretary J. F. Hayden presented his 
report. He reviewed the conditions of the mar- 
ket during 1925 and then commented on the 
change in buying habits. Factory buyers seem 
to have generally followed the lead of dealers 
in softwoods in purchasing for immediate needs 
and in relying upon prompt shipments and 
improved rail transportation. The coming year 
Should see as large total volume of sales as did 
1925, for. the large consumers, such as auto 
manufacturers, furniture makers and agricul- 
tural implement factories, are looking for a 
good season in their respective lines. The 
Secretary then reviewed some of the activities 
of the association in past years and assured the 
members that it stood ready now to render very 
Specific services. He asked for suggestions of 
new ways in which his office could serve the 
members. 


The Maislein-Dawson Lumber Co., of She- 
boygan, Wis., was elected to membership. 
Lieut. Waldorf P. Libby, of the quarter- 
master’s department of the army, was present 
and when introduced wished the convention suc- 
cess. 
Activities of Traffic Committee 


President Ruth then made an informal report 
for the traffic committee and mentioned efforts 
for getting a conference agreement on concen- 
tration and reshipment rates, and also efforts 
to get joint rates between the North Western 
and the St. Paul roads between local points. 


President Appoints Nominating Committee 


The president then appointed the following 
members of the nominating committee: John 
J. Adams, William Kelley, Rowland Utley, T. T. 
Jones and W. W. Brown. The president then 
called upon representatives of the trade press, 
who made brief speeches. 


To Hold Summer Meeting in Rhinelander 


Harold Crosby invited the association to hold 
its summer meeting in Rhinelander, and on mo- 
tion the invitation was accepted. 

Secretary Hayden then read over a question- 
naire sent out by the Interstate Commerce Com- 
mission, at the direction of the Senate, to all 
so called open-price associations, asking for in- 
formation relative to the association’s activi- 
ties. 


Lumbermen Need to Be Sold on Lumber 


The discussion that followed turned almost 
exclusively upon the problem of the inroads of 
substitutes, and the proper way of promoting 
the use of lumber for purposes to which it is 
best suited. Harry Christiansen criticised the 
individual lumbermen who advoeate the sale of 
lumber and yet themselves use substitutes in 
their own homes and places of business. In his 
opinion the lumber business needs much selling 
to lumbermen themselves. 

Secretary Hayden echoed the belief that lum- 
bermen do not cultivate their markets as the 
substitute men do. He cited a number of in- 
stances. The lumberman has not been sold on 
his own stuff; for if he were he would be able 
to hold and inerease his markets. 


Shingle Man Used Patent Roofing 


T. T. Jones, of Minneapolis, who has given 
much thought to this matter, then told a num- 
ber of instances, such as a canning plant using 
paper cartons while a box factory owned by 
the same concern was without orders. Ap- 
parently there is no humor in lumbermen. A 
shingle manufacturer said some bitter things 
to a trade press publisher for accepting adver- 
tising from prepared roofing concerns; but the 
publisher led him to the window and showed 
him his own warehouses covered with prepared 
roofing. Cedar shingles are more fire resisting 
than 90 percent of manufactured roofing, but 
the lumberman is the person who does not seem 
to know this fact. Why does a lumberman 
build his own house of substitutes instead of 
wood? The raw truth is that he has uncon- 
sciously taken substitute advertising at its face 
value. He is sold on competing goods but not 
on his own. Lumbermen are using desks and 
filing cases made of steel. In Mr. Jones’ 
opinion, if one-tenth of the effort that has gone 
into general organization had been expended in 
selling a belief in wood to lumbermen, the prob- 
lem of sales volume would already have been 
solved. 

False Appeals for Conservation 

There has been much talk of conservation, 
and the public has taken it seriously but not 
quite intelligently. When a tree reaches a cer- 
tain age it begins to deteriorate unless it is eut. 
If, then, the substitutes break into the normal 
market so that when these ripe trees are eut 





the lumber is sold at a loss, the result is not con- 
servation. Every lumberman ought to take a 
pledge to use lumber, himself, in places where 
it does good service. He needs to look to the 
future. It isn’t just the fact that he is buying 
a few substitutes. The real thing that he is 
doing is educating himself to believe in sub- 
stitutes and to lose faith in lumber; and in that 
frame of mind he is not a real lumber salesman. 


New Officers Are Elected 


At this point the nominating committee made 
the following report, and the nominees were 
elected: 

President—H. E. Christiansen, Milwaukee. 

Vice president—F. D. Timlin, Wausau. 

Treasurer—H. A. Walker, Chicago. 

Secretary—J. F. Hayden, Minneapolis. 

Directors—W. D. Wheeler, William Kelley, W. W. 
Brown. 

Following the installation of President Chris- 
tiansen, the discussion was continued. 


Lumbermen Must Promote Own Product 


W. W. Brown said it was up to lumbermen to 
formulate some campaign to promote their own 
product if they are to stay in business. A 
friend returning from England told of the 
old wood finish in ancient buildings, some of 
it five hundred years old. This finish has the 
knots and burls and other so called defects, 
and these things gave it an individuality. There 
are a few American houses with knotty interior 
trim, and these are surpassingly beautiful. 
Lumber has qualities which substitutes do not 
have. Auto bodies with wood frames and wood 
railway coaches are much easier to ride in. Mr. 
Brown recalled seeing a house in Georgetown, 
Va., covered with pine siding three hundred 
years old; and he asked if anyone thought any 
substitute siding could equal that record. 


Fight for Old Markets or Seek New? 


F. D. Timlin reealled an attempt to finance 
a great sales campaign for birch, but the pro- 
ponents could not sell the financing plan to the 
manufacturers. In his opinion the substitutes 


H. A. WALKER, 
Chicago: 
Treasurer 


R. S. UTLEY, 
Eau Claire, Wis. ; 
Spoke on Promotion 


are here to stay. The plan to refuse to accept 
goods shipped in other than wooden boxes will 
not get anywhere. The thing to do is to find 
new markets to replace those taken away by 
substitutes. 


T. T. Jones did not agree about the wooden- 
box campaign. He thought it might be success- 
ful, for railroads have had endless trouble han- 
dling paper cartons. Nor was he hopeful of new 
fields. He thought the best opportunity lay in 
holding what is now possessed. 

Secretary Hayden stated that he had informa- 
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tion that the wooden box is regaining much lost 
ground. He also passed along a suggestion 
made by E. P. Allen, of the National Lumber 
Manufacturers’ Association, that all advertis- 
ing, whether of individual dealers or of manu- 
facturers’ associations, contain a boost for 
weod in general as well as boosts for particular 
kinds. , 


New President Appoints Promotion Committee 


President Christiansen suggested that the in- 
terest shown indicated the advisability of a 
committee on the promotion of wood; so he 
appointed the following committee: A. H. Ruth, 
F. D. Timlin, T. T. Jones, William Kelley, W. D. 
Wheeler. 

The president then called upon a number of 
men to express opinions on the wood promotion 
idea or any other subject. L. H. Levisee agreed 
heartily with the idea of this promotion move- 
ment, as did J. J. Adams. J. J. Fitzpatrick 
stated that customers are beginning to order 
a little farther ahead. He approved the wooden 
box campaign. H.C. Crosby said he was not 
satisfied with the volume of sales, though mar- 
gins were fairly satisfactory. He thought there 
was room for better merchandising in the lum- 
ber field. Although production has been some- 
what curtailed, there is still lots of lumber in 
the North. Robert Blackburn thought that 
price would have much to do with the box busi- 
ness, for price has its influence everywhere. Oak 
flooring from the South is cutting in on maple. 
The public is interested in conservation, and 





when a man buys a steel desk he tells himself 
he has left an oak tree standing in the forests. 
Educate Public on Qualities of Wood 


H. A. Walker thought the discussion was the 
best the association has had for years. When 


a man feels his toes stepped upon he wakes up 
to his situation. 


Rowland Utley said he had 











W. W. BROWN, T. T. JONES, 
Chicago ; Mineapolis, Minn. ; 
Elected Director On Promotion Committee 


recently called upon a lumberman and found 
steel filing cases in his office. But fire tests 
show that a fire which merely chars the outside 
of a wood cabinet and leaves its contents safe, 
will heat a steel cabinet red hot and consume 
the contents. Steel files are sold by active ef- 
forts; but no one ever heard of much effort 
being made to sell wooden cabinets. This is 
characteristic of the lumber industry. Roy 
Lindsay said that lumbermen were in business 
to make profits; but most of them do not. They 
are licked before they start. If a man were sold 
on his own proposition he would be cured of 
price cutting. H. W. Maffett said that many 
good ideas had been developed and that the 
next thing is to take these things to the public 
and to educate the public in the real qualities 
of wood. William Kelley was not so sure the 
substitutes could be dislodged, and suggested 
care in starting the educational campaign to be 
sure of all the grounds. 


Tell About Large Forest Resources First 


Mr. Dawson, the new member, said he was 
struck by the statement that the public be- 
lieves wood is scarce; and he thought the fact 
that wood is obtainable in enormous quantities 
might be a point of departure for public edu- 
cation in these matters. A number of others 
expressed similar views. 

The annual dinner was held this evening in 
the Athletic club building and was the usual 
hilarious affair. William Kelley is chairman 
of the committee having the matter in charge. 


Plain Speaking of Florida Millmen Brings Better Understanding 


LAKELAND, FLA., Feb. 15.—The depressing 
influence of Pacific coast materials hung over 
the members of the Florida Lumber & Mill- 
work Association as they left their meeting, 
here, last Thursday, even though they had 
worked up a lot of enthusiasm for the future 
as a result of the generally encouraging reports 
that came in from all parts of the State, and the 
South, as well. It seems fairly certain that many 
of the yards have put in some of this output, 
some more and some less, and that there are 
those who have not done so who think they will 
give it a trial. 

There were conflicting emotions about the 
matter. Some feel that they can work in fir 
materials to advantage, specially in cases where 
State and southern mills can not supply satis- 
factory pine products. But they feel, at the 
same time, that this course may be loaded, be- 
cause far western mills in so many cases have 
no regard for ethics and sell to any who will 
buy, without regard to the interests of those 
who must live by selling to consumers at a 
profit. As one man said: ‘‘I have seen this 
stuff sold in stores, on wagon platforms, any- 
where a few hundred feet might be moved for 
any sort of a price. In other words, when it is 
in port, or on cars, eating up expenses, it is 
going to be sold, no matter whom it hurts.’’ 

Two men of widely different relations in the 
business, were asked what they thought of the 
conditions and the outlook. One of them said 
that his yard was carrying quite a lot of western 
fir finish, and the other said that he thought 
this was true of a great many yards. Each 
agreed that it was perhaps throwing meat to 
the lions, but what was there to do when the 
mills that are here and supposed to supply the 
demand can not or will not do so. Bread and 
butter are every day problems that must be con- 
tended with by the only means known how to 
meet them, making a profit in business. 

H. R. Mahony, of Jacksonville, the man who 
has done perhaps more than any one person to 
build up the Florida Lumber & Millwork As- 
sociation, thinks that things will adjust them- 
selves with the return to normal sales condi- 
tions in the State, but he has no doubt that the 
men in the lumber business are facing the duty 
of cleaning their houses and adopting mer- 
chandising methods of the most modern type. 
‘“We are going to be forced to give service, 
to know our trade and serve it as it should be 
served, to be merchants of our goods, suiting 


them and our methods to the necessities of the 
people we serve.’’ Joe McCormick, of Orlando, 
president of the association, said as much as 
this from the chair, coupled with his further 
contention that manufacturers must not be too 
anxious to move stocks in quiet times. 


Will Prevailing Conditions Last? 


How far may Florida expect the phenomenal 
demand that has prevailed for a year to hold 
up is the question that keeps the manufacturer 
on his nerve. To what extent is all business 
to maintain its high run of recent months is 
only another phase of the same question. If 
the pitch is kept up in either field it means 
high wages, erratic if not unreliable transporta- 
tion facilities, and to some extent at least lim- 
itation of banking accommodations to many 
builders. In many sections of the State money 
lenders have held up to some extent in making 
loans; not that they are afraid of the State, 
but because in the programs of business they 
lay out allotments for the section are exhausted. 

However promising the attitude of the rail- 
roads, manufacturers know that transportation 
is an undependable element. If business goes 
on as it has of late, mills are going to have a 
hard time supplying demand. If they do not 
supply the calls upon them it seems a fair guess 
that outside stuff will creep in. In the latter 
event they stand to have a permanent loss in 
the possibility that, once established, the goods 
from the West will stick. If they stick, a fair 
field built up by the unethical methods charged 
to them by the retailers will be cured, and fir 
and kindred lines will begin to build on good 
feeling and get more and more of what the local 
mills have long and rightly regarded as their 
own trade. 

There was another agitation running through 
the meetings—a feeling that some of the manu- 
facturing organizations were cutting too close 
in the placing of goods in the retailers’ field. 
This sort of thing broke out in the session time 
and again, and there was some frank reports 
about it. J. P. Williams, of Orlando, gave his 
time to this discussion. He faced a millwork 
manufacturer in the audience and told him that 
the plans they were pursuing in selling to the 
trade was out of line, a direct violation of the 
association slogan, ‘‘100 percent distribution 
through the retail lumber dealer.’?’ To make 
it very certain where the organization now 
stands, he moved and the convention voted 
unanimously to restate the faith as expressed 


in the slogan quoted. In other words Mr. Wil- 
liams, for himself, and for his associates, in 
the State and in the nation, wanted it made 
plain that selling practices as set out by the 
man mentioned, were not satisfactory and if 
pursued further would bring on retaliation such 
as the retailers were able to call into action. 


No one watching the trend of thought can 
escape thé conclusion that the members of this 
association are minded to resent some of the ac- 
tions of other departments. The yards are in- 
clined to put in western stuff if it helps them 
to make a profit and take care of their trade, 
even though they may be encouraging, to some 
extent, unethical practices they are organized 
to oppose. The manufacturers are doing all 
they can to clear the atmosphere by enforced 
regulations upon their members to the extent 
that they are able, hard as it is to do so. Many 
feel that the plain speaking that broke out in 
the Lakeland meeting will bring about that de- 
gree of hard thinking and sensible planning 
that will set the whole craft on even keel and 
make everybody happy. 


The following new members were elected: 


Gulf Lumber & Supply Co., Sarasota; Morgan 
Lumber & Supply Co., Titusville; Foggs Lumber & 
Supply Co., Kelsey City; Butler Bros. Lumber Co., 
West Palm Beach; Atlantic Lumber & Supply Co., 
West Palm Beach; Gulf Stream Mercantile Co., 
Boca Raton; Kelsey Lumber Co., Kelsey City; Ju- 
piter Lumber Co., Jupiter; Sulphur Springs Nov- 
elty Co., Sulphur Springs; Palma Clia Lumber Co., 
Tampa; Mays Lumber Co., Tampa; Crosby-Meyers 
Lumber Co., Haines City; Chapman Lumber Co.,» 
Plant City ; Cary & Walter Co., Plant City ; Burney 
Lumber Co., Plant City; Tarpon Lumber Co., Tar- 
pon Springs ; McCurdy Lumber Co., Dunedin ; Home 
Lumber & Supply Co., St. Petersburg ; Hendry Lum- 
ber Co., St. Petersburg; Hob Supply Co., Palm Har- 
bor; Groonels Bros. Mfg. Co., St. Petersburg : Fifth 
Avenue Lumber Co., St. Petersburg; M. E. Denney 
Lumber Co., Tarpon Springs ; Lyons-Stover Lumber 
Co., Port Orange; Jacobs Lumber & Supply Co., 
DeLand ; Builders Supply Co., Mt. Dora; Security 
Lumber Co., Sanford ; Pine Castle Lumber Co., Pine 
Castle; Orlando Mill & Cabinet Co., Orlando; Mt. 
Dora Lumber Co., Mt. Dora; Meachin-Willis Lum- 
ber Co., Daytona Beach; McClellan Novelty Co., 
Daytona Beach ; Hoffman Mfg. Co., Daytona Beach ; 
Fries Lumber Co., Orlando; Murrhee-Gay Lumber 
Co., New Smyrna; Perry Lumber Co., Ft. Meyers; 
Palm City Sash & Door Co., Ft. Meyers; Desota 
Concrete & Lumber Co., Arcadia ; West Coast Lum- 
ber & Supply Co., Arcadia; Hesperides Supply Co., 
Arcadia ; Dixie Sash & Door Co., Hollywood ; Deals 
Saw Mills Co., Tampa; Geneva Mill Co., Geneva, 
Ala. ; Curtis Companies (Inc.), Clinton, Iowa ; Mine 
& Mill Supply Co., Lakeland; Hazard Bros., 
Jay; J. W. McNair Co., Mentland; Marshall & 
Spencer Co., Jay ; Miami River Lumber Co., Miami; 
Hewitt Lumber & Supply Co., St. Cloud. 
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Feb. 22—General Contractors’ Association of Louisiana, 
Alexandria, La. Annual, 


Feb. 22-27—National Association of Builders’ Exchanges, 
Coliseum, Oklahoma City, Okla. Annual. 


Feb. 24-25—North Dakota Retail Lumbermen’s Associa- 
tion, Fargo Commercial Club, Fargo, N. D. Annual, 


Feb. 24—Northern Indiana & Southern Michigan Retail 
Lumber Dealers’ Association, Oliver Hotel, South 
Bend, Ind. Annual. 


Feb. 25—Pacific Lumber Inspection Bureau, Seattle, 
Wash. Annual, 


Feb. 27-March 10—Detroit Builders & Better Homes 
Show, Detroit, Mich. Annual, 


March 1-3—Get-together Conference of Southern Naval 
Stores Producers and Distributers with Land and 
Timber Owners, St. Charles Hotel, New Orleans, La. 
Annual. 


March 2—Washington Forest Fire Association, Seattle, 
Wash. Annual. 


March 3-4—Central & Northeastern Iowa Lumbermen’s 
Association and Northwest Iowa Retail Lumbermen’s 
Association, Fort Des Moines Hotel, Des Moines, 
Iowa. Joint annual conventions. 


March 4—Lumbermen’s Exchange of the City of Phila- 
delphia, Bellevue-Stratford Hotel, Philadelphia, Pa. 
Annual. 

March 10-11—South Dakota Retail Lumbermen’s Associa- 
tion, Coliseum, Sioux Falls, S. D. Annual. 

March 13-20—Milwaukee Home Show, Milwaukee Audi- 
torium, Milwaukee, Wis. Annual. 

March 17-18—Southeast Missouri Retail Lumber Deal- 
ers’ Association, Cape Girardeau, Mo. Annual. 

March 18—North Carolina Pine Association, Elliott 
Hotel, Suffolk, Va. Annual. 


March 17-18—Southern Sash, Door & Millwork Manu- 
facturers’ Association, Hotel Peabody, Memphis, 
Tenn. 


March 22—Joint session East Texas, Louisiana, Mis- 
sissippi-East Louisiana, Alabama and _ Tri-State 
sawmill managers’ associations, Roosevelt Hotel, 
New Orleans, La. 


March 23-24—Southern Pine Association, Roosevelt Hotel, 
New Orleans, La. Annual. 

March 26-27—Millwork Institute of California, Stock- 
ton, Calif. Quarterly meeting. 


March 27-April 3—Own Your Home Exposition, Coliseum, 
Chicago. Annual, 


March 30—Roofer Manufacturers’ Club, Dempsey Hotel, 
Macon, Ga. 


April 7-9—National Association of Box Manufacturers, 
Drake Hotel, Chicago. Annual. 


April 10-17—Home Complete Exposition, Manufacturers’ 
Exposition Building, Indianapolis, Ind. Annual. 


April 13-15—Lumbermen’s Association of Texas, San 
Antonio, Tex. Annual. 


April 15-16—National-American Wholesale Lumber As- 
sociation, Ambassador Hotel, Atlantic City, N. J. 
Annual. 

April 15-16—Millwork Cost Bureau, Congress Hotel, 
Chicago. Annual. 


April 20-21—National Lumber Manufacturers’ Associa- 
tion, Congress Hotel, Chicago. Annual. 


North Dakota Convention 


MINNEAPOLIS, MINN., Feb. 16.—The annual 
convention of the North Dakota Retail Lumber- 
men’s Association will be conducted at Fargo 
for only two instead of three days, according 
to information received in the Twin Cities from 
the committee in charge. The convention origi- 
nally was scheduled to be conducted from Feb. 
23 to 25. The latest notices said the meeting 
would begin Feb. 24 and conclude the follow- 
ing day, giving only two days to the transac- 
tion of business. A large number of Twin City 
lumbermen are making plans to attend the 
Session. 


National-American Wholesalers Date 

PITTSBURGH, Pa., Feb. 15.—At a meeting of 
the program committee of the National-Amer- 
ican Wholesale Lumber Association, held here 
last Tuesday, plans were outlined for the com- 
ing annual convention of the organization, the 
date having been set as April 15 and 16 and 
the place the Ambassador Hotel at Atlantic 
City, N. J. Present at this meeting were Dwight 
Hinckley, Cincinnati; F. S. Underhill, Phila- 
delphia; Max Myers, Cleveland; F. R. Babcock, 
W. H. Schuette and J. B. Montgomery, of Pitts- 
burgh, and Secretary-manager W. W. Schupner, 
of New York. It was decided that the diree- 
tors of the organization should meet on April 
14, the day preceding the opening of the an- 
nual convention, and also on the afternoon of 


April 16, following adjournment of the conven- 


tion. The annual dinner dance will be held 
April 15, and the annual banquet on April 16. 
A golf tournament is planned for April 17. 

The convention will have for its keynote sub- 
ject ‘‘ Lumber Merchandising,’’ and some prom- 
inent representatives of the manufacturing and 
retail trade will be present to talk on better 
methods of codperation among the manufac- 
turing, wholesale and retail branches of the 
trade. A half day will be devoted to the con- 
sideration of the present day problems of whole- 
salers. Trade extension will also come in for 
a share of the discussions. 


Philadelphia Exchange Banquet 


PHILADELPHIA, Pa., Feb. 15.—The fortieth 
annual banquet of the Lumbermen’s Exchange 
of the City of Philadelphia will be held on 
March 4 at the Bellevue-Stratford Hotel. A 
pleasing program is being arranged for the eve- 
ning. 


Indiana-Michigan Annual 


SoutH BEnp, Inp., Feb. 15.—Final arrange- 
ments have been completed for the twenty-sixth 
annual convention of the Northern Indiana & 
Southern Michigan Retail Lumber Dealers’ As- 
sociation, to be held here on Feb. 24 at the 





Lumber Conventions 
Excepted 


Under the caption “Groan of a 
Gadder,” the Line O’ Type or 


Two column of the Chicago 
Tribune prints the following 
wail: 


“After ten years’ road experi- 
ence am forced to ask you why 
delegates to conventions have 
rooms in hotels. They don’t use 
them for sleeping. They should 
be placed together in a large pad- 
ded paddock, there to rave and 
battle without let or hindrance to 
other guests.” 

[Of course the above does not 
apply to lumber conventions, 
where “early to bed and early to 
rise” is the rule.] 











Oliver Hotel. The business program will be 
preceded by a dinner, during the course of 
which Art Haeren’s orchestra will provide 
music. Douglas Malloch, Lumberman Poet, of 
the AMERICAN LUMBERMAN, Chicago, will deliv- 
er one of his characteristically humorous ad- 
dresses. A special program has been arranged 
for the ladies, and the lumbermen are requested 
to bring them along. A Hoo-Hoo concatenation 
will be held in the evening. 


Discuss Small Retail Yard Problems 


os 


New York, Feb. 15.—The small retail lum- 
ber yard was given a thorough airing last week 
at the meeting of retailers and wholesalers held 
under auspices of the New York Lumber Trade 
Association. KE. B. Thornton, who conducts a 
comparatively small yard in Manhattan, was 
the chairman and started the discussion. 

Mr. Thornton, in a way, alarmed his hearers 
with the declaration that many of his sales are 
made to persons who become dissatisfied with 
service received from competitive firms. He 
said one of the big problems with which he has 


to contend is in determining how much credit to 
extend to a carpenter, whose capital is small 
and business experience limited. He dwelt par- 
ticularly on buying and selling amd the han- 
dling of credits. 

Andrew H. Dykes, head of the Dykes Lum- 
ber Co:, which controls seven yards in the met- 
ropolitan district, discussed merchandising prob- 
lems. He said that the majority of his patrons 
come to the yards in search of some particular 
item and that for carrying and handling such 
items he feels that his firm is entitled to a 
special margin of profit. 

Mr. Dykes was most interesting in his deserip- 
tion of how his firm handles its credits and col- 
lections. He said he had been helped greatly 
by information furnished by the New York 
Lumber Trade Association. He told of the 
many side lines that a retail yard may carry to 
advantage and which have come to be a most 
essential part of his business. 


Coming Coast Meetings 


SEATTLE, WASH., Feb. 13.—The annual meet- 
ing of the Pacific Lumber Inspection Bureau, 
EK. G. Ames, president, will be held in Seattle 
Feb. 25. 

The annual meeting of the Washington For- 
est Fire Association, George S. Long, president, 
will be held in Seattle March 2. 

The annual meeting of the Douglas Fir Ex- 
ploitation & Export Co., Maj. E. G. Griggs, 
president, will be held in Seattle Feb. 25. 

Each of the meetings will elect trustees for 
the ensuing year,.and transact such other busi- 
ness as may properly be brought up. 


Canadian Association Elections 


ToRONTO, ONT., Feb. 15.—The Quebec Forest 
Industries Association (Ltd.) held its annual 
meeting in Montreal recently and elected the 
following officers: Brig. Gen. White, presi- 
dent; George Chahoon, jr., first vice president ; 
Daniel McLachlin, second vice president. The 
following is the governing council: Gen. White, 
G. Chahoon, jr., Maj. J. H. Price, J. A. Both- 
well, W. R. Brown, Dan MeLachlin, and F. F. 
Faure. This council is the same as last year 
except that F. W. Clarke is replaced by F. F. 
Faure. 

The Laurentian Protective Association (Ltd.) 
held its annual meeting recently at Montreal, 
and elected the following officers: President, 
Robert P. Kernan; vice president, F. F. Faure; 
directors: E. G. Gorman, J. V. Perrin, J. A. 
Bothwell, Col. R. R. MeCormick, W. M. Dobell, 
W. P. Grant, W. McE. Bowden, Frank W. 
Clarke, A. P. MeKinnon, and H. Sorgius. 


"FS Raaaaeeaaas 


Staten Island Retailers Meet 


NEw York, Feb. 15.—The Staten Island 
group, which has come to be an important ad- 
junct in the affairs of the New York Lumber 
Trade Association, met recently at the Lazzari 
Hotel in Rosebank, Staten Island. E. Snider, 
of W. 8. Vanclief & Sons, presided. 

Hiram C. Horton, of the Westerleigh Build- 
ing & Loan Association, spoke on ‘‘ How Can the 
Building Material People and the Building and 
Loan Associations Work Together?’’ Mr. Hor- 
ton said he was desirous of seeing that the ma- 
terial men understood just how and why loans 
were made by his association. He gave interest- 
ing figures on the growth of building and loan 
associations on Staten Island and closed by 
prophesying a very active building program on 
Staten Island during the present year. 

Edward C. Meurer, of the Staten Island Sav- 
ings Bank, spoke on the best method of gather- 
ing credit information. Before entering the 
banking field, Mr. Meurer had long experience 
as a contractor and real estate operator. He 
made interesting comments on the amount of 
credit a prospect should be extended. He said 
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" Scribner’s | 
Lumber and Log Book 


Most complete book of its kind ever published. Gives 
measurements of all kinds of Lumber, Logs, Planks, Tim- 
ber; Hints to Lumber Dealers; Wood Measure; Speed of 
Circular Saws; Care of Saws; Cord Wood Tables; Felling 
Trees; Growth of Trees; Land Measure; Wages, Rent, 
Board, Interest, Stave and Heading Bolts, etc. 

Standard book throughout the United States and 
Canada. 

Sent postpaid for 50 cents. 


S. E. FISHER, rocitster. ny. 











GILBERT NELSON & CO. 


Public Accountants 
11 SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 








The ‘Dual Service Card 


As a bearer of your name most 
any card will serve, 
but if you place 
value on 
proper card 
representa- 
tion you 
ought to 
use 


Wiggins Peerless Patent Book-Form Cards 


They perform the dual service of announcing you or your sales- 
men, while at the same time adding prestige to your house. Serd 
for tab of specimens; detach them one by one and observe the 
superiority of Wiggins engraved cards. You will like their smooth 
edges and the way they are encased in convenient book form style. 


The John B. Wiggins Company 
Established 1857 

Engravers Vlate Makers 

1108 South Wabash Avenue 










;OTEEL COMPANY 
PITTSBURGH. PA 
CLOHER OUILOIND 

CHICAsO 





Die Embossers 


CHICAGO 
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no man asking credit should refuse to make a 
detailed financial statement, with references. 
He said merchants should insist upon this prac- 
tice as rigidly as the banks do. 

Arthur E. Lane, head of the corporation 
which bears his name, gave an address on West 
Coast operations, which was illustrated with 
motion pictures. Mr. Lane recommended the 
‘‘square pack’’ method of selling shingles and 
described the manner in which shingle stand- 
ards had been determined. He concluded his 
address by depicting the way in which millmen 
have been discussing their problems at group 
meetings. He warmly congratulated the Staten 
Island group upon its accomplishments. 

Herbert B. Coho, secretary New York Lum- 
ber Trade Association, and organizer of the 
several groups throughout the city which now 
are holding regular meetings, told of his aims 
in bringing the lumbermen of the several bor- 
oughs together at stated intervals. He stressed 


cooperation as one of the big needs of the lum- 


ber industry and said the association is doing its 
best to promote the welfare of every member. 


Interesting Talk on European Woods 


PHILADELPHIA, Pa., Feb. 16—Members of the 
Philadelphia Wholesale Lumber Dealers’ As- 
sociation at a recent meeting were favored with 
an interesting and enlightening talk on Euro- 
pean woods by Hans Forchheimer. He spoke 
especially of spruce from Austria and Poland 
and pine from Russia and Finland, stating that 
spruce can be freighted by rail from the mills 
in those countries to Hamburg, Germany, thence 
by water to New York for from $9 to $11 a 
thousand feet. He said that pine can be shipped 
by rail from the mills at Archangel, Russia, 
thence by water to New York for $14 or $15 
a thousand feet. He estimates that about 15,- 
000,000 feet of lumber from those countries, 
largely spruce, came into the port of New York 
last year. 











Club Elects New Secretary 


SurEveport, La., Feb. 15.—At last week’s 
meeting of the Shreveport Lumberman’s Club, 
J. A. Trigg was elected secretary, succeeding 
Lou Darby, who has engaged in another line of 
business. Mr. Trigg is connected with the Rob- 
inson-Slagle Lumber Co. 

The club went on record as endorsing a move- 
ment to have Cross Lake, the new city water 
reservoir, set aside as a bird sanctuary. The 
matter first was suggested by W. A. Anderson, 
president Shreveport Lumber Co. A committee, 
composed of 8. H. Bolinger, T. E. Banks and 
W. F. Johnson, was named by President L. C. 
Allen to ask the various civie clubs to take in- 
dependent action on the matter, and to ask the 
city council to take the necessary steps. T. E. 
Willis, head of the local Izaak Walton League 
chapter, addressed the club on the importance 
of the proposed sanctuary. 


fea aaaeaeaaaan 


Dry Kiln Engineers’ Club Meets 

MempHis, TENN., Feb. 17.—Eleven new mem- 
bers ,were added to the recently organized Dry 
Kiln Engineers’ Club of Memphis at its reg- 
ular meeting last night held in the headquarters 
of the Lumbermen’s Club of Memphis. They 
are: R. H. Knight, J. W. Bellamy, Claude 
Tully, Keith W. Spurman, C. Morton Kreen, 
Frank L. Ellis, John J. Nieman, H. P. Tobias, 
W. M. Solomon, F. R. Mahannah, H. J. M. 
Jorgensen, jr. Associate member, E. De- 
Groot. 

An interesting talk was made by Harry Kidd, 
Pacific coast representative for the American 
Asphalt & Paint Co., on ‘‘Kiln Insulation.’’ 
W. M. Solomon, of Nickey Bros., made a short 
talk on ‘‘Relations of Plant Executives to 
Their Kiln Engineers.’’? A general discussion 
followed. 


Lumber Trade Club Annual 


Boston, MAss., Feb. 17.—Record attendance 
and exceptionally enjoyable events featured the 
annual meeting of the Lumber Trade Club of 
Boston, held here last evening at the University 
Club. The business session was made as brief 
as possible so that members and their friends 
might enjoy to the utmost the evening of fra- 
ternity and merriment. 

Officers for the ensuing year were elected as 
follows: 

President—George R. Todd, William Curtis Sons 
oO. 

First vice president 
& Son Lumber Co. 

Second vice president—Fred E. Wood, A. M. 
Wood Co. 

i Secretary-treasurer—U. 
0. 

Executive committee—Sydney Blanchard, Blan- 
ehard Lumber Co.; Edward I. Loud, Rhines Lumber 
— Weymouth; and R. M. Cleale, Cleale Lumber 
ie 

The City Lumber Co. was elected to member- 
ship. This concern was formerly operated by 


Granville Fuller, G. Fuller 


M. Carlton, Dix Lumber 





Fred C. Ayer under his own name. The busi- 
ness was acquired by Vernon M. Hawkins, in- 
corporated as the City Lumber Co. and added 
to the string of Hawkins retail yards in this 
part of New England. 

There were one hundred and twenty members 
and guests at the annual banquet and enter- 
tainment. The only speech of the evening was 
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U. M. CARLTON, 
Boston, Mass. ; 
Secretary-treasurer 








G. B. FULLER, 
Boston, Mass. ; 
First Vice President 


made by President Todd, who, as toastmaster, 
announced there wouldn’t be any speeches and 
that these customary adjuncts of annual gath- 
erings replaced by a special entertainment to 
be given on an improvised stage in the banquet 
hall. Two of the entertainers, masquerading as 
black-face minstrels, told some amazing stories 
concerning James L. Barney, Barney-Carey Co.; 
Fred Starrett, formerly of the George W. Gale 
Lumber Co. and now in business for himself 
in Cambridgeport; Sydney Blanchard, Vernon 
M. Hawkins, Frank Whitty, Blacker & Shepard 
Co., Herbert Barker and Walter Chamberlain. 

When the party broke up near midnight it 
was voted one of the best ever and a credit to 
the originality and hard work of the entertain- 
ment committee, consisting of Harold S. Fuller, 
Fuller-Thurber Co., chairman; Frank Whitty, 
Blacker & Shepard Co.; Edward I. Loud, 
Rhines Lumber Co., and Alexander Pope, Pope 
Lumber Co. 

"APB EREEBEBEAEAEBEA 

ForESTERS OF the northwestern forest experi 
ment station who are studying forest fire 
weather were curtailed in their work in the 
western Adirondacks this year; for out of 
cighty-four days of a rather short field season, 
fifty-two were rainy and entirely out of the 
‘“fire weather’? category. 
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Wholesalers Discuss Scant Sizes 


Toronto, ONT., Feb. 15.—One of the best at- 
tended meetings of the Wholesale Lumber Deal- 
ers’ Association, other than an annual, was held 
here today, following a luncheon in the King 
Edward Hotel. D. C. Johnston, of the Union 
Lumber Co., Toronto, presided. There were a 
number of eastern representatives of West Coast 
jumber firms present and the chairman extended 
a hearty welcome to them. 

L. D. Barcley, on behalf of the committee 
on entertainment in connection with the recent 
convention of retailers at Toronto, reported 
that the event had been a huge success in re- 

gard both to numbers and financial results. 

R. G. Chesboro, Toronto, told of an inter- 
view with the city architect of Toronto, at 
which he and A. E. Read representing the 
wholesalers, together with G. T. Reid and T. E. 
Rathbone representing the retailers, submitted 
the views of the Toronto lumber trade in con- 
nection with a new regulation proposed by the 
architect, the result of which would be a change 
in the load factors permitted for dimension 
timber in construction work in this city. The 
architect apparently has received complaints 
from house owners that inadequate strength is 
being provided for in the use of dimension tim- 
ber in some Toronto houses, chiefly specu- 
latively built houses. Basing his action on this 
the architect is reported as proposing to require 
that where 2 x 8 inch or any other size is speci- 
fed in the blue print, the full thickness and 
width as shown must be used. He has asked 
the Toronto trade to advise him what thickness 
and width they prefer to stock as standard and 
announces that if they are unanimous in this 
regard his department will then .announce a 
ruling in regard to safety factors permitted for 
this size from which other safety factors for 
varying sizes can be calculated. 


The proposal brings up the question of scant 
sizes of dimension as in use throughout Canada. 
The wholesalers recognize that this is a most 
important matter to all of them as well as to 
the retailers and they referred the matter to 
the standing committee on inspection with a 
request that it get in touch with a committee ap- 
pointed by the retailers on the same subject and 
report at the next meeting of the association. 

Encouraging progress was reported by the 
secretary in connection with correspondence 
with the Canadian Freight Association regard- 
ing proposed notification to the Wholesale as- 
sociation of freight tariff changes contemplated. 

Chairman D. C. Johnston submitted an ex- 
tensive report upon the recent successful con- 
vention of the Canadian Lumbermen’s Associa- 
tion, at Montreal. 

W. F. Oliver submitted a newspaper article 
which appeared recently in the Toronto Globe, 
to the effect that R. G. Lewis had told the Ca- 
nadian Society of Forest Engineers at its an- 
nual meeting in January that the hardwood re- 
sources of Canada were rapidly disappearing 
and that substitutes, whether metal or other- 
wise, should be used until such time as a new 
crop of hardwoods could be planted and brought 
to maturity in Canada. The wholesalers were 
agreed that Mr. Lewis, if correctly reported, 
entertained erroneous ideas in regard to the 
enormous stand of hardwoods in eastern Can- 
ada. They instructed the secretary to write to 
Mr. Lewis asking him if he had been correctly 
reported, and if so, what was the source of his 
information. 

W. F. Oliver gave notice that at the next 
meeting he would introduce a motion to amend 
the by-laws so as to provide for compulsory 
arbitration between members of the Wholesale 
Lumber Dealers’ Association. 


Recent Hoo-Hoo Happenings 


Plans for Hoo-Hoo Memorial Home 


St. Louis, Mo., Feb. 16.—It was announced 
today by Laurent M. Tully, chairman of the 
Hoo-Hoo home committee, that the order is to 
have a home of its own, to be known as the 
Bolling Arthur Johnson Memorial Home in 
memory of the founder of the order. Mr. Tully, 
Past Snark of the Universe, said that he was 
not prepared to divulge the details of the plan 
until they had, been submitted to the member- 
ship at large. 

The proposal to establish a home for the or- 
der was first made at the thirty-third Hoo-Hoo 
Annual at Minneapolis in 1924, and again at 
Spokane in 1925, when the project was endorsed 
and the committee instructed to formulate 
plans. Other members of the committee are 
Past Snarks Julius Seidel and J. H. Allen, of 
St. Louis, and Louis Burgess, of Lansing, Mich., 
and A. L. Porter, of Spokane, Wash. 


Discuss Merits of Wood Shingle 


BEAUMONT, TEX., Feb. 15.—The merit of the 
present-day wood shingle, with its superior man- 
ufacture, and better understanding of the prop- 
er material, together with its lasting qualities 
over those of so-called substitutes, was ex- 
plained to the Beaumont Hoo-Hoo Club and a 
number of local architects who were guests at 
= regular February meeting last week, by 

W. Morris, southwestern manager of the 

RM Newham Co., of Vancouver, B. ¢., 
With headquarters at Dalls is. Refraining from 
mentioning the product of his own company, 
Mr. Morris confined his argument to the fact 
that the present-day shingle is being made to 
suffer for the poorly manufactured flat- grain 
shingle of the early days, when it was made out 
of any wood that eame to hand. He attributed 
the suecess of roofing substitutes to nation-wide 
advertising and high-powered salesmen who 
knew their stuff. 


Following his entertaining talk the meeting 


was thrown open for general discussion with 
the architects taking a hand in asking ques- 
tions. President Hubert Oxford, of the club, 
said carpenters were largely responsible for 
many of the composition roofs because they did 
not like to lay shingles. The entertainment 
committee, with W. D. Phillips as chairman, 
provided a very pleasing musical program, ren- 
dered by local talent. 


Seaaeaaaeaaaaaa: 


Trade Extension Club Topic 


SEATTLE, WASH., Feb. 13.—As guest of honor 
at Thursday’s luncheon of the Hoo-Hoo elub, 
Henry S. Schott, of the West Coast trade ex- 
tension bureau, spoke for twenty minutes in a 
good-natured but foreeful arraignment of the 
average lumberman for his indifference toward 
the industry. ‘‘Lumbermen out here,’’ he said, 
‘“seem to be obsessed with a case of ingrowing 
modesty.’’? He laid stress on the fact that the 
lumber industry in Washington accounts for 65 
percent of the payroll. Referring to the at- 
tacks on lumber, he quoted from a feature arti- 
cle in a New York newspaper, reciting that 
the era of substitute materials was at hand and 
that wood for building was due to be discarded: 
‘*a mass of inconsistencies, half-truths and mis- 
statements;’’ and yet iumbermen calmly per- 
mit that sort of thing to go unchallenged. He 
declared it was the duty of every lumberman 
present to bestir himself as to misrepresenta- 
tions, to become active in controverting them 
as an injury to the foremost industry of the 
(‘oast, and to aid in the task of placing lumber 
on a basis of sustained production. 

Among local lumbermen who were introduced 
to the gathering were Hale Hetherington, who 
is well known on the Coast, and Charles B. Mon- 
day, a recent arrival from Lake Charles, La. 
President S. P. Johns spoke to Mr. Monday in 
terms of his Hoo-Hoo number, 12,551, saying: 
‘‘We welcome you to the Coast, as the sales 
manager of the Mumby Lumber & Shingle Co. 





Save Money 


—on— 


Mixed Car 
Shipments 


Reduce your inven- 
tory by relying on stocks 
carried in rtholo- 
mew’s Chicago warehouse, ready for immediate 
shipment, any quantity, delivered anywhere. 

Quality guaranteed strictly in accordance with 
association rules. Prices right; money back with- 
out quibbling, if not entirely satisfied, on any of 
the following stocks: 

13/16” and 3/8” oak and maple flooring, all 
widths and grades. 

Tennessee aromatic red cedar lining; red cedar 
boards. 
~ o and kiln dried oak and gum mouldings and 

nis 

Oak lumber, kiln dried, rough or dressed. 

Wire our expense fer prices. 


Write for free mail enclosures, to help you sell cedar 
lining for clothes closets 








4052 Princeton Ave.. CHICAGO ‘Ritighens Boulevard 0636 





2-20-26 





|| Fix Your Credit shinee 


in Advance 


You can state pretty accurately every 

item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often’ you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
| problem than ever. 
If the year’s total covered credit losses 
| exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
| 








the excess. 

Thus your credit loss for twelve months 
is determined in advance and nothing can 
| increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
|| The 


511 Locust St. 
St. Louis, Mo. 
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OF NEW YORK 
10451]. Mer. Bank Bild. 80 Maiden Lane 
hicago, Ill. New York, N. Y. 
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1926 “Bungalow Homes’ $1.22 


105 new designs of 
Spanish, English, 
Colonial and Amer- 
ican, houses, cot- 
tages and bunga- 
lows, beautifully 
illustrated in full 
colors and ranging 
in cost from $1000 to 
$8000. 
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American Credit-Indemnity Co. | 
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We furnish complete working plans, specifications, 
lumber and Mill bills for designs shown in “ BUNG- 
ALOW HOMES” at $5. to $15. per set. 


This is the newest and most practical book of plans 
for all localities. 


Send $1.50 to-day for the new 
SIXTH EDITION OF “BUNGALOW HOMES” 


L. F. Garlinghouse 


( 600 Jackson Street, TOPEKA, KANSAS } 
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Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 


















Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
NewYork Chicago 


Denver 


San Francisco 
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Mian Coit iy Speciialisis Z 


HIGH GRADE 
%" and %" CEILING. 
¥" and %" BEVEL SIDING. 


STOVER LUMBER CO. 


MOBILE, ALABAMA. 





























ve Established 1847 
C.B. Richard & C0. pone roosx 
29 Broadway, NEW YORK handle all classes of 
Oo F " ht cone, =. 
cean rel an scoun rafts. 
~~ hnircngamaeln | 
Special department handling export lumber shipments 




















West Penn Lumber Co. 


Wholesale Lumber 


WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 


PITTSBURGH, PA. 























White Pine 





IDAHO 
MINNESOTA 

. WESTMONT 

LONG and SHORT LEAF 


ALSO } Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh, Pa. New York, N. Y. 














B. W. Cross Lumber Co. 
301 Oliver Building, PITTSBURGH, PA. 
WHITE PINE YELLOW PINE 

HEMLOCK and FIR | 








You are with a good concern, and we are glad t@ 
see you here.’’ 

There was vocal effort by the Hoo-Hoo Howl- 
ers, led by L. R. Fifer, ‘‘the whispering bari- 
tone;’’ also ‘*Alouette,’’? with Don Clark up 
front; and some real work by the Hoo-Hoo 
quartet: Dan O’Brien, F. 8. Dickinson, Elmer 
Vogue and Tom Greenlees. 

CRABB aEBAABaA 

TUBERCULIN TESTS systematically conducted 
on the 23,000 cattle in Cache County, Utah, 
found less than one-half of 1 percent infection. 


Clock Firm Installs Moistat Kilns 


INDIANAPOLIS, IND., Feb. 16.—The National 
Dry Kiln Co., of this city, has added a new cus- 
tomer to its long list of satisfied users of Na- 
tional products, the E. Ingraham Co., clock 
manufacturers, of Bristol, Conn., having re- 
cently placed an order for Moistat kilns. The 
clock business of the E. Ingraham Co. was estab- 
lished 102 years ago, and today the concern is 
one of the largest clock manufacturers in the 
world, employing approximately thirteen hun- 
dred people. 


Buys Up Well Preserved Colonial Homes 


SouTH Supgury, Mass., Feb. 15.—Henry Ford 
is slowly and quietly developing here in connec- 
tion with his famous Wayside Inn property 
what promises to be the most complete and in- 
teresting collection of early Colonial homes ever 
gathered by one owner. These old homesteads 
with their hand-hewed timbers, darkened by the 
passing generations, and their clapboarded 
sides, weather-stained but still sound and tight, 





Old Perry House in Sudbury, Mass., built over 
150 years ago and recently purchased by Henry 
Ford as addition to Wayside Inn property 


are to be preserved for many years to come, 
lasting memorials of the excellence and longev- 
ity of frame construction. 


About three years ago Mr. Ford acquired 
Wayside Inn, immortalized in Henry Wads- 
worth Longfellow’s ‘‘ Tales of a Wayside Inn.’’ 
The industrial magnate’s holdings now total 
about 2,000 acres in South Sudbury and adjoin- 
ing townships, a substantial part of which was 
purchased within the last few weeks. There are 
included several farms whose buildings date 
back to early Colonial days when Massachusetts 
was the property of the King of England. 


Mr. Ford acquired title a munth ago to the 
old Walker homestead in the Peakham Plains 
district, about three-quarters of a mile north- 
east of the famous Wayside Inn. This house is 
regarded as an unusually fine example of early 
colonial architecture. It is in very good condi- 
tion, considering its age. Definite plans for 
the future of the Walker homestead have not 
yet been announced, but Mr. Ford will probably 
‘“restore’’? the house and use it for housing 
more of the early New England antiques he 
has collected. 


Another old homestead recently purchased by 
Mr. Ford was the Perry house, known as ‘‘ Burr- 
Kroft,’’ adjoining the old Nobscot Tea House 
on the main highway. The Perry house, accord- 
ing to town history, was built by one of the 
Parmenter families, of which there were seven 
in Sudbury in the early days. It is said to be 
between 125 and 150 years old. Some of the 
old residents eall it the Levi Parmenter house, 
for one of the former owners: 


The old Benjamin Parmenter house, built by 
a son of James Parmenter, probably in 1669, 
was acquired by Mr. Ford a year ago with:sixty 
acres of land. This was the site of the old 
garrison used by the builders of the original 
Wayside Inn for safety at night against dan- 
ger of Indian forays. Some of the stones from 
the old garrison were used in the foundation of 
the present Parmenter homestead. Although 


the old Benjamin Parmenter house was built 
something more than a century before the Levi 
Parmenter house was erected about the time of 
the Revolutionary War, one can not detect the 
difference in age by examining the well-pre- 
served timbers, floor boards, doors and other 
wooden members. 

Henry Ford will shortly add to his collection 
of early American buildings at South Sudbury 
one of the last of the ‘‘Little Red School 
Houses,’’ that once dotted the crossroads of al- 
most every New England village and town. A 
representative of Mr. Ford was in Winchendon, 
Mass., last week to complete arrangements for 
the purchase of the little district school build- 
ing on the Gardner-Winchendon road. This 
building was erected in 1801, just 125 years ago, 
and it is believed to be the oldest authentic 
little red school house in New England. 


Beyond the fact that Mr. Ford will probably 
have the building moved to the vicinity of 
Wayside Inn, a journey of close to fifty miles, 
his plans for the disposition of this latest ae- 
quisition have not been announced. It has been 
stated that Mr. Ford is desirous of assembling 
a complete village, such as stood near Wayside 
Inn in the days of the poet Longfellow; there- 
fore it is presumed that the last of New Eng- 
land’s little red school houses will occupy an 
important place in the reconstructed colonial 
town. 

Mr. Ford left Wayside Inn only a few days 
ago, after a long visit with members of his fam- 
ily and friends. Following his departure it was 
learned that he had at last succeeded in buying 
the George R. D. Lamson farm, with its his- 
torical and ancient buildings and fifty acres of 
land, adjoining the Wayside Inn property and 
situated directly back of it. The Lamson home- 
stead once was a part of the Benjamin Par- 
menter estate of colonial days. Old Sudbury 
residents say the farmhouse is 200 years old. 











Another old Sudbury, Mass., home bought by 
Henry Ford—the Walker homestead which has 
stood for two centuries 


Although it is ancient in appearance and the 
huge, hand-hewed rafters are dark with age, the 
building is sound and tight in every way. When 
restored as nearly as possible to its original ap- 
pearance, but with some modern conveniences, 
the old farmhouse is to be used as a home by 
Edsel Ford, son of the automobile magnate, on 
his vacation trips to Wayside Inn. 

The farmhouse is two stories, colonial in de- 
sign and is constructed to withstand the rigors 
of a real New England winter. The huge fire- 
place in the family room on the lower floor 
compares quite favorably with any of those in 
Wayside Inn itself. 
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Happenings in the East 


Foresters Hold Quarterly Meeting 


BURLINGTON, Vt., Feb. 15.—Plans for a prize 
essay competition among the Vermont schools 
and the decision to establish a permanent silver 
loving cup to be awarded Boy Scouts doing for- 
estry work were among the important features 
of the fourth quarterly meeting of the execu- 
tive committee of the Vermont Forestry Asso- 
ciation held at the Burlington Chamber of Com- 
merce, here, Feb. 11. President Flint presided. 

The school children will compete in a State- 
wide essay contest during American Forest 
Week in April, the winner receiving $25 and a 
free trip to the annual meeting of the associa- 
tion where the prize essay on ‘‘ The Importance 
of Forestry’’ will be read. The executive com- 
mittee voted to maintain a silver loving cup to 
be awarded to the Boy Scout troop in Vermont 
which earns the greatest number of merit badges 
in forestry each year. 


Wholesale Commodity Price Index 


CAMBRIDGE, Mass., Feb. 15.—The Harvard 
University committee on economic research an- 
nounces its weekly index of wholesale commodity 
prices declined to 152.7 for the week ended 
Feb. 10, from 152.9 for the week ended Feb. 3. 


Distribution Center for Coast Woods 


New York, Feb. 16.—Word was received in 
New York today that the board of harbor com- 
missioners of Wilmington, Del., had announced 
that the steamer West Keats is destined to ar- 
rive at the Wilmington Marine Terminal on or 
about Feb. 20 with a cargo of lumber from 
Grays Harbor, Wash. 

It was said that this shipment, consisting of 
about 4,000,000 feet of lumber, is the first to be 
received under an agreement effected in Octo- 
ber, 1924, between the board of harbor commis- 
sioners and a number of mills in Washington 
and Oregon, operating as the Eastern Terminal 
Lumber Co. and represented by W. H. Abel, of 
Montesano, Wash. 

So far there has been in the Wilmington dis- 
trict no large distribution center for Douglas 
fir, spruce and hemlock originating on the Pa- 
cific coast, and the facilities for handling lum- 
ber economically at the Wilmington terminal, 
it is felt, should result in a large volume of 
business. It is said that the lumber company 
will install special mechanical equipment which 
has lately been developed for the handling of 
lumber. 

A little over a year ago S. M. Anderson, Mr. 
Magill and R. S. McConnell inspected the facili- 
ties at the Wilmington Marine Terminal while 
on a trip to the East and were impressed with 
the possibilities of using it for an eastern dis- 
tribution yard. Negotiations were begun then 
for bringing in the shipments of this material 
and after the convention of the American Asso- 
ciation of Port Authorities in Los Angeles 
ended, the board of harbor commissioners went 
to Aberdeen, Wash., where a draft of an agree- 
ment was prepared and executed. 

In the meantime, the board has made appli- 
cation to the railroads serving the terminal for 
the establishment of commodity rates on lum- 
ber, which would enable shippers through the 
port of Wilmington to compete with those in 
Baltimore and Philadelphia to points in the in- 
terior. In the course of time this schedule of 
rates was submitted to the board by the car- 
riers and checked. 

Subsequently a tariff providing for their es- 
tablishment was published, and it is now ex- 
pected that those Pacific coast mills will make 
shipments to the Wilmington Marine Terminal 
of at least one and perhaps two cargoes each 
month. : 

The officers of the Eastern Terminal Lumber 
Co. are Clarence Blagen, president; G. E, An- 
derson, vice president; W. H. Abel, secretary, 
and T. L. Haines, manager. Mr. Haines has had 
wide experience in the lumber business. The 
company will maintain headquarters at the 
Wilmington terminal. Mr, Anderson and Mr. 


Blagen are expected to be in Wilmington when 
the West Keats arrives. 

It is expected that shipments for the interior 
as far west as Ohio will be handled through the 
terminal at Wilmington. 


Eastern Interests Sell Florida Timber 


Boston, Mass., Feb. 16.—Extensive holdings 
in and around Port St. Joe, Fla., acquired by 
the Parker-Young Co., of Boston, a little more 
than three years ago, have been sold to the 
Suttles-Jones Corporation. Announcement of 
the sale was made here last week at the head- 
quarters of the Woodstock Lumber Co., one 
of the leading enterprises in the Parker-Young 
Co. organization of forest products industries. 
After some two years of investigation and ne- 
gotiation, the Parker-Young Co. purchased in 
1922 a tract of something over 144,000 acres of 
timber land in what was then Calhoun County, 
Florida. The name has since then been changed 
to Gulf County. The object of the purchase by 
these important New England interests was to 
secure one of the best remaining stands of 
dense, longleaf pine for manufacture and sale 
in the North. Some nice cypress timber also 
was included in the deal. 

The Parker-Young Co. management organ- 
ized a subsidiary to develop a lumber manufae- 
turing plant of considerable magnitude at Port 
St. Joe, and to install the most efficient facili- 
ties for shipping the lumber product direct by 
water to northern ports. Late in 1924 the 
Florida real estate development began to move 
to the north and west, making the Parker-Young 
Co. property of even greater value as a real 
estate development than as a lumbering propo- 
sition and the present sale was the inevitable 
result. Although the exact sale price is not 
divulged, it is known to be several times the 
original purchase price of the tract plus the 
substantial expenditures undertaken in connee- 
tion with developing it as a lumbering enter- 
prise. 

Karl D. Scates, assistant general manager of 
the Woodstock Lumber Co., recently returned 
from an extended trip among the important 
American and Canadian lumbering enterprises 
in the Northwest, where he made a thorough 
study of present market conditions and future 
prospects. It is understood that the company 
plans extensive expansion of its activities in 
that region. 


New Set of Rough Material Rules 


MEMPHIS, TENN., Feb. 17.—Advice has been 
received by the Southern Hardwood Traffic 
Association from southwestern carriers that 
they are working on a new set of rough mate- 
rial rules to be applied in connection with the 
net rate on logs, bolts ete. This announcement 
follows criticism of the Interstate Commerce 
Commission directed against the present rough 
material rules. 

It is thought that the new rules will be an- 
nounced by the southwestern lines within the 
next few weeks, said J. H. Townshend, secre- 
tary-manager. These rules will be analyzed and 
efforts will be made to have carriers liberalize 
the present arrangements from the standpoint of 
time limit, the application of two net rates, the 
failure or inability of the carriers to promptly 
furnish equipment when outbound shipments are 
ready to move, and other matters of importance. 

Estimated Weights on Forest Products 

The proposal of the Southern Freight Associa- 
tion to establish uniform estimated weights on 
forest products from, to and between points in 
the South by adopting and extending the south- 
ern classification exception basis, has been with- 
drawn, following objections by shippers, accord- 
ing to announcement made by the Southern 
Hardwood Traffic Association. 





IN THE SOUTHERN pine region eighteen lumber 
companies have committed themselves to the 
management of their properties for continuing 
crops of timber. 





10,000,000 Feet 


Missouri 
Cypress 


and Hardwoods 





Cut from our own timber. 





Our Cypress is all Swamp Sec- 
ond Growth of the sound knot- 
ty type—practically no peck or 
ahake, even in the grades of No. 
1 and No. 2 Common. 


RANDOM or DIMENSION 
Can Surface or Resaw. 





Write for 
New Idea Stock List 
| “Nothing Picked Out” 


WISCONSIN 


Lumber Company 


Band Mills: 


Deering, Missouri. CHICAGO, ILL. 











Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock— 
**Ask the Wholesaler ’’ 


The Alger - Sullivan Lumber Co. 


CENTURY. FLORIDA 

















Cummer Gypress Go. | 





Mills: Jacksonville and Sumner, Fla. 


_. LUMBER 
Cypress Rough and Dressed 


Shingles and Lath 


| Sales Office, 300 Madison Ave., New York City i 
ad 











CHERRY SPECIALISTS 


Oldest and Largest 
Manufactures and Wholesalers 


Cherry Lumber 
Large Stocks. Write for prices. 


Warren Ross Lumber Co. 
JAMESTOWN, N. Y. 











WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama-Pacte GRAND PRIZE 


international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 
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Historical Recollections Center Around Washington Elm 


SEATTLE, WASH., Feb. 13.—Some trees, like 
some men, have greatness thrust upon them. 

A tree of that kind, grown from a sprig, 
flourishes on the campus of the University of 
Washington. It has been rising toward distinc- 
tion from the moment it shot its rootlets into 
west Coast soil. If it were a man, perchance 
some morning it would awaken to find itself 
famous. 

It is the new Washington elm—a scion of the 
very tree under which George Washington stood 
a century and a half ago when he took com- 
mand of the American army. 

The old tree is no more. For upward of a 
hundred years it drew to its base a pilgrimage 











Quality 
Hardwoods 


For Prompt Shipment 


NORTHERN ASH 
cars 4/4” No. | Com. & Btr. 


cars 5/4” No. 2 Com. & Btr. 
cars 6/4” No. 2 Com. & Btr. 


UNSELECTED BIRCH 


cars 4/4” No. | Com. & Sel. 
cars 4/4” No. 2 Common 
ears 5/4” No. | Com. & Sel. 
cars 5/4” No. 2 Common 


NN 


NooN 





Jean LaRue says: 
**She’s dam’ good | 
mans to deal wid! 


SOFT MAPLE 


cars 4/4” No. 2 Com. & Btr. 
cars 4/4” No. 2 Common 


The Adams-Thom 
was.” Lumber Co. 


NN 











Hemlock—Complete Stock 


4/4 Birch No. 1 C. & B...350,000’ 4/4 Basswood No. 2 Com....8,000’ 

4/4 Birch No.2 Com __.175,000’ 4/4 Soft Elm No.2 C.& B. 100.000’ 

4/4 Maple Sel. & FAS.__. 15,000’ 8/4 Soft Elm No.2 €.& B ..30.000’ 

4/4 Maple No. 3 Com......150,000’ 8/4 No.2 Com.Hard Maple. 15,000’ 

4/4 Basswood No.1 C. &B.30,000’ 13/16x2%4” Fac. Ma.Floor 40,000" 
Hemlock Lath 4’ and 32” 


Write for description and prices. 


Hales'Timber Go., Inc. 


FIFIELD, WISCONSIN 


JACKSON & TINDLE, Inc. 


MANUFACTURERS 
Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 


Maple, Elm, Birch, Beech 
Basswood, Hemlock, Pine, 
Spruce, Cedar Shingles 


Main Office, BUFFALO, N. Y. 


Sales Office: 605 Murray Bldg., Grand Rapids, Mich. 
a Kindly address all inquiries care Dept. 7 




















Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 

Western White Pine and Idaho White 

Pine for direct shipment from Idaho. 























17 17 
VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 





Manufacturers of 17 different species 
of Northern Hardwoods 
1 17 














of patriots from all over the world, persuading 
them to bare their heads at the sacredness of 
its setting. When, not so many months ago, the 
last spark of life faded from trunk and 
branches, there was grief in the hearts of the 
millions who had venerated the tree, realizing 
that at last it was only a memory. 

Few among them were aware that a tiny layer 
from the elm had been transported the breadth 
of the American continent; and that it was 
thriving in a friendly clime, reaching forth 
toward the heavens as if exultantly to provide 
another resting place for the soul and spirit of 
the fallen monarch of old. 

Today the new’elm, from its vantage point in 
front of Lewis Hall, looks out upon mountain, 
forest and sea; and just below it is the placid 
strand where the Huskies trained for Pough- 
keepsie. The tree supports a double-trunk, half 
a foot in diameter; it is full thirty-five feet 
high, its branches responding gently to the soft 
breezes of Puget Sound. It bears the name of 
Washington, the Father of his Country; it has 
made the journey across the New World; it has 
chosen for its home the State named for Wash- 
ington, and it has become easily the first object 
of interest among many notable things in the 
incomparable campus of the university named 
for the State. What a noble site for a splendid 
tree! 

The story of the new elm may be told in few 
words. In 1896 Arthur J. Collins, an alumnus 
of the University of Washington, went to Har- 
vard for graduate work. While there, he ob- 
tained permission from the city officials of Bos- 
ton to place a box of soil among the limbs of 
the old Cambridge elm. He pressed a twig into 
the soil. The twig rooted. This root Mr. Col- 
lins packed carefully, and sent across the conti- 
nent to Seattle. In the spring of 1899 Edmond 
S. Meany, of the chair of history, planted the 
baby elm in front of Lewis Hall, one of the 
women’s dormitories, which had just been com- 
pleted. The tree has continued to grow. It has 
developed into two sturdy trunks, both of which 
have been nurtured—hecause, first, of a fear of 
injury to the tree if one trunk were removed; 
and secondly, the parent tree was notable for 
two large branches near the ground, so that the 








Granite marker of Washington elm, University 

of Washington campus, Seattle. W. J. Johnson, 

sales manager A. C. White Lumber Co., Dover, 
Idaho, in foreground 


scion is closely similar to its distinguished an- 
cestor. The resemblance has been remarked by 
H. Packard, of Cambridge, in a letter to Her- 
bert T. Condon, comptroller of the University 
of Washington. 
Near the foot of the tree is a modest sign, 

with these words: 

Ulmus Americana 

GEO. WASHINGTON ELM 
Shipped from Cambridge, Mass. 
in 1896 
by Arthur Collins 
Planted, ’99 





Occupying the foreground is a more stately 
marker in the form of a granite boulder, with 
metal tablet bearing this legend: 


SCION OF THE WASHINGTON 
Cambridge, Mass. 

The Tree under which General 
Washington first took command 
of the American Army 
July 3rd, 1775 
In commemoration of the 150th 
anniversary of the event, the 
Washington State Historical So- 
ciety, Sons of the American 
Revolution, erected this Tablet 
July 3rd, 1925 


Doubtless the years to come will add more and 


more to the fame of the new elm. Even in its 
babyhood, a tide of travel is setting in toward 


ELM 














Scion of Washington elm, University of Wash- 
ington, Seattle. Lewis Hall at right 


it, as to a shrine. The men of Harvard, thou- 
sands of them, are watching the tree, with the 
ennobling sentiments that spring from the treas- 
ured recollections of college days. 

A lumberman came to town the other day— 
W. J. Johnson, sales manager of the A. C. 
White Lumber Co., Dover, Idaho. Almost his 
first impulse was to visit the campus and pay 
his respects to the scion of the old tree. He 
spent much time in the vicinity, doffed his hat 
to the youthful trunk, read the inscriptions, 
paused a few moments so that he might be pho- 
tographed, and then went on his way, treasuring 
poetic thoughts and pondering the serious mis- 
sion of a tree that enshrines the name of Wash- 
ington and the Continental army. 

Another recent visitor to the tree was Robert 
B. Allen, secretary-manager of the West Coast 
Lumbermen’s Association. Afterward Mr. 
Allen encountered Theodore M. Knappen, di- 
rector of research, National Lumber Manufac- 
turers’ Association, to whom he told the story of 
the elm. ‘‘ Washington crossed the Delaware in 
a few hours,’’ said Bob; ‘‘ but it took the Wash- 
ington elm nearly 150 years to cross the conti- 
nent. The First American has gone the way of 
mortal flesh; but the descendant of the tree is 
here to stay, let us hope for many centuries.’’ 

The Hoo-Hoo organization of Seattle is tak- 
ing an interest in the tree. L. R. Fifer, of the 
L. R. Fifer Lumber Co., made the Vicegerent 
Snark of the Seattle district, by decree of the 
Supreme Nine, and Sam P. Johns, of the Sno- 
qualmie Falls Lumber Co., is president of 
the Hoo-Hoo Club of Seattle. Phil G. Hilditch, 
secretary, knows the story of the tree, and like- 
wise Roy A. Dailey, vice president, who in busi- 
ness life is Coast manager of the National- 
American Wholesale Lumber Association. Quite 
likely the new officials will confer with Dean 
Hugo Winkenwerder, of the College of Forestry 
at the university, and then start a movement to 
‘‘layer’’ a shoot from the scion. In pursuance 
of such a plan they would choose after a while 4 
representative delegation to go to Boston. It 
would appropriately be headed by a Harvard 
graduate among the lumbermen of Seattle, and 
would take along a new sprig to occupy the 
place of the ancient elm. 
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A Roof 


Unroof the world and you destroy mankind; 
Not just because the winter wind will find 
Man’s hearth and chill it, nor the rain blow in, 
Nor just because the summer suns begin 

To beat upon his head! nor will it be 

His lessened gold, his loss of property. 

It is because, although so little known, 

A roof is all humanity may own. 


Fame, fortune, what are they when night comes 
down? 

And even he who storms and takes a town 

Has but one bed at night in which to lie, 

Has but one roof to shield him from the sky. 

And, though he takes a town, a land acquires, 

One roof alone will answer his desires. 

It is because, although so little known, 

One roof is all humanity may own. 


Each man his roof, and only one will do, 
Whatever fame or fortune comes to you. 

Yes, one dear roof is all we can possess, 

Yet life without that roof is nothingness. 

Go take men’s gold and gold they will forget, 
Go take their honors, men are happy yet, 

If still one roof is theirs, and theirs alone, 

For that is all humanity may own. 


We See b’ the Papers 


Well, the coal strike is And, by the 
way, over what? 

If we want to keep out of war, why not make 
Mr. Dempsey secretary of it? 

What Mr. Mussolini needs is a cooler 
on his shoulders and fewer chips. 

Married men are to get $3,500 off for being 
married, but nothing for good behavior. 

There are a lot of fellows, however, who ought 
never to report their salaries as earned income. 

Germany has reduced the tariff on sawdust. 
Evidently she intends to replace the stuffing. 


over. 


head 


Russia has refused to attend any meeting on 
Swiss soil. Too bad we can’t get Russia that 
mad at us. 

The personal bodyguard of the Prince of 
Wales has been doubled. Someone must have 
seen a horse. 

The French ambassador to Switzerland is M. 
Hennessy. Maybe he could tell us what has be- 
come of all the 3*. 

And now it is Helen Wills who wonders who 
it was that got hit with the brick, as the Irish- 
man said to the lawyer. 

We will get some kind of a tax bill, but it 
won’t be the one expected by Mr. Mellon, and 
he never expected it would be. 

The Senate wants to repeal the tax on auto- 
mobiles, and yet they say that the Senate never 
considers the working classes. 

Can you imagine the Senate and the House 


passing a bill as it is presented to them? Hor- 
rors, that would never, never do! 
If the French ambassador’s name is Mon- 


sieur Hennessy, we assume the Spanish am- 
bassador’s name is Senor O’Rourke. 

The special tax on bowling alleys and shoot- 
ing galleries is to be repealed, thus further lift- 
ing the financial load from the American family. 


Chicago expects a 7 percent increase in taxes 
this year. Whenever the old man in Washington 
saves a little the kids go right out and blow it. 


The new tax bill repeals the tax on American- 
built yachts and doubles the tax on foreign- 
_ yachts. What’s that we said about rub- 

er? 

There have been 565 different makes of cars 
manufactured in the United States at one time 
and another, and each of them had some one 
thing the matter with it. 

The new tax bill says the public may not see 
what people pay but that congressional com- 





mittees can. Instead of a look, all we intend 
to take is a peek. 

A Michigan doctor went around a corner so 
fast that he couldn’t hold his car on the right 
side of the road. So he hit another car headon 
and killed or injured an entire family. But 
perhaps you go around a corner faster than ten 
miles an hour, too. 


Seen Trains 


ALTON, Int.—Some people’s idea of running 
a sales force is to give them an order book, a 
price list, a route, and a kick in the pants, and 
send them out to win business and glory for the 
firm. This method does not always work; for 
one reason, because the salesmen do not always 
work. A man needs a little more inspiration 
than an occasional complaint about his swindle 
sheet. There are a growing number of con- 
cerns in this country who do it differently. 

For example, once a year the Illinois Glass 
Co. calls its men in off the road and holds a 
three-day convention at the home office. This 
one is the third of them that we have attended, 
and they seem to grow in interest and enthu- 
siasm every year. Tomorrow several hundred 
young men, and old, will set forth, or take up 
their duties again at the plant, all pepped up 
for a new year of new effort. It’s funny that 
so few lumber, or allied, concerns ever thought 
of doing it. Every once in awhile we are in- 
vited to meet and mingle with the sellers of 
glass or threshing machines or gasoline or 
brushes or celluloid or something, but in the 
lumber business, apparently, the kick in the 
pants is still considered sufficient. 


RACINE, Wis.—The mother of President 
Clausen, of the J. I. Case Threshing Machine 
Co., came from North Muskegon, Mich., in the 
height of its sawmill days, so you can imagine 
what happened when he and we found each 
other side by side tonight at the annual con- 
vention dinner of the branch managers of the 
company. However, we did not meet in boy- 
hood. We first knew President Clausen in Ot- 
tumwa, Iowa. ‘Then the Deere people called 
him in to the home office at the Tri-Cities; then 
a couple of years ago the Case people persuaded 
him to come to Racine and start in with them 
as president. And he has no illusions about 
himself or the position. ‘‘Don’t get me 
wrong,’’ he said, ‘‘I am just a hired man, like 
any of these other fellows.’’ It is too bad 
that some presidents of other corporations 
wouldn’t get the same idea, that they are just 
hired men, hired by the stockholders, instead 
of the little t. g.’s that they think they are. 


Towels 
One towel was enough for ten 
When I was with the lumbermen. 
It hung beside the bunkhouse door; 


When men keep house then why have more? 


Then I got married, settled down, 
Yes, left the camp and came to town, 
And then I found the style to be 
Each separate towels, including me. 


Of course I prospered as men do. 

We bought a bath, and towels, too. 

We only had a few before, 

But now we had them more and more. 
They wandered all around the place, 
And some for hands, and some for face, 
And turkish towels, all the kinds 

A bargain-hunting woman finds. 


But since I made my biggest haul, 

We haven’t any towels at all. 

The towels are there, but worked with silk, 
And soft as satin, white as milk. 

They’re all initialed, all too fine 

To ever wipe these hands of mine. 

The towels are there, the pinks, the blues, 
But not a one you’d dare to use. 
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Hardwood Items 
for Quick Sale 


The following items are of- 
fered subject to prior sale. 
Good quality. Reliable manu- 
facture. Accurate grades. Real 
values. 


fecar 4/4” F.A.S. Basswood 

3 cars 4/4” Selects Basswood 

3 cars 4/4” No. | Com. Basswood 
cars 5/4” F.A.S. Basswood 

cars 5/4” No. 2 Com. Basswood 
ear 6/4” No. | Com. Basswood 
ears 4/4” Sel. & Btr. S. 
cars 4/4” Selects Birch 
ears 4/4” No. 1 le 
cars 4/4” No. 2 Com. Birch 


ears 5/4” No. i Com. & Btr. 


Maple 


- 
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10 cars 4/4” No. 2 Com. & s. m 
(car 5/4” No. { Com. & Btr. S. Elm 
3 cars 8/4” No. 2 Com, & Btr. S. Elm 
5 cars 3/4” No. 1 oom & Btr. Birch 





2 cars 3/4” Sel. 


2 cars 3/4” No. 
& Btr. Hard Maple 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 








Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 


Brewed “EXTRA STANDARD” 





















HARDWOOD FLOORING 
Maple - Oak - Beech 


Sand 3 Birch 










NICHOLS & COX 
LUMBER COMPANY 
GRAND RAPIDS, MICHIGAN 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 





“Bridal Veil’? Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce—Western 
Pine Lumber and Red Cedar 
Shingles. — 





Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 
LUMBER CO. 


Minneapolis, - - - 





Minn. 











Window Display 
FOR SALE: 


Our Show Window “Hawkeye Beach” 
has drawn thousands of people to our 
lace of business but it has now served 
ts purpose and we desire to make a 
change in our display. It occurred to us 
that inasmuch as the display is built in 
sections, possibly some other lumberman 
would desire te have it for use in his own 
window. Will make good proposition and 
crate properly for shipment. Address 


Hawkeye Lumber & Coal Co. 
Cedar Rapids, Iowa 














65 distinctive 1-story 

i Spanish and English types 

i Fine Homes 

(New) .....-.-+e0-- ° 
2-story English, French 





and Mediterranean types 
we All American 
The two new Stillwell 


PIOMOS cc ccccccces> 
Plan Books, just off 59 houses, 7-10 rooms 
the press, will mate- The New 
rially aid you in show- COUNIOIS oossp es sss . 


ing prospective home- 50 houses, 6-10 rooms 


buyers the latest in Southwest Stucco $l 00 
one and_ two-story Re . 
homes ,of the most 75 bungalows and duplexes 
modern types. oo pat : 
These, with the other — Seen’ 6a ‘rooms 
Stillwell Plan Books, Little . 

show photographs and | Bungalows ......... ' 


floor plans of the most 75 houses, 3-4-5 rooms 


modern construction 
in stucco, brick and SPECIAL OFFER: 
wood. 


Either of the $1.50 books 
with any two others, $3. 

Both of the $1.50 books 
with any three others, $5. 


Send your check for 
the books you have 
checked in the panel. 
Note the special com- 
bination offers. 
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E.WSTILLWELL < CO. 


401 Califernia Bidg., Los Angeles, California 




















January Imports and Exports 


Preliminary figures compiled by the bureau 
of foreign and domestic commerce, Department 
of Commerce, indicate that during January im- 
ports were considerably ahead of exports. The 
value of the former is placed at $414,000,000, 
while export values in round numbers aggre- 
gated $399,000,000. In January of last year 
exports totaled $446,443,088 and _ imports 
$346,165,289, or a favorable balance of $100,- 
277,799 against an unfavorable balance last 
month of $15,000,000. 

Imports have been climbing steadily month 
by month since July, when they totaled $325,- 
648,257. In December exports totaled $468,270,- 
706, with imports slightly under $400,000,000. 

For the seven-month period ending with 
January exports totaled $2,945,492,856, and 
imports $2,577,522,820, a favorable balance for 
that period of $367,970,036, compared with a 
favorable balance of $841,167,358 for seven 
months ending with January, 1925. 


Swedish Pulp Industry Growing 


The paper division of the Department of 
Commerce points out that Sweden has a total 
land area of approximately 158,500 square 
miles, of which about 52 percent is forested. 
Approximately one-third of the forested area 
is in the hands of lumber using industries. The 
area of Swedish State forests has been increas- 
ing since 1875, and they are carefully managed. 
The general policy is to unite small areas 
through the purchase of intermediate tracts in 
order that the efficiency of their management 
may be increased. Coincidentally, legal pro- 
tection has become stronger and interest in the 
country’s forest problems has grown. Present 
indications are that the production of pulp for 
export will increase, as the pulp industry prom- 
ises to be the most economical channel for the 
utilization of sawmill waste, as well as of larger 
material. At present there are 179 pulp mills 
in Sweden, owned by 126 concerns. Chemical 
pulp is the most important product of the 
Swedish mills. 


Cuban Custom Tariff Rates 


The Department of Commerce has been ad- 
vised that the bill vesting in the president of 
Cuba for a period of three years the authority 
to adjust customs tariff rates, subject only to 
the obligation of notifying the Cuban congress 
of this action through a special message has 
been signed in Havana. In the exercise of 
authority under the bill the Cuban president is 
required to consult the opinion of a technical 
tariff committee of five Cuban citizens of recog- 
nized competence, to be appointed by him with 
the approval of the Senate. 

According to the preamble of the bill, the 
object of the law is to afford a greater measure 
of protection to Cuban economic life and to en- 
courage markets for principal Cuban export 
products. American lumbermen and other ex- 
porters in this country are interested in this 
new departure in Cuba lest the authority be- 
stowed upon the Cuban president be used to 
boost rates on imports. 


House Approves Public Building Bill 


The prospect for the passage of the $165,- 
000,000 public building bill at this session of 
Congress was enhanced this week when the 
House approved the bill by a large majority and 
sent it to the Senate. The bill includes an 
authorization for the expenditure of $50,000,000 
for new public buildings in the District of 
Columbia, to be expended over a period of five 
years, providing permanent housing for Govern- 
ment departments and agencies now and for 
many years scattered in rented quarters. Op- 
ponents of the bill contended that by leaving 
expenditures to the discretion of the secretary 
of the treasury Congress was abrogating its 
authority, and building up bureaucracy. Its 








supporters insisted that by this advice Congress. 
was taking the ‘‘pork’’ out of the bill and as- 
suring the country that public buildings would 
be erected only where actually needed and in 
keeping with the communities. 


To Hold Hearings on Forestry Bill 


President Coolidge has indicated that he is. 
willing to approve an expenditure of $2,000,000 
during the next fiscal year and a like amount 
during the fiscal year ended June 30, 1928, 
under the provisions of the McNary-Woodruff 
bill for the acquisition of lands for forestry 
purposes, but has not gone beyond this amount, 
The bill proposes an expenditure of $40,000,000 
over a period of ten years at the rate of 
$3,000,000 a year for the first five years and 
$5,000,000 a year for the second five-year period. 
The House committee on agriculture and for- 
estry will hold hearings on the bill the latter 
part of this week. W. F. Shaw will appear at 
the hearing for the National Lumber Manufac- 
turers’ Association. 


Average Farm Wage Per Month 


Farn: wages, one of the main factors in 
production costs in 1925, were the highest since 
1920 and three times what they were at the 
close of the Civil War, according to the esti- 
mates of the Department of Agriculture. The 
weighted average farm wage rate per month, 
expressed as an index number, is placed at 168 
for 1925, the average of 1910-14 being used as 
a base of 100. The average has climbed from 
55 in 1866 and 54 in 1869 in gold. During the 
World War there was a rapid increase, from 


. 102 in 1915 to 112 in 1916 and to 239 in 1920, 


followed by a decline to 146 in 1922. There- 
after the index number rose to 166 in 1923 and 
1924 and to 168 in 925. 


Tax Reduction Bill in Conference 


With the tax reduction bill in conference 
between the two Houses of Congress every 
effort will be made to hold in the bill the re- 
peal of the capital stock tax voted by the 
Senate, with the chance of success apparently 
fairly good. That the Senate must make im- 
portant concessions is certain, beeause admin- 
istration and House leaders, as well as Sena- 
tor Smoot and other Senate Republicans, are 
agreed that the reductions tacked on to the 
bill when the Senate situation got out of 
hand for a time make the aggregate eut much 
heavier than the prospective Treasury revenue 
can stand. 

Those who are fighting to sustain the repeal 
of the capital stock tax contend that all cor- 
porations, large or small, prosperous or not 
prosperous, will be better off financially if the 
capital stock tax is repealed, even if the cor- 
poration income tax is increased 1 percent as 
proposed by the Senate. This is declared to 
be so because the law gives the commissioner 
of internal revenue power to fix the fair aver- 
age value of the capital stock any way he 
pleases in order to get the most money. 

For example, if a corporation has large as- 
sets and small earnings the commissioner can 
base the tax on the assets and disregard the 
lack of earnings. If a corporation has large 
earnings the commissioner is not bound by the 
amount of its assets, but can value the stock 
at a larger figure, taking into consideration 
good will and earnings. In estimating the 
value of the capital stock, he also can base his 
estimate on the ‘‘entire potentiality of the 
corporation to profit.’’ 

With the law as it stands now, a corpora- 
tion making no earnings in the tax year must 
pay a tax on its capital. When large earn- 
ings are made the commissioner may fix the 
capital stock tax on that basis instead of the 
capital stock, being bound to get every Cor- 
poration either going or coming regardless of 
whether the year’s business shows profit oF 
loss. 
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Commerce Commission Activities 


WASHINGTON, D. C., Feb. 15.—The Interstate 
Commerce Commission has issued an order reopen- 
ing Docket No. 8,819—West Coast Lumbermen’s 
Association et al. vs. Boston & Albany Railroad 
Co. et al.—solely for the purpose of determining 
the amount of reparation due complainants under 
the commission’s decision in this proceeding. 

The commission has assigned for hearing April 
2 at the Atlanta-Biltmore Hotel before Examiner 
Mackley Docket No. 17,957—-Watters-Tonge Lum- 
ber Co. et al. vs. Alabama Great Southern Railroad 
Co. et al. 

The commission has denied a petition filed on 
behalf of the director general of railroads, as 
agent, for reargument and_ reconsideration of 
Docket No. 17,092, involving a complaint filed 
against that official by the Yellow Pine Co., of 
Philadelphia. The director general contended that 
if the decision, which was favorable to complain- 
ant, was permitted to stand, the Government might 
be called upon to pay out a lot of money to ship- 
pers after the accounts with the railroads that 
moved the shipments had been finally closed. 


Dunnage Allowance on Pine Shipments 


WASHINGTON, D. C., Feb. 16.—In a proposed re- 
port in Docket No. 17,040—Edward Hines Yellow 
Pine Co. et al. vs. Akron, Canton & Youngstown 











to traffic other than that originating on the Mis- 
sissippi Southern. 

Adoption of the examiner’s findings, of course, 
would serve as a precedent for further proceedings. 


Decrease in Revenue Freight Loading 


WASHINGTON, D. C., Feb. 17.—Loading of rev- 
enue freight for the week ended Feb. 6 totaled 
914,904 cars, according to reports filed today by 
the carriers. This was a decrease of 14,226 cars 
under the corresponding week in 1925, but an 
increase of 8,887 cars over the corresponding week 
in 1924. The total for the week of Feb. 6 was, 
however, a decrease of 10,359 cars under the pre- 
ceding week, decreases being reported in the total 
loading of all commodities except coke and ore. 

Loading of grain and grain products amounted 
to 44,643 cars, a decrease of 549 cars under the 
week before, as well as 3,359 cars below the same 
week in 1925. It also was a decrease of 1,617 cars 
‘below the same week in 1924. In the western 
districts alone, grain and grain products loading 
totaled 27,848 cars, a decrease of 3,799 cars under 
the corresponding week last year. 

Coal loading totaled 175,964 cars, a decrease of 
7,107 cars under the week before and 17,267 cars 
below the same week in 1925. Compared with the 
same week in 1924, it was also a decrease of 23,781 
cars. 

Forest products loading totaled 71,780 cars, 854 








This form of trellis-work is a little more elaborate than the average but it is admirably suited to 
the growing of grapes, the vines of which can be trained to grow up and over the top, forming 
an arched passage-way 





Railway Co. et al.—Examiner H. G. Cummings 
recommends that the Interstate Commerce Com- 
mission find that defendants’ failure to provide an 
allowance for dunnage on shipments of piling and 
poles in open cars from points on the Mississippi 
Southern railroad to interstate destinations is un- 
reasonable, and prescribe an allowance of 500 
pounds a car. Reparation would be denied under 
Mr. Cummings’ report. 


Various shippers of piling and poles at points 
in Mississippi, Georgia and Louisiana, and the 
Southern Pine Association, representing shippers 
of pine lumber in the South, intervened in support 
of the complaint. 


Mr. Cummings points out that the Mississippi 
Southern is a short line owned by the Edward 
Hines’ interests, extending from Kiln to Maxie, 
Miss., connecting at Lumberton with the Southern 
and Gulf & Ship Island and at Maxie with the 
Ship Island. 

He points out that at the hearing complainants 
and interveners sought the establishment of a dun- 
nage allowance on the lines of defendants through- 
out southern territory, adding that the complaint 
refers only to shipments from points on the Mis- 
Sissippi Southern. Mr. Cummings also states that 
the petitions for intervention did not purport to 
broaden the issue thus raised and that no relief 
can be granted in this proceeding with respect 





ears below the week before and 5,651 cars below 
the same week in 1925. It also was a decrease of 
6,723 cars below the same week in 1924. 


File Petition for Reargument 


WASHINGTON, D. C., Feb. 16.—William Cameron 
& Co. (Ine.) have filed with the Interstate Com- 
merce Commission a petition for reargument of 
Docket No. 13,211—West Coast Lumbermen’s As- 
sociation et al. vs. Abilene & Southern Railway Co. 
et al.—and complaints consolidated with it on the 
original rehearing. Reargument is requested on the 
ground that the decision of the commission pre- 
scribing destination groupings and rates south of 
the Kansas Oklahoma line is wholly unsupported 
by and contrary to the pleadings filed and the 
evidence adduced. A further ground for the re- 
quest is that the issues raised in the pleadings and 
supported by material evidence have not been de- 
cided by the commission, “which denies to this 
complainant the right to a decision upon material 
issues involved in this proceeding.” 


Four oF THE largest timber producing States 
in the country—South Carolina, Florida, Mis- 
sissippi and Arkansas—have not adopted a 
forestry policy of any kind. 
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Order the Trim 
You Need Mixed 
With Flooring 


We offer a mixed car service 
in hardwood trim and flooring 
that is proving highly advan- 
tageous to dealers. This spring 
you are going to want hard- 
wood trim and hardwood floor- 
ing. Why not order them to- 
gether in mixed cars? Mix in 
some Poplar siding if you like. 





UTIL Eg 





This is the economical way 
to buy. Quality guaranteed. 
All stock made from famous 
West Virginia Hardwoods. 
Fine, soft texture. Beautiful 
grain. 








FLOORING— 


White Oak 
Red Oak 
Maple 
Birch 
Beech 


INTERIOR TRIM— 
Oak 
Chestnut 
Maple 
Poplar 
Basswood 


=: 
= 

=. 
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Also all West Va. Hardwoods 
—air dried or kiln dried. 











Let us tell you what we can do 
for you on a mixed car of the 
above items. 


THE MEADOW RIVER . 


LUMBER CO. 
RAINELLE, WEST VA. 
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Co PACIFIC COAST Co 


= White Pine 
alifornia Sugar Pine 
and Arizona Soft Pine 


Best Stock for Factory and Pattern Lumber. 


Ask LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHICAGO, ILL. 


Tel. Harrison 1295 














The Polleys 
Lumber Co. 


Pondosa 


Pine 


Dry Selects 


General Offices and Mills: 
Missoula, Mont. 


Manufacturers of 


a 


Shipments via N. P. 
and Milwaukee Rys. 














H. B. Hewes, C. D. Terwilliger, 
President Sec.-Treas. @ 
W. T. Virgin, Gen. Mgr. 
Vice-President F. E. Walker, 
Asst. Sec, 
R. H. Downman Tene 


1.W. McWilliams 


ALIFORNIA 
White Pine 


BOX, SHOP and CLEARS 


Tell us your needs today. 


Clover Valley Lumber Co. 


LOYALTON, CALIFORNIA 


C4 SAN FRANCISCO Co 


- Lumbermen’s Exchange 


R. P. PRAY R. H. BROWNE 


California PINE 


White and Sugar 


and North Coast Lumber, Box Shooks, 
Cut Stock, Mouldings 


SAN FRANCISCO 



























255-257 First National 
L Bank Building 














ALL KINDS OF 
REDWOOD LUMBER 


STRAIGHT OR MIXED CARS 
ALSO 





California Sugar and White Pine 
edwood and Cedar Shingles 


Wendling-Nathan Co. 
LUMBERMEN’S BUILDING 











110 Market St.. SAN FRANCISCO, CAL. 
A useful vest 


Vest Pocket Ready Reckoner A, ste! vest 


including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 





Hardwood Market News 


(Continued from page 55) 


tail lumber organizations throughout the coun- 
try, and in pursuance of this study familiarized 
himself ,with the work of the Detroit Lumber 
Dealers’ Association and the Lumber Service & 
Credit Co. 


Even Export Trade Is Improving 


JACKSON, Miss., Feb. 16.—Local manufac- 
turers of hardwood continue to keep mills oper- 
ating in spite of an acute log shortage, and the 
high prices for such logs as are available. The 
demand is all that could be expected. Even 
export trade is beginning to show some activity. 
There are no slow items, and stock is shipped 
us fast as in shipping condition. Prices are 
firm. Stocks are low. Weather was good last 
week, but logging territory has not dried out 
and will not for some time. 


Georgia Finds Good Foreign Demand 


Macon, Ga., Feb. 15.—With little hardwood 
business from the Kast this week, due to bad 
weather there, the big feature in the market 
has been export trade. One company alone is 
shipping more than forty cars a month for ex- 
port. This includes poplar, gum and oak. The 
domestic trade has taken cypress and oak, prin- 
cipally, but not in large quantities. While there 
has been some demand for hardwood from Flor- 
ida points, only light shipments have been 
made to that State. Some orders from Florida 
are still on file, however, and will be worked out 
the last of the week. It is expected that as 
soon as weather conditions in the North im- 
prove, there will be a re-opening of business 
with that section. There have been no change 
in prices during the week, for it is believed that 
present weakness of demand may be attributed 


entirely to the bad weather in the East. Mill 
owners foresee a good spring demand. Im- 


proved weather in Georgia has helped logging, 
but most mills are still running 45 hours a 
week instead of the normal 55 hours. 


Buying Becoming More General 


CoLuMBUS, OHIO, Feb. 15.—Hardwood buy- 
ing is becoming more general as the season ad- 
vances. Buying on the part of industrial con- 
cerns is the best feature, although retail demand 
is increasing. Dealers find stocks somewhat 
broken, and orders to replace them are the rule. 
Factories making automobiles, musical instru- 
ments and boxes are the best customers. With 
its shows successful, the furniture trade is ex- 
pected in the market soon. Railroad inquiries 
are fairly good. Prices are steady. 

The southern pine trade is showing signs of 
becoming more active. Retailers are making in- 
quiries preparatory to coming into the market. 
While dealers’ stocks are fairly good, some are 
broken, so it is necessary to replenish them be- 
fore the building season starts. Finish, flooring 
and siding continue to be the strongest items on 
the list. 


Buying Material Cut to Dimension 


DeETRoIT, MicH., Feb. 16.—As was described 
in a story in the AMERICAN LUMBERMAN at that 
time, several months ago Dodge Bros. (Ince.), 
through the efforts of A. E. Pope, manager of 
the lumber department, made some radical 
changes in its methods of buying lumber and 
adopted a plan of buying a great deal of its 
material, especially that used for crating, cut 
to dimension; in other words, instead of buy- 
ing boards, bringing them to Detroit, having 
them cut up and finished by high priced labor, 
the plan was adopted of buying the material 
cut to dimension at the point of production, 
thus effecting great economies not only in labor 
but in freight charges and in elimination of 
waste. Arrangements were entered into with 
some of the prominent southern lumber manu- 
facturers to supply material in the sizes and 
shapes required, and this has worked out quite 
successfully and has resulted in a material re- 


duction in the cost of every car, especially in 
costs incidental to export cars. 

Since that time the capacity of the Dodge 
plant has been considerably increased, and now 
announcement is made that further steps have 
been taken toward the elimination of lumber 
waste and in reducing the cost of each car. The 
latest change in this direction is in the matter 
of floor boards. The first change was made in 
the substitution of wood species used for this 
purpose, then arrangements were made by which 
the boards are kiln dried, dressed and cut to 
proper size at the mill and shipped to the auto- 
mobile plant ready for use. This material cut 
to exact length, surfaced all four sides and as 
stated by one of the department heads, ‘‘ work- 
ing like Ivory soap—99 4/10 percent pure’? is 
declared by all connected with the production 
department to be simply wonderful and revolu- 
tionary. A particularly pleasing feature in 
connection with this change is that a number 
of department heads who, when the subject 
was first suggested, entered vigorous protests 
and declared that it could not be done, now are 
the most enthusiastic over the results being ob- 
tained. 

Lumber manufacturers who are supplying this 
material cut and worked to dimension also are 
well pleased, especially as the policy of the 
company is not to endeavor to secure all the 
benefits of this change but to make it a fifty- 
fifty proposition by which both the producer 
and user of the material profit, while best of all, 
a substantial saving in the cost of the finished 
car is effected. 


Making Picket Pointers 


PORTLAND, ME., Feb, 15.—The co-partnership 
of Adde & Co., of this city, was formed in 1899 
and began the manufacture of Portland picket 
pointers. Later finding there was a demand for 
a sturdy and reliable lumber meter, the firm 
invented and began the manufacture ; 
of the Portland lumber meter, which 
has had a constantly increasing sale, 





Picket pointer 


Lumber meter 


and is now the standard lumber meter on the 
market. A number of improvements have been 
made on the original meter and it has been 
adapted to all makes of planers, matchers and 
jointers, and other woodworking machinery. In 
1907 the co-partnership was changed to a cor 
poration under the laws of Maine, the business 
having a steady growth from the beginning. 


To Erect Truck Body Plant 


Jackson, Miss., Feb. 16.—As a result of 
plans for the erection of a truck body plant 
at this place by the Martin-Parry Corporation, 
a number of men with their families already 
have moved here with the intention of working 
on the office building and main plant. An- 
nouncement recently was made by the president 
of the company that following the destruction 
of its temporary plant at Lumberton, it had 
been decided to locate the plant permanently at 
Jackson. A careful study has been made by 
engineers and designers, with a view to making 
the plant at Jackson modern and efficient 
every respect. 
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LUMBER AND lumber products exported to the 
United States from the Saint John consular 
district during the quarter ending Dec. 31, 1929, 
show an increase of more than $200,000 over 
the corresponding period of 1924. The total 
for the period was $948,328. The commodity 
shipped in the largest quantities was wood pulp, 
with softwood and laths well up in the standing. 
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Relay Drive Facilitates Truck Hauling 


A new development in the motor truck field is 
the Commerce relay drive, the principle of which 
is the automatic delivery of the proper gear reduc- 
tion to suit road conditions. By this method when 
the truck encounters holes or obstructions, or any 
bad hauling conditions, the distribution of gear re- 
duction makes it possible to perform by being able 
to properly deliver the strength. When a bad piece 
of ground is reached and the wheels drop into a 
rut, the Commerce relay drive is brought into play 
and automatically raises 


.ePIOTOR — 


=a 


Investigation in manufacturing and commercial 
lines indicated that four fundamentals were being 
demanded by the growing class of truck users. 
These were power; accuracy of construction to 
eliminate need of frequent repairs; design that 
permits easy and quick servicing, and ease of 
operation which produces efficiency in operation. 
These combine to give the greatest economy of 
operation. Added power has been supplied in 
these new GMC trucks and new manufacturing 
methods have permitted even finer limits of ae- 
curacy. 





the weight of the load 
off the rear wheels, and 
the entire load travels 
ahead a distance of seven 
inches before the actual 
power is applied to the 
drive, giving the tremen- 
dous advantage of the 
momentum and weight of 
the load and truck to as- 
sist the wheels in rolling 
out of the hole, instead of 
spinning and boring them- 
selves deeper, as is usual 
with the conventional 
type of drives. 

The new relay drive is 
especially adapted to the 
requirements of lumber 
dealers and contractors, 

















who often have to deliver 
loads in vacant lots and 
fields where there is no 
roadbed. One hundred per- 
cent efficiency is assured under such conditions. 

During the recent Chicago Road Show demon- 
strations were made every afternoon at a nearby 
sand and gravel pit with a standard type of Com- 
merce dump truck equipped with relay drive work- 
ing under conditions that are ordinarily encoun- 
tered by the average contractor. The secoumpany: 
ing illustration depicts the manner in which a 3%4- 
ton Commerce relay truck was backed into soft 
sand with full load, clear down to the axle, the 
chauffeur operating the reverse lever until the rear 
wheels were worked down as far as they could go, 
and then by means of the gear reduction device 
the load was automatically raised off the rear 
wheels, propelling the body of the truck forward 
and permitting the wheels to roll smoothly out of 
the hole and the truck to be on the way. 

The Commerce relay drive is manufactured by 
the Commerce Motor Truck Co., of Ypsilanti, Mich., 
and interested persons can secure additional infor 
mation on this equipment by addressing the com- 
pany. 


Designs New Heavy Duty Trucks 


New heavy duty trucks especially designed to 
adequately care for the increasing hauling prob- 
lems of industry are announced by the General 
Motors Truck Co., of Pontiac, Mich. The needs 
of every industrial division requiring sturdy and 











Standard tupe of Commerce dump truck equipped with relay drive operating 
under conditions ordinarily encountered by average contractor 


Several new features of design have been added 
to further increase the ease of performing neces- 
sary service operations. These not only reduce 
upkeep cost but also shorten the time a truck is 
withdrawn from work. Investigators discovered that 
driver comfort and ease of operation were points 
long overlooked in truck design, and that this com- 
fort would greatly add to the efficiency of the 
truck’s operation. To meet this demand, an all 
steel cab was designed by the Fisher Body Corpora- 
tion in collaboration with General Motors engineers 
and is used as standard equipment on all GMC 
heavy duty trucks. This cab is rattle proof, has 
a one-piece full vision ventilating windshield, eom- 
fortable spring seats, and is equipped with sliding 
doors and sliding curtains providing complete pro- 
tection against the worst weather. 

Among the mechanical improvements are in- 
cluded a new metal used in the removable cylinder 
walls which gives greater hardness and wearing 
quality ; double honing completes the mirror-like 
finish of the walls; lapped piston pins; new metal 
alloys for the valves, and a special “coining’’ fin- 
ish which improves their wear and reduces noise. 

The new models are fully equipped. The elec- 
trical equipment includes battery, generator, head, 
dash and tail lights. Heavy steel bumpers, sheet 
steel fenders which extend from the bumpers back 
to the running board, radiator guard cross bar, 
automatic windshield wipers, tow hooks and license 
plate holder—as well as the new Fisher built cabs 

-are standard equipment on all models. Over- 
size tires provide better traction and cover legisla- 
tion requirements. 

(ag@@@a@ga@aaan 

THE FIRST ISSUE of “Caterpillar Magazine” 
made its appearance recently. It is 9x6 inches, 
contains 20 pages and is published by the Cater- 
pillar Tractor Co., of 
San Leandro, Calif. 
Among the features of 
this initial number 
are the following arti- 
eles: ‘All - Motorized 
Earth Moving” — 
David Schoentag, con- 
tractor, lets “Cater- 
pillar’ tractors han- 


New GMC “Big Brute’ 5-ton truck dle his eastern Penn- 


powerful trucks were thoroughly studied by com- 
petent engineers and their findings were used as 
the basis of the mechanical and engineering de- 
Sign of the new trucks. 

Two of the models, the 5- and 314-ton, have 
been aptly named “Big Brute” as typifying their 
inherent strength. The third model, the 2%4-ton, 
has been designed along lines that produce fleetness 
Combined with strength. All three models contain 
hew mechanical and engineering achievements. 


sylvania road building 
work ; “Ewauna Sets Loading Mark for Loggers to 
Aim at Next Season’’; “Caterpillar Boosters.” II- 
lustrations depict the “Caterpillar” Sixty employed 
in grading work on the Silver Lake Boulevard 
near Los Angeles; a 2-ton “Caterpillar” bringing 
a load of cocoa into Accra, West Africa; one of 
the 121 “Caterpillar’’ tractors operated by the 
Ohio State highway department: removing boul- 
ders by means of heavy chain hooked on to a 
‘Caterpillar’ Thirty. 
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2x4 


No. 1 or No. 2 Common 


S458 


DRY bright stock cut from Upland 


West Coast Hemlock 


You'll like it. 
Straight cars of 16’ or 18° if desired. 


PACIFIC STATES LUMBER CO. 


TACOMA, - . WASHINGTON 














REPRESENTATIVES : 
-Marvin, 518 hs xh Gas » ace » Chicago, III. 


. Smith, . Rockford, Ill. 
a) Chabon. 833 McKnight Bide. Minneapolis, Minn. 
ames A. mapas "A O. Box 745, Sioux Falls, 

oseph Lean, O. Box i Omaha, Nebraska 
Po O. Box, 1187, Fargo, No. Dakota 
O. G. Valentine, P. O. Box, 171, Denver, Colorado 








Nowhere else on earth is there 


Air Dried SPRUCE 


to ith Al 
| Fa ctory i — wil as- 
Stock 
and Color and 
Clears Texture 


TRY IT. 


Northwest Spruce Co. 


955 Stuart Building, SEATTLE, WASH. 


REPRESENTING : 
Ketchikan Spruce Mills, - - 
Wrangell Lumber & Power Co. - 
Juneau Lumber Mills, - . 


Ketchikan, Alaska 
Wrangell, Alaska 
Juneau, Alaska 











Battens and Lattice 
in straight cars or mixed with other items of 
Mouldings & Fir Yard Stock 
ALSO FACTORY LUMBER 


BOTH SPRUCE AND FIR 


JOHN D. COLLINS 


ya LumberCo, Yi: 

















Ready Reference 
Inventory Book 


This is one of the most practical inventorv books 
ever published. Thousands of copies have been sold 
and companies who have used them re-order time 
and again. 

The pages are indexed so that inventory can be 
taken quickly and accurately. The count is so 
anges in the proper page that any errors are 
quickly checked. The book is 8%x3% inches and 
has heavy manila cover with stiff cardboard back. 


Prices quoted are POSTPAID 
1 copy, $1.50; 4 copies, $5.00; 
10 copies, $10.00 
American Lumberman 
43! So. Dearborn St., Chicago, Ill. 
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Co PORTLAND, ORE. Co 


Practical Specialists 
Pacific Coast Lumber Products 








DRYAD, WASH. 
N. P. Ry., C., M. & st. P. Ry. 


SHIPMENTS 100,000,000 FEET ANNUALLY 


MILLS :{ 


DUNCAN LUMBER COMPANY 


MANUFACTURERS AND WHOLESALERS 
PORTLAND, OREGON, U. S. A. 



















TRADE 


OSCACUG 


OldGrowthDouglasFir 


Finish—Mouldings 
Casing and Base 


Our products are made from the best lumber 
we can buy from the best Fir mills. All lumber 
is carefully dried and milled at our plant under 
the supervision of experienced millmen. Order 
straight cars of above items; or mixed with 


Jambs, Sills, Stepping, 
V. G. Flooring 


SHAFER-MSLAUGHLIN & HILLIER. 


NCORPORAT 








PORTLAND, ORE. 








Sumpter Valley 


P} 
Soft Textured Ine 


This is some of the softest, 
finest textured lumber you 
ever handled. A trial car will 
make you a steady customer. 
We can furnish anything you 
need in Western lumber pro- 
ducts. Let us quote you. @ 


H. J. Anderson Lumber Co. 


Manufacturers and Wholesalers. 


ee Portland, Oregon 








— 








Business Changes 


ALABAMA. Bessemer—G. B. Edwards Lumber Co. 
sold to Estes Lumber Co., of Birmingham, and will be 
operated as branch yard; sheds to be erected, 

ARKANSAS. Marvell—Marvell Lumber Co. sold to 
Cc. C. Curl Lumber Co., of Helena, and will be operated 
as branch, 

CALIFORNIA. Marysville—Shasta Lumber Co. sold 
to Diamond Match Co.; staff will be retained. 

San Francisco—Acme Planing Mill moving to corner 
of San Bruno and Flower. 

GEORGIA. Thomaston—King & Thurston purchased 
interest of W. A. Whittle in Aycock Planing Mill Co., 
including about 1,000,000 feet of timber and 2,500 acres 
of timber land. 

INDIANA. Fountain City—Boren Lumber Co. succeed- 
ed by Fountain City Lumber Co. 

Greencastle—Allen-Lloyd Lumber Co, 
Harry E. Allen. 

Marion—Custer Lumber Co. sold to G. W. Heinzman 
& Son. 

KANSAS. Newton—S. A. Swartz Lumber Co. sold to 
Paul W. Light Lumber Co. 

Olathe—Cowley-Frye-Lanter Lumber Co. 
name to Cowley-Lanter Lumber Co. 

KENTUCKY. Tompkinsville—Palmore-Emmert Lum- 
ber Co. sold to Cloyd Williams, of Otia. 

Wilmore—Jones-Savage Lumber Co. sold controlling 
interest to Earl W. Savage. 

LOUISIANA. Merryville—Sherrill Hardwood Lumber 
Co. sold to Kirby Lumber Co. 


MARYLAND. Annapolis—Meredith Lumber Co. plant 


reported sold to J. F. Johnson Lumber Co., of Glen- 
burnie. 


succeeded by 


changing 


MASSACHUSETTS. Springfield—Geo, F. Alexander 
will move to Westfield. 
MISSOURI. Holden—A. L. Enlow sold interest in 


Johnson County Lumber Co. to Riner Lumber Co., of 
Kansas City. 

Plattsburg—Plattsburg Lumber Co. sold to Cowley- 
Lanter Lumber Co. 

NEBRASKA. Burchard—Philpot-Park Co. sold lum- 
ber yard to Landy Clark Coal Co., of Lincoln. Carl 
Pepper remains in charge. 

NORTH CAROLINA. Sunbury—Sunbury Trading Co. 
sold to H. C. Henton. 

OHIO. Circleville—Cellar Lumber Co., owner of Pick- 
away County Lumber Co., has sold that company to 
Alfred Lee, of Norwalk, Ohio, who will continue the 
business under name of Pickaway County Lumber Co. 

OREGON. Beaverton—Service Lumber Co. sold to 
James McCready. 

SOUTH CAROLINA. Columbia—Carolina Lumber 
Sales Corporation succeeded by. V. C. Lumber Co. 

SOUTH DAKOTA. Watertown—Hagna-Gilbert Lum- 
ber Co, succeeded by Gilbert Yards. 

TENNESSEE. Memphis—Goodlander-Robertson Co. 
changing name to Ford Hardwood Lumber Co. 

WISCONSIN. Bloomer, Colfax, Holcombe and Shel- 
don—A. J. Martin Lumber Co. sold to H. E. Beckwith 
Lumber Co., with headquarters at Chetek, 

Cottage Grove—Brittingham & Hixon Lumber Co. sold 
yard to Chase Lumber & Feed Co., of Sun Prairie, Wis. 
Rudolph Everson, manager. 

BRITISH NORTH AMERICA 

ONTARIO. McDougall Mills—Twin Falls Lumber Co. 
(Ltd.) taken over by Twin Allan Lumber & Pulp Co. 
(Ltd.) 

Toronto—Bowden Lumber Co. (Ltd.) is the new name 
of the concern formerly known as Frank A. Bowden & 
Sons Co. (Ltd.) which has its head office on Green- 
wood Ave. 


Incorporations 


FLORIDA. Orlando—Kelly Lumber Co., incorporat- 
ed; capital, $50,000. 

Panama City—Bay Central Lumber Co., incorporated; 
eapital, $25,000 
Sanford—Bond-Hill Lumber Co., incorporated; capital, 
INDIANA. Connersville—A. P. 
rated; capital, $25,000; lumber. 

Hartford—Willman Lumber Co., 
from $20,000 to $50,000. 


$2 
Ariens Co., incorpo- 


increasing capital 


IOWA. Pocahontas—Kiefer-Wolfe Lumber Co., in- 
corporated, 
KENTUCKY. Georgetown — Davis-Oldham Lumber 


Co., incorporated; capital, $40,000. 

LOUISIANA. Bunice—Newell Development & Lumber 
Co., incorporated; capital, $55,000. 

MICHIGAN. Detroit—Betze Lumber Co., 
rated; capital, $50,000. 

Dowagiac—M. Judd & Son, incorporated. 


incorpo- 


MISSISSIPPI. Hattiesburg—Dealers Lumber Co., in- 
corporated. 
MISSOURI. St. Louis—Potosi Tie & Lumber Co. in- 


creasing capital from $200,000 to $400,000. 

NEW YORK. Brooklyn—Hyde Park Lumber Corpo- 
ration, incorporated; capital, $20,000; address Max 
Gersham, 1668 President St. 

Buffalo—Taylor & Crate, incorporated; capital, $1,- 
500,000; old concern. ’ 

Freeport—Best Lumber Co., incorporated; capital, 

000. 

Long Island—Kerner Coal Co. of Long Island, incor- 
porated; capital, $100,000; coal, lumber, gasoline and 


oil. 
New York—Guild Lumber Co., incorporated; capital, 
$10,000; address Paul McGovern, 242 E. 25th St. 


NORTH CAROLINA. Durham—Cheek Holton Mfg. 
Co., incorporated. 

Goldston—Goldston Sash & Door Co., incorporated; 
capital, $100,000. 

Raleigh—Carolina Custom Cabinet Co., incorporated; 
capital, $40,000. 


NORTH DAKOTA. Hazen—Hazen Lumber Co., jn- 
corporated; capital, $25,000. 

OREGON. Portland—American Safety Ladder (Co 
incorporated; capital, $50,000. i 

The Dalles—The Dalles Lumber Co., 
capital, $10,000. 





incorporated : 


PENNSYLVANIA. Hollidavsburg—M. S. Hunter & 
Sons, incorporated; capital, $75,000. 
Library—Brookside Lumber & Supply Co., incorpo- 


rated; capital, $10,000. 

SOUTH CAROLINA. Darlington—Coastal Timber Co., 
incorporated; capital, $10,000. 

Leesville—Leesville Lumber Co., incorporated; capital, 
$7,500 ‘ 

TENNESSEE. Ripley—G. E. Scott Lumber Co., in- 
corporated. 

TEXAS. Houston—Houston Lumber & Building Co., 
increasing capital from $20,000 to $75,000. 

WASHINGTON. Seattle—Washington Lumber Prod- 
ucts, incorporated; capital, $6,000. 

WISCONSIN. Waupaca—Waupaca Lumber Co., in- 
corporated; capital, $100,000. 

BRITISH NORTH AMERICA, 

QUEBEC. Montreal—McLennan Lumber Co. (Ltd.), 
granted federal charter; capital, $150,000; to mannu- 
facture and deal in lumber and wood products. 


New Mills and Equipment 


ALABAMA. Birmingham—Jasper Lumber Co., with 
authorized capital of $50,000, is organized at Jasper, 
Ala. The company will build a large sawmill near 
here, it is reported. W. N. Nixon, of Paden, Miss., is 
manager. 

GEORGIA. Evens—P. A. Bowden is erecting a plan- 
ing mill. 

Valdosta—J. N. Bray & Co. erecting a sawmill to 
replace one destroyed by fire. 

KENTUCKY. Hopkinsville—Forbes Mfg. Co. may re- 
build recently burned furniture plant. 

MISSISSIPPI. McComb—McComb Veneer Mill will 
probably erect and equip a box factory. 

Port Gibson—Port Gibson Veneer Co., of which H. J. 
Wilson is president, will erect plant with two veneer 
lathes, ete. 

NEVADA. Reno—Nels Berglund, of Susanville, Calif., 
plans erection of planing mill on Southern Pacific spur 
here; will also operate a lumber yard in connection. 

NORTH CAROLINA. Ashboro—Ramseur Furniture 
Co. has awarded a contract for construction of a $100,- 
000 addition. 

Siloam—Snow Co., recently organized, will establish 
a plant for the manufacture of plow handles and other 
hardwood products. 

Troy—Troy Furniture Co., formed recently, reported 
planning a plant for manufacture of furniture. 

OKLAHOMA, Oklahoma City—Oklahoma Sash & Door 
Co. let contract for 80x100 ft. planing mill addition. 

TENNESSEE. Ripley—G. E. Scott Lumber Co.. re- 
cently formed, has a site here and will construct plant 
in spring. 

TEXAS. Bastrop—T. J. Williams, of Houston, has 
acquired a pine timber tract near here and will instal! 
sawmill. 

McAllen—H. B. Taylor Lumber Co. beginning erec- 
tion of combined office and warehouse, 140x180 ft. 

VIRGINIA. Clarksville—F. A. Burton and associates 
are interested in establishing a handle factory here. 

Pulaski—Charles E. Turner, Indianapolis, Ind., and 
associates will establish a veneer plant, two stories, 


73x240 ft., to cost between $130,000 and $200,000 
equipped. 
BRITISH NORTH AMERICA. 
ONTARIO. Belleville—Belleville Furniture & Lum- 


ber Co., 111 Station St., building an addition to plant. 

Krugersdorf—D. Colquohoun & Sons erecting sawmill 
on Timiskaming & Northern Ontario Railway, which will 
be completed about May. 


QUEBEC. Thurso—Singer Co. will erect a cabinet 
factory. 
New Ventures 
ARIZONA. Miami—Light Lumber Co. will open lum- 


ber and building material business at 9th and Van 
Buren. 

ARKANSAS.  Clarksville—Dyke 
will open in about four months; 
Smith. 

CALIFORNIA. Los Angeles—Garrett E. W. Keith 
has engaged in business at 2823 Brighton Ave. as 
Arcade Hardwood Floor Co. 

Los Angeles—Lawrence G. and Christ Geiger have en- 
gaged in business at 8143 S. Alameda St. as C. Geiger 
Lumber Co. P . 
Los Angeles—Sprague Lumber Co. opening retail busi- 
ness at 870 8S. Western Ave. 

COLORADO. Denver—Nissen-McGuffin Lumber Co. has 
started a wholesale business. , 
Longmont—Chas. E. Nowels opening planing mill. 

FLORIDA. Hollywood—Buttridge & Hough have be- 
gun planing mill and retail lumber business. ; 
Jacksonville—Adrian B. Joyce, of Cleveland, Ohio, 
and others, operating as National Turpentine Products 


Bros. Lumber (Co. 
headquarters, Ft. 


.Co., have merged holdings of Florida Wood Products 


Co., of this city, Alabama Wood Products Co., of 

Mobile and sarees Ala., and Pensacola Tar & Tur- 
entine Co., Pensacola. 

‘ Jacksonville—Long-Bell Lumber Co. and Pickard Lum- 

ber Co. have opened here. a 
Kissimmee—C. A. Blair & Co, (Inc.), have starte 

a retail lumber business, 

Little River—Dupont Lumber Co. recently began lum- 
ber business. le 
Miami—Nettleton Lumber Co. has begun wholesa 

business. 
GEORGIA. Davisboro—Davisboro Ice & Lumber Co. 
started a retail business. 
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INDIANA. Indianapolis—Harry L. Jenkins’ has 
opened a woodworking plant at 1523 Spruce St. 

Indianapolis—Hampton B. Harley has opened a whole- 
sale lumber business. 

Monticello—Maier Lumber Co. 
ber business. 

MICHIGAN. Saginaw—Standard Mill & Mfg. Co. has 
begun retail lumber business. 

MISSOURI. St. Louis—Hemphill Lumber Co. has 
begun wholesale business at 805 Carlston Bldg. 

St. Louis—Frank L. More Lumber Co. has begun busi- 
ness in Arcade Bldg. 

OHIO. Bedford—Tinker’s 
opened for business. 

OREGON. Hillsboro—Britton-Foster 
composed of H. O. Britton and J. T. Foste 
a lumber yard. 

Portland—Garco Box & Timber Products Co. opening 
wholesale office. 

TENNESSEE. Maryville—Babcock Lumber & Land 
Co, opening hardwood flooring plant. 

Memphis—Red Ball Lumber Co. opening retail busi- 


has begun retail lum- 


Creek Lumber Co. has 


Lumber’ Co., 
r, has opened 


ness. 

TEXAS. Alamo—Valley Lumber Co. opening retail 
business. 

Bolling—Liberty Lumber Co., of Liberty, opening 


branch yard in Bolling. 
Naples—Naples Lumber Co. has 
business. 

Panhandle—Acme Lumber Co. will open here. 
Spearman—Earl Callaway opening retail lumber busi- 
ness. 

Wichita Falls—W. M. Moore Lumber Co. opening re- 
tail yard at Fifth and Scott streets. 

UTAH. Ogden—Brown Lumber Co. being organized 
with headquarters on Washington Ave. by Soren E&. 
Brown and Howard C. Brown, who were formerly with 
the Boyd Lumber Co. 

Salt Lake City—Hyland Lumber & Hardware Co., or- 


Crane Truck for 


The Orton Crane & Shovel Co. is the new name 
adopted by the Orton & Steinbrenner Co.—founded 
over twenty years ago—to describe better the com- 
pany’s principal activity, which is the manufacture 


started in retail 





and sale of locomotive cranes, crawling tread 
cranes, gas, electric and steam shovels, draglines 


and grab buckets. While the corporate name has 
been changed the ownership, management and of- 
ficials remain the same as heretofore, the executive 
personnel being as follows: P. A. Orton, president 
and general manager; E. B. Ayers, vice president ; 
Herbert Mertz, secretary; Harry Shaffer, treas- 





ganized with capital of $100,000, with headquarters in 
the Sugar House district. Geo. Dixon is president and 


manager. 
New Sheds and Yard Improvements 
CALIFORNIA. Los Angeles—W. E. Cooper Lumber 


Co., 2935 E. 15th St., is building J 87x164 ft. 
shed at 2153 E. 14th St.; ; cost, $10, 
OHIO. Cleveland—Suburban esa Co. will erect 
addition, 24x40 ft., to cost $2,000, at 3500 Brook Park. 
OKLAHOMA. Oklahoma City—Cullen Lumber Co. will 
erect a one-story 34x60 ft. lumber shed at 1000 W. 


14th St. 
Casualties 


CALIFORNIA. Los Angeles—Hayward Lumber & In- 
vestment Co., loss by fire. 


FLORIDA. Jacksonville—Plant of Walker Lumber 
Co.. damaged by fire. 

Miami—Warehouse of McDonald Lumber Co. destroyed 
by fire; loss reported at $500,000. 

SOUTH DAKOTA. Deadwood—tLoss estimated at $25,- 
000 resulted from fire which destroyed Cindel sawmill 
in Novak district of Black Hills; no insurance. 

TENNESSEE. Paris—Planing mill of Louisville & 
Nashville R. R. damaged by fire. 

WASHINGTON. Tacoma—Ernest Dolge (Inc.), loss 
by fire in sawmill, estimated at $130,000. 


BRITISH NORTH AMERICA. 


ONTARIO, Rainy River- 
by fire; loss, $16,000. 

SASKATCHEWAN. Lloydminster—Fire destroyed of- 
fice and sheds of Monarch Lumber Co. with estimated 
loss of $10,000. 


lumber 


Dougherty sawmill destroyed 


Handling Lumber 


advantage in a building material yard because it 
travels and steers in any direction at the rate of 
140 feet a minute, and can unload cars, load bins 
or hoppers and load trucks from stock piles quickly 
and economically. The crane truck is specially 
useful for unloading cars, as in this work it is 
necessary to move forward or backward frequently, 
and the operator does not have to leave the cab 
to do it—he merely moves a lever. The crane 
truck furnishes its own power by means of a posi- 
tive gear drive to the rear wheels. For long dis- 
tance traveling the gears may be disengaged and 
the crane truck can then be towed by a motor 











‘ 





Orton crane truck unloading 12712250 


-foot timbers from truck in yard of EB. F. 


Wilkes-Barre, Pa. 


urer; G. L. Niederst, chief engineer; Alex Orton, 
works manager; C. C. Case, general counsel. The 
main office is located at 608 South Dearborn Street, 
Chicago, with factory at Huntington, Ind. 

One of the iatest machines specially designed by 
the Orton Crane & Shovel Co. for the lumber and 
allied industries is the Orton crane truck, shown in 
the accompanying illustration, which depicts this 
equipment employed in unloading 12x12x50- .7 
timbers from motor truck in the yard of the E. 
Ryman Lumber’ Co., Wilkes-Barre, Pa. The ay 
bers are first unloaded from the freight car to the 
truck and then the Orton crane handles them from 
the truck to the storage pile. This “V” type of 
crane has proved very satisfactory and economical 
in retail yards for handling lumber via the package 
System, unloading cars, and loading trucks or 
wagons. 

The Orton crane truck is a self-propelled ma- 
chine mounted on a steel substructure and rubber- 
tired steel wheels. This machine can be utilized to 


truck. The crane truck is steered and operated 
from the cab by one man. A full description, with 
illustrations, of the Orton “V”’ crane truck is given 
in bulletin No. 40. 

Catalog 37 on material handling machinery was 
recently issued by the Orton Crane & Shovel Co. 
with the aim of assisting the industrial executive, 
engineer or contractor who knows the merits of 
locomotive cranes to select a machine suitable for 
this particular purpose, and to acquaint the man 
who has never used one with the possibilities of 
the locomotive crane. The catalog contains 72 
pages and briefly describes and illustrates a few of 
the many types of cranes manufactured by the 
Orton Crane & Shovel Co. 

According to Secretary Mertz, the Huntington 
factory is very busy, with enough orders on file to 
keep the wheels moving for the next three months. 
“Last year,’ said Mr. Mertz, ‘was the best the 
company ever had, and this year’s volume promises 
to exceed that of 1925.” 


CI PORTLAND, ORE. Co 





Ryman Lumber Co., 


CAR 





Willapa Lumber Co. 


Fir 
Spruce 
Hemlock 


Our Specialty 
Vertical Grain Uppers 


Carefully dried—Well manufactured. 


Mills: RAYMOND, WASH. 
General Sales Office: PORTLAN. D, ORE. 


Chicago Representative 
Osgood - Simonson Lumber Co., 11 South LaSalle St. 


/ ‘N 


Geo. T. Mickle 
Lumber Co. 


Manufacturers and Dealers 


YELLOW FIR LUMBER 


We specialize in soft, old-growth, 
kiln-dried Yellow Fir in mixed 
cars, including Finish, Stepping, 
Flooring, Ceiling, Casing, Base and 
Mouldings, for the Yard Trade 


and can make instant shipment. 


\ North Portland, Ore. P 


Long Joist 
Long 
Dimension 


Timbers 
‘Plank 


Old 
Growth 














Fi 
Our timber is especially 
suited for cutting the items 
shown opposite. Planing 
mill facilities. 
— SALES AGENTS — 


Griswold-Grier Lumber Co. 
Evergreen Lumber Company 


TheGriswold Lbr.Co. 


Gasco Bldg., PORTLAND, ORE. 




















WINCHESTER BAY 
SOFT, WHITE 


Sitka Spruce 


OUR SPECIALTY IS SHOP 
Latest Type Kilns 
New High-Speed Planers 
We Also Manufacture 


Fir and Hemlock 
Lumber and Lath. 


Winchester Bay Lumber Co. 


SALES OFFICE:— 
910-11 Porter Bldg., PORTLAND, ORE. 
Mill at Reedsport, Ore., (on Winchester Bay) 
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We 
- PEA tee Y 


. ROUGH OR DRESSED 


MOULDINGS, LATH, 
SHINGLES 


MY Sales Agent for the Following Mills:— 
THE HEBARD CYPRESS COMPANY, 


Waycross, Ga. 


BIG SALKEHATCHIE CYPRESS CO. 


y 


/ 
| 


Varnville, S.C. 
BLACK RIVER CYPRESS CO. LYON PINE COMPANY, 
Gable, S.C. Odessa, Fa. 
BURTON - SWARTZ PINEORA MANUFACTURING 
CYPRESS CO. OF FLORIDA COM: ANY, 


Pineora, Ga. 

Also agents for 
DIBERT, STARK & BROWN 
CYPRESS CO. 

In territory east of Pittsburgh. 


Perry, Fla. 


SAVANNAH RIVER LUMBER 
COMPANY, 

Vale Royal! Mill, Savannah, Ga. 

Gilmania Mill, Gilmania, S. C. 


Gulf Red Cypress Co. 


SAVANNAH, GEORGIA 











Three Good Sellers 
In the Same Car 


You can buy your Oak finish, 
trim and flooring from the same 
manufacturer, in any quantities 
you desire, mixed in the same car. 


McMinnville soft textured Oak 
products are unexcelled for qual- 
ity, beauty, durability or milling. 
That’s why they are such good 
sellers for dealers. Give them a 


trial on your next order. 

















TACOMA, WASH. 


Feb. 13.—The attendance at the regular meeting 
of the Tacoma Lumbermen’s Club last Wednesday 
was unusually small, most of the members being 
engaged in the Community Chest drive now under 
way. The meeting was given over to a discussion 
of topics of general interest. The plans for the 
West Coast trade extension bureau were approved 
by all those present and an effort will be made to 
bring all the local mills into the campaign. The 
lumbermen also discussed the relative merits of 
steel and wood sash, and most of them declared 
the latter to be superior. The meeting adjourned 
early. 

A stirring appeal for proper advertising of the 
great timber resources of Washington was made by 
Ifenry Schott, director of the new market exten- 
sion program for Northwest lumber, in an address 
given last Saturday at a conference of Northwest 
advertising men held under the auspices of the Ta- 
coma Advertising Club. Mr. Schott declared the 
Jumber industry to be far behind the rest of the 
country in putting its product before the public, 
and told many of his own observations and expe- 
riences in connection with proper advertising. He 
urged the advertising men to support the lumber- 
men’s campaign, pointing out it was for their ben- 
efit as well. His address was enthusiastically re- 
ceived. 

The election of George S. Long, of the Weyer- 
haeuser Timber Co., and Everett G. Griggs, of the 
St. Paul & Tacoma Lumber Co., as trustees of the 
new West Coast lumber trade extension bureau, 
was well received by Tacoma lumbermen, who are 
given additional confidence in the plan by the se- 
lection of the two principal manufacturers of the 
city. 

A 2-days’ session of the Associated Safety En- 
gineers of Washington was held at the Winthrop 
Hotel here this week. Frank Purse, of Tacoma, 
local safety engineer for the associated Tacoma 
mills, is president of the association. The meeting 
took up plans for an intensive industrial safety 
drive throughout the State, with particular refer- 
ence to the logging camps and lumber mills. John 
Shaughnessy, supervisor of industrial insurance for 
the State and formerly the safety engineer for the 
local mills, was one of the principal speakers at 
the gathering. 

Organization of a new Tacoma Traffic Club was 
completed at a meeting this week. E. R. Cronk- 
hite, traffie manager Pacific Match Co., was elected 
president of the new club. R. G. Glanville, of the 
Wheeler, Osgood Co., was named first vice presi- 
dent. 

Data furnished by local mills and compiled by 
the city harbormaster show that the total lumber 
cut last year in the Tacoma district amounted to 
1,392,502,278 feet. The mills manufactured 260,- 
000,000 feet more during 1925 than during the year 
previous. Of the grand total cut in the district, 
$61,641,850 feet was cut by mills in the city limits. 
The same report shows that the local door fac- 
tories turned out 4,507,894 doors during the year, 
while the shingle mills manufactured 452,466,300 
shingles. 

Ernest Dolge, president Ernest Dolge (Inc.), 
whose mill was destroyed by fire last week, has 
made formal request that the tideflats district out- 
side the city limits be annexed in order that indus- 
tries there may have adequate fire protection. A 
campaign to bring about this annexation is to be 
started by the millmen interested. Mr. Dolge has 
not yet decided whether the plant is to be rebuilt. 


The next sale of State lands and timber will be 
held March 2, according to an announcement by 
the State land commissioner. Some of the timber 
lies in Pierce County. The total value of the tim- 
ber to be sold is estimated at $82,233. 

The present week has been unusually dull in the 
shipping line and comparatively few lumber car- 
riers were in port. The vessels loading here in- 
cluded the following: Shaffer terminal, Ff’. J. Luck- 
enbach, Atlantic coast, 500,000 feet (part cargo), 
and Makiki, Hawaiian Islands, 1,500 doors and 250 
tons box shook (part cargo). Baker dock, Gly- 
mont, California, 300,000 feet (part cargo). Dick- 
man Lumber Co., John C. Kirkpatrick, California, 
500,000 feet (part cargo). Milwaukee dock, J'us- 
caloosa City, Europe, 4,000 doors and two cars of 
broom handles (part cargo), and Alabama Maru, 
Japan, 200,000 feet (part cargo). Defiance Lum- 
ber Co., Woyo Maru, Japan, 1,000,000 feet (part 
eargo). Tidewater Mill Co., Celilo, California, 200,- 
000 feet (part cargo), and Forest Pride, Australia, 
700,000 feet (part cargo). Portacoma piers, Diana 
Dollar, Atlantie coast, 1,000,000 feet (part cargo) ; 
Buchanness, Australia, 1,000 tons box shook and 
300,000 feet lumber (completing) : Ruth Alerander, 
California, 400 tons box shook (part cargo) ; 








Trion, Japan and China, 650,000 feet (part cargo) : 
Vancouver, Australia, 300,000 feet (additional load- 
ing, completing), West Cactus, Australia, 1,000 
tons box shook (part cargo), and’ Hallfried, Aus- 
tralia, 700 tons box shook and 250,000 feet lumber 
(part cargo). 

The Shaffer Box Co. has closed a contract this 
week for the delivery of 1,000,000 feet of box shook 
a2 month, purchased by the China Import & Export 
Co., of Shanghai. The contract is for three months, 
but will probably be extended to three years if both 
parties are satisfied at the expiration of the prelim- 
inary period. 

One of the largest lumber mills of southwest 
Washington, the Carlisle Lumber Co., of Onalaska, 
entered the export trade this week when an entire 
trainload of lumber was shipped from the mill to 
Tacoma for delivery to steamers here. Most of the 
lumber went to the Portacoma piers and was loaded 
on the steamer Diana Dollar. Another trainload 
is reported to have been shipped to Kalama for 
loading. 

R. L. Watts, of Lewis & Watts, engineers, a for- 
mer resident of Tacoma, has disposed of his inter- 
est in the engineering firm and will join the Com- 
pressed Spruce Products Co., of West Orange, N. J., 
in which he is heavily interested. The compressed 
spruce products were brought up to a commercial 
stage in Tacoma, and a company was organized 
and a factory built in New Jersey. Another plant 
is to be constructed in the middle West. The Ta- 
coma factory has been sold to Freed & Davidson, of 
Portland, who will operate under a royalty ar- 
rangement and supply the Pacific coast territory. 
The local plant will operate under the name of 
Compressed Spruce Products Co. of the Pacific. 

A model home to be constructed of Arquetite, the 
new compound building product using sawdust as 
one of its component parts, and soon to be manu- 
factured by a new plant in Hoquiam organized by 
Alex. Polson, of the Polson Logging Co., is to be 
built near Tacoma by Clarence E. Brown, local real 
estate man. The residence is to be located at Fir- 
crest and will be ready for inspection early in May. 

The State supreme court has denied the petition 
of E. W. Gough, president of the Pacific Lumber & 
Millwork Co. of Tacoma, for a writ of prohibition 
against the King County courts which has served 
him with an order requiring him to appear with the 
records and books of his concern. Mr. Gough re- 
sisted the order on the ground that the courts of 
another county could not compel him to testify. 

George Duncan, president Wood Products Co., 
was in two automobile accidents this week. The 
first occurred on Pacific Highway near Chehalis, 
when Mr. Duncan’s car was demolished, and the 
second in the city. Mr. Duncan escaped injury 
both times. 


BELLINGHAM, WASH. 


Feb. 13.—Log production has increased, and on 
the Milwaukee line from seventy to eighty cars are 
handled daily. This week the St. Paul & Tacoma 
Lumber Co.’s camp in Kulshan district established 
a log loading record when in one day it loaded 
forty-nine cars from two sides. This exceeded its 
best previous record by six cars. The logs totaled 
about 392,000 feet. The camp is managed by Ev- 
erett Griggs, jr. 

Another payroll was added to the city’s lumber 
industry this week when the Siemons Lumber Co.'s 
shingle mill, idle since last fall, became active 
again, employing about thirty men. This concern 
eut 27,500,000 shingles in 1925. Activity among 
Lake Whatcom mills will be general this year. One 
of them, the Dodd Lumber Co.’s shingle mill, will 
run three shifts daily, starting in March, says 
Theodore Dodd, president. It is now operating 
two shifts. The mill employed three crews 
throughout 1925. Other busy mills on the lake are 
the Nick Jerns and the Bloedel Donovan mills. At 
Sedro-Woolley, the Cory sawmill has resumed op- 
eration, giving work to thirty-five men. It closed 
last December. 

Relatively little cargo lumber was moved this 
week. The record follows: Puget Sound Sawmills 
& Shingle Co., Makiki, 425,000 feet, Hawaii; Bloe- 
del Donovan Lumber Mills, Makiki, 78,000 feet ot 
box shook, Hawaii; Hallfred, 625,000 feet of box 
shook, Australia. Morrison Mill Co., Makiki, 
95,0000 feet of box shook, Hawaii: Hallfred, 205, 
000 feet of box shook, Australia. E. K. Wood Lum- 
ber Co., Ibukisan Maru, 1,000,000 feet from the 
Anacortes mill, Japan. 

The machinery for the Bloedel Donovan Lumber 
Mills’ new 2,000-kilowatt turbine arrived this week 
and it is being installed in a building 30x60 feet, 
with a height of 28 feet. It will have laminated 
wooden walls 71%4 inches thick. General Superin- 
tendent John McMahon says that when this turbine 
is operating the company will be able to pro- 
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duce 3,000 kilowatts, having a 1,000-kilowatt ma- 
chine in operation now at the cargo mill. There 
will be a sufficient surplus to provide for expan- 
sion on the waterfront. The company also is en- 
Jarging its box factory yard. When this work is 
finished it will have storage for 21,000,000 feet, as 
compared with 13,000,000 feet now. 

J. J. Donovan, vice president Bloedel Donovan 
Lumber Mills, took issue this week with Frederick 
Benz, agricultural agent of the Northern Pacific 
railway, on his statements before the Bellingham 
zotary Club last week on farm problems. Mr. 
Donovan vigorously defended Secretaries Hoover 
and Jardine, whom Mr. Benz criticized. 


SAN FRANCISCO, CALIF. 


Feb. 13.—There has been a slight slackening in 
retail business due to excessive rains during the 
Jast two weeks. Valley districts have received an 
abundance of rainfall, which, however, assures good 
crops and increased business during spring. In 
the wholesale business there has been a decided 
slump attributed to rain storms on the western 
slope and blizzards through the middle West and 
East. Export business has. likewise suffered 
through the fact that ships were held in port by 
storms, and entering ships with orders from for- 
eign nations were delayed. 

Foreign business is obviously expected to show 
considerable increase over 1925. Last week the 
following charters were fixed: San Pedro, lumber 
to Cuba; Innaren, Peru; Kashu Maru, Japan; 
Bradford City, north of Hatteras; Alynbank, 
Shanghai; Nebraskan, New York; Missoula, Japan. 
Most of the movements are scheduled for March 
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Retailers who make use of odds and ends of 

lumber by building chicken coops, hog troughs, 

and hay racks may find a suggestion for a new 

product in this limousine sled for babies, which 

was seen recently on the streets of Lawrence, 
Mass. 





or early April. Brokers report that the prevail- 
ing rate of $13.50 to $14 to Australia, and $11.25 
to $11.50 to Japan, is still in effect. 

Many mills in the mountains report exception- 
ally heavy snowfall during the last week. This 
is believed to be a barrier to opening logging ac- 
tivities on schedule time. 


SEATTLE, WASH. 


Feb. 13.—C. J. Hogue, of the West Coast Lum- 

hermen’s Association, left Friday for Chicago and 
New York. After attending the trade extension 
conference of the National Lumber Manufacturers’ 
Association, Mr. Hogue will go east. He will spend 
Some time in New York, in connection with the af- 
fairs of the West Coast Forest Products Bureau. 
_ J. Canby Morgan, president Morgan Lumber Co., 
Is in Seattle, taking a close-up view of the inter- 
‘oastal trade. He believes business ought to be 
‘onducted on the basis of legitimate orders, with 
the elimination of transits, which always have a 
disturbing influence. 

P. L. Musick, vice president Vaughan Lumber 
(0. and treasurer-manager of the Hilgard Lumber 
“0., is expected to reach Seattle in a few days. 
His mission is in ‘relation to the local office of the 
Hilgard Lumber Co. Mr. Musick has been in Port- 
land, in conference with E. R. Wicks, vice presi- 
mnt and general manager of the Vaughan Lumber 
oO 


H. M. Hallenbeck, of the Charles R. McCormick 


Lumber Co., sales manager in charge of the Seattle 
office, left Tuesday for an absence of three weeks 
in California. He will visit San Francisco, Fresno, 
Los Angeles and San Diego. 


PORTLAND, ORE. 


Feb. 13.—Only a few Columbia River logging 
camps have as yet begun operations after the holi- 
day shutdown, one reason being heavy rains that 
have made the ground very soggy in the forests, 
and the others the desire of the loggers to hold 
production downto the point where it will not 
feed the market more than it can reasonably ab- 
sorb. Two camps are to resume operations March 
1. These are operated by the Crown-Willamette 
Paper Co. and the Crossett-Western Co. 

Installation of two mills for cutting hemlock at 
Longview will undoubtedly have the effect of en- 
hancing the value of hemlock logs, because it will 
mean competition between the sawmills and the 
paper and pulp mills for these. 

J. A. Byerley, who has been managing the affairs 
of the Silver Lake Railway & Timber Co., has taken 
over the logging operations of the Ostrander Rail- 
way & Timber Co., back of Castle Rock, Wash., the 
Silver Lake Railway & Timber Co. having sold its 
railroad line, running from Silver Lake to the 
Cowlitz River, to the Charles R. McCormick in- 
terests at St. Helens. The McCormick interests 
recently acquired large holdings in Cowlitz and 
Lewis counties, and the railroad just purchased 
will serve as an outlet for this timber. The Silver 
Lake Railway & Timber Co., on the other hand, 
has cut all the timber it had in that district. The 
McCormick timber holdings interlace to some ex- 
tent the holdings of the Ostrander Railway & Tim- 
ber Co., of which E. S. Collins, of -Portland, is 
president, and in which Mr. Byerley has been in- 
terested for a long time. This company has a 
railroad tapping its own holdings. 


COOS BAY, ORE. 


Feb. 13.—A storm of four days, in which seven 
inches of rain fell, affected logging camps through- 
out Coos County, when a high wind made work 
hazardous. Most camps laid off their men during 
prevalence of the storm, and some mills reported 
a shortage of logs. 

Lumber shipments from Coos Bay were delayed 
last week by the condition of the Coos Bay bar. 
Nine steamers and steam schooners lay for two or 
three days in the lower bay loaded for San Fran- 
cisco and San Pedro, before the bar calmed and 
they were able to sail. The Hardanger arrived in 
the harbor Feb. 12 and is taking 2,000,000 feet of 
lumber for the Orient. 

The Coos County re-cruise of 100,000 acres of 
timber will not start until May 1, it was decided 
by the county court, after abrogating a proposed 
contract for $25,000 and substituting day labor. 
The contract called for a two-way cruise, but the 
day labor cruise will have four lines to check in- 
stead of the proposed two. 

Clyde Stearns and Fred Baker have purchased a 
tract of timber on the lower Coquille River from 
Frank Bullard, and will, log it at once, delivering 
the cut at the Moore mill in Bandon. 

Several prominent lumbermen were callers at 
Coos Bay this week, among them F. C. Knapp, of 
the Peninsula Lumber Co.; M. C. Woodward, of the 
Silver Falls Lumber Co., Silverton; Messrs. Cool 
and Baxter, who are looking into export opportu- 
nities from this port. 


WINNIPEG, MAN. 


Feb. 15.—Local retailers report greater activity 
probably owing to very favorable building weather. 
There is considerable preparation for construction 
of larger buildings. Permits far exceed the total 
of the same period a year ago. The wholesale 
market has strengthened somewhat, but a number 
of transit cars, especially of shingles, arriving dur- 
ing the last few days have been picked up at very 
low prices. Line-yard companies report a vast 
amount of figuring at country points. It has been 
necessary for the Western Retail Lumbermen’s 
Association to take on extra help in its building 
department to cope with plan work coming from 
all districts in the West. Farmers who plan on 
building in spring naturally like to get their lum- 
ber hauled out on snow, and a large number of 
vards report sales far in excess of year’s totals. 
The pleasing feature of this business is that it is 
mostly all cash. Collections have been very satis- 
factory. 

Logging operations, particularly in northern 
Manitoba, are progressing very favorably, but in 
parts of Alberta where the weather has been ex- 
tremely mild, some logging operators have been 
compelled to abandon camps. The Nicola Pine 
Mills, Merritt, B. C., is abandoning its western 
pine operations and turning its attention entirely 
to spruce. This action has had effect in 
strengthening the pine market here. 

R. E. Gordon is now representing Comrie Lum- 
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Oak Flooring 


We are distributors of Bruce 
Oak Flooring from our St. Louis 
warehouse. 


Also distributors of Carload 
lots or Less-than-carload lots 
from the Bruce Mills at Cairo, 
Ill.; Memphis, Tenn.; Little Rock, 
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By reason of our central location, 
the wonderful railroad facilities at 
our disposal and our complete stocks 
in yard, we are able to offer lumber 
buyers a superlative service. Distri- 
butors from St. Louis for 86 years. 
Straight or mixed cars. Depend- 
able values in 
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“Larite”’ 
Flooring 


is Great Flooring 
to Sell 


[TURING the years it has been 

on the market, “Larite” Floor- 
ing has fully demonstrated its abil- 
ity to win sales in the face of the 
stiffest competition. Its fine quality, 
good manufacture and good assort- 
ment of lengths make it a sure sales 
getter. If you desire, we ship it in 
mixed cars with our 


Southern Pine 
Yard and Shed Stock 


Let us send you quotations. 


Carter-Kelley Lumber Co. 


MANNING, TEXAS 




















to size stock in any of the follow- 

ing woods and will give us an oppor- 
tunity to quote you on your specifica- 
tions we will assure you of a quality 
product and shipments as you require. 


(‘Idaho White Pine 
Pondosa Pine 


[ YOU use BOX SHOCKS or cut 


Delivered 
Prices «Engelmann Spruce 
Anywhere. | Mountain Red Cedar 





| Mountain Hemlock 


Sullivan Creek Lumber Co., Ltp. 


Post Office: BIRCHBANK, B. C. 
Telegraph Office: Trail, B.C. 
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Maple, Birch, Beech 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Receiver for WILLIAM HORNER 























Plant: Perkins Building, 
Newberry, Mich. Grand Rapids, Mich. 
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ber Co., of Edmonton, Alta., large operators in 
Sitka spruce. 

Ike Hale, of the Cornell, Patterson Lumber Co., 
Vancouver, was a visitor this week. He has been 
appointing representatives in the three western 
Provinces. 

Charles McDiarmid is now Winnipeg representa- 
tive of the Globe Lumber & Coal Co., Calgary, Alta. 

Charles Lee, general manager North American 
Lumber & Supply Co., has left for a trip to Cali- 
fornia. 

George Fuller, general manager Reliance Lumber 
Co., Saskatoon, Sask., was a visitor this week on 
his way to Florida. 

T. R. Dunn, of the T. R. Dunn Lumber Co., ex- 
clusive representative of the Seaman Kent Co., 
hardwood flooring manufacturer, left for the West 
this week. He is contemplating opening an addi- 
tional warehouse. 


ABERDEEN-HOQUIAM, WASH. 


Feb. 13.—This week has been unusually active 
on Grays Harbor waterfront. The Ida Maru, of 
the Yamashita Co., is loading a full cargo at the 
Port Terminal; the Clyde Maru is taking a com- 
plete cargo from the Eureka Cedar Lumber & 
Shingle Co. for Osaka, Japan; the Miho Maru, of 
the Mitsui Co., is taking a part cargo and will 
finish loading on the Columbia River. The Some- 
dono Maru completed a full cargo at the Grays 
Harbor Lumber Co., and sailed Thursday. Her 
berth was immediately,taken by the Oridono Maru, 
which will take a full cargo. Three mills on the 
Harbor, the Grays Harbor Lumber Co., Eureka 
Cedar Lumber Co. and Schafer Bros. Lumber & 
Door Co., have been specializing for several years 
on Oriental shipments and vessels coming into the 
Harbor take a complete cargo at one mill without 
shifting. 

W. Kk. Boeing, Seattle airplane manufacturer, 
who is also heavily interested in timber on Grays 
Harbor, was here during the week. <A _ landing 
field for airplanes is being sought on the Harbor, 
and the matter of securing a location is now in the 
hands of a committee appointed by the Aberdeen 
Chamber of Commerce. 

O. R. Schramm, for eight years sales manager 
for the Grays Harbor Commercial Co., has been 
appointed sales manager of the Schafer Bros. Lum- 
ber & Door Co., of Montesano. Mr. Schramm as- 
sumed his duties in his new position on Feb. 10. 


SPOKANE, WASH. 


Feb. 18.—The slowing up of business which 
usually follows the issuance of a new price card, 
such as that of last week, has not been apparent 
this week, according to leading manufacturers and 
wholesalers. The prevalence of telegraphic rush 
orders, the strength of the southern pine market 
and the optimistic reports from different sections 
of the country are features which give the Inland 
Empire lumberman an encouraging outlook, and 
lead him to believe that a lively spring business is 
just around the corner. 

The Spokane Hoo-Hoo Club held its usual Friday 
noon luncheon at the Hall of Doges, Davenport 
Ifotel, yesterday. In commemoration of Lincoln’s 
birthday, Judge Henry M. Canfield spoke elo- 
— of his virtues. 

4, S. Case, general manager Weyerhaeuser Sales 
Co., and Mrs, Case have been in Honolulu for sev- 


eral weeks. 
DULUTH, MINN. 


Feb. 15.—-Continued improvement in inquiry for 
northern pine was reported in the last ten days. 
Shipments of mixed carloads to line yards have 
been a feature. Especially gratifying were orders 
from elevator companies over western Minnesota 
and North Dakota for lower grades for farm con- 
struction. Substantial carlot shipments of box 
lumber to middle West points were reported. Box 
material was claimed to be firming up, as few of 
the smaller northern Minnesota sawmills have been 
cutitng box this winter, still running on lath, for 
which middle West demand is better than in sey- 
eral seasons. All quotations are stiffly held. As 
logging has been generally curtailed, sawmills are 
banking upon a strong market. Some of the larger 
woods operators are preparing to wind up for the 
season within the next ten days or two weeks. The 
International Falls Lumber Co. closed up four of 
its logging camps last week. The Weyerhaeuser 
interests, Cloquet, and the Virginia & Rainy Lake 
Co., Virginia, Minn., have been receiving substantial 
lots of saw logs from their camps, and their saw- 
mills are running full time. The Scott-Graff Lum- 
ber Co., Duluth, plans to start up its sawmill early 
in March; trainloads of logs have been coming in. 

Bids will be called for shortly for the building of 
the second unit of a concrete and steel ore dock at 
Superior, Wis. A large lot: of pilings will be re- 
quired. 

P. M. Shaw, jr., lumber jobber, Duluth, is spend- 
ing a winter vacation at Summerville, S. C. 

The C. A. McDonald Timber Co., of Duluth, is 





winding up a heavy contract for mining timber, 
Several camps have been engaged since early fall, 


KANSAS CITY, MO. 


Feb. 16.—The lumber market here last week wag 
a little draggy. Sales managers, however, are con- 
fident it will show much more activity before the 
end of the month. Prices have shown no signs of 
weakness anywhere. There have been more tran- 
sits offered and specials have been a little more 
numerous, but without any effect on prices in gen- 
eral. 

The first of three radio talks on the uses of 
lumber, for the particular benefit of farmers, was 
broadcast Saturday night over WDAF, the Kansag 
City Star’s broadcasting station, by Albert H, 
Miller, of the Ferry-Hanly advertising agency. Mr, 
Miller devoted his talk largely to the advantages 
to the consumer in using short lengths wherever 
possible. He pointed out that short lengths could 
be used for the largest part of farm buildings, such 
as hog and chicken houses, barn interiors, cribs 
and sheds for various purposes as well as in repair 
work. 

W. R. Cooper, secretary of the Caddo River Lum- 
ber Co., accompanied by Mrs. Cooper, their son 
John and their niece, Miss Marie Stone, and Mr, 
and Mrs. A. F. Amsden of Wichita, Kan., left last 
week for New York, from whence they will sail this 
week on a cruise of the Mediterranean. 


MINNEAPOLIS, MINN. 


Feb. 15.—In most branches of the industry the 
last week brought signs which were regarded as 
harbingers of the opening of spring trade. North- 
ern pine manufacturers said that the week had 
brought a fairly large aggregate of small orders. 
Retailers, the principal patrons, bought to sort up 
stocks but in many instances, it was apparent, 
many retailers will have low stocks and when the 
spring trade actually opens there will be a rush 
of orders. Hardwood manufacturers and wholesal- 
ers were approaching the end of the seasonal quiet, 
factories having begun preparations to buy speedily 
when business actually begins. A fairly large vol- 
ume of cedar posts moved, although the pole busi- 
ness continues quiet. The retail trade is sorting 
up small stocks. Red cedar shingle mills in the 
West again are producing heavily and there is wide 
fluctuation in the prices being offered buyers. Sash 
and door plants in the Minneapolis-St. Paul terri- 
tory are continuing to operate on a normal but 
light schedule for this period of year. All in all 
the lumber business in the Northwest territory is 
entirely satisfactory, not so much in the immediate 
volume of business but in the prospects for the 
next few months. 

Woods operations are continuing under favorable 
circumstances. There is ample snow in the north 
woods. The weather has been moderate, but 
neither too cold nor too warm. Hardwood manu- 
facturers, for instance, are moving cautiously as 
the end of the woods operations approaches. Most 
of the available dry stock has been disposed of 
and the remaining supply is not being pressed upon 
an unwilling market. 

Lumbermen attached significance to a meeting of 
farmers of the Red River valley in northwestern 
Minnesota in the last week. In that section, where 
a far-reaching demonstration of the practicability 
of balanced farming has been conducted, most mod- 
ern methods for crop growing, stock raising and 
dairy industry expansion are in vogue. The lum- 
ber interests observance was on the basis of what 
this will mean for the lumber trade. C. G. Selvig, 
superintendent of the Northwestern School of Agri- 
culture at Crookston, where the Winter Show of 
the Red River Valley was conducted, said that 
farmers, after two successful and money producing 
crops, would go into an extensive building program. 
Already in that territory the retail lumber dealers 
are doing a large business and the season is just 
beginning. The farmers will be required to con- 
sume a large amount of lumber to meet their need 
in the way of housing. And what is true in the 
Red River valley is true, probably to a lesser extent, 
throughout the Northwest. And this is the anchor 
to which the retail trade of the Northwest now 18 
looking for generally increased lumber business. 

Lumbermen were gratified in the last week when 
announcement from Washington that the $50,000,- 
000 rivers and harbors bill is assured of passage 
by Congress. This means that $2,000,000 will be 
available for channel improvement work on the 
upper Mississippi River between Minneapolis and 
St. Louis. This, simultaneous ‘with decision to 
operate a barge line on the upper river in 1926, is 
accepted as the final link in establishment of de- 
pendable river service and an open road to the 
sea from the Northwest. This means new trans- 
portation advantages to the Northwest lumber in- 
dustry as well as many other industries which have 
been handicapped by dry land freight rates which 
have been enforced in this territory. 

J. L. Robertson, secretary and treasurer of the 
Tregoning Manufacturing Co., manufacturers of 
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sash, door and millwork, of Seattle, Wash., while 
jn the Twin Cities last week completed arrange- 
ments to have its products distributed here by 
Dp. H. MacMullen and George C. Lindeberg. 

Fred Blais, of Moos, Blais & Wilson, who are 
producers and wholesalers of northern lath and 
white cedar posts, came to the Twin Cities last 
week from Shovel Lake, Minn., his headquarters, 
to confer with his associates. Woods operations 
are being conducted under ideal conditions, The 
cut in his district, he said, will be about the same 
as last year. 

This week T. M. Partridge, of the T. M. Part- 
ridge Lumber Co., Minneapolis, producer and 
wholesaler of northern white cedar products, is 
jn northern Minnesota and southern Canada ob- 
serving the operations of the company in that 
region. 

Buyers are conservative but are taking hard- 
wood in frequent and small purchases, according 
to G. E. Bauman, of the G. E. Bauman Hardwood 
Co. of Evansville, Ind., who was in Minneapolis 
in the last week. 

The annual meeting of the Brooks-Scanlon in- 
terests was to take place at Eastport, Fla., late 
this week. M. J. Scanlon left last week to attend 
the meeting. The company operates large south- 
ern pine mills at Eastport. 

Edward Brooks, of Brooks Bros. (Inc.), of 
St. Paul, is visiting the operations of the Brooks- 
Scanlon interests in Oregon and British Columbia. 
Mr. Brooks will spend some time in the West on 
the business tour. In the meantime Dr. D. F. 
Brooks, president, and Harry Simons, secretary, 
of Brooks Bros. (Inc.), are visiting the eastern 
markets on a business trip to New York. 

Robert H. Scanlon, vice president and general 
manager of the M. J. Scanlon Lumber Co., of Mas- 
sack, Calif., is visiting at the Brooks-Scanlon gen- 
eral offices in Minneapolis. 


MILWAUKEE, WIS. 


Feb. 16.—Retailers continue in the market, but 
their takings are only to satisfy day-to-day re- 
quirements. The building field was slightly more 
active last week than in the previous one, as the 
weather was more favorable. Construction work 
has progressed well in Milwaukee so far this win- 
ter, and only an occasional cold spell has delayed 
it. Pine has moved in good lots to the trade re- 
cently, according to the wholesalers. The mills 
and jobbers are trying to force shipments, but 
some yards do not want to stock until after 
tax assessment. Business from wood-using indus- 
tries was better last week, and inquiries were being 
received in fair to good volume. Shipments to 
these plants are being made every day and in many 
cases, where the mills or jobbers have only a 
small supply of certain items left after filling an 
order, the factory buyer will inform them to send 
the entire lot. The lumbermen are encouraged over 
such a situation as this, and take it as an indica- 
tion that the trade is in a favorable buying mood. 
Production in millwork factories is proceeding rap- 
idly. Prices have held firm in the Milwaukee mar- 
ket. 

E. P. Marsh, of Chicago, addressed the wood- 
working section of the foremen’s safety school be- 
ing conducted here by the local Association of 
Commerce. His subject was “Piling, Storage and 
Handling of Wood Products.” The building con- 
struction group heard a lecture by Fred M. Wil- 
cox, Madison, Wis., on ‘‘Protecting the Public.’’ 
More than 5,500 people representing all of the in- 
dustries in the city were registered for the various 
divisions at the third session. 

Irving Seaman, secretary-treasurer Seaman Body 
Corporation, of Milwaukee, has announced that the 
firm expects to double its 1925 output of closed 
automobile bodies during this year, and with that 
end in view the force at the plant will be increased 
by 1,500 workers. It is now being operated 24 
hours a day with a daily production of 600 bodies, 
which will be jumped to 700. Present indications 
Point to the factory building more than 140,000 
bodies this year, according to Mr. Seaman. Popu- 
larity of closed car models over the open ones are 
given as reasons for the increase in activity. 

Announcement is made that the Allis-Chalmers 
Manufacturing ‘Co.’s business in Continental Eu- 
Tope will be handled through an organization re- 
cently incorporated as Allis-Chalmers (France), 
with headquarters at 3 rue Taitbout, Paris. H. I. 
Keen, who has been manager of European sales 
through the company’s district office in Paris, will 
be the managing director of the new organization. 
The company has maintained for many years an 
office in London, 728 Salisbury House, London 
Wall, E.C.2. =. 

The Hurlbutt-Tillman Lumber Co., of Parrish, 
Wis., is operating its sawmill with a force of thirty 
Men, according to A. H. Hurlbutt, and the present 
Plan is to continue producing at this capacity until 
June 1. The company has sold most of its hem- 
lock output to papermills. : 

The Thunder Lake Lumber Co., of Rhinelander, 
Wis., is floating a series of $700,000, 6 percent first 


mortgage bonds, through the First Wisconsin Co., 
of this city. 

The central board of purchases of Milwaukee is 
advertising for bids on 100,000 feet of southern 
pine, creosoted ; 3,500 feet of fir fencing, creosoted ; 
90,000 feet of southern pine; 13,000 feet of fir; 
69,500 feet of oak; 5,000 feet of clear select white 
oak ; and 50,000 feet of maple. 

The Steinman Lumber Co., one of the largest re- 
tail lumber firms in the city, has donated $250 to 
the Milwaukee firemen’s pension fund, as an ex- 
pression of gratitude for the work done by the fire- 
men at the company’s west yard fire on the night 
of Dec. 19, 1925. 


INDIANAPOLIS, IND. 


Feb. 15.—Appointment of Charles M. Benaux, of 
Potter County, Pennsylvania, as assistant State 
forester in Indiana, to succeed George B. Phillips, 
who resigned to accept the position as State fores- 
ter of Oklahoma, has been announced. The new 
assistant is a graduate of the Palo Alto forestry 
school and has been State nursery inspector for 
Pensylvania. 

M. E. Kyle, manager River Park Lumber Co., 
River Park, Ind., has been elected president of a 
newly formed River Park Business Men’s Associa- 
tion intended to promote the interests of that sec- 
tion and to increase business. 

O. D. Haskett, president of the Indianapolis lum- 
ber company which bears his name, and Mrs. 
Haskett were named on the reception committee 
for the annual charity ball of Indianapolis. 


JACKSON, MISS. 


Feb. 16.—Local manufacturers and wholesalers 
of southern pine report trade very brisk. Orders 
last week exceeded production at least 30 percent 
in this section, and with good weather heavy ship- 
ments were made. However, the weather has not 
permitted small mills to resume operations yet. 
Building in the South is very active, especially in 
rural districts, where very little lumber has been 
bought for a number of years. On one of the main 
roads leading south from Jackson, over a hundred 
new houses have been recently built by farmers, 
all within thirty miles of this city. The demand 
from the Gulf coast continues good; Florida de- 
mand is heavy, and the agricultural sections of 
the middle West are buying considerable lumber. 
Railroads and car material people are strongly in 
the market. The mills are having less trouble 
than in a long time in getting asked price for their 
product. Lath have strengthened considerably. 
The export market continues the same. 


NORFOLK, VA... 


Feb. 15.—It is hardly probable that total sales 
last week exceeded those of the week previous, so 
that business has been light. There have been many 
inquiries, but few have developed into orders, be- 
cause of extremely bad weather in the North and 
East. The mills are gradually increasing produc- 
tion, due to better weather, and more stock is being 
offered although at ‘Florida’ prices. The Florida 
situation, by the way, is not now cutting much 
figure. 

Demand for 4/4 edge No. 2 and better, both band 
and circular sawn, has been light, occasional cars 
being sold for immediate shipment. One mill made 
a rather good sale of No. 2 and better and other 
grades for water shipment; rail mills would not 
meet the delivered water prices. No. 2 and better 
4/4 stock widths have been inactive. There is a 
surplus of 6-inch band sawn, and more circular 
sawn will be available soon. Prices are stiff, how- 
ever. Edge 4/4 No. 3 is moving a little better, 
and price seems to be just as strong as a month or 
so ago. No. 3 4/4 stock widths have not been 
very active, but seem hard to buy for quick ship- 
ment. No. 2 and better, edge in 5/4 and 8/4, has 
been quiet, but 6/4 is showing more life and is 
hard to buy for quick shipment. Nos. 1 and 2 
bark strips, rough, are quiet, but partition is mov- 
ing better. 

Sales of 4/4 edge No. 1 box were very light. Many 
millmen are afraid some large sales of edge have 
been made, but it would seem that box makers are 
not particularly interested. No. 1 4/4 stock box 
continues to move well, rough and dressed. Edge 
4/4 No. 2 box is moving a little better, but is far 
from active and surplus stock is growing. No. 24/4 
stock box is moving fairly well, but buyers balk at 
higher prices. Edge No. 1 box, 5/4 and 6/4, is 
not very active. Not many mills make a practice 
of producing thick box right along. Box bark 
strips, 4/4, are still very scarce; more could be 
sold, although higher prices are fought against. 

Demand for items of flooring, thin ceiling, par- 
tition ete. has been light with one or two excep- 
tions. No. 2 and better flooring, 2%4-inch face, 
is in good demand, although buyers want ship- 
ments delayed for thirty days or more; orders 
with this provision do not suit a mill having stock 
already run. Price of this item is growing 
stronger. Other items are more or less wobbly. 
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A‘Pinch Hitter’ 
for Factory Men 


When buyers are weighing your 
product against some one else’s, 
you will find it a big advantage 
to be able to say that in making 
your product you use the finest 
quality 


Delta Hardwoods 
Oak, Gum, Ash, Elm 


It will take only a moment for 
your salesmen to tell buyers the 
advantages in texture, color and 
finishing qualities of fine Delta 
hardwood lumber. Why not get 
the benefit of this important sell- 
ing point? 


Drop us a line for quotations. 
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The PIONEER 
LUMBER CO. 


MANUFACTURERS 





VIRGIN 


Shortleaf Pine 


Lumber and Lath, 
Moulding and Cut-to-Size 
Interior Trim. 


Now manufacturing End- 
matched Yellow Pine Floor- 
ing—Edge and Flat Grain. 


Write or wire for prices on 
+ ’ 
Pioneer's 


No Waste 
Endless Flooring 


ELROD, ALABAMA 








SIPSEY VALLEY 


0 


—— 


SHORTLEAF PINE 


Long-bodied virgin Short- 
leaf trees of exceptional merit 
are an important factor in the 
quality of “Softlite” Shortleaf 
finish, flooring, siding, ceiling, 
boards, shiplap. 

150,000 feet daily. 


SIPSEY VALLEY LUMBER CO. 


BUHL, ALABAMA 
































Good Old Fashioned 


YeELLow Pine 


BOARDS 


SMALL TIMBERS 
FACTORY FLOORING 






Mills at 
Tuscaloosa 


a 
Jericho, Ala. 


STRINGFELLOW LUMBER CO. 


TUSCALOOSA, ALA. 














Kiln dried roofers are not moving so briskly, but 
most mills are oversold on all widths for thirty 
days or more. Air dried roofers are being inquired 
for more freely, but orders are not developing fast. 
Lath are offered freely, with buying slow and prices 
weak. 

A statement of December exports through Nor- 
folk and Newport News, Va., follows: 


Item Destination Feet Value 
Lumber 
Oak—United Kingdom......2,401,000 $137,658 
Oak—Argentine Republic... 624,000 58,878 
Oak—Holland ............ 156,000 9,311 
QOak—-Germany 2.5 scc0085% 92,000 7,599 
Oak—Belgium ............ 26,000 1,312 
Poplar—United Kingdom... 874,000 32,836 
Walnut—United Kingdom. . 58,000 »,610 
Basswood——-United Kingdom. 38,000 2,835 
Maple—-United Kingdom.... 10,000 923 
Chestnut—-Germany ....... 17,000 861 
Chestnut—United Kingdom. 48,000 2,751 
Chestnut—Holland ........ 18,000 932 
Pine—Germany ........... 83,000 5,321 
Pine—United Kingdom..... 16,000 1,103 
Whitewood—United Kingdom 21,000 1,947 
Ash—United Kingdom...... 14,000 1,321 
Spruce—United Kingdom... 16,000 1,167 
Hickory—United Kingdom. . 14,000 8,497 
Flooring— 
‘ Maple—-United Kingdom.... 153,000 10,974 
OLS- 
Ash——-United Kingdom...... 4,000 350 
Poplar—-Germany ......... 17.000 1,075 
Cedar—Germany .......... 8,000 1,500 
Cedar—Belgium ...6.s.0% 9,000 2,500 
Walnut—Germany ........ 4,000 375 


4,221,000 $297,636 

CRRA RB CIE EB os ein Sv ge Sr eh ew OS 46,388 
$344,024 

Figures for December, 1924, were 4,561,000 feet, 
valued at $350,621, average value a thousand feet 
$76.87, while November, 1925, total was 4,331,000 


feet, valued at $321,327, average value, $74.19. 
The average value during December, 1925, was 


$70.51. It is doubtful if the figures for January, 
1926, will exceed those shown for December, 1925. 


WARREN, ARK. 


I’eb. 15.—Prices of Arkansas soft pine are hold- 
ing firm, despite a slackness in demand. MLast 
week’s volume of business was only slightly above 
that of the previous week. The heaviest demand 
is for uppers, especially in finish and finish prod- 
ucts. Upper grades of flooring are not moving in 
quantities at present prices. B&better flat grain 
flooring is moving slowly, there being practically 
no straight car buying. Manufacturers feel that 
demand will be better within a short while, as 
yard stocks need replenishing. Inquiries are being 
received in fair volume. Mixed car orders pre- 
dominate, there being only an occasional order for 
a straight car of No. 2 boards. No. 2. boards, 
6-inch, are in greater demand than any other item 
of common. Industrial business is holding up 
fairly well, but car material orders are few and 
far between. Production in this vicinity has been 
normal, as good weather has enabled the mills to 
maintain log supplies. Shipments have been fair, 
hut not as heavy as production, and new business 
has been of less volume than either production or 
shipments. Stocks at mills are accumulating 


slowly, and assortments are generally broken. 
Labor supply is in excess of demand. Small mill 
production is going along at good rate. Woods 


and roads are in such shape that small mill move- 
ments to new locations are still difficult. 


MACON, GA. 


Feb. 15.—Sunshine of the last few days has 
enabled roofer mills to run to capacity again, after 
an enforced curtailment due to bad weather. Low- 
lands are still wet, but the supply of timber ap- 
pears to be ample. Demand eased off this week, 
however, and few manufacturers were able to nego- 
tiate sales for better than $21 and $22. This is 
believed to be due to the tie-up of eastern and 
northern markets by severe storms and cold 
weather. Some mills reported sales to Florida 
points, with a fairly good demand from that ter- 
ritory. And some of these mills have obtained a 
little better than $22 for quick deliveries to 
Florida. Mill stocks, which were running low be- 
cause of the curtailment of operations, are being 
replenished, and the manufacturers and whole- 
salers believe that, as soon as the East digs itself 
from under the snow, there will be an improvement 
in the market. 

Some of the longleaf pine mills of southwest 
Georgia and southeast Alabama were still having 
difficulty this week in getting timber, because of 
wet timber lands. The rain has stopped, however, 
and the woods and swamps were drying up rapidly. 
There has been big production for the week, not- 
withstanding difficulties. The output is being 
absorbed by the market as rapidly as it comes into 
sight, railroads being the chief takers. Prices are 
unchanged. 








ATLANTA, GA. a 


Feb. 15.—With more favorable weather, produce. 
tion has been slowly increasing at Georgia mills, 
log supplies being heavier than since the first of 
the year. Several smaller mills have re-opened 
and others are preparing to resume. There ap- 
pears to have been some decline in Georgia sales, 
though in Atlanta territory an increase is reported, 
owing to the large amount of local building. 4 
fair demand for car material and ties is reported, 
with inquiries from larger railroads unusually 
heavy. Prices show few changes of importance, 
though some items have a downward trend. Fram- 
ing, however, has been in steadily growing demand 
and is advancing. There has been a considerable 
decline in export bookings, foreign offers being con- 
siderably under present market. 

Though flooring quotations were comparatively 
unchanged, some mills were asking $1@1.50 more 
for B&better. Plenty can be purchased at the fol- 
lowing averages: 


1x3” 1x4” 1x6” 
Bé&btr. .........$57@58 $54@55 wae a 
IG, LCOWM 3-06-5055 52Q@53 49@50 $57 
NG, 2 COM. 5x 6.05 27@28 24@25 27 
NOs 8 COM oc as 15@16 13@14 14@15 


For ceiling lumber the tendency is downward for 
common grades, but slightly upward for B&better, 
Quotations : 


1x4” 5x34” Wsx3y" 
BEBE. 6.0% 00 550 ee OOO $40 $35 
nO. 2 COM 5 0 o65.3 50 3 32 
NO. 2 COM... 4.6360 25 22 1 
NO. 3 COM 6.0.5 6 6s.c% 13 14 8.50@ 9 


Retailers are enjoying a steadily growing de- 
mand for roofers. Georgia mills are sold ahead for 
some weeks, hence prices are well maintained. 
Prices follow on rough Georgia roofers, surfaced 
about $2.50 to $3 higher: 


1x6-8” 1x10-12” 
DD FE ONIN bles Oe oe ee $45 $50 
TO, So OUR 8. br 5 aac w heron eee 22 27 
DG, S CORR ele cee ee eres 20 20@21 


The advances noted a week ago in kiln dried 
roofers, principally coming from Carolina mills, are 
still maintained : 


1x6” xs” 1x10-12” 
No. 1:com:.. 2+. 200 $50 $52.50453 
INO. 2 COM. 66.6660 at 28 29) @30 
PO. BS COUN. 6.0 crews 1s IS@18.50 20.504@21 


Boards and shiplap are in more plentiful supply. 
Prices : 








Boards, S48 
1x5” 1x6-12” 


TN ain ay ohare cus Guneisie ss $57TMIS $59 @60 
(oS OR Re ae Rare tonne ese hare, ir 4D DD HO@5T 
DM ie-calea Kin ris re we ONE 22 @23 2223 
Shiplap——— 

1x6-8” 1x10-12” 

No. 1 & bth... 2.6 cin s OSS $57.50@58 
BG es ik i Kawa dle we ares 24@25 29.504 30 
PNG Sw, sb eons ante ane eco allele 21@22 25.50@26 


Random dimension prices are showing an upward 
tendency. The No. 2 and better, D4S, 2x4- to 
8-inch, up to 20-foot, averaged $830@31 last week, 
2x10- to 12-inch were $35@36. The 20- to 24-foot 
are $2.50 to $3 higher. Retailers are selling di- 
mension at $1@1.50 higher than last week, and 
expected another increase the coming week. 

Partition lumber is holding the advances noted 
two weeks ago: 


1x4” 1x6” 
US I Sohn ta oir pve vice enene $5455 $57.50@58 
PaO Be MIN 5.6. 6: v. S vaio teieie aera 4950 51 asz 
ee ae A eae Py ree 24 25 26 az 


DO eet CO gore cant ees 21@22 19.50@20 
Siding quotations follow : 


Bevel siding Square edge 
‘er i} 


x6 5 x6" 
ne Pe eee cee $29" @30 $34@35 
PUN MES 5 eis Spree dwg vake enh ome 25.50 @ 26 30@31 
INOile COM. baine oe ie wee 17.50@18 20@21 


LAKE CHARLES, LA. 


Feb. 15.—Southern pine has had a very satis 
factory week. Orders continued in good volume, 
with the result that bookings were above normal 
and considerably exceeded production and_ ship 
ments. Retail yards continued heavy buyers. 
Though there was perhaps a little more marked 
tendency to bear down prices, bookings insured 
full time mill operations for the next four or five 
weeks. Some business from industrial concerns 
also developed, and there was a further slight im 
provement in export demand. All finish items are 
in good call. No. 2 boards are in strong call, and 
common dimension is in good demand. Some bus 
ness was booked from the railroads, and there was 
a fair volume of orders from oil fields. Building 
material is in good demand from practically ll 
parts of the South, but very little business was 
booked from the North and East, due primarily t 
unfavorable weather. There seems to be no let-UP 
in demand for timbers, which are hard to secure 
because of logging conditions. Weather for the 
week was ideal, with the result that the woods 
are in better condition than they have been l 
manv months. While it will require several more 
weeks of this weather to enable logging camps ™ 
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get back into their stride, an improvement in out- 
put has been noted. Practically all mills are 
operating, most of them full time. 


LAUREL, MISS. 


Feb. 15.—The South has experienced some se- 
yere weather, and weather conditions prevailing in 
the North and East have affected placement of new 
pusiness. The mills, however, report the booking 
of a fair amount of orders at prices in line with 
their prevailing lists. Small mill production con- 
tinues almost nil. Yard stocks are still slow in 
drying. Special cutting of all descriptions is ex- 
tremely firm. and in much demand. 

R. T. Taylor, of the Pine Plume Lumber Co., 
Montgomery, Ala., and A. J. Phillips, of the Steel 
City Lumber Co., Birmingham, were visitors to 
local mills last week. 

Philip A. Rogers, vice president and general man- 
ager of Eastman, Gardiner & Co., with Mrs. Rogers 
is spending ten days or more in New York. 

Mr. and Mrs. Wallace B. Rogers are spendng sev- 
eral weeks in Chicago and New York. 

Mr. and Mrs. Charles Green and Mrs. Frank R. 
Gilchrist were in New Orleans for Mardi Gras. 

Murray H. Bissell, sales manager Marathon Lum- 
ber Co., has returned from a business trip to 
Canada. 


SHREVEPORT, LA. 


Feb. 15.—While bad weather in the North and 
East has caused a falling off in demand, sunshine 
and warm weather in this producing section have 
tended to increase production, speed up and in 
crease volume of shipments, depleting files of un- 
filled orders. It is reported that some large mills 
have been cutting prices to secure a greater vol- 
ume. The smaller mills, of course, have fallen in 


Co., consisting of a large body of pine stumpage, 
a planing mill and several sawmills. A new steam 
dry kiln will be added and they will make a spe- 
cialty of boards, dimension and joists. Their pres- 
ent output is 50,000 feet a day, and they have 
sufficient stumpage to operate five to six years. 


TUSCALOOSA, ALA. 

Feb. 15.—The larger southern pine mills are re- 
porting somewhat less business booked during the 
last week, but the small and medium sized mills 
are reporting inquiry strong and ability to sell 
anything in regular stocks. Prices in this section 
are fully as strong as last week, and as shipments 
and orders have been exceeding production for al- 
most three months, mill stocks continue to decrease 
and there is practically nothing to be had except 
such stock as is becoming dry from week to week. 

Cypress, high grade gum and high grade oak are 
all in good demand at good prices. Low grade 
gum, tupelo and poplar do not seem to be in quite 
as good demand as they were some time ago. 


BOSTON, MASS. 


Feb. 16.—Business in all sorts of lumber hag 
been unusually quiet. February has been a month 
of heavy snowstorms and two severe blizzards have 
caused considerable damage to property, tied up 
transportation and left the deepest accumulation 
of snow on the ground recorded here in the last 
twenty-two years. 

Eastern spruce frames are steady at $42. Pro- 
vincial random spruce is quiet and prices are a bit 
soft. Some local authorities think the tone of the 
market for southern pine flooring is a shade easier. 
Roofers are quiet and prices show little change. 
Oak flooring is firm and higher prices are asked 
by some sellers. Idaho pine is steady. There has 




















The heavy demand for lumber in Florida growing out of the building boom in the larger cities 
has forced the building interests to impress nearly all forms of transportation into service in 


order to get the material at the point of consumption. 


This old fashioned boat, with its paddle 


wheel in the stern, is one of the many plying between Daytona Beach and Jacksonville on the 


Halifax River. 


Its cargo of lumber is consigned to Kau Gallie 





line and are accepting slightly lower prices, feel- 
ing that with improved weather in consuming 
territory demand will speed up. Mills able to fill 
mixed cars are in the best shape, as they report 
the market very steady, with a steady stream of 
inquiries. sSuyers of timbers, especially heavy oil 
rigs. find it rather hard to place orders with pine 
mills. The low places where mills cut large size 
logs are still pretty well covered with water, and 
small mills can get logs only from high ground. 
As these items are therefore hard to obtain, the 
prices show a stiffening tendency. 

Hardwood is ‘‘off somewhat,” softness extending 
all along the line. Stock cut last fall is just be- 
coming seasoned and there is more hardwood lum- 
ber in sight than there was last month. 


HATTIESBURG, MISS. 


Feb. 15.—Weather continues ideal for sawmill 
operators, but they are now facing labor short- 
age that will affect seriously the small mills, and 
Teduce the total production. The springlike 
weather has enabled road and construction work 
to start again in full force, and the farmers are 
busy. There has been no let-up in demand for 
lumber at the mills, and they are still behind with 
their orders. Local consumption continues heavy, 
and projects now in sight will give the operators 
4 00d local market for some time. 

Paul F. Allen, who for several years has been 
in the wholesale and commission lumber business 
here, has moved to Canton, Miss., where he has 
become interested in the Dealers Lumber Co., cap- 
Italized at $50,000, with J. W. Wright, Romeville, 
La.; J. W. Wright and S. C. Young, Hight, Miss., 
and Mr. Allen as ineorporators. They have pur- 
chased the holdings of the G. Q. Edwards Lumber 


been very little recent business in Douglas fir and 
other Pacific coast lumber. Recent arrivals from 
British Columbia have been light. The last re- 
ported was 653,252 feet of fir and hemlock, 200,- 
000 hemlock lath and 600 bundles of red cedar 
shingles landed here on consignment by the steam- 
ship Greylock from New Westminster. Three 
schooners and one small steamer shipment are the 
total of arrivals from the Maritime Provinces. The 
Victory Chimes, from St. John, N. B., landed 1,547,- 
500 spruce lath at Gloucester, Mass., for William A. 
Warren. The Mina Nadeau, from Yarmouth, N. S., 
brought 340,917 feet of spruce scantling and plank 
for Blanchard Lumber Co. 

Latest reports from Louis M. Young, head of the 
Young Lumber Corporation, Boston wholesaler, are 
that he will not get back from Finland until an- 
other month. Mr. Young has been abroad for some 
time making a survey of the possibilities of de- 
veloping an important source of lumber supply for 
the New England and New York market in Finland 
and vicinity. He has already sent a sample ship- 
ment to Boston of some 250,000 feet of Finland 
pine and spruce. Ernest A. Johnson, of the Young 
Lumber Corporation, is enthusiastic regarding the 
possibilities in the eastern market for Finland pine. 

Wells Blanchard, president Blanchard Lumber 
Co., is now reported out of danger and making a 
fine recovery from the severe attack of bronchitis. 

Harry W. Hussey, of the James W. Sewall cruis- 
ing office, Old Town, Me., with several other cruis- 
ers and surveyors, is making an extensive cruise 
of certain pulpwood lands in Newfoundland. B. C. 
Marsh and Payl Gardner, of the same office, are 
also in Newfoundland on another large tract. They 
will be busy until the spring break-up, this time of 
year being a most favorable one to do cruising in 
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Deep Bayou 


Willow 


for the discriminating buyer 
who is interested in produc- 
ing the BEST finished pro- 
ducts. 


S.B. Anderson & Son, Inc. 


PLAQUEMINE, LA. 


Red and Sap Gum, Sycamore, 
Cottonwood—Tupelo. 





























FACTORY BUYERS 


Investigate our well machined, 
band sawn hardwoods. 
Grades guaranteed under 
rules of National 
10) Hardwood Lum- 
hy ber Asso- 
We solicit Oo ciation, 


your inquiries. 

Bonita O> 
Lumber Company, Inc. 
BONITA, (Morehouse Parish) LA. 
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We Grade it Right and Ship it Quickly. 
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Cc! N. C. PINE Co 





Service 
You Want 


is the kind our facilities 
enable us to render at 
all times. Our mills 
have a daily capacity 
of 300,000 feet of 


BAND SAWN AND KILN DRIED 


N. C. Pine 


ROUGH or DRESSED LUMBER 
eS 


You'll find our prices 
right and our quality 
unexcelled in 


o 
% Partition, Ceiling, 
Ge Moulding, Trim, 
s Lath, Dimension, 
Inquiries and orders solicited for 
rail or water shipment. 


Surry Lumber Company 


Manufacturers 


9th Floor Union 
Trust Building, 


Incorporated 1885 


Baltimore, Maryland 











epeat Orders 


come to dealers who sell the 
grade and quality of lumber 
you find in our 


Flooring, Ceili 

N.C. PINE “sy, oe 

Fone 24 Yellow Pine "ouehand 
We are Car and Cargo Shippers. 


ELLINGTON & GUY, Inc., "itis "| 














QUICK SELLERS—T hat is what you 


want and what you get when you stock our 
N. C. PINE 
It is band sawed and carefully Kiln dried. 


Rowland Lumber Co., Novolk. .. 
Operating John L. Roper Lumber Co. 











_ 
Surface Measure 


| ESTIMATOR 


Anew publication covering inthe most complete 
manner the whole field of surface measure as ap- 
plied to rapid estimating of contents of fractional 
sizes of lumber, veneer, fibre boardand stock used 
in the manufacture of interior and exterior finish, 

anels, doors, sash, blinds, door and window 

Tames, etc.,etc. Send for circular containing 
sample pages. 


Pocket Size (4/4 x 6%") $5.00, Postpaid. 








American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 














that country, on account of ease of moving men 
and supplies, and because excellent snowshoeing 
is almost certain. Kenneth M. Clark and Joseph 
D. Latno, of the same office, with several surveyors, 
are also employed until the break-up on an exten- 
sive cruise in northern Nova Scotia. Mr. Sewall 
has just returned from a trip into New Brunswick, 
New York and Massachusetts, and reports consid- 
erable activity in his line of work. 


BEAUMONT, TEX. 


Feb. 15.—The general demand for pine showed 
some improvement last week, but it found the mills 
with badly broken stocks and none of them in po- 
sition to fill mixed car orders. Numerous timber 
orders of recent months have prevented anything 
but trimmings from going into yard stocks. The 
weather is getting better for manufacturing, and 
small mills are benefiting. Most of the small plants 
were compelled to shut down for a time on account 
of impossible logging conditions and, in the case 
of those without kilns, inability to dry their output. 

The hardwood market showed a little more 
strength and a wider range of demand during the 
last week. Flooring factories are still taking all 
the FAS common oak as fast as it dries, and gum 
is moving better to the furniture factories. Trim 
factories are getting more actively into the market, 


also. 
PHILADELPHIA, PA. 


Feb. 15.—The market is quiet, although prices 
remain firm. West Coast fir and hemlock receipts 
were lower this week, but indications are that 
they will be a great deal larger in the next few 
days. Shortleaf pine, though inactive, holds 
firmly to previous price levels. Transit receipts 
of shortleaf have fallen off, and those that do ar- 
rive are selling practically at mill prices There 
is a fair volume of hardwood sales. Eastern 
spruce lath are still being sold at $8.25, and west- 
ern lath has receded somewhat. Shingles are 
fairly active. 

Candidates for directors nominated at the last 
meeting of the Lumbermen’s Exchange, to be voted 
on at the March annual meeting, are: B. Franklin 
Betts, Edgar S. Clothier, J. A. Finely, Horace G. 
Hazard, George Kyle, George E. Lippincott, Wil- 
liam A. March, Joseph K. McLean and Abram W. 


Trimble. 
TORONTO, ONT. 


Feb. 15.—The annual Save-the-Forests Week in 
Canada will fall this year between April 18 and 24, 
Official notice to this effect was given recently 
in the Canada Gazette. 

The P. B. Yates Machine Co. (Ltd.), Hamilton, 
Ont., has opened an office in Toronto, at 170 Bay 
Street, with J. T. Donnolly in charge. 

C. J. Brooks, Vancouver, B. C., who for several 
years represented the Vancouver Lumber Co. in 
Toronto and was later with other firms, including 
the Canadian Western Lumber Co., has been ap- 
pointed British Columbia lumber commissioner for 
eastern Canada, succeeding Maj. J. R. Cosgrove, 
who left some months ago for England. 

Cc. J. Culter, general manager Westminster Mills 
(Ltd.), New Westminster, B. C., was in Toronto 
recently on business. Mr. Culter attended the 
weekly luncheon of the eastern representatives of 
British Columbia mills, as a guest, on Feb. 8, and 
made a few remarks on trade conditions at the 
Coast. 

H. H. Reid, general sales manager Laminated 
Materials Co. (Ltd.), Vancouver, B. C., was in 
Toronto, Montreal and other eastern Canadian 
cities recently calling upon the trade. 

EK. H. Walker, manager at Midland, Ont., of the 
Canadian headquarters of the Herman H. Hettler 
Lumber Co., of Chicago, has retired after many 
years’ service. R. D. Corty, for several years as- 
sociated with him, has succeeded him as manager. 
The Herman H. Hettler Lumber Co. is removing 
its sales and administrative office from Midland 
to the eleventh floor of the Federal Building, To- 
ronto. 

G. M. French (Ltd.), manufacturer of hardwood 
and softwood lumber, ties, lath ete., will have its 
new mill at Mink Lake, Ont., in operation early 
next month. 

J. P. Jones, late of the staff of the Big Bear 
Lumber Co., Toronto, has joined the sales staff 
of the Hocken Lumber Co., Toronto, and entered 
upon his new duties. 

W. A. Nichols, lumberman, of Carleton Place, 
Ont., after twenty-five years of service, has re- 
tired from municipal activities. Mr. Nichols has 
held practically every important municipal posi- 
tion in the town. 

Eugene Murphy, jr., Mount Forest, Ont., was 
recently elected a member of its town council. 

W. J. Aitchison, former retail lumber merchant, 
of Hamilton, Ont., was elected vice president of 
the Ontario Prohibition Union, held recently in 
Toronto. 

Maj. R. B. Herron, 


wholesale lumber dealer, 








Toronto, who along with Mrs. Herron was severely 
injured in an automobile accident at a level crogg- 
ing in Woodstock, Ont., some ten weeks ago, hag 
returned to Toronto and is now actively engaged 
in business again. Mrs. Herron is also able to be 
around again. 

John G. Levie, of W. & J. Sharples (Ltd.), 
Quebec, Que., left recently on an extended business 
trip to the old country. 

John Waugh, veteran retail lumber dealer, 
Niagara Falls, Ont., left recently for Bermuda, 
where he is spending a winter holiday. 

G. T. Reid, retail lumber dealer, of Toronto, and 
Mrs. Reid are spending a holiday in Bermuda. 


HOUSTON, TEX. 


Feb. 16.—Continued improvement this week in 
orders for pine has brought some encouragement 
to the local trade, but a slump in hardwood demand 
is giving the hardwood men a lot to think about, 
The general opinion seems to be there is not a 
great deal of lumber of any kind in the country, 
and that business ought in fact to be much better, 
Shingles remain quiet. Lath are in fair demand. 

The Groveton, Lufkin & Northern Railway, a 
subsidiary of the Trinity County Lumber Co., will 
construct a 50-mile line through a newly acquired 
tract of timber in the northern part of Tyler 
County, according to a recent announcement. 

A new planing machine has been installed at San 
Augustine, Tex., by J. O. Payne. 


PITTSBURGH, PA. 


Feb. 16.—Some dealers report lower prices in 
the South on both hardwoods and pine. In these 
quarters it is the opinion that the peak in the hard- 
wood market was reached a month ago. In Idaho 
white pine, Pondosa and California white and sugar 
pines, as well as fir and other Coast woods, demand 
and supply appear to be well balanced, with no 
changes in prices. The general building outlook in 
and around Pittsburgh continues good. The de- 
mand of the carpenters for $2 an hour for the 
8-hour day and in addition a five-day week is still 
outstanding and will probably have a considerable 
effect on home building. 

C. W. Iams, of the Hilltop Lumber Co.; S. N. 
McPeak, of the West Liberty Lumber Co.; J. G. 
Marks, of the Cresson Lumber Co., Cresson, Pa., 
president Retail Lumber Dealers’ Association of 
Pennsylvania, and Carl Van der Voort, general 
counsel of the association, each accompanied by 
his wife, sailed from New York, Saturday, on the , 
Fort St. George for Bermuda, where they will spend 
several days. 

O. H. Babcock, of the Babcock Lumber Co., is 
ealling on the trade in the eastern part of the 
State this week. 

H. F. Domhoff, of the Acorn Lumber Co., left last 
week on a six weeks’ trip to the Pacific coast. C. J. 
Eckert and H. R. Harman, of the same company, 
are spending several weeks in the South. 

Secretary William B. Stayer, of the Retail Lum- 
ber Dealers’ Association of Pennsylvania, is spend- 
ing two weeks at Atlantic City. 

J. B. Burkholder, of the International Lumber 
Co., Chicago, has been calling on the trade in Pitts- 


burgh. 
NEW ORLEANS, LA. 


Feb. 15.—Some improvement of call is indicated 
by current reports covering all three divisions of 
the market. The southern pine mill reports show 
a substantial gain in bookings. Cypress sales re- 
mained below the line of normal production, while 
exceeding the week’s production. Shipments were 
heavy and led both sales and cut. Local observers 
rated the cypress call rather brisk. The hardwood 
market was featured, according to local report, by 
a strong call for thick elm and maple. Sap gum 
takings also registered increase, while the other 
items seemingly held their own. Prices, except on 
a few items, seem to have held steady through the 
week. 

The New Orleans Lumbermen’s Club gave a de- 
lightful carnival dinner-dance in its clubrooms last 
Saturday night, with an excellent orchestra in at- 
tendance. ‘Tomorrow, Mardi Gras, the club will 
keep open house for its members, their families and 
guests, serving luncheon and providing an orchestra 
for informal dancing throughout the afternoon. 

E. L. Loper, sales representative of the Enochs 
Lumber & Manufacturing Co., Jackson, Miss., was 
dangerously injured in a peculiar accident while in 
New Orleans last week. Mr. Loper was walking on 
the sidewalk in Carondelet Street when a speeding 
automobile, rounding the street corner, struck @ 
parked car and drove it upon the sidewalk, where 
it struck Mr. Loper. He was promptly removed to 
a hospital, where it was found that his skull had 
been fractured. While his injury was pronounced 
dangerous, the attending surgeons indicated last 
Saturday that the chances favored his recovery, 
barring complications. 

Edward Moller, of Moller & Vanderboom, Quincy, 
Tll., is a business visitor to New Orleans this week. 
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Railroad Tie Exports Show Increase 


WASHINGTON, D. C., Feb. 15.—More than 3,000,- 
900 railroad ties were exported during 1925, an 
increase over the trade of recent years, according 
to preliminary figures compiled by the lumber divi- 
sion. Department of Commerce. 

Of the total of 3,105,166 ties exported last year, 
more than half, or 1,711,045, were untreated soft- 
wood ties. More than a third, 982,639 were soft- 
wood ties treated with creosote or other preserva- 
tives. The remainder, 411,482, were of hardwood. 
The total value of softwood ties exported was 
$2,975,143, while hardwood tie exports totaled 
$646,368. The average price of untreated softwood 
ties exported was 79 cents and for treated ties 99 
cents. Hardwood ties averaged $1.57. 

Twenty-one foreign countries purchased Ameri- 
can ties last year. Nineteen countries took soft- 
wood ties, while but nine took hardwood ties. Mex- 
ico was the largest market, taking a total of 626,- 
290 ties of all species. Canada, Peru, Guatemala 
and the United Kingdom took between 200,000 and 
500,000 each. Egypt, Cuba, China and Salvador 
took between 150,000 and 200,000 each, and Hon- 
duras and British India over 100,000 each. 

Exports to Canada were overbalanced by im- 
ports of ties from that country. Total imports 
were 1,144,809, with about 80 percent coming from 
Canada. The greater part of the remainder came 
from the Dominican Republic. 

The largest quantity of ties exported last year 
were shipped from Pacific coast ports, about 1,600,- 
000 going from Coast customs districts and Ari- 
zona, While 1,100,000 were shipped from Gulf ports. 


(ARB EREAEAaAA: 


British Producers Protest Tie Order 


VANCOUVER, B. C., Feb. 13.—Lumbermen here 
are somewhat exercised, and not a little puzzled, 
over reports of a protest appearing in trade papers 
in England against the recent order for 20,000,000 
feet of railway ties placed in British Columbia. The 
protest appears over the signature of the secre- 
tary of the Home-Grown Timber Association of 
England, and holds that much of the order could 
have been filled by the British trade, which has 
been hard hit in recent years by trade depression. 
Other old country papers have had similar criti- 
cisms and protests. In view of the friendly propa- 
ganda carried on by the government authorities 
in England, to promote increased use of British 
Columbia timber, the leading men in the industry 
here find it hard to accept the published state- 
ments. Much Baltic timber has been used steadily 
in England and no protest raised on that account, 
they say. 





Gain in Canada’s Wood Exports 


WASHINGTON, D. C., Feb. 15.—Canada’s exports 
of woodpulp, pulpwood and paper last year reached 
the enormous total of $168,724,885, an increase 
of $15,697,358 over 1924, according to consular 
advices to the Department of Commerce. Pulp- 
wood exported from Canada cost the United States, 
which was the only importer, $14,168,935, or 
$632,877 amore than in 1924. Woodpulp exports 
were valued at $47,931,904, or $7,688,933 more 
than the year before. 

Figures recently published by the Dominion bu- 
reau of statistics show that there was an increased 
export of lumber and most other lines of unmanu- 
factured wood. In addition to pulpwood, lath, 
ties and spoolwood showed increased exports in 
both quantity and value as compared with 1924. 
Shingle exports increased in value, with a slight 
decrease in quantity. Log and squared timber ex- 
ports were smaller than for the preceding year. 
The total value of these exports last year was 
$116,057,112, against $112,836,017 in 1924. Ex- 
ports of boards and planks last year were 2,178,- 
062,000 feet, valued at $65,612,787 ; against 2,051,- 
925,000 feet, valued at $63,711,714 in 1924. 


American Woods in West Africa 


WASHINGTON, D. C., Feb. 15.—C. E. Macy, vice 
consul in charge at Dakar, French West Africa, 
feports to the Department of Commerce that the 
market for lumber and manufactures of wood in 
those colonies is fair, considering location, dif- 
ficult freight connections, available local supply 
of timber and the like. In 1924 the value of im- 
Ports was $3,368,000, inclusive of cooperage worth 
$2,499,000, or about 75 percent of the whole. Of 
the total the United States supplied directly $629,- 
900 worth. Cooperage was taken chiefly from the 
United Kingdom, but probably a good part of this 
Tepresents American produced goods. Total imports 
of lumber in 1924 were 7,915,682 superficial feet, 
against 6,046,570 feet in 1923. The increased 


volume in 1924 seemed to hold up in 1925 and 
available figures indicate a small increase last year. 
The share of the United States in 1924 amounted 
to 4,051,501 feet, or 51 percent of the total and 
an increase of 82 percent over 1923 imports from 
the United States, which aggregated 2,220,386 feet. 
Sizes of imported lumber chiefly in demand are 
pine and pitch pine planks % to 3 inches by 9 
inches by 20 feet, and planking (deals) and scant- 
lings, 12 to 20 feet in length. 


Finnish Associations Amalgamate 


WASHINGTON, D. C., Feb. 15.—Two important 
associations of the Finnish lumber trade completed 
their previously announced amalgamation in Jan- 
uary, according to reports to the Department of 
Commerce. The larger organization, Finnish Saw- 
mill Owners’ Association, represents about 700,000 
standards, and the smaller, Finnish Wood Associa- 
tion, about 100,000 standards. Thus the combined 
organizations will control 75 to 80 percent of the 
entire production of lumber in Finland. 

The object of the amalgamation is to augment 
the possibilities of a firm selling policy and it is 
reported that in accordance with the new policy 
two selling groups have been formed, consisting 
of sawmills representing equal goods and also en- 
joying similar possibilities in the market. Mini- 
mum price scales have been fixed for the produc- 
tion of these mills, but not published. 


Softwood Imports into Colombia 


WASHINGTON, D. C., Feb. 15.—There is a steady 
demand for softwood lumber in the consular dis- 
trict of Cartagena, Colombia, averaging, however, 
only about $100,000 annually in value. There is 
no large importation of lumber of other kinds, ac- 
cording to Consul Lester L. Schnare. The resources 
of timber in the district are large and there is a 
considerable exportation of cedar and mahogany 
logs to the United States. However, no substitute 
for softwood appears to be native, and the produc- 
tion of other kinds of lumber is as yet insufficient 
to meet the demand. Cedar and mahogany are 
used extensively in the manufacture of furniture 
and for interior finish, but are too expensive for 
general building purposes. Lumber is being used to 
a larger extent than heretofore in the construction 
of buildings. The United States is the only source 
of supply for imported softwoods. 


Minimum Prices for European Woods 


WASHINGTON, D. C., Feb. 15.—Commercial At- 
taché Cunningham advises the Department of Com- 
merce from Madrid that the Barcelona Lumber Im- 
porters’ Syndicate is reported to have agreed upon 
minimum sales prices for northern European lum- 
ber, thus eliminating price cutting in the local 
trade. The situation of Swedish lumber has im- 
proved and stocks are dwindling. 

There are indications of a considerable market 
for red gum, resulting from the recent official de- 
cision to reduce the import duty to the old basis. 

The Spanish pitch pine market is calm, with a 
tendency to withhold orders pending the outcome 
of the standard pitch pine contract recently 
adopted by the Spanish Lumber Importers’ Asso- 
ciation. 

Austrian beech is underselling American hard- 
wood sold in Spain by 40 percent. There is little 
demand for tight staves because of the serious de- 
pression in the wine industry. 


Effect of Treaty on American Woods 

WASHINGTON, D. C., Feb. 15.—Charles H. Cun- 
ningham, commercial attaché at Madrid, has this 
to say concerning the effect of the Hispano-Finnish 
commercial treaty concluded last fall on American 
lumber in Spain: 


“The treaty is similar in form and content to 
the other commercial treaties which have been 
signed during the last few years, and it is impor- 
tant to the United States particularly in that it 
opens the Spanish market to certain kinds of lum- 
ber. But even in this, according to authorities on 
the subject, competition will not be serious, because 
the two kinds of lumber brought in under the treaty 
are spruce and pine of common grades. 

“Ag such lumber has undersold American lumber 
for general building purposes in this market for a 
considerable length of time anyway, it is not be- 
lieved that the competition of Finland will be as 
serious to American lumber as to Swedish. One 
lumber importer states that the Finns will be able 
to undersell the Swedes in this market from 10 to 


15 percent. It is noted that the Swedish commer- ° 


cial treaty does not confer as many advantages on 
Swedish lumber as do the Norwegian and Finnish 
treaties.” 











Goldsboro 
N.C. Pine 


A TRADE BUILDER 
FOR ALL DEALERS 


What should interest 
lumbermen beyond every- 
thing else is how the stock 
they handle meets their cus- 
tomers’ requirements. That 
this is essential to continued 
prosperity is acknowledged 
by all, yet how many of you 
know whether you couldn’t 
improve your business by 
selling our Goldsboro North 
Carolina Pine. 


There’s no time like the 
present for determining this 
and the quality of our pro- 
ducts was never better. 


Don’t waste any time 
wondering where to get the 
best N. C. Pine — consult 
us about your _ require- 
ments. 


Let us know the 
items you need 
in a hurry. 


Johnson & 
wsuncror, Wimsatt 
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| CHICAGO 








City, Tenn., 


OAK FLOORING 
‘“‘ SPENOAK ”? 


Manufactured by Miller Bros. Co., Johnson 
for our exclusive account in 
Chicago, Detroit and Milwaukee territory. The 
best of Tennessee Oak for the best of Flooring. 


JOHN A. SPENCER LUMBER Co. 
Suite 801, 624 So. Michigan Ave., Chicago, Ill. 








Conway Bidg., 


Big Four Lumber Co. 
—HARDWOODS— 


Dimension Stocks — Crating 
CHICAGO, ILL. 











Lumber and as Fi 
HUTCHINS Storeseco.| DoveesFi:, 
Saw Mill, Band Resaw and Planing Mill | White Pine, 
GENERAL OFFICES, YARDS AND MILL: | Spruce, Norway, 
139th and Western Ave., BLUEISLAND, ILL. | Railroad and 
Local Phone: Chicago Phone: Car Material 
Blue Island800 Pullman 8020 (No Toll) | ORDERS SOLICITED 








MAPS 


108 SOUTH LA SALLE STr., 


DROLET & STEENSON 


TIMBER ESTIMATES 
LOGGING REPORTS 


CHICAGO 


Southern Office, Tuscaloosa, Ala. 








OUR 


ters. 


Service Satisfies 


the retailers and the 
manufacturers in three 
large consuming cen- 


TRI-STATE LUMBER 
& SHINGLE COMPANY 


Manufacturers’ Agents 


R. A. Long Bldg., KANSAS CITY, MO. 
111 W. Washington St., CHICAGO, ILL. 
Ford Building, DETROIT, MICH. 


Member National Association 
of Commission Lumber Salesmen. 
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agency 


subscriber. 
phlet No. 49-C. 





oe Furniture Factories 


or other woodworkers? 


If so, wecan help you build business and conserve profits 


Do you know that a large number of 
eoncerns in your line are subscribers 
for our credit information service, 
(which also gives leads for new busi- 
ness), and that we are better able to 
than any other credit 


Ask for rates and Pamphlet No. 49-S 
Giving Full Details. 
Try our Collection Department any 
time on delinquent or disputed ac- 
counts, whether or not you are a 
For rates ask for Pam- 


LumBermen’s Crepit AssociaTION 
Suite 1740-68—608 So. Dearborn Street 
CHICAGO, ILLINOIS 
Eastern Headquarters, 157 East 44th St., New York City 
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C.V. MeCreight, of the C. V. McCreight Lumber 
Co., Pittsburgh, Pa., made a business trip to Chi- 
cago last week. 


J. A. Strack, of the Clore-Strack Lumber Co., 
accompanied by his family, left this week for 
siloxi, Miss., where they will spend several weeks. 


Harry Bishop, of the Bishop Lumber Co., accom- 
panied by Mrs. Bishop and Mr. and Mrs. Sidney 
C. Date, leave Chicago this week for New Orleans, 
La., to spend several weeks. 


W. W. Hamilton, of Pendell & Hamilton, who 
returned from his trip to the Pacific coast last 
Wednesday, has been confined to his home with 
an attack of grippe for several days. 


Walter Young, president and general manager of 
the R & A Lumber Yards, Flint, Mich., was in the 
city the first of the week calling on his many 
friends in the lumber fraternity here. 


The name of the Osgood-Simonson Lumber Co., 
has been changed to the Western Wood Products 
Co., and the offices will be moved from the Roanoke 
Building to the Tribune Tower, March 1. 


J. W. Drissen, of Chicago, vice president and 
general manager of the National Box Co., visited 
the company’s plant at Natchez, Miss., recently on 
one of his customary inspection trips. 


Russell J. Matthias, president of the Russell 
J. Matthias Co., returned Monday from a 3-weeks’ 
trip to the Panama Canal zone, Cuba and Costa 
Rica. He made the trip both ways by way of 
New Orleans. 


Cc. A. Loomis, in charge of the Detroit office of 
the Charles L. Baxter Lumber Co., was in Chicago 
last week and reports that conditions in his terri- 
tory point for as good if not a better year than 
last year. 


H. L. Lowry, of the Lowry Lumber Co., Kansas 
City, Mo., spent three days last week in Chicago 
visiting yards and sash and door plants besides 
attending the National Association of Commission 
Lumber Salesmen convention. 


H. W. Johannes, of the West Lumber Co., Luger- 
ville, Wis., spent last week end and the first part 
of this week in Chicago. He reported business very 
good for this time of the year and was very op- 
timistic as to the outlook for the year. 


Nat F. Wolfe, of the Nat F. Wolfe Lumber Co., 
accompanied by his wife left last Saturday for Fort 
Myers, Fla., to spend several weeks visiting friends. 
Mr. Wolfe insisted that he does not intend to take 
an active interest in Florida real estate. 


E. T. Bond, manager of the Chicago office of the 
Hugh McLean Lumber Co., Buffalo, N. Y., is on 
a southern trip visiting his company’s representa- 
tives at Memphis, Tenn., Little Rock, Ark., Kansas 
City and St. Louis. He will be gone about two 
weeks. 


James R. Andrews, a prominent manufacturer 
and wholesaler of Escanaba, Mich., arrived in 
Chicago Monday for a week’s stay. He reported 
business excellent due to the activity of automo- 
bile manufacturers, and prophesied a very good 


year. 
. 


BE. W. Kettlety, in charge of the Chicago office 
of the International Lumber Co., International 
Falls, Minn., was in Milwaukee, Wis., several days 
this week visiting a number of customers besides 
attending several sessions of the Wisconsin Retail 
Lumbermen’s convention. 


A. Schumacher, president of the Home Lumber 
Co., Spokane, Wash., was in Chicago the first of 
the week on a business trip. He said that his 
company is doing a fine business and that it has 
good order files. He went from here to Clinton, 
Iowa, and then home. 


J. W. McCurdy, vice president James D. Lacey & 
Co., of Chicago, has just returned from a few weeks’ 
absence in the South. He reports a marked im- 
provement in the hardwood situation. W. T. Cul- 
ver, also a vice president of James D. Lacey & Co., 
spent a day in Milwaukee this week. 


V. D. Malloy, of Minneapolis, Minn., who is con- 
nected with the Red River Lumber Co., was in 
Chicago Wednesday on his way home from a 
month’s trip to the East. He was in Boston and 
New York City on business and said that he never 
encountered so much snow in his life. 


D. J. McDonald, of the McDonald Lumber Co., 
Winnipeg, Man., was in Chicago last week end and 





rae 


brought very encouraging reports of the lumber ip. 
dustry in the Provinces. He said that his company 
is handling a good volume of business, and expect 
it to be even better when the retailers come into 
the market for their spring requirements. 


E. A. Shew, general manager, State Lumber Co., 
Columbia Falls, Mont., was in the city the first 
part of the week calling on business friends. This 
company’s new mill at Columbia Falls started op. 
erating last summer and is running at full capacity, 
Mr. Shew says that they expect a nice cut of spruce, 
pine, fir and larch this year. 


J. B. Deutsch, president of the Lake Indepen- 
dence Lumber Co., Big Bay, Wis., was in Chicago 
Monday and Tuesday conferring with Vice presi- 
dent H. Hf. Spaulding. Mr. Deutsch and Mr, 
Spaulding, together with E. M. Lockridge, of the 
Chicago office, left Tuesday night for Big Bay to 
attend a directors’ meeting of the company. 


W. B. Tomlinson, of Tomlinson & Mitchell, Van- 
couver, B. C., wholesalers, and a former vice presi- 
dent of the British Columbia Wholesale Lumber & 
Shingle Association, was called east on account of 
the illness of his mother. He stopped in Chicago 
on his way home the first part of the week, after 
having been gone from the Coast three weeks. 


N. J. Sanford, formerly with the Patrick Lum- 
ber Co., Portland, Ore., and now connected with 
the Portland office of the Prendergast Co., Marion, 
Ohio, was in Chicago last week on his way to the 
home office at Marion. From there he was going 
to Boston and New York to call on the lumber 
trade.. With his new connection on the Pacific 
coast, Mr. Sanford will have charge of rail sales 
and yard stocks. 


A number of local manufacturers’ representatives 
and wholesalers were in Milwaukee this week at- 
tending the annual convention of the Wisconsin 
Retail Lumbermen’s Association. Among them 
were Tom Moore, of the Pacific Lumber Agency; 
J. W. Ball, of the Gulf Red Cypress Co., A. J. 
Barker, of the Acme Lumber & Shingle Co., W. L. 
Godley, Pickering Lumber Co., and J. A. Claney, 
Lumber Service Corporation. Charles L. Schwartz, 
a prominent retailer of Naperville, I1l., was also in 
attendance. 


O. O. Axley, general manager of the Southern 
Lumber Co., Warren, Ark., who spent several days 
in Chicago this week, expressed himself as feeling 
greatly encouraged over the situation in the lum- 
ber industry, at least in so far as Arkasas soft pine 
is concerned.- He does not recall a time when at 
this season a larger amount of business has ever 
been placed than has been booked by his company 
within the last fortnight; in fact, the demand is 
greater than the ability of the company to take 
care of promptly, and not all of the orders offered 
are being accepted. Prices are quite satisfactory, 
and Mr. Axley sees no reason why this should not 
be a prosperous year for the lumber industry. 


J. IJ. Curtin, southern sales manager for the 
Foster Creek Lumber & Manufacturing Co., Stev- 
enson, Miss., and the Wisconsin-Alabama Lumber 
Co., Sylacauga, Ala., was in Chicago Wednesday. 
IIe has been on an extended 4-week trip through 


Ohio, Michigan, Indiana and Wisconsin and has 
been in conference at headquarters at Madison, 
Wis. He also attended the annual convention of 


the Wisconsin Retail Lumbermen’s Association at 
Milwaukee. He reported that the dealers and 
salesmen he visited are very optimistic about bus 
ness for the first six months of this year. He also 


reported success in developing new business for 
some special stock that his companies are pro 
ducing. 


L. S. Conn, manager S. W. & J. W. Conn (Ine.), 
Shelbyville, Ill., was a caller at the AMERICAN 
LUMBERMAN office on Saturday. Mr. Conn reports 
conditions satisfactory and outlook favorable for 
good business. One of the main industries of Shel- 
byville is a hairpin factory employing about forty 
people, and when the bobbed hair craze struck the 
country it looked as though it would be put out 
of business, but with true American ingenuity the 
managers shifted production to a special form 0 
hairpin used by the ladies in restraining what re- 
mains of their abbreviated tresses, and as a result 
the factory is running full time and hardly able to 
keep up with its orders. The Conn business was 
founded in 1864 by S. W. and J. W. Conn, respect: 
ively the father and the uncle of the present (end 
ager, who at the ages of 90 and 88 still reta 
active interest in the business. 
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Purchases Copper Smelters 


The Hyman-Michaels Co., of Chicago, manufac- 
turing rails, locomotives, cars and other railway 
equipment, has announced the purchase of one of 
the largest copper smelters in the world, the Mam- 
moth, Keystone and Kennett properties of the 
United States Smelting, Refining & Mining Co., 
Boston, located at Kennett, Calif. The purchase 
was consumated through the United Chemical Co., 
of San Francisco, Calif. In addition to the plants, 
the purchase covers all personal properties, includ- 
jng a considerable amount of trackage and railroad 
equipment. 

The Hyman-Michaels Co. will probably operate 
a part of this vast plant for some time, and is con- 
sidering offers at present from other large smelting 
and refining companies for the purchase of the 
plant in full or in part. Joseph Michaels, presi- 
dent of the company, has left for the West to look 
after matters involving the operation of these 
properties. This is the largest transaction of its 
kind in the smelting industry in recent years, and 
it is understood that it is only the first of some 
other important announcements on the part of the 
Hyman-Michaels Co. 


To Reorganize Financial Structure 


ADRMORE, Pa., Feb. 15.—The large number of 
users of Autocar trucks will be interested in the 
proposed reorganization of the financial structure 
of The Autocar Co., of Ardmore, one of the pio- 














This freak tree which tied itself in a knot is a 
pepper tree growing on Montana Street in Pasa- 


dena, Calif. How it assumed the shape or 
whether a human hand had a part in twisting 
the trunk of the tree, while young, is not known 








heers in the manufacture of commercial gas and 
electric motor trucks. The reorganization project, 
Which is being planned by a group of prominent 
New York and Philadelphia banking interests, will 
include an issue of non-voting stock, with provi- 
Slons in the bylaws regarding the issue to meet 
the requirements of the New York Stock Exchange. 

The proposed reorganization calls for three sep- 
arate classes of stock—a preferred issue and two 
Issues of common stock, Class A and Class B. The 
Class A stock will have preference as to dividend 
payments and preference as to assets, but it will 
hot carry voting power. The Class B stock will be 
Subordinate to the Class A as to dividends and 
assets, but will carry the right to vote. The hold- 
ets of Class A stock will have the right to convert 
their stock into Class B shares on a share-for-share 
basis at any time the stockholder desires. Stock- 
holders have been requested to deposit their stock 
in approval of the plan, and negotiations with the 


bankers are expected to result in the sale of part of 
the new securities as soon as the present outstand- 
ing preferred and common stock has been deposited. 

It is expected that the contemplated sale of se- 
curities will realize sufficient funds to pay off the 
funded debt and provide additional working capital 
to take care of the increasing volume of business 
of The Autocar Co., whose gross business last year 
aggregated $18,000,000, compared with $3,900,000 
in 1915. 


Salesmen Ask Shippers’ Co-operation 


As a result of the action taken at the recent 
annual convention of National Association of Com- 
mission Lumber Salesmen, whereby a ban was put 
on the use of “collect” telegrams except where 
they conveyed a firm order at the shipper’s price 
or in reply to a direct request from the shipper 
for a wire answer, letters have been sent by F. J. 
Shead, director of publicity, Chicago, to manu- 
facturers throughout the country who deal with 
commission salesmen, informing them of this ac- 
tion and asking for their codperation by refusing 
to accept “collect” telegrams from all salesmen, 
whether they are members of the association or 
not. It is felt that this codperation from shippers 
is necessary if this evil is to be eliminated, and 
that in fairness to the action taken by the sales- 
men shippers will be glad to comply with this re- 
quest. 


Representative for Steel Sales 


E. A. C. Baum, formerly metallurgical engineer 
with the Illinois Tool Co., has been appointed as- 
sistant western representative for steel sales for 
Henry Disston & Sons (Inc.), of Philadelphia, Pa., 
with headquarters at the Disston Chicago branch, 
111 North Jefferson Street. Mr. Baum has seen 
many years of experience in the handling and use 
of tools and tool steels, and comes into the sales 
field well equipped with the knowledge necessary 
for success in this line of work. e 


HYMENEAL 


STEIN-WOLFLIN. Miss Alleen Wolflin, only 
daughter of Charles Wolflin, head of the Wolflin 
West Side Lumber Co., of Evansville, Ind., and 
president of the Evansville Lumbermen’s Club, 
was married to Theodore Stein, of Evansville, on 
Tuesday morning, Feb. 16, at the Wolflin home 
in Evansville. The ceremony was performed by 
the pastor of the Bethel Evangelical Church, 
Rev. Ewald Kockritz. Miss Margaret Neitert 
was the maid of honor, while Hubert Arnold was 
best man. The ceremony was followed with a 
wedding breakfast at the Country Club. Follow- 
ing their return from an extensive wedding trip, 
Mr. and Mrs. Stein will be at home in the Blacker 
apartments at the corner of Second and Oak 
streets, Evansville. Mr. Stein formerly was en- 
gaged in newspaper work but is now a salesman 
for a large bonding house in Chicago. 


RAGLAND-CUNEO. The marriage of Miss 
Thelma Cuneo, assistant secretary of the Lum- 
bermen’s Club of Memphis, to John F. Ragland, 
of Memphis, occurred on Thursday night, Feb. 
11, at the Calvary Episcopal Church of that city. 
Rev. Charles F. Blaisdel officiated. The wedding 
was one of the notable social events of the sea- 
son in Memphis, and immediately following the 
wedding the couple left for New York for a short 
visit. Mrs. Ragland will not at once leave the 
Lumbermen’s Club of Memphis, but has promised 
to continue as assistant secretary for a few 
months or until a suitable assistant can be found. 
Mrs. Ragland has been assistant secretary for 
the last two years and has made a host of 
friends among the lumbermen of Memphis who 
will regret very much to see her leave the offices 
there. 


SARAEBARBBBEBBEBAAAES: 


Branch Managers Hold Convention 


INDIANAPOLIS, IND., Feb. 15.—The annual con- 
vention of branch managers of the Pacific 
Mutual Door Co., was held here Feb. 8 and 9 
and was attended by G. A. Williams, eastern 
manager; P. J. Peltier, Brooklyn; J. H. Arthur, 
Philadelphia; H. C. Bennison, Kansas City; 
J. A. Hannapel, Chicago; E. J. Owens, St. Paul; 
and E. C. Leaming, Indianapolis. The meeting 
was very beneficial as many matters pertaining 
to the future welfare of the company were dis- 
cussed. All of the territories in which the 
Pamudo organization has distributing ware- 
houses expect business this year to equal that 
of 1925. 
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Reliable Sales 
Outlet for Mills 


The firms below are in daily 
contact with scores of buyers. 
They are pushing out after new 
customers right along. And as 
their contacts and customers in- 
crease they are ready to sell the 
output of more mills. 


Their reliability has been fully 
demonstrated. All are members 
of the National Association of 
Commission Lumber Salesmen. 
and they adhere strictly to its 
rigid code of ethics. 


Send them your lists. Let 
them sell your lumber. 


SHEAD LUMBER ASSOCIATION 
332 So. Michigan Ave., Chicago, Ill. 


LUMBER SERVICE CORPORATION 
30 N. La Salle St., Chicago, Ill. 


PENDELL & HAMILTON 
111 W. Washington St., Chicago, Ill. 


JOHN HANSEN LBR. CO. (wédds 
11 So. LaSalle St., Chicago, Ill. 


THE TOMBAUGH LUMBER CO. 


Canton, Ohio 


LUCAS LUMBER CO. 
605 No. Michigan Ave., Chicago, Il. 


R. D. HUNTING LUMBER CO. 


Cedar Rapids, lowa 


GEORGE B. ROOKWOOD 
P. O. 15, Peoria, Illinois 


W. E. ALLEN LUMBER CO. 
30 No. LaSalle St., Chicago, Ill. 


CHAS. 0. ASCHMANN LUMBER CO. 
123 West Madison St., Chicago, Ill. 


VANLANDINGHAM-COOK LBR. CO. 
19 So. La Salle St., Chicago, UL. 


CHAS. L. BAXTER LUMBER CO. 
111 W. Washington St., Chicago, Ill. 


NAT. F. WOLFE LUMBER CO. 
209 So. State St., Chicago, III. 


C. W. BODGE & CO. 
724-25 Genesee Bldg., Buffalo, N.Y. 


JOHN H. SHOOK LUMBER CO. 
30 No. La Salle St., Chicago. IIL. 


J. L. LANE & CO. 
11 So. LaSalle St., Chicago, Ill. 


P. E. O’NEIL LUMBER CO. 
624 So. Michigan Ave., Chicago, IIl. 


( Other members of association are 
invited to join in this advertising. 
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BABCOCK 





Safety Step Ladder for 
Factory and Shop Work. 
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SAFETY 





Rungs 


Straight Grain 
Hand Split 

Hand Shaved 
White Ash Rungs 





Straight Grain 
Tested 


Spruce 


Side Rails 


Malleable 


Automatic 
Spring Locks. 








Will pass Labor Law 


Specifications. 





SAFETY 





Booklet Free. 


W. W. Babcock Co. 


BATH, N. Y. 











Sash and door mills in the Minneapolis and St. 
Paul (Minn.) region continued in the last week to 
operate on a light schedule wtih prospects for early 


spring business regarded excellent. Already in- 
quiries from the rural districts are accepted as 
signs that a substantial volume of trade will come 
from that source. This will supplement city trade, 
which soon is expected to show improvement when 
the building operations get under way. Sash and 
door manufacturers, while they do not look for 
any substantial increase in city trade as compared 
with last year, believe that the increased building 
in the country districts will insure a larger aggre- 
gate business than in 1925, which was regarded 
as a satisfactory year from the standpoint of pro- 
duction. Prices continue at a low level, with in- 
dications that higher prices are in prospect. 

Sash and door and interior finish plants at Du- 
luth, Minn., and Superior, Wis., are operating full 
time with sufficient orders reported to have been 
booked to keep them going for a time. The bulk 
of the contracts are in connection with new con- 
struction projects at middle western points. The 
market was reported firm through the list. 

Better weather has aided in stimulating out- 
side work and as a result a better run of business 
has been booked by door and sash manufacturers of 
Columbus; Ohio. Mills are rather busy and orders 
for thirty days ahead have been booked. Condi- 
tions are improving, and prospects for the spring 
season are very good. Architects and contractors 
are busy figuring plans and specifications for resi- 
dences to be started as soon as weather permits. 

At Kansas City (Mo.) plants the volume of 
business being placed at this time is quite satis- 
factory and outlook for the next month is very 
promismg. There is a good demand from city 
yards for yard stock and the volume of figuring on 
specials is increasing. 

The winter weather conditions have caused some 
slowing down in the activity of door factories and 
planing mills at Buffalo, N. Y., and conditions are 
not expected to improve until toward the end of 
the month. A fair volume of building is promised 
for this spring. 

The Baltimore (Md.) sash and door men are not 
getting an especially impressive lot of business at 
this time, but they know that a great deal of new 


work is in prospect, awaiting only the coming of 
favorable weather to be started, and are therefore 
disposed to hold out for price levels which yielq 
acceptable profits. 


Offers Help to Architects 


Los ANGELES, CALIF., Feb. 13.—In order to 
broaden its service to architects the Millwork In- 
stitute of California has arranged for its various 
district branches to advise, and if necessary to sit 
in, with architects in the preparation of millwork 
specifications. It is recognized that in view of the 
multiplicity of detail in connection with the writ- 
ing of specifications for a building job, the average 
architect does not possess the technical knowledge 
regarding millwork to enable him to prepare sched- 
ules that best serve the interest of the owner, the 
builder and the millwork manufacturer. 

Accordingly the architects of the State have been 
advised by letter that the following Institute 
branches are in position to render them the service 
described : 


Alameda County (Oakland)—W. H. 
813 Bay Bldg. 

Los Angeles County (Los Angeles)—G. A. Hun- 
ter, 631 W. Ninth Street. 

San Diego County (San Diego)—G. H. Hoff, 404 
Union Bldg. 

San Francisco County (San Francisco)—D. 0. 
Druffel, 185 Stevenson St. 

Stockton—T. L. Gardner, 927 Commercial Bank 
Bldg. 

Members of the institute located in territories 
that do not maintain a branch organization will 
hold themselves in readiness to codperate individ- 
ually with architects in their communities who may 
desire such service. 


Company Holds Annual Meeting 


St. Louis, Mo., Feb. 17.—The annual meeting 
of the board of directors of the Carr-Trombley 
Manufacturing Co. was held at the office of the 
company, 2nd and Branch streets, St. Louis, on 
Feb. 3. The following officers were elected: J. T. 
Adams, president; J. C. Collier, vice president; 
R. D. Trombley, secretary and general manager; 
A. S. Schember, treasurer. 


Goddard, 


Big California Millwork Merger Effected 


[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CALIF., Feb. 16.—A $4,000,000 
combine in the sash and door industry of southern 
California, which calls for the merger of six com- 
panies, operating nine plants, has been announced 
by C. L. Miller, president of the Pacific Door & 
Sash Co. The new concern will be known as the 
Pacific Door & Sash Co., and will be one of the 
largest engaged in the manufacturing and install- 
ing of interior woodwork throughout the United 
States. 

The merging companies, according to Mr. Miller, 
are the Pacific Door & Sash Co., of Los Angeles ; 
the Burbank Planing Mill Co., of Burbank; the 
Tom Merrell Sash & Door Co., of Long Beach; the 
Pasadena Manufacturing Co., of Pasadena; the 
Hepburn-Topham Mill Co., of Los Angeles, and the 
Sunset Sash & Door Co., of Los Angeles (Holly- 
wood). Negotiations for the merger have been 
under way for more than four months, and plans 
were virtually completed on the first of the year, 
according to Mr. Miller. The combine did not 
begin to function as such until Feb. 15. 

The directors of the parent company are C. L. 
Miller, E. A. Nicholson, Ollie Topham and George 
H. Nicholson, all of Los Angeles; L. R. McKesson, 
of Pasadena; Tom Walker, of Burbank, and Tom 
Merrell, of Long Beach. 

Although the merged companies will be super- 
vised by a board of directors, they will retain 
their present names. Mr. Merrell has been elected 
vice president as well as a director of the holding 
company, according to a Long Beach authority. 
The working arrangement, it was announced, pro- 
vides for another vice president, but he has not 
been elected as yet, it was stated. 

All of the firms affected will continue to operate 
under their own names and with their own per- 
sonnel, but will have a combined accounting, pur- 
chasing and sales management department. Ap- 
proximately 600 men are employed in the combined 
plants, situated in the various parts of southern 
California, but with the new organization it is 
expected that the operation costs will be materially 
reduced. 

“The combine will reduce the expense of opera- 
tion of the various concerns by avoiding duplica- 
tion in sales, accounting and manufacture, and 


will make them better fitted to compete on the 
national market,” Mr. Miller explained. 

Mr. Merrell will be in charge of distribution of 
material from the Los Angeles-Long Beach harbor 
and of sales of products for national distribution. 
He stated that the Long Beach plant would re- 
ceive additional machinery for manufacturing cer- 
tain products and will increase its operating staff 
within the next ninety days. The Long Beach 
plant, situated in the harbor district, also will 
act as a clearing house for lumber received by 
ship from northern points for the other merged 
mills. 

Through the increased purchasing power and 
volume of production, Mr. Merrell thinks, the build- 
ing industry of southern California will be ma- 
terially benefited by the merger. The company, 
however, will not confine its operations to the 
southern California field, but will from the first 
enter the middle western field, from time to time 
reaching farther east until it has a complete cover- 
age of the United States. The outlook for progress 
in the new field is said to be especially attractive. 

In its middle western work the company is con- 
centrating on the sale of patented articles of fin- 
ished products. It is likely that within the next 
few months all of the companies will undergo rapid 
expansion. 

It was announced that G. H. Nicholson has bee 
appointed general manager. 


TIMBER LAND SALES 


REEDSPoORT, OrRE., Feb. 13.—C. McC. Johnson has 
bought 50,000,000 feet of spruce and fir timber from 
Frank Wade. The stand is located a mile east 0 
Gardner. A logging railroad into the timber will 
be built under the direction of Nonda Anderson, 
superintendent of logging operations for the John- 
son-Anderson Logging Co. 


BAINBRIDGE, GA., Feb. 19.—J. M. Simmons, presi 
dent of the Elberta Crate Co., has closed a trade 
with the Hunt Stave Co. for about $60,000 on all 
of its timber holdings, lands, leases, barges, boats 
and sawmills. The trade included about 10,000 
acres of land. The crate factories of the Elbert# 
Crate Co., located here and at Tallahassee, Fla. 
will have a timber supply for at least fifteen years 
from this purchase. 
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ork ; Flooring Casing and Base Dimension, S1S1E Dimension, S1S1E 
the 1x3” EG B&better... ..... ..... 78.03 | B&better: No. 1— 16’ 23.35 
rit. ere eee S66 ..... WOM Oe ceciaasay cacics 64.98 69.91 Co? ont (. ane ee 27.4 27.77 18° & 20° «OT aan 
te ee aa. Sane 10 «ec ce cu ..... 68.61 76.48 RE 2s cea 27 2x10”, 12° ....._. > in 
SS DD aictatie —eheen aenwe 60.98 Jambs SG avawces ‘ 1a oe Se ee re 
dge Nee) Re ceca sense GLOW 00 B&better: 18 & 20’.. 18° & lt) Oger tT 
ned. N@ni Sees. cases 39.00 37.39 1x4 & 6” 68.50 10’ to 20’.. mai? 32°. 
the | FG B&Better... 0, 57.83 57.20 | 14 Tye dxd& 6) 1... 1111 tooo | 2X 8 18 --- 16) eens cree BOO TIL, 
OI a et e ~ ater oe 18’ & 20’ 
i SO ctncccs Se COR 0 ee ee er ae) eee 
een ; sung: Oe i 18 & 20°... Drop Siding 
hete * BG ND, SU es 2ecck cand 35.53 10’ to 20” - pe 
d 1x4” EG Other lgts. pe) $4 35.53 ox 8”. 10° oO Ix4 or 6 ee 45.75 Ss a 
vice 1x6 16’ 40.00 ..... 37.56 — aes ee eS NOW Dewece  seeee 0.65 43.44 
Other OR. core hsm ag 31.56 ais No. 2..... 30.00 25.61 28.96 
No. 2 {all lengths): tease ¢< No. 3 hin “doko Hae (ésece 
ard, FG 17.06 16. 18 & WD... 
we oreeeeeee d 6.00 occee 78 10’ to 20’.. Shiplap 
' ixé ede enn eas yee 22.21 2x10", 10° ~....... No. 1 
lun- No. * = lengths): i . 5. eee. Ss SE OS I ees. - FR as 36.23 
; 2 LP vee eeeees TROP? xk car 12.54 WP cess, Other igte. eae 32.00 36.2: 
404 1x6” No. x6 co eeceeee ceeee ++ 15,32 18 & 20°... , e136 G10"... WOW 2225. ceca 
No. ¢ 10’ to 20O’.. No. 2 10 to 20’): 
No. 2, ee Boards, SIS or S28 2x12”, 10°... Se «sees 28.02 23.16 
. 0. 1x S”. 14 & 16’. . 35.00 seers 35. 26 12’ eececes N eee wouted 22 88 23.32 
Other Igts. ..... 36.00 35.26 16" ee ~~. . 
ank B&better rough: 1x10”, 14 & 16’... 37.00 ..... 39.69 18 & 20°... a reves 19-12 17.90 
ee te SE sn cccak Sean re Pee nen b agg igts. re eee ee 39.69 No. 2 10’ to 20’.. ix10” Cunwaaa twas 20.18 18.52 
MOE £iikas «ccs wows cowaa a ceane x12”, MEE eds. asene  xecee 51.00 - ye i 
ries  RChae LLlIl 49:21 65.00 le eel 51.00 2x 4”, 10° ....... Longleaf Timbers 
will MM a tecawsitesees. acees 52.25 58.74 No. 2 (all 10 to 20’): Sen me 1 Sq.E&S S48, 20’ and under: 
ivid- MM WR cccksvnc. cxene 62.76 69.51 OEP EE vccccccs aves 23.82 ..... gees m Trseseeceesees seeee teeee 32.40 
ma ME goo aiaie waeeeie swath Sommes 71.66 | *. 1x8” sk Dee 19" cee cceweceecce cesee cocce 38.10 
y BURGE BR acces casas 58.33 22... 1x10” 10’ to 207. BE odysxnegshdvas:. epese. (annie 46.29 
MME er uke ones SHEE cuca 1x12” TO AG a2 55. eo 44,22 
5/4x8" sii LORD ARS 52.00 67.00 No. 3 Ang lengths) : = re | RE > Fe I ge PY 63.50 
6/4 | Tar ee i ape CES 
y Oe BRS sks cece  sweee 50.81 , 18 & 20’ : ae Shortieaf Timbers 
6/4 & 84x12”..... CEGRE OeuRae 63.31 1x10” . 0’ to 20’.. No. 1 S48, 20’ & under: 
ting B&better sur faced: 1x12” 2x 8”, , ree x Seaeeseeteoeeee ceeee SS encee 
bley 1 eh 2 er cenee OMIOMe Gees No. 4, all widths and ‘ OP Eee e eee eeeee eevee 21.93 2.00. 
the UN do ses< cereus 56.00 52.00 58.47 Tengths® ..cccccwec: cove TF. ccsus . | ce 26.25 ..... 
 Beieepeanes 58.44 54.72 60.94 - 18 &. 20’... TES ee heycanipenertns a 
, on SS cr oe 59.00 55.42 64.17 Ceiling Peers 1 58: WES Seeks Wade d tnd kakne / Yt 
j. T. Fy Ree 70.00 66.08 70.21 | 4x4” B&better re a Plaster Lath 
ent | eee 75.00 69.98 73.54 Ol Oe sara 1 | Rees No. 1. %”. 4’ 5.17 5.57 5.25 
er NAGE C0. POP oo ca acs 0 a a RA 54x4” B&better .... 38.00 41.24 38.68 18 & 20’... No. 2, %". 4°...... 413 ..... 4.16 
8 OPER ow cccccccers cose 60.74 ..... 1 eee 30.00 35.17 30.98 10’ to 20’.. ena oS secess, . Tae ee ae . 
MO oa sdcdeade cxsce .camae 69.39 Ne D cccceans 22.00 19.94 21.14 SMe xaskses Byrkit Lath 
Diese Oe 10. i ae is TE ccass 4x4” B&better .... ..... 46.09 48.12 12’ ....... . 27. ce ON Pee Re 16.67 
5/4x12” Basco Reges. “eee 80.48 ; St ae ..... 43.00 46.00 16’ _....... 23.00 23.00 32.94 | 8 and 10’ 14.89 16.77 
Oe & O/bnO"..... 5.05. coose 61.36 No. 2 23.03 18 & 20’... 23.18 25.09 27.03 12’ and longer...... ein he " a6 
meen. OO 76.78 BOs B scccvcss <« ee ewees 10 to 2.. 200 |. 9 = 2 See Weis caes. owe ste teens 16.66 
. O surfaced: ‘ain Partition aaa a I i ne 
the BEE O EE we ensere coees 5.81 oes , 50.5 WE eawness 13.00 13.38 13.65 | (All 1x4 and 6”): 
_gearedebpeahigiber 37.66 ..... oes Te Se Oe aes, 18.38 Te2t | B&better, 9 & 18". 2.2.0... 54.63 
t RE eeileecwateds celnsd 42.74 50.75 = 4 mee eae Sha: ._. 96.13 PRUE ovacvan-cawee, avees 18.25 10 & 20’..  .. 6. ee eee 48.75 
yn 0 Peers 43.58 ..... 1x6” B&better |. 1]. te 53.50 Tae 15.57 pe ee eee eee. ee 18.71 
arbor =F BRM RO cnn cee, Vasc 46.06 65.75 : No. 2 & better log run Roofer. 
i BO cache es cic es SEO occc: Car Sills wae ae 7 ; z 
ition. . . . 2x 4”,10 ....... cneia! Passed No. 2. 1x6” 23.71 
1 re- re & 224 to 82. occcs GROG ccvas S4S, SqE&S: a | Ope —ia No. 2, meal eeccccee cece aE 
? aaae ane “ : a2 oo. Tc caveaa) aadad TG whe. 
cer: Stringers ee eee ee oe ages et Bevel Siding 
staff 90% hrt.. 7x16 & 8x16": OS ee 44.11 aia § etree = “ante Y, 
beers me es 73.75 | Up to 10", 34 to 86° wo. 43:23 Cae. oe a... 
will No. 1 rgh.. 26 to 28° 1110! wees. 62.00 | Up to 12”, 84 to 36° ..... ..... 61.00 TEA AS Ss eaans etee SME Seas NOT Seccescxs 16.00 
d by 
erged Jacksonville, Fla., Feb. 8.—Following is a recapitulation of f.o.b. mill prices obtained in this territory during the two weeks ended Feb. 6: 
and f, Week neuen _ Feb. 6 Jan. 30 7 ended— Feb. 6 Jan. 30 ; Week ended— Feb. 6 Jan.30 | Week ended— Feb. 6 Jan. 30 
puild- ooring — ongleaf Dimension, No. 2 and Boards Boards 
» mar 1x4 B&better .......... $5881 ...cecs Better, D4S B&better— ce. 8 cone 
nany MO S CUM cccnince 54.60 $40.00 ; 1x 6 D4S 55.00 NO. « common— 
is i No. 2 com......... 27.82 22.54 2andom lengths— Straight cars meine... 55.00 i State po th Bo. enero 21.62 
. HO. B COM... 0.000 esses 13.00 oS eer 34.25 30.50 1x10 Rough .............. 61.25 nag ysho cin. chncpaggebaenelaat ae 
first Ix3 B&better ........4. 62.00 ..... _ eeepeeners 34.75 28.69 1x 6 to 12 Rough......... 51.46 | No. 3 common— 
time a ee SESE none IE. prc kousan cues 35.67 31.58 1x 6 to 12 D4S....... Bee” occas, 1x8 Shiplap .....---- «+++ 17.00 
cover: 1x6 No. 2 com........- eecee 22,08 SE -ecunl deipesih aia eee 46.38 | 5/4x 6 to 12 Rough........ 61.50 1x6 & up D4S............ 17.50 
gress Ceilin : : No. 1 common— Sidin 
ctive. a ’ 46.35 Specified lengths— Ce er 45.00 ..... » ’ 
No. Co ae . ieee a > - Novelty, 1x6”— 
3 con- No. 2 com......... 24.35 24.00 y > . MOTEL CTC CORT yo 1x8 DAS .........6.. 45.00 ..... Bé&better 44.00 
f fin: No. 3 com......... 14.60 ..... 2X6 veeeeseeeeeeeeees 28.00 ..... No. 2 common— ON gp igtiannaptiptarenaivescyn 40.25 
next ff 16x3% No. 2com........... 15.00 2X8 weer eee eeeeeeeees 30.00 ..... 1x6 ee Sasensenness oe 2 od Pabpepecanepenie, 
j DD ceoerscsesese coves 4.40 ‘ 1 " 
rapid : ‘Senieds Roofers Specified lengths— Mixed orders po fs ee ee 22.50 Square, edge, 4x0°— 15.00 
—— a) Ss eee 22.50 ..... BOE. ssnunanakeexaiins 28.00 ..... 1x6 to 12 D4S....... Re a EN ee a Sse, 
3 bee ERI INOS So oass 5 3/c « erercine yA ae BRO. cxaciaetantaviset ye No. 2 common— Lath, Std. 4-Foot 
m6 © Wp, Cull. ccnes TUCO cassie | ER rere rere re yt) ee EEG CRIN deessccndsa wanes 22.00 NGG 4, QUGGNiesccudcads C4” cata 
yn has 
binge The following are current f.o.b. mill prices on Arkansas soft pine made during the week ended Feb. 12: 
ast 0 ron P ‘ 
r will Ea Flooring Finish—Dressed Dimension—Dressed S2S&CM—Shiplap 
erson, wdge grain— 1x3” 1x4” tear * 6écte : No.1 No. 2 Jo. 3 
John: scl 7 = Bé&better kava No. 1 No. 2 1x 6” $36.75 $22'50 Par ge 
| CEES oe Ae ne eee $72.50 1x4 Sieleiw's s:u.c-ecbiace’e soe 3 3 nee 12.14. 10,18 12,14, 10,18 ee Lee eee Tae SS prah ; .< -00 
B&better EE ae $81.00 70.50 ERO OO ocd chccccknwces 68.75 53.75 “— 99” es 29” 1x 8” Sivvadwasta 25.50 23.50 18.00 
SD ME Stiaceiiccncnessten eoane EG OS eres 71.75 58.00 | soz 99 $09.90 ox 4” $25.00 $26.50 | 1X10" -ereree ree cree 23.75 18.00 
presi 1%, 1%, 2”x4 to 8”. ) $ 7. ) $29.00 x $25. U 26.9 wa pays 
trade dee grain— 494! 2”"x5, 10, 12”. ; 75.50 25.00 26.75 2x & 21.25 23.00 Ceiling and Partition 
on all B&better Suntuoates 60.00 51.50 —s Wt ie CES la aro 878 3x10” 33.75 36.00 Ce Wage GE Pate 
boats ) a 45.00 42.00 Fencing and Boards 27.0 , oo | oo, 33.05 26.00 Ya 23. te 
10,000 No. : ARRAS NNOReS 33'50 3°50 No.1 No.2 No.3 29.50 31.00 2x12 26.25 28.25 og stter .$39.00 $42.25 $45.00 $50.50 
4 ra 4 ae i pene $34.50 $18.00 $14.75 Sitciiiecmaele lt cea poses Bone as 
: on Moldings eae 36.50 22.25 16.50 we ee ne mare aia agri a: 
| yea 1% ME dcindwaves 36.00 23.50 18.00 B&better Lath 
1g” and —: .26 percent discount | 1x10” .......... 37.00 23.75 18.25 (> A SS errerrerer er rere cee $76.50 No.1 No. 2 ; 
4 and over....21 percent discount BGS scars dices 50.00 27.25 19.50 PEGE Uwicaecdacavanagaeeacnes 80.00 Fae He cccaceswwses $5.50 $4.45 
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NORTH CAROLINA PINE 


Norfolk, Va., Feb. 15.—The following prices for North Carolina pine have been obtained f.o.b. Norfolk: 








Si arena ‘$51.00 55.00. $32.00@35.00 $23.50@24.50. $19.50 21,00 Ma. 3:& better 
S78. sk6saesassasncun 61. J . D. 3.50@24.50 $19.50@21.00 I " i 
OE ncaveseseneoues 55.00 58.50 86.00 37.00 24.50 25.50 ..... ws... | “2D NO: 5:9 GEO® Gize Rooters, oe eee aay tS §,-$54-00@ 60.00 
G/4 wcccccsceccceees 59.00 62.00 37.00 39.00 25.00 26.00 ..... ..... | Factory, 2”: 28.00 32:00 10”. 29:00 30:00 10”. 88:00 64. 
8/4 ne cov reccevceees 62.00 65.00 40.00 42.00 Saye. pewee eee) ones Sizes, 2”.... 22.50 26.50 12”, 30.50 32.00 12”. 64.00 70.00 
R : 4 4— ce i " 
es” ine epsaaspauset 56.00 58.00 40.00 43.00 27.50 28.50 24.00 25.00 Finished widths— No. 2 & better No. 3 No. 4 
10” rr ere 58.00 60.00 43.00 46.00 28.50 29.50 25.00 26.00 | Flooring, $x? cs UEC Ae | CPE ge $75.00@80.00 ..... ..... eee Sra 
IO  siscscussedecwsnt 64.00 67.00 46.00 49.00 30.00 31.50 25.50 26.50 Bibs © BUA. BI" < iénicscccies 49.00 59.00 $88.50@43.50 $24.50@26.50 
Bark strips, Nos. 1 & 2.$32.00@34.00 Bark strip partition, Ceiling, %" AAO TT Ce 28.00 30.00 24.50 26.00 16.50 17.59 
Box ....... 15.50 16.50 INOGS AM oo ccewrecaialees $42.00@44.00 rrr 30.00 32.00 26.00 28.00 17.50 18.59 
Cull red heart.......... 10,50 21:60 * Partition, 18%. c..ccscsce0's00s0ce-nes 50.00 60.00 39.50 44.50 25.50 27.59 








NORTHERN PINE 


Duluth, Minn., Feb. 16.—There is continued expansion in shipments of mixed cariots of northern pine. Quotations f.o.b. Duluth are firmly held: 











COMMON Boarps, RouGH— FENCING, RouGH— 
6’ 10’ 12’ 14&16’ 18’ 20’ ‘ _ 6’ 8’ 10,12&14’ 16’ 18&20° 
ee ae $55.00 $57.00 $62.00 $62.00 $62.00 $65.00 $65.00 | 6”, No. 1..............4. $52.00 $55.00 $60.00 $62.00 $61.00 
| RE 61.00 63.00 69.00 71.00 66.00 71.00 71.00 NO. 2....seceeeceeres 37.00 41.00 42.00 44.00 44,00 
a 65.00 68.00 75.00 75.00 70.00 75.00 75.00 ig Bet Ba aesxrnevevences 26.00 28.00 29.00 30.00 30.00 
NB: 2k Rlinssigcpaiuiste 38.00 40.00 47.00 49.00 47.00 53.00 56.00 | 2%) NO. 1... .ccccceceses 50.00 53.00 55.00 61.00 63.00 
—_ 41.00 43.00 50.00 50.00 47.00 53.00 55.00 PRs Braxsvseccekanery 32.00 38.00 39.00 45.00 47.00 
De ctunncnss 46.00 48.00 57.00 57.00 52.00 80.00 63.00 NN rae ee 27.00 27.00 29.00 30.00 29.00 
Jo. 3, 8” 29.0( 31.06 33.06 32.00 33.01 33.00 33.00 . ‘ : bs ieee aia 
No. 3, Bi avesereees Bot 3100 88:00 «88:00 33.00 33.00 33.00 No. 4, 6-foot and longer, mixed widths, 4”, $24; 6”, $28. 
ON scoca ete 31.00 32.00 34.00 34.00 34.00 34.00 34.00 yA porn > ee nr 
white pine, Nos. 1 an add $1. 
For all whit ine, Nos. 1 and 2, add $1. , 
Boards, 6 to 20’, & 10 and 12”, No. 4, $30; No. 5, $21. Sl or 28, add 75 cents; SISIE, add $1. 
For S1 or 2S, add 75 cents; S1S1E, add $1; for resawed, add $1. Flooring, %- and %-inch ceiling, or beveled well tubing, add $2. 
Drop siding, grooved roofing and O. G. shiplap, 8 8’ and up, add $1.50. Drop siding or partition, add $1.50. 
Shiplap and D&M, 8’ and up, add $1.25, Well tubing, D&M and beveled, add $2. 
No. 1 PIECE om — 10° 12° 14° 16° 18° on SIDING, 4 AND 6”, 4 To 20’— 
oscil 28, 30.00 $30.00 $29.00 $31.00 $33.00 $33.00 4” 6” 4” “ 
gx 77 E88 $F0) 30-00 829-00 28:00 *30.00 "82.00 "32-00 BE seins pana + - $20.00 $22.00 
BO vies 27.00 29.00 30.00 32.00 31.00 31.00 34.00 34.00 | virrrerrteeeeeeeees 33.00 38.00 = Norway, Cé&better.... 34.00 36.00 
2x10”...... 31.00 $32.00 34.00 36.00 34.00 33.00 36.00 38.90 cee eeteccescocesones 28.00 31.00: 
2x12”...... 32.00 33.00 35.00 37.00 35.00 34.00 37. f Siding r tai 
oxi4”. 2... 37°00 38:00 «40.00 ~—« 42.00 ~=—« 40.00» 40.00 43.00 43.00 as oe ee ~—— exceed 20 percent of 4- and 9-foot. 
No. 2 piece stuff, $3 less than No. 1; pine, rough, deduct 75 cents; D&M ion” Pen tO 4., $2 a thousand extra; product of the strip as it 
or S48, add $3. : — er 
Minnesota larch, 2x4- and 2x6-inch, $3 under Norway pine. 3eaded ceiling, %-inch, $1.50 more than same grade of siding. 
[Special telegram to AMERICAN LUMBERMAN] [Special telegram to AMERICAN LUMBERMAN] Spokane, Wash., Feb. 13.—Following are the 
Portland, Ore., Feb. 16.—Present log quota- Portland, Ore., Feb. 16.—The following are | Current prices, f.0.b. mill: 
tions are: ne Ti: Seca f.o.b. Chicago shop, prices on | ponposa Ping, 16-Foor, INcH— 
Cedar: $15 to $17. ‘ 7 ? No.1 No.2 No.3 No.4 No.!i 
Yellow fir: $24, $18 and $12. Boards, S26 ee ae | ere $42.50 $32.00 $19.00 8. a0, 
Red fir: $16, $15 and $14. A AE so sis kus daisnciaeal $31.00 $19.00 | ge °°.°°77"°° Greg Seog Seeo cette tee 
Spruce: $26, $18 and $12. 1X 6”, 10 tO 16" 2. cceccvccccecccsevece 32.00 20.00 | 10” 110.01...) 4150 «62800 2050 oo OT 
Hemlock: $10 and $12. ee ic ctk cnecencenkeenas 27.00 20.00 | yor ‘°**° a6 =e ae 
_ AXIZ, 10 £0 16’... cccccseceereesece 28.00 21.00 | 4” @& wider....: . . $14.50 $650 
aye 1x13” and wider, 10 to 16’.......... 34.00 25.00 Pon EE SE Sala ' ’ 
Everett, Wash., Feb. 13. _ market quota- Sea4 Mod ONDOSA PINE SHOP, S2S— 
tions: com. com. Factory a : 
Fir: Seattle, No. 1, $25; No. 2, $19; No. 3, $13. | 1x4” and wider..........sssssseeeee $15.50 $ 8.00 6/4 & 6/4.. .$T1. 50 $51.50 $3850 gas Com. 
Cedar: Rafts of shingle logs only, $18 base; Belect-@ee == |B BPE niccwssnes 50 61.50 43.50 22.50 °.... 
25 cents added for each one percent of lumber gee ee me yy ene one . mae 
logs. " B&btr. Cc Pe [CRIS Seievrcsices eevee Beees Sesics sineicie $28.25 
Hemlock: No. 2, $13; No. 3, $11. 1x 4”, 6” and 8”, 10 to 20 a 4 $66.00 $45.00 IDAHO WHITE PINE, 16-Footr— 
, EERE ADR I 77.00 57.00 No.1 No.2 No.3 No.4 No.3 
Spruce: $1 higher than fir. i 93:00 88:00 67.00 4” $50.00 $4700 $2250 ~°.. TO 
TEIS” “ANG WICC s:0i0s 2 0520452 98.00 93.00 72.00 re at oie 51.00 48.00 — eee 
5/4, 6/4x4” & wadr., 10 to 20’ 96.00 91.00 74.00 | gw “ "°°" **** py Ge > ie.) ee 
POPLAR ee nS AT 98.00 93.00 76.00 | 49” °°'''°""'! Be'00 «4200 «2650 
Shop, S2S, f.o.b. me ° _ 71.50 44. WP ee. ok 
Cincinnati, Ohio, Feb. 16.—The following are si ‘ 75 yn 2 No.3 | 4” & wider... ..... =. a $17.00 $6.50 
average wholesalers’ carlot prices, Cincinnati | 5/4 and 6/4..............06- $82 00 $47.00 $37.00 | WuitTe Fir, 6 To 20-Foor, INcu— 
base, on “‘soft texture’ poplar, from Virginia, | 8/4 ........-.sseeeeeeeeees +. 72.00 57.00 37.00 4” 6” 8&10" 12” 4”&war 
West Virginia, Kentucky and Tennessee, and on Above shop prices are for anne of No. 3 | No. 1 & 2....$22.50 $24.50 $25.50 $26.50 ..... 
Mississippi Valley poplar: and better. For straight cars of specified grades, | No. 3......... 8.5 19.50 20.50 21.50 ..... 
4/4 5/4&6/4 8/4 add $5. WG Meads Gian” ae ee $15.50 


Sorr TexTuRE— 


Saps & selects. 2° 77 aa? as Bo 88 WEST COAST SPRUCE RED CEDAR SHINGLES 














No. tcom..-.... 50 85 65 72 72 {8 | [Special telegram to American LuMBERMAN] Seattle, Wash., Feb. 13.—Eastern prices f.0.b. 
No. 2com. B.... 25 27 27 «29 28 30 Portland, Ore., Feb. 16.—The following are | mill are: 

VALLEY— prices for mixed cars prevailing here today: Per square Per M 
air ssannsalle $ 87@ 92 $ 92@ 98 $ 98@103 | Finish, 1x12 20.0.0... ceceecesceceeeeeseees $75.00 4 bunches ¢ or 5 bunches 
Saps & selects... 60 65 70 75 75 80 civ Ws oe |, <: | OSPR ae neo cea ie ene 65.00 First Grades, Standard Stock 
- RADON. 2050.00 45 48 52 55 = 4 Movel Sting, WGAt..... 2000 scncceccscesssces 29.00 | Extra stars, 6/2........... $2.26 $2.85 
a 2com. A... 33 35 37 40 4 RIGS aii sla arse Grain b ne Do aee ieee 30.00 FURUTA GTATS, G/2iiccccocecee 2.36 2.95 

o. 2 com. B... 25 27 26 «28 46 HE gh E11) epee Nt aR pe Pe cert ne RTA aaa 5.00 | FOKOPA CIOATE: 6.cccccccecess 2.60 3.25 
PBCLORY: BOOCKS. Bo ple 450akcs5oaeiet ens cna 20200 | POPTOCtS, S12 occccvevacacce 3.13 3.90 
BSG ois a Raip oicie-visis ss Was wien wets 31.00 ee ee 2.77@2.81  3.80@3.85 
POPL AR BEVEL SIDING 1% # Reinet saa eile euaieier ped POPECCHONS 6:0ccvdvess ieee 3.54@3.58  4.80@4.85 
ra Tr ea ce ES Sa I REC oo ovo. Fi t G a it © 
Cincinnati, Ohio, Feb. 16.—The following are -p. Saboacenenielamamderanoneds re an. wine oft cee aaa ta 
average wholesalers’ carlot prices, Cincinnati F aN lalate Rac. ont Mak ada aida nia ca ‘ Extra stars. 56/2... : 3°06 
base, quoted on poplar bevel siding: Box [UMPC BTCC 6.65 iis.o.6 6:6. 000s even sicssnesee 18.00 Sten ahamae sien 3°50 
wa 3 No. 2 Nn games B/S aes 3.17 HOLT 96 
. 2 MORE 600.00. 0606ts0eseene : : 3.90@s3. 

Wi a oa ce Gieat, Select = com. som, | CYPRESS SHINGLES & LATH | Pertections °222222:.]0. 3.61 4:90 

Br eee eneeee 55.00 40.00 28.00 19.00 Cincinnati, Ohio, Feb. 16.—The following are Second Grades, Standard Stock 

AY aneeeeeeeee 48.00 37.00 21.00 17.00 | average wholesalers’ carlot prices today f.o.b. Common stars, iS sated $ 88 $1.10 

eran Cincinnati: i. ommon s TB, GJBececcccce . 25 

Louisville, Ky., Feb. 15.—Demand for poplar ciapiee Common clears ........... 1.56 1.95 
siding here is quiet, but prices have remained | 4, er) Primes Economies British Columbia Stock, Seattle Market 
unchanged, quotations f.o.b. Louisville being: | OCLEGOOME RE 4.85 $3.90 ped (Canatian) Se aa a ea Rac Bie Bah $3.90 
on Nagle gl OTR: 6.95 5.45 4.30 XAKAK (VU. B.).ccccccceee $3.53 4.40 

sia — = com. ne D”. cuseedacis aaa 6.95 5.45 4.30 UPCKAS --+2+eseceeee sere. 500 . 
MED -ccusencnigona ce 42 *30 22 Lath, 4-Foot, 3@x1/2-Inch XX 6/2 16” (Ganadian).. nae G oe 1.95 





REGO sscicvssaeees 50 40 24 18 | No. 1......-see0e $8.90 NO. Biicsccccceses St.00 | Bex 6/2 16” (0. Si). sss : 1.67 2.10 
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[Special telegram to AMERICAN LUMBERMAN] 
Seattle, Wash., Feb. 16.—The following prices 
paid for yard items, f.o.b. mill, were reported 


today: 
Pre- 
High Low vailing 
prices prices prices 
Verticai Grain Flooring 
teh" No. 2 CGAP .cscccvcdens $43.00 $39.00 $41.00 
INQ @ ciaccdastovascacas S200 =BCGO cece 
Slash Grain Flooring 
1x4” No. 2 and better....... 30.00 28.00 29.00 
INGE, Ewe accncenenececene S500 ZEB accuse 
1x6” No. : and better.....4% 36.00 36.00 ..... 
INGS Ssscecucccuunseoes 30.00 29.00 ..... 
Stepping 
No. 2 clear and better....... Re Saez <ceeas 
Finish No. 2 and Better 
WEAN BO rhs cucviceeieg nas 57.00 04.00 54.00 
Casing and DASE. .....ccccse0 63.00 60.00 ce 
Ceiling 
we” Be. 2 clr. & btr....... 28.00 27.00 28.00 
% ee cots aig ao’ SO sascex “seuan 
x4” 2 No. 2 7 eee 31.00 30.00 ..... 
LS RESECRORERCELESCMEMEOND caaaa  -oeean 
Drop Siding 
146” No. 2 Cle. & Dtrs..06 ccc 35.00 35.00 ..... 
WO. S GleGEs kick ccccecec BHOe yt) re 
No. 1 Common Boards and Shiplap 
ee BN BO oo oc kic ce ence nu cess 18.50 16.00 16.00 
TMEE ayialnicvk cite tiewerne dant EUG viene “ends 
Dimension, No. 1 Common S4S 
el”. 12 GRO TS isin scue sere 17.50 15.50 16.00 
Plank and Small Timbers, No. 1 Common 
he 4°. 12 16. 16" BAB ee ceencic 20.00 18.00 19.50 
a012”, 12 to 16" S4S....2.00¢ SLU BILCe a éeun 
Timbers, 32’ and Under, No. 1 Common 
WO Ee. biaicatoccorcexaseces 23.00 F800 ccacs 
Shop 
1544x5% and 1014” Vertical grain rough— 
Select Wee WOGCC i cccieccncencccteseeswnmed $35.00 
MD ecgctecaowoteotsar Sd eibe sete wesc ene 
Me Son sala Se RW ee te REECE ERE RES 15.00 
4/4x6- to 12-inch, Rough, kiln dried........ 23.00 


5/4 No. 1 vertical grain, i kiln dried.. 32.50 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 16.—Fir prices today, car 
basis, f.o.b. mills, are as follows: 


Vertical Grain Flooring 








TE 6. TF CRORE kit vic ceices uses tee cee venves $45.00 
INGe DS CHOBE: io cces teers ccuceeerecehewons 42.00 
Us O ONCIE io t65 00 sW cece acuvesescceveds 29.00 
1x3 and 1%,” No. 2 clear and better......... 45.00 
INOe & ClOR Ee ccwvndeeeerecesvaecs 32.00 
Slash Grain Flooring 
ix’ No. 2 clear and Detter. ..ccccscsccccses 28.00 
NG; CRUE necrcet penn csnceusae meaner 23.00 
1x6” No. 2 clear and better. ......cccccccces 36.00 
ING © GIGGE bcc peeniws cs een sentence nns 28.00 
Vertical Grain Stepping 
1% and 1144” No. 2 clear and better......... 60.00 
Finish - 
IO. 2 C16RY BN DOMOR eo oiikcceccck cetcessecey 50.00 
Ceiling 
Sud" No. 2 clear and Detter.....c.cccceccsce 27.00 
Ti oh CURD okt coven hawcudcennrveces we eee 
Tee tO; a Me DORLOE sc calcccavcocs caccwncws 28.00 
TUOe 6 CHE Rie ce Re deees Vek hbase Keaucene 22.00 
Drop Siding and Rustic 
Dee” ORO 2 ON HOU GE oe aioe sce cc evosecerevewe 32. 00 
Des (GION eck ys vences cence tts kmeneeeua 7.00 
Boards 
MOIR iaieka a nibs ease tas cat er dS ge aie ai $15.00@16.50 
Pea ee Ale abate raie ant cad rade n wacioa aes 11.00 
Dimension—2x4-Inch, S4S 
No. 1, Pe NN icc hace dee ens cwedane conenes 16.50 
DRRR Gr wird ard AO et a tidia te es/etate eae eae ea 12.00 
Timbers 
POMS fre cade ike culo Corre uls ele eaeenconeueel 18.00 
MAO ANN PUB ON Sn 6c Siac ccucrecnweces swsuse nes 19.00 
Miscellaneous Items 
California, random ........-.ccsccccceceecs 15.00 
ai ig gee cin 4.75 
Fir lath, araien, for water shipment........ 6.00 


Seattle, Wash., Feb. 13.—Prices of red cedar 
lumber, new bundling, 8-18’, f.o.b. mill, are: 


Bevel Siding, Vo-Inch 


Py Clear ee. “8 “— 
f-inch KSenssdcsevinrcisenne Geen Q7600 Stran 
inch neat oeawndee ms 29.00 27.00 16.00 
e 1 Ra are nana 36.00 33.00 20.00 

. ee een 40.00 S700 sive 
I i te SEO <Kexce. — waar 

Clear Bungalow Siding, 34-Inch 

PS aelaneieenaseanamasnninp en sendie $53.50 
ieee ee ee 63.50 
cane eR RD Saiieeiacinaneei 





CYPRESS 


Current f.o.b. Chicago prices are: 
GULF RED CYPRESS, NEW GRADES— 


Factory, Rough 
Factory 


Tank FAS Selects Shop Box Peck 
4/4”...$118.50 $103.50 $ i 50 $46.50 > 50 $34.50 
5/4”... 123.50 108.50 1.50 58.50 36.50 34.50 
6/4”... 126.50 111.50 S 50 61.50 36.50 34.50 
8/4”... 185.25 119.253 92.25 69.25 35.25 35.25 

10/4”... 141.25 125.25 98.25 Le idedés dante 
Tk yee CS Re ee | 2S ae 
16/4”... 146.25 130.25 103.25 80.25 ..... 47.50 
Common, S1S or S2S to 13/16-inch, 8- to 20-Foot 

No. 1 No. 2 No. 3 No. 4 
1 AE Gre OTe $52.50 $41.50 $32.50 $28.50 
WG seecedadus 52.5 43.50 34.50 28.50 
PS pecewcewa 52.50 41.50 34.50 30.50 
EO ecewndaas 54.50 45.50 35.50 30.50 
WG ésctbncas 50 50.50 36.50 30.50 


61. 
Nos. 1 and 2 specified lengths, add $2. 
For rough, add $1; for S4S, deduct 25 cents. 
For 5/4 and 6/4, add $3 to price of 1-inch; for 
8/4, add 75 cents. 


Finish, S2S, Random 8- ih 20-Foot 


Clr. Hrt. A Cc D 
ag 00 $ 99.00 $ 94. 00 $84.00 $74.00 


1x4 to 10”. 
BREE cececar 11.00 107.00 102.00 92.00 81.00 
For 5/4 and are in D grade, add $3; for 8/4, add 


$5.75. Other grades, for 5/4, add $5; for 6/4, add 





Cincinnati, Ohio, Feb. 16.—The following are 
average wholesalers’ carlot prices today f.o.b. 
Cincinnati: 


RED CYPRESS— 
Rules of-March 18, 1922 


Factory— Selects, rough Shop 
Mie dlaccccdnadeadvdaceackedecsee $69.25 $44 25 
PO eGsedevetecidedadadbvnsedadds 79.25 56.25 
Cle eas iaducddetands danuvadudeeas 82.25 59.25 
MEO ddctdadeesiagdsadeddassacddcus 90.00 66.00 
Common, Rough— No. 1 No. 2 
1” random widths and lengths..... $53.25 $42.25 
Finish, SiS or S2S— 
EE _ 
A B © D 

ESA CB ck cee $102.50 $97.50 $92.50 $82.50 $72.50 


For 5/4, add $5; 6/4, add $8; 8/4, add $15. 
YELLOW CYPRESS— 


Factory, Rough— No.1 Rand. widths 
FAS 


Sel. Shop No.1 No. 2 
iC UA $75@85 $60@65 $37@42 $33 $25 
5&6/4 .... 80@90 70@75 52@58 38 27 
fe eauecue 90@95 80@85 57@62 41 30 
Boards— No. 1 com. No. 2 com. 
is 2 ER eer er $40.00 $33.00 
BAO (GPO EE 6 cddddedexusawes $7.00 30.00 


St. Louis, Mo., Feb. 15.—The following are cur- 








$8; 8/4, add $15.75. rent quotations on cypress, f.o.b. St. Louis: 
Bevel Siding, 2-inch, Standard Lengths GULF COAST RED CYPRESS— 
y* B Cc D New Grades ¥ 
14x4, 5 Pie ees 5.25 5.75 : : actory 
x4, 5 or 6 $45.25 ie 75 = a6 $28.75 Tank Selects Shop Box 
Bungalow Bevel Siding, 8” Wide MBN rie Suae, $116.75 $ 68.7 $48.75 $32.75 
— 4/4 Stock— —From 5/4 Stock— CEO aenadewandKe 121.75 78.75 60.75 34.75 
B &btr A B C&btr. ea xrseauscaedas 123.75 81.75 63.75 34.75 
$53" 75 SRTG DMT 340 kikca hatce. Baeae eG licvitaueonens 131.75 94.00 71.50 33.50 
64.75 55.75 53.75 54” $71.25 $62.25 $60.25 11: 136.7 102.75 io Barre 
co ee ena 4” 13:30 GEIR GIG NALS, cekcecsieccese BRS |6I 77.25 seeus 
h, 4-F a ace aad el aaa 141.75 107.75 Shae waves 
Lath, 4-Foot No.1 Mo. g | POc® TARGoM 4/47.......ccccccscccecccecees $24.75 
OP oc os ic ccudaknamenttesered $9.00 $8.00 | Common Rough— No.1 No.2 No.3 
7 TOON iiterncsnssdedions $52.75 $43.75 $31.75 
RED CYPRESS, OLD GRADES— EMBO. iidnswscduekandewcaas 59.75 48.75 31.75 
Factory, Rough— No. 1 No. 1 No. 2 | Add $2 for specified lengths on common grades. 
FAS Selects shop com. com. Finish, S1S or S2S— 
4/4 -$100.00 $ 90.00 $ 55.00 $50.00 $40.00 Clear 
5/4 .... 105.00 95.00 70.00 50.00 40.00 Heart A B Cc D 
6/4 .... 107.00 95.00 70.00 50.00 40.00 1x4—10” ....$104.00 $ 99.00 $ 92.00 $ 82.00 $72.00 
9/4 2«s LAGS 100.00 80.00 50.00 40.00 > 1) ier 110.00 108.00 110.00 90.00 79.00 
IOs4 vccc 135. 00 120.00 a ree eee to ee 127.00 122.00 112.00 104.00 ..... 
a eee iar [ anes uae eadea® ‘weeds BRIG” cdtanads 137.00 132.00 122.00 115.00 ..... 
) ‘ 
. . "VU i #888 + #8888 Bun al Bev +4 i — df 
Searde, Rough— No. 1 com. No. 2 com. Peck as. . ws Sid _ viens $55.75 my 
1x4, 6,8 & 10” .......... $53.50 $43.00 ..... BRIO” cocccccccccccccccvccee 1016 7008 GASS 
V random 22200000001 222 S20 gaargs | Bevel Siding— ee ee ae 
idtien i — a in 9'dh dane katheewee $48.50 $45.00 $41.00 $28.00 
LLOW PRESS— 
YELLOW CYPRESS— 
Factory, Rough— No. 1 No. 1 No. 2 | Factory— No.1 No.1 No.2 
FAS Selects shop com, com, FAS Select shop com. com. 
I ke See $ 85.00 $64.00 $43.00 $39.00 $32.00 GEE NN tucsancea $ 75 $60 $38 $31 $26 
Ti, eee 95.00 69.00 55.00 41.00 33.00 DLE nendadans 80 63 50 35 29 
TL Saree 95.00 69.00 55.00 42.00 33.00 Gre veududens 80 65 52 35 29 
ee 100.00 76.00 60.00 44.00 34.00 to See eee 85 70 55 37 31 
Boards, Rough— No. 1 No. 2 i” ig 7 eee eee 105 80 70 
Selects com. com. Peck Boards— No. 1 com. No. 2 com. i random 
WO weecexeas $75.00 $44.00 $37.00 $29.00 BG a xdadeadadeas $42.50 eer 
Ee idéetwsun 75.00 44.00 37.00 29.00 EM? stnavacdanunes 42.50 ee" ‘sean 
SEIO § keeceb ene 77.00 44.00 38.00 29.00 ee” adits danaedkene 43.50 =o. 060th 
WEG” weGouweus 85.00 54.00 41.00 31.00 PEM! caieaceewmaawes 53.00 qaGe ~i#ewad 
ew SOG wick acess ~~  <“Sedeu * “Sader BEOO TEU TMI Snccicactciac 8 =©=©—) waver $23.00 
The following are the prevailing redwood prices f.o.b. Chicago (72-cent freight allowance): 
Bevel Siding, Ya-Inch, S1S1E Clear and Tank, Rough or S2S, 8 to 20’ 
-—Clear—, —"A'—S ad — hd : ” ” ” " ” 
3°-7° 8°-30° | $°-7° $°-29° 3°-99° | a 
Me evadiaenaae $24.25 $34.25 $20.25 $30.25 $23.25 3” $107 $107 $108 $109 $107 
OP sccasecnees 29.25 89.25 25.25 35.25 27.25 | ge “occ *cttteeceeeeees 11 “112 “113 “114 “112 
© kccsvaennus quae GGae Gaae -Gaae Beh Te eteteesteseecens 
Bungalow ~——_ oS 4 to 20-Foot Finlsh, Rough, $2S or S4S 
Yox8 %x8 %x10 %x8 %x10 %x12 é : oo 
CMAP ccccs $40.25 $47.25 $54. 25 $66.75 $68.75 $70.75 Clear “All Heart” —— A”- > 
SE -xceess 35.25 42.25 51.25 64.75 66.75 68.75 | 1-inmch—  3-4%’ 5-7" 8-20" ‘3-4 5-7" 8-20 
Economy Drop Siding  £=i(| & cceceee $50.50 $60.50 $72.50 = 5 "$49. 50 $62.50 
” Gear manne Gar “BR” © seaside 50.50 60.50 72.50 42.50 49.50 62.50 
7”, 4-20° $49.25 $43. 50 $37.75 Oo ddaddne 59.50 69.50 81.50 651.50 58.50 76.50 
oe Sateen t 45.50 15 34.75  weadaan 52.50 62.50 72.50 44.50 61.50 62.50 
a hy EE agh bicdil, dass Da rye mo téuande 69.50 74.50 77.50 659.50 64.50 67.50 
Prices of 7” based on shipping 5 Sent 4- Lat 10” 79.50 81.50 81.50 69.50 74.50 76.50 
of o's 10 percent 3-7’. Specified lengths, $2 ex- Co Sagpabatenaciate 81.50 83.50 83.50 71.50 16.50 8.50 
ly ragecee 81. E ; : ’ ' 
Random Shop, Rough or $2s, 8’ to 20’ GW OF cceledetam cdvar Gee since seeds 72.50 
SG” ‘ta 12": $43.50 851.50 $53.50 ™_ " ata oe 
sac c . @audeds $55.50 $65.50 $82.50 $47.50 $54.50 $72.50 
14” & up.. 53.50 62.50 63.50 es 55.50 65.50 82.50 47.50 58.50 72.50 
$75.00 $73.00 $77.00 | 5” crit it? 64.50 74.50 88.50 61.50 71.50 83.50 
Wide Clear Finish, “All Heart,’’ Rough or $2S Oe  seeaeus 57.50 67.50 82.50 51.50 61.50 72.60 
Random, 8-20’  sheuaewe 78.50 81.50 87.50 73.50 76.50 82.50 
14-14%" 2” 3” i 5” ae devadne 90.50 93.50 96.50 85.50 88.50 91.50 
Dee $101. 50 ey 50 $115. Ho rey 00 ery 00 $134.50 ae. «sawed 92.50 95.50 98.50 87.50 90.50 93.50 
16” 110.50 50 118.50 131.00 136.00 139.50 GUE cad seete .deavs GUGW sedss succes $4.50 
18”... -- 113.50 122° 50 121. 80 136.00 141.00 144.50 
20”... 116.50 125.50 124.50 141.00 146.00 149.50 | 2-inch— 
22”... 119.50 128.50 127.50 146.00 151.00 154.50  taseaes $54.50 $64.50 $80.50 $46.50 $53.50 $65.50 
24”... 122.50 131.50 130.50 151.00 156.00 159.50 GO caavaas 54.50 64.50 80.50 46.50 53.50 65.50 
26”... 127.50 136.50 135.50 156.00 161.00 164.50  tenauae 63.50 73.50 86.50 55.50 62.50 71.50 
28”... 132.50 141.50 140.50 161.00 166.00 169.50 Dm, aeeeeas 56.50 66.50 80.50 48.50 55.50 65.50 
30”... 137.50 146.50 145.50 166.00 171.00 174.50 Se wendaus 73.50 78.50 85.50 69.50 72.50 72.50 
ad Me séauada 87.50 89.50 89.50 79.50 79.50 79.50 
wdr. 112.50 50 131.00 136.00 9.50 coosees 89.50 91.50 91.50 81.50 81.50 81.50 
Add for 4s. "Ba add i: specific lengths, ty 6 to gia Vv aveus SRO wedae~ daeee 78.50 
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“SOFT TEXTURE” SOUTHERN HARDWOODS 









































































Cincinnati, Ohio, Feb. 16.—Average wholesalers’ prices, carlots, Cincinnati base, on Virginia, West Virginia, and Tennessee hardwoods today 
4/4 5/4&6/4 8/4 Hickory— 4/4 5/4&6/4 8/4 BEECH 
QUARTERED WHITE OAK omg pia tane anata a Saha $ YF aa 105 $ 9: o@ 105 ae a ate ateee $ 6: 5@ 70 $ 70@ 75 $ T5@ SO 
No; 1 com... 6: 65 0 moO. 1 COM... 2 5 5 
FAS oo... S1G@145 S1Ez@155 siszaies — N 5 Some SRS 8 Riss 2B ge ee 
s 5 5 5 12 a 
ag ada = a 2 a ea 4/4 5/4&6/4 8/4 10&12/4 16/4 
No.2com..... 45 50 54 59 55 60 FAS Sete eee ee Tree $ 83@ 88 $ Se ae $ 92@ 97 $100@110 $115 @120 
eopiiniwtitiiolin  “uaon i oa 2 ae he ae os ae 
QUARTERED RED OAK WHITE ASH- 
|) See $110@115 NI 16. ap wien eis iepralorelp Sees oe uy ee $107@112 $112@117 $125@130 $155 @160 
No. 1 com..... 60 65 PIO. E COM AG MEN 6.6 si6. 05.5. s ssele arene 5d 60 72 77 78 82 100 105 95 100 
No. 2 com..... 40 45 Pee OR aise > bore ate ee B2 35 35 40 40 45 45 50 50 55 
PLAIN WHITE AND RED OaAk— 
BAS |... $108@115 $118@125 $130@140 VALLEY HARDWOODS 
a 3 8H 9¢ ¥ capt ae 
a yd Sat ha 623 bos ae a 4 a Cincinnati, Feb. 16.—Average wholesalers’ prices, carlots, Mississippi Valley woods, Cincinnati: 
No. 2 com..... 42 7 47 50 ef 52 GuM- 4/4 5/4&6/4 8/4 CoTTON WOoop— 4/4 5/4&6/4 8/4 
No. 3 com..... 22 Z 23 25 2 27 ¢ trd. red— y ” ee 
Sound wormy.. 45 50 55 60 55 60 “FAS. ...+.:- $115@125 $115@125 $115@125 | Nee, & war.§ S5@ 60 $ 60@ tt 
tm... - eS SS No. 2com..... 31 33 33 35 
Basswoop— _ eaten a “ to d, sap no defect: 2 
mage Eitan 0s $ "eo 75 $ 75@ 80 $ 75@ oe “Ae aes. = 70 i QUARTERED WHITE OAK— 
NO. DER ccs 5 oo oe o v0 a) ( com. f DoD +4) 7 ‘ , , 
No. 2 com..... 28 .81 33 388 38 43 pasin ont: ll ania a 37 a i td rs 
Henin. ere 105@15 115@120 115@120 vic  ° » as = as ro 
“ae $105@110 $115@120 $125@130 a 6 ee. ee ee ee ee ee No. 2 com..... 40 45 45 50 50 55 
afl Teele i — i) aie a le Bxbds., 13-17” 70@ 75 QuartereD Rep Oak— 
No. B COM, .6.+ 0 20 2 2 2 = Plain FAS 6” FAS $105 @110 
Sd. wormy and gue ed ae ey | MAS «eee eee ed 7) 
N 9 «a 38 40 40 42 42 44 & wider... vdeo 60 60@ 65 60@ I” No. 1 COm..... 65 70 
Sd. ved < Leake s 1 se “ od No. 1 com... 40 42 42 45 42 45 No. 2 COM. <«« 35 40 
ae <a i No.2 com... 24 25 26 28 28 30 
better ...... 40 44 45 47 47 49 | MarLe— PLAIN WHIte sx Rep Oax— 
Spot worms N. RNS 5 6 6a a %00e $ 90@ 95 $100@105 $110@115 
Bircuo— D. log run..$ 42 $ 57 $ 60 Selects on. sas 65 70 70 %7 75 
URS. 0G -einie sete $115@120 $120@125 $125@130 Sort ELM— 4/4 5/4 6/4 8/4 No. 1 com........ 55 60 60 65 65 70 
No. 1 com. and : : PAS. 660040050885 $67 $67 $70 No. 2 Com... ...-. 38 42 42 45 45 50 
Ree 67 %2 72 77 Sz T7 No, 1 com.... 47 50 50 55 No. 3 com..... 20 22 22 25 25 30 
No. 2 com..... 33 35 35 40 40 42 No. 2 com.... 25 27 ae 28 Sound wormy.. 35 38 40 45 45 50 
NORTHERN HARDW O Ss Memphis, Tenn., Feb. 15.—Following are ay- 
The following list represents values of hard woods, f.o.b. Lower Michigan mills: erage quotations on logs in Memphis, and at 
ints in the Memphis territory, based on aver- 
No.1 No.2 No.3 No.1 No.2 No.3 | Points ; . » bas 
FAS Selects com. com. com. FAS Selects com. com com i bag omg 2 and up in diameter, and 
Bass woop— Sorr ELM— - to 16-root in length: 
4/4 $ 65@ 70 $ 55@ 60 $ 45@ 47 $28@30 $22@24 | 19/4 110 115 95 100 85 90 50 55 ...... ; F.0.b. cars 
5/4 70 75 60 65 48 50 30 32 23 25 | 4674 125 130 110 115 100 105 55 60 ...... Delivered Memphis 
6/4 75 80 65 70 58 55 33 35 24 26 Seine: Metin ‘ , —— be ay 
10/4 98 100 85 «90 10 (15 48 80 1122 vt Bee NOE BO mee 2eE Red & White oak. .$39.00 to $44.00 $26 00 to $29.00 
te ratte Ae - ae soe. eer 7 . NS cecatecucnue 48.00 to 45.00 33.00 to 35.00 
nd pee, oO 6 
5/8 7 2 Common and better 30@32 12@14 8/4 100 105 85 90 70 15 40 45 18 20 —* tet e eee eens bps se Lee bred to br 
se SOP See Oe eS SS | ist 16 1 0 1 SE eS OE I ee is poe S6.00ts bees MeL a 
5/4 70 75 60 65 45 50 30 32 20 22 | 39/4 195 330 110 118 98 100 45 50 26 28 | ASA (12” and up). to 30.00 23.00 to 33.09 
6/4 75 80 65 70 50 55 35 37 20 22 | 4474 440 145 125 130 115 120 50 55 .... Hickory (12” & up) 28.00 to 38.00 20.00 to 30.00 
ga 8515 B60 sa A202 | Ak BS Ga HG HS HBS HRB 89 BB ccccss | apie adr"a un) asco to sean 25.00 to So 
4/4 105@110 90 50@ 53 30@32 is@z0 | TMK Maris Ficcnine Stece— ie. | anh &, oll the Suagaing guien suka te 
ve 5 SO ad 58 32 35 20 22 AJA aeecceee seeeeees 50@ 53 30@33 20@23 sup osed to cover the average prices paid for 
7 fy ie i ae ee ee Bereeroominecenne 62° 65 32 35 22 25 | SUPPos . ae prices » 
0 «4 , wr Sorr Marlre— os ; 
10/4 ed es Be ied 4 ie " 4 biol 4/4 65@ 70 55@ 60 40@ 45 28@30 18@20 The differences between delivered and f.o.b. 
12/4 125 130 105 110 90 95 50 55 ...... 5/4 7 80 65 70 50° 55 33 385 20 22 | price ranges are based on the distance the logs 
26/4 140 1245 220 225 190 DIB  cawicee. cscs so = s 4 hi . e 4 7 po = are hauled, and the weight of the timber. Oak, 
: nes 8/4 5 5) 5 20 2% ash and hickory are drawn from wider dis- 
vie "N6@ 70 50@ 55 40@ 45 28@30 20@22 | END Driep WHite MapLe— tances; while gum, poplar and elm can be profit- 
5/4 75 80 60 65 45 50 380 32 22 24 S/4 DQM 2 .ccccss SH OO avcscs seeeue ably drawn into Memphis only from nearby 
s/f 80 85 65 70 50 65 33 35 22 24 Bee 3A8 200 wkweuan« Oe OR 265568 <xcann ints 
8/4 90 95 7 80 60 65 40 45 ...... ee eee SOM cccnay cuanes wicca 
10/4 100 105 85 90 75 80 50 55 ...... S/t 226 260 secsiccice 500 TOR aninte Seacse BLACK WA UT 
Following are prices of Wisconsin hardwoods f.o.b. mill points: af ; LI : 
No.1 No.2 Me.3 No.1 No.2 No.3 Cincinnati, Ohio, Feb. 16.—The following are 
FAS Selects com. com com. FAS Selects com. com com. pa tha — of American black walnut f.0.b. 
AsH— Rock EHLM— i 
4/4 $100@105 $ 85@ 90 $ 62@ 65 $33@36 $19@21 4/4 1@ 75 45@ 47 25@28 19@21 FAS, 4/4, $215; 5/4, $225; 6/4, $230; 8/4, $240. 
5/4 110 115 95 100 -67 70 38 40 21 238 5/4 80 82 50 53 30 32 20 22 a 4/4, $150; 5/4, $155; 6/4, $160; 8/4, $170. 
6/4 115 120 100 105 80 85 45 48 23 24 6/4 83 85 55 4660 «632 «6385 «620 «(22 1, 4/4, $97. 50@100; 5/4, $107. 50@110; 6/4, 
8/4 120 125 105 110 85 90 650 52 23 24 BA bo 30 =? 4 = 4 21 23 $112 50@110; 8/4, $125 @13 * 
seeee No. 2, 4/4, $45; ia a8 sot Oh 50@52. 
ee 58@ 60 48@ 50 28@31 20@22 | 12/4 100 105 .....0.. 75 80 50 5B Ltte.. tetas chee 
6/4 72 75 62 65 50 53 30 32 22 24 | Happ MaPLa— 
oi 78 80 68 70 58 60 34 36 23 25 4/4 75@ 80 65@ 70 655@ 60 380@383 16@18 HARDWOOD DIMENSIONS 
8/4 83 85 73 75 68 65 38 40 ...... 5/4 80 85 70 75 60 65 85 38 18 20 Chicago, Feb. 17.—Actual sales of clear short 
BincH— ae = 4 = 2 4 4 = 4 4 4 hardwood dimension, maple and on —— at 
the same price as oak, were made f.0.b. icago 
4 3 iis hed 3 Hed 80 33740 207 22 10/4 105 110 95 100 80 85 58 60 ...... this nae tak the following prices: 
6/4 116 120 96 100 60 65 40 45 20 22 12/4 115 120 105 110 90 95 63 65 ..... ° tS Plain oak Gum 
8/4 120 125 100 105 75 80 45 50 20 22 | Sorr MaPLe— sana aE $50.00 $48.00 
10/4 125 180 105 110 90 95 655 60 ..... : 4/4 68@ 73 58@ 62 40@ 44 25@28 20@22 Sueeath” .. .....ccccccece. 55.00 60.00 
ere pe see cwen es ODD saeees..0005e0 6/4 75 80 65 70 50 65 82 35 21 23 ” 65.00 65.00 
EN sg. a8 Sale OS HEROES Ale RC ROE 5. 
Sorr ELm— 6/4 80 85 70 75 55 60 35 40 21 23 | ovrouxgor IIIT 75.00 70.00 
4/4 68@ 70 58@ 60 42@ 45 25@28 21@23 | 8/4 8 90 75 80 60 65 40 45 21 23 | gracgoy III 80.00 75.00 
5/4 75 78 65 68 50 65 30 35 23 25 | Oak Chair stock— 
6/4 80 85 70 75 65 60 82 35 25 4/4 95@100 T75@ 80 60@ 65 38@40 20@22 1x4” and wider x 19”......cseeee 55.00 55.00 
8/4 85 90 75 80 60 65 85 40 23 25 5/4 100 105 80 85 65 70 40 42 22 24 114x4” and wider x 19”.......... 60.00 60.00 
10/4 95 100 85 90 70 76 60 655 ...... 6/4 105 110 85 90 70 75 44 46 22 24 2x4” and wider x 19”............ 75.00 70.00 
12/4 100 105 90 95 75 80 65 60 ...... 8/4 110 115 90 95 7 80 47 50 23 25 ee 70.00 70.00 




















10-14’ 


8’ 
1x 4” $27.00@28.00 $28.00@28.50 
1x 6” 29.50 30.00 29.50 31.00 
1x 8” 31.50 32.00 32.50 33.00 
1x10” 82.50 33.00 33.50 34.00 
1x12” $3.50 34.00 34.50 35.00 


6’ 
$29.50@30.00 
82.00 32.50 
34.00 34.50 
35.50 36.00 
36.00 36.50 


WISCONSIN HEMLOCK 


The following are f.o.b. mill prices on Wisconsin hemlock: 
No. 1 HaMuLock Boarps, S1S— 


18-20’ -16’ 
$32.00@32.50 $28.50@29.00 
35.00 35.50 31.00 31.50 
37.00 37.50 33.00 33.50 
38.00 38.50 34.00 34.50 
39.00 39.50 35.00 35.50 
2, _— $5. 


For merchantable S1S, deduct $3 from price of No. 1; for No. 
For shiplap or flooring, add 50 cents to prices of No. 1 boards 





HEMLOCK, No. 1, S1S1B— 
8’ 


2x 4” 
2x 6” 
2x 8” 


2x10” 
2x12” 


10-1 
- 50@31.00 $30. 00@ 32. 00 
50 28.00 


18- 
$31. 50032. 00 $34.00@36.00 oe. 0038 ae 


i 28.50 29.00 30.50 31.00 33.00 35.00 
39, 50 30.00 30.00 32.00 31.50 32.00 33.50 365.60 36. 00 36. 4 
29.50 30.00 32.50 33.00 33.50 34.00 35.00 37.00 36.00 37.0 
30.50 31.00 33.50 34.00 34.50 35.00 36.00 38.00 37.00 38.00 


No. on rough, 6’ and longer; 2x4” and wider, $17@19; 1x4” and 
wider, *s18@20 
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HARDWOOD INSTITUTE PAST SALES REPORT 


Memphis, Tenn., Feb. 15.—The following is a summary of Chicago/Cleveland average hardwood 
prices obtained during the week ended Feb. 9, as reported to the Hardwood Manufacturers’ 
Institute: 















































ZED GUM BLACK GUN—CONTD -RED OAK SOFT MAPLE CHESTNUT -CONTD 
Plain Plain Plain Plain 
Figured Wood 
Chgo Clev Chgo Clev Chgo Clev Chgo Clev Chgo Clev 
Firsts & Seconds mee 1 Com & Sels Firsts & Seconds Firsts & Seconds Sound Wormy 
ad eee LOn<eS 34.50 ..-|| 5-8 77.00 eee |} 6-4 =©81.00 wee |] 4-4 eee 45.00 
Quartered No. 2 Common 3-4 84.50 , 84 875.25 woe |] 5a4 sow. S208 
Firsts & Seconds 4-4 26425 nee I] 44 a bs 116.25 ™. 1 Com A Sete art 
44 121.75 PPO | ithe TUPELO 5-4 3.5 4 61.0 wee ASS\ 
54 120.00 coe Quartered 8=4 127.25 137.75 || 8-4 62.25 -.. ||Firsts & Seconds 
6-4 115.00 eoe ||No. 1 Com & Sels No. 1 Com & Sels No. 2 Common 4—4 eee 78.00 
84 120.00 eee 4a 45.50 eco 1-2 45.00 60.25 54 36.00 22, j|)No- 2 Common 
Yo. 1 Com & Sels Plain 5-8 47.25 eae HARD MAPLE 4-4 eee 33-25 
5.8 54.75 eee |]13-17" Box Boards 3-4 54.50 eee ||}Firsts & Seconds 6-4 ts 36-00 
44 75.75 coo || 4=4 61750 |] 4-4 66.75 eee |] 6=4 eco 99200 SYCAMORE 
54 70.50 eee |]9-12" Box Boards 54 64.75 eee |]No. 1 Com & Sels Plain 
64 85.00 coo |] 4-4 56.75 eee 64 eos 84.75 es -o. 72.50 ||Firsts & Seconds 
84 81.00 «ee || Firsts & Seconds 84 eee 85.00 EECH 5-8 46.50 eee 
Yo. 2 Common 3-4 50.50 ...{|No. 2 Common oe i Seconds 54 54.25 eee 
84 43.75 ooo] 4-4 50.00 .--|| 5-8 35.00 eda eee 65.75 ||No- 1 Com & Sels 
Plain 54 50.75 eee l| 3-4 31.50 Pa at 67.00 coe |] 598 36.50 eee 
Firsts & Seconds No. 1 Com& Sels 4—4 50.75 53.00 ||No. 1 Com & Sels 54 44 025 see 
34 96.00 coe |] 4-4 37250 + || Sound Wormy aa eee 45.75 |{No- 2 Common 
44 117.50 121.75 |} 5-4 41.75 ooo lL .4=4 42675 53.75 |] 64 ~— «4700 oes 
54 127.00 coe || 6-4 49.25 = eee POPLAR __HLCKORY WILLOW 
No. 1 by & Sels No. 2 Common Quartered Firsts & Seconds Firsts & Seconds 
58 75 coe |] Sat 30.25 «+. ||No. 1 Common 8-4 92.25 eee |] 4-4 73.75 wee 
34 ee. 75 coe 64 29.75 ese || 4-4 eee 68.00 ||No. 1 Com & Sels 54 79.00 eee 
4-4 71.50 eee WHITE OAK Plain 64 60.00 eee 6-4 84.25 eee 
54 78.25 eee Quartered Panel & Wide # 1 84 57.25 ee. |}Noe 1 Com & Sels 
64 76.75 es ||/Firsts & Seconds 4-4 138.00 eee ||No. 2 Common 8-4 56.00 2: 
8-4 82.25 «oo || 4-4 134.50 136.75|| Firsts & Seconds 84 37.25 Pr GNOLIA 
No. 2 Common 5-4 151.00 149.75]| 4=4 «ee JaGeTs WALNUT. ~|\|No. 2°Common — 
5-8 33.25 eee |] 6-4 153.50 160.00) Saps No. 1 Com & Sels : 
4-4 43.25 2-2 J/No.-1 Com & Sels 5-8 eee 78.25 |] 4=4 e+e 108.50 |] _ BIRCH 
SAP CUM 1-2 57.25 wee |] 44 eee 94.50 |] 5-4 -+- 118.50 ||Firsts & Seconds 
Suartered 5-8 67.50 cee ll 5a4 +++ 103.25 || 6=4 -.- 118.50 || 5-4 «++ 138.50 
Firsts & Seconds 3-4 717.75 87.50) 6-4 eco 103.25 SOPT ELM 84 «++ 143.50 
4—4 70.50 cool] 4=4 85.50 98.50) 8-4 +++ 108.25 ||"irsts & Seconds No. 1 Com & Sels 
54 77.50 ooolp Sad 87.25 96.00|/No. 1 Com & Sels 4-4 56.75 oe. (44 a 
64 71.00 eso || 6=4 87.25 109.75] 4-4 50.50 e+ || 5=4 66.50 wae 
84 82.75 ooo |] 8-4 eee 96.00] 5-4 eee 78.75 || E=4 67.50 vee [pFirsts econds 
104 90.25 eee |{No- 2 Common 8-4 «e+ 80.25 11 8=4 73.00 71.50 |] 4-4 84.25 87.56 
No. 1 Com & Sels 44 58.00 ...{|/No. 1 Common 10-4 68.50 wud 5-4 87.25 eee 
44 57.25 wae Plain 5-8 42.00 «+e |JNo. 1 Com & Sels 6-4 95.75 exe 
54 62.75 ee |/Firsts & Seconds 44 52.50 62.75 || 4-4 41.00 eee || 84 = :102 25 eet 
64 60.75 ecole Bae 68.00 ... |] 5=4 57.00 66.00|] 5-4 51.50 eee [[20—4 = 121.75 eee 
84 71.00 cool] 58 17025 = aoe |] at soe 66.50 }| 6-4 52.00 coe []22—4 138.50 eee 
104 72.75 eoel| 3-4 86.25 +. ||/No. 2 A Common 8-4 58.50 54.50 ||Selects 
124 83.25 cool] 44 95.50 119.79] 5-8 ese 34.00 |]10-4 53.50 «cao 68.00 tee 
No. 2 Common 54 116.50 132.00}.4-4 41.00 eee ||No. 2 Common 5-4 75-75 eee 
4-4 34.50 coe |] 6=4 117.25 125.50) 5-4 37.25 eee || 5<4 30.00 soe | 64 77250 eee 
Plain 84 135.25 146.79] 6-4 eos 49.00 || 6-4 29.25 ece || 8-4 82.25 eee 
13-17" Box Boards 10-4 eee 166-79)104 e+e 52200 |[20—4 25.25 ne W124 98.25 vee 
44 74.00 ee. ||No. 1 Com & Sels No. 2 Common COTTONWO No. 1 Shop 
al Box Boards 3-8 33.25 ece 44 «ee 52.00 |/Panel & Wide 7 1 44 44.00 eee 
68.00 cooll Lee 45.50 54.50/No. 2 B Common 44 83.00 eee || 54 57.25 eee 
we & War. F.A.S. 5-8 50.00 «ee ll 424 30.75 31.25 ||13-17" Box Boards 64 59.75 68.75 
44 75.25 cool] 3=4 60.50 «ee ll 5=4 32.50 ‘aaa hat" ontett 3°" eae, Phong “és 
econds 44 70.25 76.25 ASH « PehcSe . 
——" “i's 50 eee 5-4 eee 76.75| Firsts Seconds 44 68.50 eee cia 40.00 eee 
344 61.25 esol] 6-4 79.75 85.25] 4=4 +++ 105.25 ||Firsta & Seconds 5-4 40.50 eee 
44 63.00 cool] 84 84.50 85.50] 5-4 eee 117.25 || 4-4 59.75 eve || 84 47.50 eee 
54 65.75 eee |]10—4 e+e 103.50] 6-4 93.25 117.25 |] 5-4 61.25 ee. ||No. 2 Common 
64 68.00 eee [124 +++ 108.50] 8-4 106.00 eee |]No. 1 Com & Sels 4-4 31.50 eee 
84 75.75 oes |]16-4 «++ 108.50]/10—-4 118.50 129.75 || 4-4 42.25 oo. ||] Boxing 
» 1 Com & ae No. 2 Common 12-4 118.75 134.75 || 5-4 41.75 coo | 4 27.75 eee 
33.2 344 39.75 «e+ |INo. 1 Com & Sels No.' 2 Common Pecky 
aa 47. 50 47.00]| 4-4 52.00 54.75] 1-2 44.75 eos || 4-4 834.75 nas 4-4 27.00 eee 
54 49.50 soul, Gxt ee. 58.251] 5-8 51.00 «e+ |JNo. 3 Common 
6=4 52.50 eee ||ko. 3 Common 4-4 57.00 62.50 || 4-4 17.75 a 
84 56.75 cool] 4=4 34.50 29.75] 5-4 aaa Teale 
No. 2 Common Sound Wormy 6-4 64.50 eee Plain 
58 19.50 eco 44 «++ 55.25) 8-4 73.25 --- |}/Firsts & Seconds 
344 22.50 ooo] 5-4 eer 10-4 84.00 104.75 || 4-4 eee 108.75 
44 27.50 32.30 RED OAK 124 83.75 109.75 || 5-4 eee 125.50 
54 28.75 eee Quartered No. 2 Common 6-4 eee 127-50 
64 29.00 --- |/Firsts & Seconds 4A cos 40.78 84 eee 130.50 
84 30.75 ooo |] 4-4 120.00 ... |] 5-4 34.75 36.75 ee 1 Com & sie 
No. 3 Common 54 125.00 eee |[}104 42.00 “<n coe 2.50 
44 21.50 ---||NO. 1 Com & Sels No. 3 Common $4 ue 70. 50 
BLACK 44 79.50 eee ll 424 18.50 woe |] m4 eee 69.00 
a No. 2 Common No. 2 Common 
Firsts & Seconds 44 59.25 eee 44 cece 30675 
4.4 40.50 wer 




















SOUTHERN HARDWOODS 


St. Louis, Mo., Feb. 15.—Current quotations on southern hardwoods f.o.b. St. Louis: 


Gux— 4/4 5/4&6/4 8/4 4/4 5/4&6/4 8/4 
Qtd. red: ” QUARTERED RED OAK— 
gl ras FCI ar tae $12 le FAS | Ee $105@110 $120@125 $130@135 
ee 0. eee 5 2 5 77 
ny a a 38 = 40 40 42 45 48 No.2 com..... 44 46 50 53 57. 60 
re ¢ 
PLAIN WHITE OAK— 
FAS .. 2 0@ 82 
agg phony & 6e@ 67 ET ses 1 ree 92@ 94 108@110 118@120 
ol ...c6. C2 CB SF HH FZ No. 1 com. vert is 
No.2 com... 30 31 33 35 38 40 sel. . 60 62 65 67 70 72 
Pai ed Segoe BO eS 
eR ° oO. com..... ees 26 
Fogel Speen 1G1> 161) aia Sound wormy.. 36 38 48 49 55 57 
No.2 com... 38 40 40 42 45 48 #Puatn Rep Oak— 
Plain sap: FAS -. - 88@ 90 98@100 108@110 
FAS ....... 58@ 60 60@ 62 7@.. o. 1 com. an 
No. 1 com. 3@ 43 se 46 36 60 sel. sees 58 60 65 67 67 70 
No. 2 con... caret 24 26 28 26 28 No. 2 com eoeee 38 40 42 43 43 45 
CoTrronwoop— * POPLAR— 
MINS. 2 ahs se Sesiieed 8 56@ 58 58@ 60 ... ... BAS ...cee- 88@ 90 100@105 105@110 
ie ican..... — as a eo SS Saps. and sel.. 65 68 72 75 78 80 
It = SS 2 Ue No. icom..... 49 51 49 50 51 52 
QuarTeRED WHITE OAK— No.2 com Bs. 27 38 30 31 31 83 
Pas ..... ie pigh Bieendggaat 
Be cca saa 125@130 135@140 150@155 oe arp — 
ed... TS DB B@ BS CG Log run ...... 40@... 55@ 60 65@ 70 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, D&M, as re- 
ported to the Maple Flooring Manufacturers’ Asso- 
ciation, averaged as follows f.o.b. cars flooring mill 
basis during the week ended Feb. 13: 


MAPLE— Clear No. 1 Factory 
gix1% nk A ee $74.27 CS ere 
3.” aoa tge ss” Bar pric 90.02 70.14 $39.71 





OAK FLOORING 


The following are average prices, Memphis base, 
obtained for oak flooring during the week ended 
Feb. 6, as reported by the Oak Flooring Manufac- 
turers’ Association : 


$$x1%4” 18x24” %x14” %x2” 


2 a S| re $133.95 $90.14 ..... 


OC SS ee 84.26 GEiBe  cceek 
Clr. pln. wht.... $75.46 93.18 60.90 $69.13 
Clr. pim. fed..... 77.44 85.97 60.21 61.74 
Sel. pln. wht.... 64.47 80.11 53.75 54.98 
Sel. pln. red..... 63.73 76.95 52.77 54.31 
No. 1 common... 54.55 64.20 28.02 28.62 
No. 2 common... ..... 20.36 We” “aawad 

= 1x2” fsx1¥h” x2” 
A A) a ee ee 
Sel. qtd. w. & r. See” seas. cadas wanes 
Clr. pIn. wht. 77.89 79.90 $69.53 $89.04 
Clr. pln. red..... 80.50 , 7.7. SMe 
Sel. pln. wht.... 73.75 74.72 58.44 72.83 
Sel. pln. red..... 69. 42 Cs eer 59.52 
No. 1 common... 46.25 SEG? © caesar 37.21 





OAK FLOORING STRIPS 


Chicago, Feb. 17.—The following are carload 
prices, f.o.b. Chicago, on ~x2-inch square edge 
oak strips, weight estimated at 1,250 pounds a 
thousand feet. 

—- Red 

Qtrd. n trd. Plain 
OO es Y 00 $82.00 $116.00 $79.00 
Sap BOE sesenoe. § 0.00 adaaa nein éeane 
WOUNOD bdnedeecace 739,00 71.00 89.00 mt 


CONNIE ss cectsccerda ReneS 


CROSS TIES 


St. Louis, Mo., Feb. 15.—The following cross 
tie prices prevail f.o.b. St. Louis: 











Untreated 

White Southern 

Oak Sap-Pine 
No. 5, 7x9”, 8’, 9-inch face.....$1.45 $1.25 
No. 4, 7x8”, 8’, 8-inch face..... 1.35 1.10 
No. 3, 6x8”, 8’, 8-inch face..... 1.20 1.00 
No. 2, 6x7”, 8’, 7-inch face..... 1.10 -85 
No. 1, 6x6”, 8’, 6-inch face..... 1.00 -75 


Red oak and heart cypress ties, 10 cents less 
than white oak; sap cypress, 20 cents less than 


white oak. 
Switch Bridge 
Ti Plank 


es 
WCCO fe vadadscdssecs oocceee $43.00 $42.00 
Red oak ...... néededadedcddvadaee GHEE 38. 





SOUTHERN PINE TIES 


New York, Feb. 15.—Following are quotations 
on southern pine railroad ties, f.o.b. New York: 


All 8’ 6”— Sap Heart 
THE ddadéwedavdwedesticee<edses $1.45 $1.90 
CMe deudndausdnencedsdaddusens 1.40 1.80 + 
GRE edadddiadsscccaudcadenaves 1.30 1.70 





For Editorial Review of Current Market Con- 
ditions See Page 39 


NORTHERN PINE 


MINNEAPOLIS, MINN., Feb. 16.—Trade with 
northern pine mills in the last week was made 
up largely of the aggregate of small orders both 
to retailers and factory users. Mixed cars were 
the rule. Retailers are sorting up stocks and 
are delaying bulk buying for spring trade. Rail- 
roads and box manufacturers are taking a fair 
amount. Prices have remained steady. 


BUFFALO, N. Y., Feb. 15.—The northern pine 
trade is slow, because of the winter conditions, 
which restrict building. Prices are somewhat 
stronger at the mills, which ask several dollars 
more a thousand on some items. 


BOSTON, MASS., Feb. 16.—Northern pine 
prices remain steady. Local buyers show little 
interest. Sellers complain of continued diffi- 
culty through the competition of western woods. 
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No material improvement is looked for before 
the middle of March. 

NEW YORK, Feb. 15.—There is less activity 
in northern pine than in any other grade of 
lumber, with the possible exception of eastern 
spruce. Mills maintain prices on the same 
basis as they have been since the first of the 
year, but northern pine is at a distinct dis- 
advantage when compared with other items. 


EASTERN SPRUCE 


BOSTON, , MASS., Feb. 16.—Retailers have 
been more interested during the last week or 
two in clearing snow out of their yards than 
in buying eastern spruce, and as a result trade 
has been dull. Frames are quoted $42 base 
but concessions can be secured on easy sched- 
ules. Boards are quiet and prices easy. Quo- 
tations: Dimension, rail shipments, 8- to 20- 
foot, 8-inch and under, $42; 9-inch, $43; 10-inch, 


$44; 12-inch, $46. Provincial random, 2x3 to 
2x7, $33 to $34; 2x8, $37 to $38; 2x10, $38 to 
$39.50. Covering boards, 5-inch and up, 8-foot 
and up, DIS, $32 to $34; matched, clipped, 8- 
to 16-foot, $35. Furring, 1x2, $33 to $34; 


1x3, $32 to $33. 

NEW YORK, Feb. 15.—Eastern spruce prices 
maintain a steady front, but are still unat- 
tractive to mills that for the moment are mak- 
ing little effort to break into New York. Deal- 
ers report a good flow of inquiries and an ab- 
sence of bargaining. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Feb. 16.—In the ag- 
gregate the week brought a fairly large move- 
ment of northern white cedar posts, although 
the sale of poles continued light. Most retail 








ROBERT W. HUNT GO. 
INSPECTING ENGINEERS 
Independent Unprejudiced Inspection of 
LUMBER - PILING - TIES 
TREATED MATERIALS 


New and Used Rail and Equipment 


NEW ORLEANS, LA. JACKSONVILLE, FLA. 
Carondelet Bldg. Clarke Bldg. 


Gen’! Office—2200 Insurance Exchange, CHICAGO ¥ 


A NEW COLLECTION BY THE POET 
WHO MAKES LIVING A JOY 


COME ON HOME 


By 
DOUGLAS MALLOCH 


AUTHOR OF “TOTE-ROAD AND TRAIL” “THE WOODS? 
“IN FOREST LAND.” ETC. . 
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Douglas Malloch is known all over America 
swherever people gather to hear clean stories, 
enjoy happy evenings, and read aloud or listen 
to verse such as his, filled with homely senti- 
ments and a happy spint. “The poet who 
amakes Irving a yoy,” they say of him. 
This new collection contains favorites that 
Mr. Malloch has read or recited throughout 
the country. All sides of life and humor are 
eepresented, but perhaps the commonest note is 
the one struck in the lines, “His Heritage,” 
> where a father says to Ins boy: “I know youl 
hito get along,” and adds 
My “I know, somehow or other, 

” Because you always had 
AA whole lot of your mother, 

And a litte of your dad.” 


‘it ee 


A book that will help you sell homes, 
for it will fill you full of the sentiment 
of the home and the humor and phil- 
osophy of home folks. 


A new book by “the lumberman 
poe.’ that should be in every home, 
and on the desk of every lumberman. 
222 pages. 


You want “Come on Home” for 
yourself, and to send to the absent. 
Postpaid, $2. Address: 























American Lumberman 
431 S. Dearborn Street, Chicago 














buying has been intended to sort stocks of 
poles. Retail stocks are low. Prices are firm. 


HARDWOODS 


CHICAGO, Feb. 16.—There is a fair volume of 
northern hardwood business in the Chicago mar- 
ket, much better than a year ago, but there has 
been no change in prices. There is an active 
call for the lower grades from the automobile 
manufacturers and as a result these items are 
very strong. The southern hardwood market 
shows no active tendencies. Low grades of sap 
gum are reported some weaker than they have 
been, 

INDIANAPOLIS, IND., Feb. 16.—Demand for 
all grades of hardwoods continues good. Prices 
are strong and indications point to higher levels. 
The automobile industry in Indiana suddenly 
has come into its own as a hardwood buyer. The 
factories are working overtime and while they 
are making no attempts to build up stocks, the 


activity compels them to buy both in large 
quantities and frequently. <A big demand is 
coming from the furniture’ industry, many 


factories working overtime in an effort to catch 
up with orders. There also is a big demand 
from the farm implement factories, where pro- 
duction is higher than for years, with hickory 
and oak the favored woods. Walnut, maple and 
oak sell well to flooring factories. 


KANSAS CITY, MO., Feb. 16.—Hardwood de- 
mand continues active with the larger consum- 
ers, and the small consumers and specialty man- 
ufacturers are placing a good volume of orders. 
There is some falling off in the call for walnut 
and cabinet woods, but furniture, motor car and 
truck body stock is in good demand. Oak finish 
is in a little better demand than a year ago, and 
there is good call for oak flooring and gum finish. 
Oil rig timbers and railroad stock are moving a 
little faster. Prices on hardwoods are firm. 


ST. LOUIS, MO., Feb. 15.—The southern hard- 
wood market reflects some softening this week. 
Furniture factories are supplying most of the de- 
mand, and business from automobile body firms 
has eased up somewhat. There is a strong call 
for plain sap gum and quartered sap; and a 
lesser demand for plain red and quartered red. 
Orders for the week show an increase, as does 
the volume of inquiries. Weather has improved 
in the southern producing sections and almost all 
mills have resumed operating. 

CINCINNATI, OHIO, Feb. 16.—The hardwood 
demand is still slow and this has caused some 
reductions, especially in the valley woods. Red 
gum has been marked down to some extent. 
Other woods are not as firm, but reductions have 
been conservative. The sustaining influence in 
the market is weather conditions at the logging 
camps. Furniture and auto buying so far 
have not been up to expectations. 


COLUMBUS, OHIO, Feb. 15.—Continued 
strength is shown in the hardwood trade. Buy- 
ing is becoming more general and is well distrib- 
uted over the territory. Retailers are placing 
small orders to fill in stocks, while factory buying 
is on a better basis. Automobile, implement, box 
and musical instrument factories are the best 
customers. Furniture factories, following very 
successful sales, are making inquiries. Dry 
stocks are not plentiful. Flooring is the strong- 
est feature. Oak prices at Ohio River: 


FAS No. 1 No. 2 No. 3 
Quartered ........ $155 $90 $50 nes 
PMS gc euchannna se 109 72 45 $20 


HOUSTON, TEX., Feb. 16.—Comparatively 
few shipments are moving. Oak flooring, in 
spite of slack demand, is holding its own as 
far as prices are concerned, but gum continues 
to weaken. 


BALTIMORE, MD., Feb. 15.—Demand for 
hardwoods is seasonable. Mill operations have 
been hampered by adverse weather. Prices hold 
firmly at the advances recorded in recent weeks. 
Interest in American hardwoods abroad is 
greater in consequence of a reduction of hold- 
ings on the other side and of a realization that 
the market here will not go lower and may ad- 
vance. Local stocks are just about large enough 
to take care of current needs. 


MINNEAPOLIS, MINN., Feb. 16.—Two fac- 
tors stand out this week in the northern hard- 
wood market. One is that the movement of 
lumber, while not large, is in excess of a year 
ago. Secondly, the production of hardwood in 
the northern woods is smaller than a year ago. 


Buyers still are hesitant and show a tendency 
to wait until orders for the finished products 
of wood using factories are obtained. Whole- 
salers hold firm for current quotations and 
offer no concessions. 


BUFFALO, N. Y., Feb. 15.—The hardwood de- 
mand is about up to the average for this time 
of year. Mill offerings are increasing and there 
is willingness to make concessions in some items, 
although the market as a whole is pretty steady, 


NEW YORK, Feb. 15.—Maple and oak floor- 
ing have taken on added strength recently and 
are now rated about as firm as any hardwood 
item in the market. Inquiries for all hard- 
woods have been especially brisk of late, al- 
though actual deliveries have been somewhat 
slow due to snow. 

BOSTON, MASS., Feb. 16.—Industrial buyers 
are: calling for moderate sized lots and asking 
for prompt delivery. The demand from some 
classes of consumers is growing slowly. A 
feature of the market is a more active demand 
for better grades of birch, due to scarcity and 
high cost of red gum. Flooring is quiet; oak 
flooring is firm, maple steady. and birch floor- 
ing is rather irregular. Quotations on flooring 
jgx214)-inch clear: Birch, $83.50@$90; maple, 
$98.50@101.50; oak, white, plain, $104@106; selects, 
$88.75@93. Quotations on inch are unchanged 
from last week. 


FIR, SPRUCE, CEDAR 


CHICAGO, Feb. 17.—Most of the activity in 
the Douglas fir market is evidenced in in- 
dustrial, car material and timber buying. Yard 
trade is very quiet as none of the retail yards 
have anticipated their spring requirements. 
Prices are firm, there being no tendency on the 
part of mills to cut prices to get orders, and 
the only buying from retail yards being for 
fill-in stock. 


NEW YORK, Feb. 15.—Arrivals of fir have 
been heavy of late despite adverse weather that 
has slowed up shipping conditions. There are 
good-sized stocks in the Brooklyn and Jersey 
terminals, and repeated calls from retailers in- 
dicate a very active buying period will set in 
as soon as the snow disappears. 


BOSTON, MASS., Feb. 16.—Fir demand is 
held up by bad weather. Some bargain lots in 
transit shipments have been sold at low prices. 
Eastern distributers expect to book a satis- 
factory volume of business in direct mill ship- 
ments within the next few weeks. 


KANSAS CITY, MO., Feb. 16.—The fir market 
is expanding a little, with a better volume of 
business offered by city yards and industrial 
buyers. Mill stocks still are small in some cases, 
and it is difficult to get mixed orders completely 
filled. Some mills do not care for straight car 
orders on some items. Flooring and long dimen- 
sion are in good demand. Prices on all items are 
firmly held by mills. 


INDIANAPOLIS, IND., Feb. 16.—Demand for 
Douglas fir is steady, with evidences of in- 
creases. Quotations are firm, with commons 
being exceptionally well placed as_ regards 
prices. City retailers are buying and rural 
yards are expected in the market before the 
end of the month. 

BUFFALO, N. Y., Feb. 15.—Fir wholesalers 
state that about a normal amount of business 
has been done so far this month and that un- 
doubtedly the volume would have been larger if 
less snow had been on the ground. This sit- 
uation is affecting building and is creating some 
weakening in prices. Dimension holds fairly 


firm. 
CYPRESS 


CHICAGO, Feb. 16.—Local distributers are re- 
ceiving more inquiries for cypress from the East 
as the weather moderates and are looking for- 
ward to an increase in orders. Yards and indus- 
trial concerns are the source of most business at 
present. 


KANSAS CITY, MO., Feb. 16.—Orders for cy- 
press showed a small falling off in volume last 
week, with the absence of orders from country 
yards most noticeable. City yards and industrial 
consumers are increasing demands a little. 


NEW YORK, Feb. 15.—No boatloads of 
cypress have yet arrived and rail shipments 
have been less voluminous than sales, making 
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for a strong market. Distributers believe the 
Florida situation, which will call for large sup- 
plies of fir, will bring a decided improvement 
in cypress with the opening of spring. 


BOSTON, MASS., Feb. 16.—The only change 
noted in the local market for cypress this month 
is that business is possibly quieter than in 
January. Very little demand for yard items is 
found. Industrial trade is about fair for the 
season. Prices are steady within a fairly wide 
spread. 


BALTIMORE, MD., Feb. 15.—Cypress demand 
has undergone some contraction because of the 
checks imposed upon the consumption by adverse 
weather, which has held back building. Prices 
are firm. 





INDIANAPOLIS, IND., Feb. 16.—Red cypress 
jobbers report a larger volume of business this 
year than in the same period in 1925. Rural 
yards are buying fairly well, but city retail 
trade is slow. Prices are firm. Yellow cypress 
is in poor demand. 


CINCINNATI, OHIO, Feb. 16.—The cypress 
market has not yet emerged from its winter 
doldrums, but inquiries point to better business 
next month. Prices have been steady. 


HEMLOCK 


CHICAGO, Feb. 17.—The northern hemlock 
market continues weak. There is some inquiry, 
but competition from southern pine mills has 
kept orders down. Local distributers are quot- 
ting prices at $4 off list, but there are some 
rumors of quotations at $4.50 to $5 off list. 


NEW YORK, Feb. 15.—Substantial additions 
have been made of late to stocks in the hands 
of distributers, many fir cargoes being aug- 
mented with fairly bountiful supplies of hem- 
lock. Eastern hemlock is coming in slowly. 
Prices are unchanged from a week ago. 


BOSTON, MASS., Feb. 16.—There has been 
very little call for hemlock this month. The 
light offerings of eastern and northern hemiock 
have made it possible to maintain quotations 
fairly well, but present prices are regarded as 
too low by producers and they are not attractive 
to buyers. Clipped boards, 10- to 16-foot, are 
offered at $32 and random at $29@30. Some 
distress lots of hemlock in transit from the 
West Coast are offered at low prices. 








BUFFALO, N. Y., Feb. 15.—The hemlock mar- 
ket is waiting for better weather to give some 
stimulus to building. Wholesalers report few 
orders at present. Prices are nominally little 
changed, but some Michigan mills show a dis- 
position to make concessions for prompt ship- 


ment. 
WESTERN PINES 


CHICAGO, Feb. 17.—The western pine mar- 
ket is rather uncertain as most distributers are 
waiting to see what permanent effect the cut 
in prices of last week will have on the market. 
This cut is characterized by most distributers 
as a reduction in a few items for which there is 
a light demand, to equalize prices. Shop has 
shown practically no weakening tendency and 
there seems to be more snap to buying. 

NEW YORK, Feb. 15.—Weakness in some 
grades of Idaho pine that developed last week 
had entirely vanished when the new week 
opened. Word was received from the mills of 
an advance of $1.50 in No. 3 Idaho and of $1 
in No. 2 common, and this strengthening was 
immediately reflected in local deals. Whole- 
salers report no difficulty in obtaining the higher 
prices, 

KANSAS CITY, MO., Feb. 16.—Demand for 
western pines holds at the same volume as in 
Previous weeks, with most orders being placed 
by industrial buyers. Stocks of some items are 
getting scarce and prices are a little stronger. 
Retail demand is small yet, but more inquiry is 
coming in. 


BOSTON, MASS., Feb. 16.—Some large whole- 
Salers report they are booking a fair business 
in western pines from industrial buyers. Yard 
trade is slow. Pondosa pine has been quiet 
the last week. No. 2 common is offerea at 
$49.75 @52.25 for 1x6-inch; $45.25@48.25 for 1x8- 
and 1xl0-inch, and $45.75@49.25 for 1x12-inch. 
Idaho white pine is quiet at unchanged prices. 


INDIANAPOLIS, IND., Feb. 16.—Demand is 
rather light in western pines. Severe weather 


has kept back building. Jobbers say they expect 
some active buying in March. Most local deal- 
ers have rather heavy stocks and will not re- 
enter the market until the building season opens. 


REDWOOD 


NEW YORK, Feb. 15.—Redwood is marking 
time, so far as building items are concerned. 
Industrially trading is fairly active considering 
drawbacks due to climatic conditions. Dis- 
tributers are building up stocks in anticipation 
of an active spring. 


KANSAS CITY, MO., Feb. 16.—The redwood 
market still shows little activity, with nearly all 
orders being placed by retailers. There is some 
inquiry from industrial consumers, but most of 


‘it appears to be in the ‘‘feeler’’ class. 


BOSTON, MASS., Feb. 16.—Wholesalers say 
they are buying more redwood than they are 
selling. Industrial trade is about fair but re- 
tailers show little interest in yard items. Stor- 
age stocks are being prepared for spring trade. 
Prices are steady. 

INDIANAPOLIS, IND., Feb. 16.—There is a 
fair demand for redwood. Yard stocks are not 
as heavy as in some other woods. Industrial 
demand is fair. Prices are steady. 


NORTH CAROLINA PINE 


BOSTON, MASS., Feb. 16.—Yard trade in 
North Carolina pine was nearly halted last 
week by bad weather. Industrial buyers are 
placing a fair volume of orders. Band sawed 
rough edge is offered at $60@61. Roofers are 
possibly a shade easier; sales of 8-inch air 
dried are reported at $33.50@34, and Alabama 
kiln dried are $36.25 for 8-inch. Shortleaf floor- 
ing and partition are quiet; lowest prices re- 
ported here are: B & better rift 1x4-inch floor- 
ing, $80.75; C rift, $63.50; B & better flat, $59.50; 
B & better partition, 34-inch, $57. 


NEW YORK, Feb. 15.—With conditions slowed 
up by two heavy snows throughout the metro- 
politan area, North Carolina pine prices have 
held at the exact levels that existed two weeks 
ago. Some dealers are short and are taking ad- 
vantage of more or less enforced idleness to 
sound out the market. 

BUFFALO, N. Y., Feb. 15.—The North Caro- 
lina pine market shows an easier tendency. 
Six-inch roofers are still quoted around $31.50 
and 8- and 10-inch at $33, but retailers ask 
concessions. While offerings are not heavy, they 
are fully ample for present needs. 


BALTIMORE, MD., Feb. 15.—A heavy snow 
storm has checked the demand for North Caro- 
lina pine. Quotations are being firmly main- 
tained at the advanced figures and mills show 
no disposition to hold out concessions, which 
makes buyers hesitate about placing orders in 
advance of actual wants. 


SOUTHERN PINE 


CHICAGO, Feb. 17.—The southern pine mar- 
ket appears a shade weaker than last week, 
some items of dimension and common stock be- 
ing off from 50 cents to $2. Transit cars are 
more plentiful and harder to place. The mills 
have more dry lumber to offer, and, while 
inquiry in the Chicago territory is fair, demand 
is quiet. 





ST. LOUIS, MO., Feb. 15.—Southern pine or- 
ders for mill shipment increased this week, and 
the market continues strong. The demand from 
northern and eastern sections is still curtailed by 
adverse weather. The demand from central and 
southern sections continues brisk. Strictly No. 1 
common and No. 2 common and better dimen- 
sion are moving in equal volume. There are 
comparatively few cars in transit. 


KANSAS CITY, MO., Feb. 16.—The volume of 
orders for southern pine fell off slightly last 
week, but sales managers expect an increased 
volume of orders this week. Demand in the 
South is good, but the weather has been against 
the market in the northern States and the wheat 
belt. Fine weather in the South has increased 
mill output and stocks are in better shape than 
a month ago. Prices on all items are firm. 
While there are more transit cars being offered 
there is no over-supply. The industrial demand 
is good, particularly for car material. 





INDIANAPOLIS, IND., Feb. 16.—Orders for 
southern pine have slumped in this district. 





High grade steel that 
holds an edge longer 
is the foundation of 
Simonds Circular Saws. 


These saws give you 
more production at less 
cost because they re- 
quire less fitting. There- 
fore they save you 
money. 


Order new saws or 
have your old one re- 
paired at a Simonds 
Service Station. 


SIMONDS 
SAW and STEEL CO. 


Established 1832 
FITCHBURG. MASS. 


CHICAGO, ILL. PORTLAND, ORE. 

Bert a. SAN FRANCISCO, CAL. 
, . ATTLE, WASH. 

NEW YORE Cl MONTREAL QUE. 

N ORLEANS, LA. 7 

LOCKPORT, N. ¥. TORONTO, ONT. 

‘TENN VANCOUVER, B. C. 


MEMPHIS, TENN. 
LONDON, ENGLAND 8ST. JOHN, N. B. 
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& low Pine lumber comes from is a mighty fine stand. 


Finish 
Ceiling 
Siding 
Flooring 
Mouldings 
Dimension 
Lath 
Boards 


Shop 


and 
Factory 
Lumber 


CUT TO 
LENGTH STOCK 
A SPECIALTY 


” The timber that “Nearwhite”’ Soft Shortleaf Yel- 


And we supplement this fine natural quality with the 
¢ best manufacture. Is it any wonder ‘“Nearwhite” is 
Lem a great favorite with dealers and factory men? 


THE SUMTER LUMBER CO. 


ELECTRIC MILLS, MISSISSIPPI 
E. E. HALL, Sales Manager 
























Birch 
Maple 
Beech 

Elm 
Basswood 
Norway 
White Pine 
Hemlock. 


a 


Lath and 
Square Stock 


= a specialty. 





WRITE FOR 
CATALOG 
TODAY 








Duty 8-Wheel 


This Trailer Handles 15-Ton Loads 


It is especially designed for use with Tractors in muddy, sandy, or 
swampy logging roads. The strong, durable construction of this trailer 
enables it to withstand the continuous abuse of difficult logging operations. 


trailers and wagons as the best equipment obtainable. 
Investigate our line now. 


HEMMING WAGON FACTORY, 
Hemming Heavy 


Tractor Trailer 
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Lumber Dealers! 


Let us bid on your mixed yard orders. We are 
ready to serve you on White Cedar shingles and 
posts, Norway and White Pine, Hemlock, Maple 
Flooring and small timbers. You'll find our prices 
and quality right. 


Let us have your inquiries. 


Stack Lumber Co., acmean. 
















Lumbermen everywhere recognize Hemming logging 


Meridian, Miss. 

































Demand for the last week was far below that 
for the same period last year. Part of this 
condition is due to heavy buying in January, 
when most retailers built up large stocks for 
early spring use. This, coupled with bad 
weather, which virtually halted building of all 
description, cut the orders far below normal, 


CINCINNATI, OHIO, Feb. 16.—Southern pine 
orders are still restricted to current necessities. 
Production is seriously hampered, according to 
reports from the mills. The southern situation 
has been a stabilizing influence. 


NEW YORK, Feb. 15.—A good market for 
timbers, with indications for a much better one 
a little later on is the feature of present trad- 
ing in southern pine. All lumber is in good 
demand, even though traffic is greatly ham- 
pered. Wholesalers and retailers report busi- 
ness better than they could have anticipated 
under the circumstances. 





BUFFALO, N. Y., Feb. 15.—The southern pine 
demand is small, due to severe weather. Retail 
yards are deep under the snow in a good many 
localities, so that it is difficult to handle lum- 
ber and not much is being moved out. Prices 
have declined about $1 to $1.50 in the leading 
items. 





BOSTON, MASS., Feb. 16.—The southern pine 
trade has been slowed down by the recent se- 
vere weather and heavy accumulation of snow. 
Retailers must do considerable buying, but 
they prefer to wait until weather conditions 
are more favorable for the revival of building. 
There has been no marked change in prices, 
but some observers think they detect a slightly 
easier tone. Highest prices reported lately paid 
for 1x4-inch longleaf flooring: Bé&better rift, 
$92; C rift, $77; B&better flat, $66. 

HOUSTON, TEX., Feb. 16.—The southern pine 
market in the Houston vicinity is in fairly good 
condition. Demand for yard stocks has im- 
proved noticeably and there is also. slight 
improvement in export business. Inquiries in- 
dicate there will be better business the next 
two ‘or three weeks. Prices are unchanged from 
last week. 





BALTIMORE, MD., Feb. 15.—The market for 
Georgia pine is still being in part maintained by 
the increased demands from Flerida, which con- 
tinues to absorb large quantities of lumber and 
draws upon producing sections not ordinarily 
tributary to it. Quotations are firmly main- 


tained. 
SHINGLES AND LATH 


CHICAGO, Feb. 16.—A 5-cent raise has been 
quoted on the local shingle market due to Coast 
mills being down and items becoming scarce. 
Clears are selling for $2.85, mill and stars, $2.55 
mill. 

MINNEAPOLIS, MINN., Feb. 16.—Red cedar 
shingle production is increasing. Wholesalers 
in this territory are making inducements to 
buyers. While for months clears held at $3.15 
and stars at $2.75, purchases have been made 
in the last week in this market at $2.85 for 
clears and $2.40 for stars. 


KANSAS CITY, MO., Feb. 16.—There has been 
very little demand for shingles the last week 
and prices still are weak. Clears are $2.85 and 
stars, $2.60. The demand for lath is picking up 
a little, with southern pine, western pine and 
redwood mostly wanted. The demand for siding 
is slow, but there has been a little more inquiry 
the last week for western pine and some red 
cedar. 

ST. LOUIS, MO., Feb. 15.—The shingle situa- 
tion remains unchanged, both orders and in- 
quiries continuing to arrive in small quantities. 
The market remains firm. Quotations: Extra 
stars, $2.65, mill base, and $3.99, St. Louis; extra 
clears, $2.95, mill base, and $4.46, St. Louis. 





COLUMBUS, OHIO, Feb. 15.—There is a slight 
increase in shingle demand. Rural buying is the 
best feature. City orders are not large, being 
mostly to fill in broken lots. Transit cars are 
not numerous and receipts are sufficient for cur- 
rent needs. Prices are steady with red cedar 
extra stars $4.40, and extra clears, $5. Other va- 
rieties are quiet. Lath trade is fair and prices 
are unchanged. 

NEW YORK, Feb. 15.—Eastern spruce lath 
are rather scarce, with prices standing as they 
have been for two weeks or more. Inability to 








26 


lat 
his 
ry, 
for 
ad 
all 


ne 
es. 


on 


for 
ne 
d= 
od 
m - 
Si- 


ed 


ne 
ail 
ny 
m - 


ng 


ne 
se - 
Ww. 
yut 
ns 
1g. 
es, 
tly 
vid 
ift, 


ine 
od 
m- 
sht 
in- 
xt 
om 


en 
ast 
ce. 
00 


lar 
ers 
to 


ide 
for 


la- 
in- 
es. 
tra 
tra 


rht 
the 
ng 
ure 
ur- 
lar 
jae 
ces 


ath 
1ey 
to 





FaRUARY 20, 1926 AMERICAN LUMBERMAN 107 





make deliveries over the snow laden streets 
and roads has served to tide over the period of 
light, arrivals. A good demand is forecast by 
abundant inquiries. There have been large ar- 
rivals of West Coast shingles of late. Prices 
are firm. 

BUFFALO, N. Y., Feb. 15.—The shingle mar- 
ket shows an easier tone. Wholesalers find 
little interest displayed by consumers. Prices 
are 15 cents lower on British Columbia XXXXX, 
or $5.81, while Washingtons are $5.31. Extra 
clears are 5 cents at $4.66, while stars are un- 
changed at $4.16. The lath trade is dull. 

BOSTON,’ MASS., Feb. 16.—Very few shingles 
are being sold in this territory at present. White 
cedars are offered at $4.50@4.75 for extras, and 
$4@4.25 for clears. Demand for lath has shown 
no improvement and prices remain easy. The 
1%-inch eastern spruce lath are offered at 
$7@7.25, and the 15-inch at $8@8.25. Prac- 
tically nothing is being done in West Coast 
lath because of high pricces quoted by producers. 


INDIANAPOLIS, IND., Feb. 16.—Shingle 
stocks in retail yards are not heavy. Rural 
yards have not purchased their spring require- 
ments, but uncertainty as to prices is slowing 
orders. Only a few cars are being shipped into 
the State and some difficulty is being experi- 
enced in disposing of these. 


HOUSTON, TEX., Feb. 16.—Shingle trade is 
slow and prices are unchanged. Lath are in 
fair demand at steady prices. 


MAHOGANY 


30STON, MASS., Feb. 16.—The sustained in- 
terest in mahogany by nearly all classes of con- 
sumers is absorbing offerings promptly and hold- 
ing prices firm. Good sales of both solid ma- 
hogany and veneers are being made to piano, 
furniture and talking machine manufacturers. 
The call for veneers to be used in panel work 
is exceptionally good. Quotations on air dried 

plain mahogany, log run for figure: 
FAS No. 1 com. No. 2 com. No. 3 com. 


4/4 $190 $160 $ 90 $ 45 
5/4 & 6/4 195 160 90 45 
8/4 195 165 90 45 
10/4 200 175 100 
12/4 216 175 110 
16/4 220 175 110 


BOXBOARDS 


BOSTON, MASS., Feb. 16.—Current demand 
for boxboards compares well with the business 
offered a year ago. Prices remain fairly steady. 
Some producers are carrying larger stocks than 
they desire and the movement to curtail pro- 
duction has not progressed sufficiently to per- 
mit any real firmness. Good round edge white 
pine boxboards, inch, are offered at $27@29. 


CLAPBOARDS 


BOSTON, MASS., Feb. 16.—The demand for 
clapboards has been slewed down by unfavorable 
weather. Reports from the building industry 
are very encouraging and promise a_ good 
spring trade. Offerings of white pine and 
eastern spruce clapboards are light and prices 
are firmly held. Quotations: Eastern spruce, a 
thousand pieces, 4-foot, 6-inch, extras, $120: 
clears, $115, second clears, $110; 5%-inch, $5 
less. Pacific coast clapboards, clears, a thou- 
sand square feet, redwood, $28; red cedar, $30; 
California pine and western spruce, $40. 











Electric Drying Oven With Automatic 
Moore | em 


Moist Air With Moore’s Triple Beam Scales and Elec- 

§ ) * 7 tric Drying Oven you can determine the exact 
ry ilns moisture content of your stock before it is 
removed from the kiln. Oven illustrated con- 
sists of an asbestos composition box bound 
with metal. Temperature may be raised or 


ae er ee” ee lowered at will as the heat is automatically 
Lumber to a Definite led 
Moisture Content.’ controlled. 


Necessary and inexpensive. 


Moore Dry Kiln Company 


“KILN BUILDERS SINCE 1879” 
Jacksonville, Fla. ~ 2 Fally Equipped Plants. ~ North Portland, Ore. 














“Thus Saith the Law” 











Breach of Contract to Appoint Scaler 

A contract of sale of logs provided that payment 
for all logs was to be at Aberdeen prices, all logs 
for first year to be scaled as No. 2 and No. 3; 
the lumber company, the seller, to furnish one 
Sealer in the woods, and if scaling was unsatis- 
factory to the mill company, the buyer, it was 
to furnish a sealer, and these two to select a third 
scaler to arbitrate disputes. Logs were delivered 
and this action is for the balance of the purchase 
price. The defense is that the seller had fraudu- 
lently misrepresented the terms of the contract to 
its scalers so that they wrongfully classified cer- 
tain of the logs to the damage of the buyers. One 
of the seller’s scalers testified to the effect that 
he was instructed to classify logs as No. 2 which 
Should have been classified as No. 3. This was 
denied by the seller. The buyer had accepted the 
logs and scale sheets from day to day, manufac- 
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4-cylinder Autocar (extra long wheelbase) owned 
by Richard Torpin & Co., Philadelphia 
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tured the logs into timber, and disposed of the 
product. The buyer had not appointed its own 
scalers, nor adopted the procedure which the con- 
tract provided if dissatisfied with the scale. In 
view of these considerations. the court thought the 
verdict of the jury in favor of the seller should 
not be disturbed. [Maytown Lumber Co. vs. May- 
town Mill Co., Washington Supreme Court, Nov. 
23, 1925, 240 Pac. Rep. 902.] 


The Lumber Partners 


“Brown and I have dissolved partnership in 
the lumber business,” White suggested, ‘and 
I’m carrying on the business in my own name at 
the old stand.” 

“So I’ve understood,” 
Sand Bank agreed. 

“There’s disputed accounts between Brown and 
me. He contends that I owe him about $4,000, 
and I,say the boot’s on the other foot,’ White 
explained. 

“Well, you'll have to fight it out between you.” 

“That part’s all right, but Brown’s your cashier, 
I’ve got $3,000 here that I’d like to deposit in your 
bank and check out for new goods to stock up 
the store, but I’m afraid that Brown’ll grab the 


the president of the 


money as soon as it goes to my credit,” White 
demurred. 

“You needn’t worry on that score—I’ll guar- 
antee that your money’ll be protected,” the presi- 
dent agreed. White deposited his money, ordered 
$3,000 worth of new goods from the Inland Lumber 
Co., gave a check on the Sand Bank, and when 
the check came in it was dishonored—by reason 
of Brown, the cashier, having appropriated White’s 
deposit to pay the debt which the cashier alleged 
that White owed him. 

When White learned these facts, he promptly 
borrowed the money, paid the Inland company, 
and sued the bank for the amount of his deposit. 
And the Texas court of civil appeals in a recent 
case decided in his favor. 


“The bank is in good conscience and on its 
express agreement liable for the money. Persua- 
sion was used to obtain the deposit, as White 
felt reluctant to place it in the bank and did so 
only on the express agreement of the bank not to 
permit Brown to appropriate it.. The cashier at 
that time was not a partner and had no right 
to or interest in the deposit, and the bank was 
fully informed of that fact,’ said the Texas 
court. 
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CHARLES F. EATON, of Calais, Me., promi- 
nently identified with timberland and sawmill 
operations in that State, died on Friday, Feb, 
12, at Boca Grande, Fla., where he had gone to 
enjoy a winter vacation. Mr. Eaton was 68 years 
old. Few of those who in the past have gone 
into the Grand Lake region of the Pine Tree 
State for fish and game will fail to mourn the 
passing of a great sportsman and a sincere 
friend. Mr. Eaton’s family is closely identified 
with Boston, Mass. His daughter, Muriel, is the 
wife of George Mixter, of Boston, son of the 
late Dr. Samuel Mixter, famous physician and 
surgeon. Two sons, James M. Eaton, president 
of Marketing Products (Inc.), and Charles F. 
Eaton, jr., senior partner of the bond house, 
Eaton & Howard, live in Boston. A _ younger 
son, Henry Eaton, is still at college. Mr. Eaton 
also is survived by his wife, who is the youngest 
daughter of James Murchie, widely known as 
one of Maine’s pioneer lumbermen who hewed 
fame and wealth from the forests in a genera- 
tion long past. Funeral services were held in 
Boca Grande and the body was taken back to 
Calais, Me., for burial. 


WILLIAM W. TYLER, formerly engaged in 
the lumber trade of the East, and brother of 
John S. Tyler, secretary of the Buffalo Lumber 
Exchange, died at his home in Los Angeles, 
Calif., Feb. 12, aged about 85. He was born in 
Cortland County, New York, and lived for a 
time in Canada, where he was a member of the 
Georgian Bay Lumber Co. For some years he 
was a dealer in white pine at Buffalo, with yard 
at the Tifft Farm. Later he was vice president 
of the H. M. Tyler Lumber Co., North Tona- 
wanda, N. Y. He was later in the trade in New 
York, being associated with his son, Van M. 
Tyler, in the firm of W. W. Tyler & Son. About 
twenty-five years ago he went to California and 
engaged in fruit growing. He leaves a widow 
and son, Van M., and two brothers, John S. and 
Harrison M., the latter living in California. An- 
other son, William, died several years ago. 


J. C. BROADWATER, prominent in lumber 
manufacturing circles of southern Mississippi, 
died at a hospital in Jackson, Miss., on Sunday 
morning, Feb. 7, at the age of 69. Mr. Broad- 
water was a mill operator and owner of timber 
tracts in Smith County, Mississippi, with home 
at Raleigh. He was widely known in the State 
and very highly regarded. Two daughters and 
two sons survive him. 


SAMUEL R. MYERS, 71 years old, superin- 
tendent of E. C. Atkins & Co., saw manufactur- 
ers of Indianapolis, for twenty-eight years, died 
recently at his home following a brief illness. 


HENRY J. WILLIAMS, 59 years old, manager 
and one of the organizers of the Seymour Plan- 
ing Mill Co., Seymour, Ind., died recently in an 
Indianapolis hospital of paralysis. He was 
stricken while attending the annual convention 
of the Retail Lumber Dealers’ Association of 
Indiana ten days before. He is survived by the 
widow, one son and one daughter. 


ISOM CAUDILL, aged 51, lumberman of the 
Tribbey (Ky.) section, died at his home, Friday, 
Feb. 12, after a brief illness of fever and com- 
plications. Mr. Caudill for several years had 
been successfully operating sawmills in eastern 
Kentucky. Besides his wife he is survived by 
several children, two brothers and a sister. 


ADAM G. COOK, for 18 years general manager 
for the McKenna Lumber Co., died at his home 
in McKenna, Wash., Feb. 10, after a short ill- 
ness. Mr. Cook went from New Mexico, where 
he had been engaged in the lumber business, to 
Tacoma, Wash., and shortly afterwards joined 
the McKenna firm. He had also been connected 
with the lumber business in Wisconsin before 
moving West. He is survived by his widow, two 
daughters, his mother, three sisters and one 
brother. He was 59 years of age. 

MRS. LOUISA HOBI, widow of John F. Hobi, 
pioneer logger, and mother of Edward, Frank 
and Herman Hobi of the Hobi Timber Co., Aber- 
deen, Wash., died in a Portland (Ore.) hospital 
on Feb. 11. Mrs. Hobi had been in Portland for 
some time under medical care. 


HUGH W. WALLACE, prominent retired busi- 
ness man of Portland, Ore., died suddenly at the 
home of his daughter, Mrs. Everett G. Griggs, at 
Tacoma, Wash., Feb. 10. Mr. Wallace was 93 
years of age. He was in Tacoma to attend the 
marriage of his granddaughter, Miss Catherine 
Russell. Mr. Wallace was born in Scotland and 
came to the United States when 10 years old. 
He went to Portland in 1875 and took an active 
interest in public affairs during his long resi- 
dence in that city. He is survived by two 
daughters and three sons. The funeral was held 
in Portland. 


ADELBERT B. ROWLEY, aged 64, died at his 
home in Puyallup, Wash., Feb. 11, after a linger- 
ing illness. Mr. Rowley was a retired lumber- 
man. Most of his experience in the industry was 
in Canada, but six years ago he retired an 
moved to ter dongs * where he entered the farm 
supply business. e is survived by his widow, 
three sons, two daughters and three sisters. 
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